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A Me GRAW-HILL PUBLIC 42 


33 top salesmen tell YOU the importance 
of acquiring and applying information about: 


» PRODUCTS 

-« CUSTOMERS 

. ADVERTISING AND SALES PROMOTION 

- WORK PLANS 

- YOURSELF, YOUR COMPANY, YOUR STOCKS 
» MANUFACTURERS’ AIDS 

« PRESENTATION AND DEMONSTRATION 


... in their daily work. Take a sales tip from the successful experiences 
reflected on the inside pages. 








Model E Pipe & Bolt Machine 











Right-handed — like a lathe — conforming to 
standard machine tool practice All controls 
at operator's finger tips 





Heres Why 
“They” Buy and Like 


The gears run in oil! Quieter running and 


MODEL ‘‘E’’ 

- . 
longer lasting because less friction Only 
p i pe a n 0 mac ine ee 


@ Lightweight, economical heads—with a choice of 195 
Beaver Model E, weighing 185 kinds and sizes of dies; ball- 
lbs., cuts, threads and reams bearing, self-centering wheel 
all kinds of pipe... from % and-roller cutoff, for pipe or 
to 2-inch. Using a drive shaft bolts; safety switch lock; heavy 
and geared tools, it cuts and duty 72-inch chuck; eccentric 
threads all sizes of pipe from cam-type pipe support; and a 
2% up to 8inch. It threads choice of 110/115 or 220/230 
bolts and rods up to 12-inch volt universal motor for use on asin) thlins ieidestiaiaies tae dink titan 
in one cut; up to 2-inch in two AC or DC, 25 to 60 cycle. perforated to facilitate prompt oil « souidinn 
cuts. With the wheel cutter it When you sell the Beaver ~— 
cuts off bolts and rods up to %- Model E to your customers, Ve 
inch .. . with the knife cutter | you are selling the top quality 
(special) it cuts, grooves or pipe and bolt machine in the 
bevels 2 to 2-inch pipe. lightweight economy field. 
In addition to the features illus- Write for our latest catalog for 
trated, the Beaver Model E has information on the complete 
a one-piece weldment base, a line of Beaver pipe tools. 

h igh speed weather-proof “Over 50 Years of Friendly Service” 
motor mounted to permit a BEAVER PIPE TOOLS 
cooling flow of air, a reversible 216-300 Dana Ave. 

oil pump, quick opening die- Warren, Ohio, U.S.A. A regeed welded stee! stand is available for 



































the Model E. Steel or rubber-tired wheels 
Cut shows how large pipe is threaded with 
geared threader and drive shaft 
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THE BEAVER WAY —— ELIMINATES aN 
A i Re A ; 


i! a) 
ro 


SPINDLE “WHIP” AND WORN BEARINGS 





























Exaggerated view showing why pipe support Safety Switch Lock—prevents starting motor Renewable bronze bearings on both ends of 
should be independent of the spindle to with wrench in chuck Protects operator and the spindle insure long life and proper spind! 
Preveat spirdie whip worn bearings and machine from injury and damage alignment. Easily replaced! . 7 


flat-sided threads 
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Salesmen Tell You How To Sell—aAn Editorial 


Deliver the Goods but Watch the Cost 
Norfolk distributor does this through direction and mileage control of trucks 


What Happens to an Order 


Second in a series of three arti features procedure followed by a Seattle firm 


7 Ways to Sell More Today.............. 


33 salesmen give you the be 


> 


Products 


Knowledec 


Customers 


Successful salesman | 


Advertising and Sales Promotion 
I'‘hese are important factors in today’s buyers’ market 


Work Plans 


What a salesman does ime dictates the results of hi 


Yourself, Your Company, Your Stocks 


Know these and you're sure to makes sales 


Manufacturers’ Aids 
Make the most of the 


Presentation and Demonstration 
Every salesman has his own techni 





REGULAR FEATURES 


You Said It. ; 7 Supply Sales Trends . 138 
Talk of the Trade 93 Price Index .... . 142 Hew You Can 
Editorial . . 97 The Outlook for Business 144 On the Market Today. . 





@ We can supply Socket Head Cap 
Screws in any length you want up to 
3” in diameter . . . because we 
have blanks for these big babies 
Right in Stock! 


@ 1%” and 1%” diameters, individually 
packaged, are standard in all 
listed lengths — Right from Stock! 


HOLO-KROME 
Completely lold Jorged 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP. e@ HARTFORD 10, CONN., U.S.A. 
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occ STHIDUTUH NoWS 








Ideal for rugged conveyor and 
power transmission service, 
this LXS chain drives combi- 
nation scrubber and screen. 


Belt Class 
H combination drag chain is 
ideal for handling sawdust, ref- 
use, and other bulk materials. 





Durable Cast Buckets 
Are Built for Rough, 
Rugged Elevating Jobs 


Continuously handling abrasive 
materials, elevator buckets are 
subject to rapid wear and cor- 


rosion. But such problems are 
minimized in Link-Belt cast 
buckets. They're made of top 
grade malleable 
iron or strong 
er, longer-wear- 
ing Promal to 
stand up under 
punishing serv- 
ice. What's more, 
they incorporate 
three vital ad 
vanced design 
features 


Scotsman stresses 
economy in ele- 
vator bucket ads. 


1. SMOOTH, SEAMLESS INTERI- 

OR SURFACES which reduce 

friction and wear 

2. DOUBLE-THICK BACK thar 

resists distortion and helps 

maintain full capacity 

3. ADVANCED DESIGN assuring 

proper filling and discharge 

All facts point to Link-Belt 
as first choice for long-life ele 
vator buckets. Let Book 2465 
tell the whole story. 





LINK-BELT COMPANY 


Piants in: 

Indianapolis *« Philadelphia 
Chicago « Atlanta « Colmar 
Pa. « Houston « Minneap 
lis * San Francisco + Los 
Angeles ¢ Seattle 13,638 


Offices in Principal Cities 


























Link-Belt Parallel Shaft 
Gear Drives Offer 
Five Quality Extras 


GEARS are precision-shaved. 

Rigid shaft support preserves 

alignment beyond rated capac- 
ity 

ROLLER BEARINGS, adequate to 
handle shock and overhung 
loads, are used throughout the 
drive 

GREASE LUBRICATED SEALS for 
each input and output shaft 
prevent entrance of dirt, water. 
AUTOMATIC SPLASH LUBRICA- 
TION supplies oil to all bear- 
ings, gears and pinions at all 
speeds 

STURDY HOUSING is so de- 
signed that all parts can be re- 
moved without distrubing base. 

You can confidently recom- 
mend Link-Belt parallel shaft 
irives for all high-hp speed re- 
duction needs, They take heavy 
shock loads in stride... operate 
smoothly with high load capac- 
ity eliminate vibration and 
its consequent waste of power 

Link-Belt parallel shaft gear 
drives are available in 2.84:1 
to 318:1 reduction ratios, 4 to 
1000 hp, 2 to 600 output shaft 
rpm. Give Book 2519 for com- 
plete facts and specifications. 

In addition to parallel shaft 
gear drives, Link-Belt builds 
worm gear, helical gear, variable 
speed and fluid drives. All are 
pre-engineered for easy installa- 
tion and maximum efficiency. 





Fruit jars ride smoothly on 
economical, easy-to-clean $-815 
flat-top chain. One piece link 
provides long-life handling. 


Class C combination iron and 
steel chain is popular, durable, 
low-cost chain. Excellent for 
elevators and conveyors. 


Complete Link-Belt Line 
Has the Chain That's Best 
For Every Conveying Job 


The wide variance in conveyor 
chain requirements in the above 
Belt distributor. 

* Sales 
most complete in 
are unrestricted—can be based 
This line includes single and 
fabricated. Each is built for 


installations emphasizes your 
positive advantage as a Link- 
For Link-Belt’'s 
Meeting chain line is the 
in Print industry. Your 
recommendations 
on need rather than mere avail- 
ability. 
double pitch roller chain 
cast, combination, forged or 
specific abrasion, shock and im- 
pact conditions. And quality 


sprocket wheels are available for 
every size of these chains to 
assure longer chain life. 

Nor is diverse selection your 
only advantage. Equally import- 
ant, the Link-Bele double >—~< 
arrow trademark is the recog- 
nized symbol of chain quality. 
Exact control of raw materials 
and processes plus manufactur- 
ing refinements contribute to 
high uniformity that means bet- 
ter performance 

Your service in this line can 
include more than just recom- 
mending the right chain. You 
have available a range of attach- 
ments to meet any specialized 
requirements at low cost. 





Link-Belt Takeups Maintain Right Tension 
For Top Conveyor, Elevator Performance 


Wherever head or foot shafts 
on conveyors and elevators re- 
quire adjustment to suit chain 
or belt lengths, Link-Belt take- 
ups are the low-cost, long-life 
answer. Three types are basic in 
a complete line that includes 
ball and roller bearing models, 
as well as the babbitted models 
shown here. 

Screw takeups hold the bear- 
ing block in position on its 
guides can be moved as 
needed. Spring takeups have the 
added ability t© absorb shock 
and handle pulsating loads. In 
the gravity takeup, weights at- 
tached to bearing blocks or slid- 
ing frame keep proper tension 
automatically. 
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It will pay you to know the 
characteristics of each for imme- 
diate recommendation to pros- 


pects. 














COMPLETE LINE OF STANDARD & SPECIAL TAPS 


Leshainiinenst 


NEW PLASTIC TAP BOXES 


PROTECTED 
QUALITY 


It's apparent how Threadwell 
TAP quality is protected by 

the original plastic 

tap package shown above. 

BUT ... the quality of ALL 
Threadwell products is 

triple protected .. . at the factory, 
in transit and in use. 
THREADWELL DISTRIBUTORS, 








too, are triple protected — 

by the consistent 

high quality and dependability 
of Threadwell products— 

by Threadwell Field Engineers 
strategically located to 
provide on the job help 
with cutting tool and 

gaging problems... and 

by Threadwell’s progressive 
distributor sales policy. 

















KEYWAY BROACHES & SETS 








ADJUSTABLE ROUND, 2-PIECE & HEXAGON DIES 











Ask us 
about the 
Threadwell 
story. 

We know 
you'll like it, 





THREADWELL TAP & DIE CO 


Greenfield, Mass U.S.A 


THE FINEST IN CUTTING TOOLS & GAGES 
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The Cover 


Seven is supposed to be a lucky number. 
And here’s another reason why— it’s called 
“7 Ways to Sell More Today”. This 32- 
page special section pools the selling ex- 
perience of 33 industrial supply salesmen 
and gives you, Mr. Salesman, invaluable 
ammunition for selling in today’s buyer's 
market. So, turn to page 105, you'll find it 
worth your while. 
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“What! Reduce my inventory by 
adding another line?” 


“O.K., but why do PROTO tools 
sell in such volume?” 


“That's talking my language!” 


PROTO * TOOLS 


®) 
2a PROTO /PRO 
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TAPER’LOCK 


A PATENTED PRODUCT OF DODGE 


REBORING: 
KEYSEA rif 


- OFF THE SHELF rom KEPSEATIN 


THERE’S ONLY ONE TAPER-LOCK, 


Right off helf T -Lock S ket ead 
ge ee ap emer che ccligy ome 4 THE BUSHING THAT MOUNTS FLUSH! 


for your customer's shafts. That's time-saving, cost- 
saving news to users of chain drives—it's sales- 
making, profit-building news to — - The strong sales appeal in this Dodge development 

By making sprockets an off-the-shelf’ product is proved by the more than 2,000,000 Taper-Lock 
Dodge helps put money in your pocket. Customers products now in use—in sprockets, sheaves, cou- 
quickly standardize on these sprockets which require plings and conveyor pulleys. 
no reboring, no keyseating, no machining—and on 
the Taper-Lock bushings which hold them to the 
shafts with the firmness of a shrunk-on fit, yet come 
off easily. 

Ads in leading industrial publications are telling 
this impressive story. Keep your stocks complete and 
cash in on this new sales opportunity. 

DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, ind. 


of Mishoweke, Ind. 


- 


The Tronsmissioneer is featured in over 7,000,000 Dodge adsin * 
leading industria! publications this year In each ad prospects 
are advised to “call the Tranemissioneer, your local Dodge 
Distributor 
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You Said It 


On the Other Hand... 


READING, PA 
Ihe writer has read and reread with 
considerable interest your article 
“Selling’s Getting All The 


in the July issue of INpus 


Tougher 
lime,” 
rRIAL DisTRIBUTION. 

Sort of liked the statement of M: 
“salesmen who want to keep 
back 


Kunze: 
up the good work have to go 
and brush up on some fundamentals 
It surely hit the nail the head 
For so many years, all the salesman 
had to do was to call and the 
order with him. 

Ihe salesman today must have that 
flexibility whereby he can change his 
ideas and ways of selling. Now 
must be fortified with a knowledge, 
or a smattering thereof, of the prod 
ucts he sells, as well as their applica 
tion in the present day buyer’s plant 

Yes, I believe Mr. Kunze and many 
other salesmen are running into peo 
ple they never contacted before. Why 
didn’t they contact them before? Is 
it possible the line of least resistance 


on 


. 
take 


he 


was to contact the engineer, 
tendent or foreman of the shop? Evi 
dently, in building up a friendship 
with these gentlemen, they were suc 
take 


the 


superin 


cessful in building up their order 
Now a 
field, or perhaps the gentleman w 

bypassed in the past according to the 
order of things. Quite a few purcha 


newcomer comes into 


ing agents have arisen where there 


were none before, World W I] 


Industrial Distribution 


Purchasing Agent seconds idea of 
salesmen going back to fundamentals; 
another distributor berates suppliers for 
failing to leave room for distributor mes- 
sages; college prexy lauds June editorial 





ConrrisutTions to your “Letters to 
the Editor” department are wel- 

me from all readers. Write on any 
topic you like; we'll publish it and, 
f you do not want to be identified, 
you can rest assured that we know 
how to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas 
Let’s have ’em. 

Just send your letter the 
Eprror, INDUSTRIAL DistTRIBUTION, 
330 West 42nd St., New York 36, 
N. ¥ 


to 


The Editors 











ing strictly accountable for them. Not 
many of these gentlemen have had 
experience in purchasing but they are 
trying to do a job. 

I’m wondering whether Mr. Kunze 
made a favorable or unfavorable im- 
pression on the purchasing agent who 
wanted some dies. To me it doesn’t 
read so favorably, and his chances of 
getting further business appear to be 
very slim. Purchasing agents, as a 
rule, size up a salesman from that very 
first impression. On the other hand, 
these impressions can be overdone by 
the extremes in dress, personal acces 
sories Or mannerisms. 

These new purchasing agents really 
ieed help. Much can be learned 
from salesmen like Mr. Kunze, provid- 


ing they give that first favorable im 
pression. 

Selling the item is not the whole 
story by any means. ‘There are several 
other attributes a salesman and his 
organization must render. They are, 
in order of their importance: First, 
how well they can serve their custom 
ers; second, this includes 
prompt delivery of orders; third, ad- 
vice on how to meet new problems. 
Mr. Kunze’s organization seems to 
have the ability to meet the third con 
dition. How many more industrial dis 
tributors can do the same? 

Referring to the second item 
sale is completed until the item is 
delivered. This is the point where 
more thought and effort should be ex- 
tended by our industrial distributors. 
The buyer expects all material to be 
delivered at the right time, in the 
right place and in the right quantity 
It seems after the order is received by 
the distributor, it falls into a regular 
If some spec 


service 


no 


sequence of operations. 
cial request is made relative to a means 
of shipment, it may be followed 
through or it may not. There are 
cases wherein a partial shipment may 
be made without any advice when the 
balance of the order is to follow. 
You would think a telephone order 
would be given the green light all 
through a distributor’s routine. How 
ever, the item or items required in an 
extreme rush are invariably the ones 
that are fouled up for some reason or 
(Continued on page 10) 
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TAKE FULL ADVANTAGE 
or THESE 1Gh-Profit- 


Fig. 1571 


Fig. 1841.PT 


LUNKENHEIMER ; 
The cost of a Lunkenheimer Valve gets smaller... and smaller 


~ 


. and smaller, with each passing year of dependable service. 


u 
~e LW Wi 
THE ONE 
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LUNKENHEIMER SPECIALTIES 


When you can concentrate on lines that give you 
a high percentage of profit and cut costs for your 
customers, too, you've got an extra sound basis for 
selling. 


Glance quickly at the items on these pages. Every 
one of them is among the favored lines that net you 
more per dollar and help your customers save more 
on maintenance. 


These Lunkenheimer Bronze Specialties not only 
make double selling sense, but they are so far ahead 
of the field in quality that industrial buyers choose 
them unhesitatingly after a glance-comparison with 
competitive items. Their painstaking design and 
workmanship is instantly apparent. 


And the market for them —in your territory — is 


bigger than you think. Wherever you find compressed 
air in use... liquids in storage... piping in operation 
.. . bearings to lubricate . . . you have a potential 
market for Lunkenheimer Bronze Specialties. 


Start to look for this high-profit business on your 
next call—and keep looking. You'll be surprised 
how many extra sales you can pick up easily . . . for 
a brighter profit picture. 


Take full advantage of the assistance you get from 
... The Lunkenheimer Co., Cincinnati 14, Ohio. 


BRONZE e IRON e STEEL 


NAME IN VALVES 


; int 
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QUALITY 
CONSTRUCTION! 


INTERCHANGEABLE! 


NATIONALLY 
ADVERTISED! 


TRADE ACCEPTANCE! 


Supreme Brand Chucks are 


quality made with entire body hardened 
inside and out... taper bore hardened and ground... 
jaws nickel chrome moly alloy steel expertly heat 
treated ... every chuck is individually checked for 
accuracy before it leaves the factory. Write regarding 


distributor policy. 


SUPREME PRODUCTS, INC, 
2222 S. CALUMET AVE., CHICAGO 16, ILL. 


the chuck that lives up to its name . . . SUPREME 
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You Said It 


(Starts on page 





other. The excuse usually being—or 
der received too late for shipment that 
same day. Apparently the effort re 
quired to do so is minimized because 
the procedure would be somewhat dif 
ferent from the normal method of 
handling. But these special efforts are 
what really counts with the buyer 
| today. 
From the angle of the purchasing 
agent “selling the item is not the 
whole story” because “buying’s get 
ting tougher all the time.” 
C. E. THompson 
Purchasing Agent 
Berks Engineering Co. 


Bravo, Mr. Sprague! 


Daas, TEXAS 
I would like to register my definite 
endorsements of the statements made 
in Mr. J. P. Sprague’s letter published 
in the July issue of Inpusrriat Ds 
rRIBUTION (page 7 and 10). 
Mr. Sprague, in my opinion, has 
stated some very blunt facts; however, 
I have felt that his feeling is certainly 
justified. Most of the manufacturers 
we represent, and whose tools we 
carry in stock, have chosen for very 
definite reasons to distribute their 
tools through distributors, yet they 
go to a great deal of expense to pub 
lish a fine catalog illustrating their 
products and, as Mr. Sprague indi 
cated, have failed to leave a Space to 


put our name, address, telephone 


number, and so forth 

It is known that the manufacture 
has chosen to sell his products through 
a distributor, and then he partially de 
feats this very basic sales policy by 
not allowing for the distributor's 
name [This seems very unethical in 
my estimation 

There are, of course, some manu 
facturers who have gone to a great 
deal of trouble to take care of the 
need for the distributor’s name and 
have, in turn, rendered a real service 
not only to the distributor, but to 
themselves, in helping customers lo- 
cate local sources of supply. 

I know of two companies who re 

Continued on page 14 











eS HIGH -SPEED-EOGE 
< 13 L ARMST RONG-BLUM 
_ MFG. CO. CHICAGO.USA 
had 


ii 
Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 

Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “‘know-how’”’ . . . 


MARVEL is not “tied” to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—MARVEL will use them, regardless of cost or 
source .. . 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or ‘“‘welded-edge”’ hack saw blades are merely flattering 
attempts to imitate — without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested”’, and “‘re-tested’”’ by thousanda 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U. 8. A. 
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How RB&W gives distributors 
inside track to fastener profits 


Four good reasons to stock...and sell... RB&W 


FIRST IN ADVERTISING AGAIN with the industry's hardest-work- 
ing campaign, RB&W ads sell the name, the product features, 
and the breadth of the line you handle. Campaigns in 14 bus- 
iness publications, including FORTUNE, MILL & FACTORY, 
MACHINE DESIGN, APPLIANCE MANUFACTURER and 
many others, blanket your market and steer prospects to you. 


EASIEST CATALOG TO USE is RB&W’'s illustrated catalog, double- 
tabbed for instant reference. Jam-packed with all types, sizes, 
weights, construction features — the facts on RB&W bolts, nuts, 
cap and set screws, silicon bronze, screw products and rivets. 
Heavy, flexible cover protects this hard-working sales aid. Yours 
for the asking. 


ie é 
er =a . bd 


INDUSTRY'S BROADEST LINE of high quality bolts and nuts 
includes cap screws, finished nuts, rivets, machine, carriage and 
lag bolts. Allows you to meet all customer requirements easily 
and exactly. RB&W’s cold-forming of heads and threads, heat 
treating and complete quality control provide uniformity, accu- 
racy and holding power — insuring customer satisfaction. 


NEW, STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) and oversized labels speed handling. Stock handling 
gets an assist, too, now that RB&W furnishes cap screws in 
standard case quantities. Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N.Y. 43 


we RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N.Y.; CORAOPOLIS. PA ROCK FALLS, ILL 


LOS ANGELES, CALIF. Additional sales offices at: ARDMORE (PHILA 


PA.; 


PITTSBURGH; DETROIT CHICAGO; DALLAS; SAN FRANCISCO. Soles agents af SEATTLE. Distributors from coast to coast 
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lheimoid 


Thermoid Conveyor Belting 
cuts handling costs Rubber Products 
on food processing jobs 






There’s a Thermoid Conveyor Belt designed to lower the costs Canners 

of handling any food product. Here are 3 examples: CANNERS Ma ea 
(WC & PC)—For handling vegetables, fruit and other foods. 

Resists acids. Imparts no taste or odor. Available in white or 

peach color covers. CANNERS C—lIdeal for use where food is 

not in direct contact with belt. For packages, waste and refuse. 

RUFFTOP—For carrying cartons, bags, bundles and packages 


up inclines to 35°. Canners 


Type C— black 
Thermoid’s exclusive impregnation process welds carcass and 

cover into an exceptionally strong, durable belt. Finest quality 

reinforcement and specially compounded rubber stocks assure 

long life, less down time, lower handling costs. 

Mr. Distributor: Thermoid “‘built-for-the-job’’ mechanical rubber products 

can help you increase your sales to all industries. You can always rely on 


Thermoid service and the complete cooperation of experienced Thermoid 
Sales Engineers with their intimate knowledge of industrial rubber problems 






: fe 
Conveyor & Elevator Belting » Transmission Belting her 0] Rubber Sheet Packings * Molded Products 
FHP. & Multiple V-Belts + Wrapped & Molded Hose industrial Brake Linings and Friction Materials 
+ ; “ ‘ — er ee ys - we s 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utat 


AS ADVERTISED 
in leading indus- 
trial magazines. 


This little tool can 


pay for itself on one job! 


It can move 30 tons 2 inches in any direction 
—closed it is 4 inches high 


It’s an ideal tool for such jobs as pulling bearings (see 
above), repairing cranes, shovels, machinery, and equip- 
ment of all kinds—-in fact, one glance will suggest more 
uses than we could possibly list. 

It’s the 30-H-4.5 ““Lo-Hite”’ remote controlled hydraulic 
jack with independent pump. It is designed especially for 
heavy lifting in places where a jack handle cannot be 
operated. The independent pumping mechanism is con- 
nected to the jack by an 8-foot flexible rubber hose, per- 
mitting operation of the jack from any convenient place- 
vertical, horizontal, inverted, or inclined. 





This versatile tool is one of the hottest items 
in the Duff-Norton line. All you have to do 
to sell them is tell prospects about them. Your 
sales manager has or can get complete infor- 
mation on prices and direct literature regard- 
ing the all _—— **Lo-Hite.’’ Ask him today! 
The Duff-Norton Manufacturing Co., P. O. 
Box 1889, Pittsburgh 30, Pa. Canadian plant, 
Toronto 6, Ontario. 


DUFF-NORTON 


“Giving Industry A Lift 
Since 1883” OC Ss 
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You Said It 


(Starts on page 7 





cently published a new catalog, both 
of them national organizations and 
manufacturers who look one-hundred 
percent to sales through distributors, 
and yet they have made no provision 
whatever for a place for the distribu- 
tor’s name. In fact, the covers are of 
such glossy material that no satisfac 
tory or attractive means of identifica 
tion can be accomplished. 

I sincerely feel that, if this sugges 
tion was presented to other distribu 
tors, there would be plenty of gripes 
and suggestions concerning this mat 
ter. 

Irvine H. Buck 
President 
lool Supply & Engineering Co 


Interested In “Careers” 


INDIANAPOLIS, IND. 

Congratulations to you for your ex- 
cellent article in the July issue entitled 
“Careers in Industrial Distribution.” 

Yes, we can use 100 reprints of this 
excellent item to very good advantage 
and we will appreciate it if you will 
send them to us marked for the at 
tention of the writer. 

Chis item is most timely and again 
points out the fact that industrial dis 
tributors throughout the entire coun- 
try have a real need for improved 
public relations. We are glad to see 
that you have made such a fine start 
with “Careers in Industrial Distribu 
tion.” 

FRANK M. Crucer 
Partner 
Indiana Manufacturers Supply Co 


“M.S.D.” Scores 


Couiece Station, TEXAS 

I thoroughly enjoved your editorial 
in the June edition of Inpusrriat D1s 
rRIBUTION It clearly points out 
what I think is a condition facing this 
country at all levels—national, state, 
ind local; large organizations and 


Continued o1 





GUARD AGAINST 


DOWN TIME 
WHEN PRESSURES ARE UP 


With Watson-Stillman 
Forged Steel Fittings ... 


The high cost of down time in today’s high pressure processing 
and power plants demands careful selection of piping materials. 
This goes double for the fittings. 


WATSON-STILLMAN FORGED STEEL FITTINGS give you maximum pro- 
tection against high pressure, heat, corrosion, shock and vibration 
—elements often responsible for piping failures. 

All W-S Carbon Steel Fittings are drop forged to produce the 
well-known forged-fiber structure with exceptionally high tensile 
and impact strength. They're designed for high strength, too, with 
extra heavy walls where you need them. And they're precision 
machined for perfect alignment. 

Watson-Stillman Fittings are also available in forged stainless 
and alloy steels for exceptional-service at high and low tempera- 
tures and for maximum resistance to corrosion. 

For strong, tough, trouble-free joints—for safe, dependable 

S 


operation of your piping system — specify W-S Forged Steel Fit- 
tings. Available in sizes %” to 4” in both SCREW-END and 
SOCKET-WELDING types. Write for information today. 


Sold Through Leading Distributors 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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\S THE 
BIG CHANGE 
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INI CHAIN... 


-—Rowid CHAIN 


Round, the oldest name in chain, now joins Republic 
Steel, producer of the world’s widest range of steels 
and steel products. 

The Round Chain plants and warehouses now be- 
come the Round Chain Division of Republic Steel 
Corporation. 

Your orders for REPUBLIC Round CHAIN will be 
handled promptly and efficiently through a central 





Location of the plants and warehouses which become Republic's 
Round Chain Divisicn is indicated on the above map. These were 
formerly the properties of: The Cleveland Chain & Manufacturing 
Company, Cleveland; The Round Bridgeport Chain & Mfg. Company, 
Bridgeport, Conn.; Round Woodhouse Chain & Mfg. Co., Trenton, 
N. J.; Round Chain & Mfg. Co., Chicago; Round Chain and Mfg. Co., 
St. Louis, Mo.; The Southern Chain & Mfg. Co., Birmingham, Ala.; 
Round Los Angeles Chain Corp., Los Angeles; Round California Chain 
Company, San Francisco; Round-Seattle Chain Corporation, Seattle 
and Portland. 











Other Republic Products include Bolts and Nuts, 
Sheets, Hot Rolied and Cold Drawn Bars, Steel and 
Plastic Pipe, Tubing. 


sales organization. Manufacturing plants and ware- 
houses are strategically located in leading cities 
throughout the United States to assure you of prompt 
delivery. 

The products are the same high quality chain you 
have known and used under the Round name. Now 
they have a new name: “REPUBLIC Round CHAIN”, 
Republic will continue to stress service and quality 
which have been characteristic of Round Chain 
for over 85 years. 

Integration of Round manufacturing facilities with 
Republic’s experience in producing all types of 
steels assures you of the highest quality chain 
products. 

REPUBLIC Round CHAIN is a complete line of 
welded and weldless chain for every requirement 
—industrial, farm and home. 


For additional information, write: 


REPUBLIC STEEL CORPORATION 


Round Chain Division 


Broadway and Chaincraft Road, Cleveland 5, Ohio 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


REPUBLIC 


CHAIN © 
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FOR EVERY JOB 


rentiss 


MACHINISTS J COMBINATION 
in Statiohary and Swivel Base Y 


TOP SWIVEL 
JAW 


HINGE PIPE 


| ' / 
Mg WOOD WORKERS 
UTILITY 


Backed by 86 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Sold 100% through Distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 
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You Said It 


Starts on pa 


ge 





small organizatidns—which I believe 
is even more serious than the threat 
of Communism 
Progress is never made by tearing 
down “the other fellow.” Unfortu 
nately, too many individuals use tac 
tics to achieve this rather than em 
ploying their thoughts and energies to 
excelling through healthy competi 
tion 
I do appreciate the opportunity to 
read your very telling editorial, as well 
is the excellent treatment entitled 
“Careers in Industrial Distribution.’ 
It seems to me that those pages deal 
ing with this topic should be in the 
hands of every individual charged with 
the responsibility of guiding and coun 
seling in our public schools 
Davip H. Morcan 
President 
Agricultural & Mechanical College of 
lexas 


Liked “Trends” Issue 


Harvey, Iv 

I have just had the pleasure of read 
ing the reprint on “Trends” from the 
May issue of INpusrriAL D1srTrR1Bt 
rion. It is an excellent piece of work 
and I congratulate you. 

As sales manager, I expect to find 
the contents of definite practical 
help 

G. E. SEAvoy 
Vice President 
Whiting Corporation 


They Are Available 


Dayton, Outro 

Congratulations on your report of 
l'rends.” 

This is an outstanding job and 
should be appreciated by all con 
cerned with industrial distributors and 
distribution 

Are additional copies available? 

W.1. Wirt 

Assistant Manager 

Sales Division 

lhe Sheffield Corporation 





THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 


horsepower, are ready for immediate delivery. 


SALES HELP 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power . . . folders, booklets and blotters imprinted 
with your name on request . . . live leads produced by Maurey 
trade paper and direct mail advertising . . . and the 


personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 


Maurey V-Drive line. 
We shall be glad to give you all the details on the 


advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


manufacturing 
ue corporation 


2915 South Wabash Avenue, Chicago. 16, Illinois 
The Complete Multiple and Fra_tional Horsepower V-Drive Line 


Serving Industry Since 1917 


MULTIPLE 
V-Drive Line includes 


FUL-GRIP Q-D sheaves . . . in complete 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, B and C sections 


cast iron and pressed steel V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 

refrigeration 


Aerodynamically designed 
fans and Fan V-pulleys . . . 
Complete V-Drive accessories 
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ThissBlack & Decker 
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Impact Helps You 
< Hamner Home Soles 


Decker 


First, 5 million monthly advertising mes- 
sages (like the one shown on the opposite 
page) directed to prospects in every in- 
dustry through SATURDAY EVENING Post 
and business publications meaning 
many new prospect leads for you. Second, 
a big, new book that will show prospects 
hundreds of ways to use B&D Hammers 
to speed up jobs . . . a book that will make 
hundreds of new hammer and hammer- 
tool sales. 

Next, special mailings to industrial 


prospects, showing B&D Hammers in use, 
to call attention to cost-saving possibili- 
ties. Plus a special sales kit that tells all 
about this new campaign . . . and points 
out how to use this package to make cus- 
tomers out of prospects. 

Put all these together and you'll see 
that B&D Distributors really have what 
it takes to build sales. So make the most 
of this extensive advertising and promo- 
tion activity. Use this B&D “tell” . . . 
to help you sell. 


yj 

WY HAMMER HOME SALES with the world’s HAMMER HOME SALESvwith advanced HAMMER HOME SALES with highest 
most complete line. The right tool, available now product engineering. B&D's staff of engineers quality money can buy! Every tool a product of 

assure you of the latest advances in design and engineering advance .. . plenty of power to do 

performance, first desired job. 


Seng 


Here’s more , power 


for every job—right in type, in size, in speed, in 
power and price! 


HAMMER HOME SALES with specicl 
sales assistance. A highly trained Black & Decker 
Sales Staff is yours, to first-aid you—and always 
aid your soles. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black & Decker 
porTasie eectric FOOLS 


THE BLACK & DECKER MFG. CO., 610 Pennsylvania Ave., Towson 4, Md. 


HAMMER HOME SALES with B&D 
Service. 39 centers, staffed by B&D-trained 
technicians, mean every factory is within 24 
hours of o Service Center. 
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“14 years use in heat-treating 
department with no sign 
of wear under adverse 
heat and dust 
conditions” “frees three men 
for higher- 
paying jobs” 
“10 P&H Hoists operate 12 years 
under rough, tough conditions... 
without excessive maintenance” 


You can pay the gn 
of a sturdy 


by sevieg only three minutes 
“aly metotenensal % lifting time per shift! 
only maintenance 
in four yeors” 


“temperature 185° — 
salt in the air — 

yet P&H Hoists 
operate with no 
trouble whatsoever” 
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just three minutes per shift! 


--- pay the operating cost of « bendy, ne. PY 207 HOIST 





Mot three minates per wee 
* j ..thrwe minates per shite! 
“saves ‘4 hour 


waiting time each day” 





“si 


Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this 


trolley, bolt, or lug suspen- 


sion, hook suspension or 

crosswise. Geared-limit switch 

con be set to suit ceiling and 

floor limitations. Available in 
are increased 


capacities up to 15 tons. 


Od 
re 
t 
¥ 

€ 


i 
i 


> eae 


@gzz 
nit 
Hin 
ifthe 


| 
| 


e372 

238 

Ni 
CJ 
: 
Z 
> 


by sales 
to others 


! 


P&H Zip-Lift Electric Hoist € : 


& 2 * (Rope Control Model) 
PcH Hoist users furnish Brand new. Some maneuver: 
aT ae 0 ce a 


sales-making testimonials sommes 
loon an cep Gensler Wales. 


Available in 500 and 1000 Ib. 
capacities. Ask to see them. 


Nothing beats testimonials like these to help you ex- 


ceed your sales quota for the year. 
They’re all part of the hard-slugging, sales-promo- PAN Hend Chain Molets 
‘ i . . 510g, P There's a whole group of 


tion program P&H offers to you to build your sales and 
profits. There’s not a prospect in the world that could 
remain unconvinced after reading the unadorned facts 
in these meaty reports. Performance, percentages, 
prices are quoted. And they come from names like 
Falk, Studebaker, Evinrude, etc. 





Powerful selling tools such as these case-histories, 
are one of the detailed sales-helps P&H gives its hoist 
ealers. That’s why the P& oist Franchise is hi / P&H Jib 
dealers. That’s why the P&H Hoist I h highly Cranes 
a ‘ . . — ‘ . c Eight different models of jib 
prized as a“ most complete — and most helpful — cranes indding racks ve, 
me 1 > mec mast-type, and pillar-type. 
line in the business. 9 Sigatgwnyeo 
: — ; —~ all of them built 
There are a few selected territories still open to qual- page gar a gayle 
ifie scorrs ~ a : feet. Addition of this com- 
ified distributors. If you want to be considered for pr cpr ab heatoret 
. . ss antisalindes P&H selection lets you sell both 
one of them, write us on your letterhead. Today. cn gant hagpnaetnnens 
Catalog and sales information 
available to help you. 


TB rt-ece por. and mats AD 


P&H HOISTS 

HARNISCHFEGER CORPORATION 

4683 West National Ave., Milwavkee 46, Wisconsin 
Please send me a few of the independently-prepared case 
histories on P&H Hoists. 





Psd sorsrs 


HARNISCHFEGER 
CORPORATION 


Name.. 

Company 

4683 WEST NATIONAL AVE. * MILWAUKEE 46, WIS. 
Address 





New Magic 


Speeds Up Service 
for all MORSE- 
FRANCHISED 
DISTRIBUTORS 
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Touch’ 


Now there’s a telegraph office right in the Morse plant! 
And it can reach, within minutes, any other telegraph of- 
fice in the country . . . through a new electronically con- 
trolled automatic switching system. This is the first 
installation of its kind in the cutting tool industry .. . one 
of the first in the world. 

And this ultra-modern system has been installed with 


exactly one idea in mind . . . to enable Morse-Franchised 


Distributors to give faster service than ever on the finest 
cutting tools made . . . Morse Drills, Taps, Dies and Die 
Sets, Reamers, End Mills, Counterbores and Milling 
Cutters. This is another giant step forward in Morse 
Modernization. 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASS. + Warehouses in New York, Detroit, Chicago, Houston, San Francisco 
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GET THEIR POLISH FROM BELTS! 


THE GLEAMING FINISH OF WORLD- 
FAMOUS WINCHESTER SHOTGUNS IS 
CREATED BY THE 3M METHOD...AND 
THE RIGHT 3M ABRASIVE BELTS. SELTS 
HELPED MANUFACTURER CUT GRINDING 
AND FINISHING TO ONE HIGH SPEED 
OPERATION ...PRODUCING SMOOTHER 
FINISHES AT LOWER UNIT COST. 


FP Ma. om 
a’ 






































lick A PIPE! 


IT'S EASY TO PICK THE RIGHT ONE 
WHEN IT'S MARKED WITH COLORED 
STRIPS OF *SCOTCH’ BRAND PLASTIC 
TAPG. “AT-A-GLANCE” CODE METHOD 
QUICKLY TELLS WORKMEN IF PIPE IS 
CARRYING COLD WATER, CHEMICAL 




















! 
SOLUTION, LIVE STEAM e ee : Products made in U.S.A. by Minnesota Mining & 
Mfg. Co., St. Paul 6, Minn.—also makers of “Scetch” 
HOURS OF TRACING SYSTEMS = : . Brand Fvessure- Sensitive Tapes, “Scotch” Sound 
Recording Tape, ““Underseal” Rubberized Coating, 
‘Scotchlite” Reflective  iaatine “Safety W alk” 
Non-slip Surfacin, Abrasives, “3M" Ad 
hesives. General Export: 122 E. 42nd St., New 
York 17, N. Y. In Canada: London, Ont., Can 
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‘USED TO SEAL DOORS OF LOADED 
TRUCK-TRAILERS AND FREIGHT 
CARS, THIS TAPE KEEPS FREIGHT 

INSIDE DRY AND DUST-FREE. 
IT'S “SCOTCH” BRAND MASKING 

TAPE ...EASY TO APPLY, EASY 
TO REMOVE...GIVES COMPLETE 

iy PROTECTION FROM THE 
WEATHER. 








NO UNEXPECTED | P 


NO WORRY ABOUT DANGEROUS FALLS OR 
COSTLY ACCIDENTS WHEN “SAFETY-WALK” 
NON-SLIP SURFACING PROTECTS RAMPS, 
WALKWAYS, STAIRS. THOUSANDS OF TINY 

MINERAL EDGES GUARANTEE SURE 
FOOTING ANYWHERE... EVEN UNDER 

WATER, OIL, GREASE ! 
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MINNESOTA MINING & MFG. CO. 
Dept. 1D-94, St. Paul 6, Minn. 


GET Ma, of profit opportu nities 
RE DETAMS 0 | Please send me more information on the products checked below: 


-n the fast-selling 3M line grs , 
wa pe weber products. \< Sd ace 


Send coupon today! wy [] “Scotch” Plastic Tape 
[] 3M Type “H” Dises 
C] “Scotch” Masking Tape 
() “Safety-Walk” Non-Slip Surtacing 


ae ee ec ee re ee ee ee ee ee ee ee ee 
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Another Reason Why... 


RUST-OLEUM. 
means © to TE 


There is only one RUST-OLEUM. It is as distinctive as your,own fingerprint, 
incorporating a specially-processed fish oil vehicle that. may be applied directly over 
sound ‘rusted surfaces, dries right, is odor-free, and penetrates rust to bare metal. 
What's more — RUST-OLEUM is available in many, many colors to 


beautify as it protects. 


This distinction of product, alone, provides a tremendous “sales edge” and 
greater profit opportunities for you. Yes, the RUST-OLEUM product is a vital 
element in RUST-OLEUM 1954 Operation Teamwork with you. With 
RUST-OLEUM, you have all the exclusive features to sell — something the other 
fellow hasn't. You have the power to actually Stop Rust with RUST-OLEUM. 


RUST-OLEUM CORPORATION 
2413 Oakton St.. + Evanston, Ill. 


RUST-OLEUM IS EXCLUSIVE 











WJ} RUST-OLEUM. It is 


Here are 7 EASY WAYS 
to more income! 


Are you enjoying this volume and profit? 
Leading distributors make BLACKHAWK a KEY LINE 
for these opportunities .. . 











7 “PORTO-POWER" IS MORE THAN A “ONE DEPARTMENT” dollars. Alert distributors’ salesmen also get “Porto-Power” 

TOOL — An order from the maintenance crew for this re- literature into the hands of methods men, safety engineers, 
motely controlled hydraulic jack equipment is only the begin- laboratory technicians, field service managers, contractors and 
ning! Tool Engineers demand “Porto-Power” for jig and fixture many other hot prospects. And — as you know only Blackhawk 
work . , . one such quantity order will total thousands of builds “Porto-Power.” 


30 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1954 








3 LIFE CAN BE EASIER FOR ELECTRICIANS — 
Here's amazing volume! Plant electricians an 
electrical contractors discover Blackhawk Pipe and 
Conduit Benders (and hydraulic knock-out punches), 
are handier, faster, make crews mighty happy. 
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2 ADVANCED JACK DESIGN BRINGS ORDERS a Ss %, “GL aN 
AND REPEAT ORDERS When industrial and ii eam ‘ik efe! 
construction men know about the refinements of this 
“world’s most complete line of hydraulic jacks” . . 4 HAND TOOLS — DESIGNED 5 IDEAS SELL “IDEA MEN” — A 
recognize features such as “lightning lift’ (which WITH INDUSTRY IN MIND — personally delivered copy of the 
gives them fast load contact) . . . they order and Industrial assembly lines find Black- famous 64-page “Idea Book” shows 
re-order — AUTOMATICALLY. hawk Hand Tools stand up best un- how other companies make dramatic 
der frequently continuous use, savings with Blackhawk Products. 
yet have extra utility. Black- Over 150,000 already using this 
hawk is now the source for a book . . . give you a tremendous pre- 
COMPLETE hand wool line. sold source for easy orders. 








HYDRAULIC JACKS 





A_ COMPLETE LINE OF HAND - ahmttincs a 
7 BANK ON ONE SOURCE .. . AND BANK BIGGER PROFITS — 


Only Blackhawk is a single source for all lines represented here. 
Conserve sales effort, cut handling costs and build sales. Promote 
Blackhawk for all hydraulic equipment and hand tool needs, 


TAKE A TIP FROM OTHER “BLUE CHIPS". . . Volume and profits couse 
many of the country's largest and best known distributors to rate Black- 
howk a Major Key Line. And — Blockhowk helps the eornings picture 
for thousands of salesmen, too. All of these sales opportunities ore yours 
under a policy consistent with the highest ideals of the Industrial 


6 BLACKHAWK PROMOTIONS PRODUCE DIRECT CASH Supply fraternity. 


RESULTS — Blackhawk sales promotion brings auto- 
matic results. Unique direct mailings have brought 10% 
to 50% returns .. . have directly resulted in huge orders 


for distributors. Many well-established Blackhawk distri- HYDRAULIC EQUIPMENT © HAND T 
butors boosted Blackhawk sales 35% to 60%. Newer out- Products of Blackhawk Mfg. Co., Dept. M-1794, , —_— 1, Wis. 
lets report sales increased up to 200%! 
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TOP QUALITY 
C-O-TWO FIRE EXTINGUISHERS 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . . . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting. 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bulit-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bullt-in Smoke and Heat Fire Detecting Systems 


a 


—_—— 


<a! 
CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas... 
smothers fire in seconds, leaves no after fire mess ... highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 
. +» release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers ... it will be worth your while 
to get all the facts. 


c-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 





AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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What machinery salesman wouldnt take great satis selected factory trained distributors. Our franchise 
faction as he demonstrates this new LIGHT-HEAVY policy is one of adequate coverage sensibly limited 
WEIGHT 16” Band Saw! and controlled for good Distributor turnover and 
profit. There are a few areas where we can consider 

For example, by turning a hand wheel and read 
new distribution. If you are interested, write to 


Dept. ID, Walker-Turner, Plainfield, N. J. 


ing a dial, he easily adjusts to exactly the right 


SFM for cutting any stock—tough steels, nonfer- 


rous metals, plastics or wood—in smooth, stepless WALKER-TU RNER 


variations. He and his customer can do this without 
‘DIVISION. 


lost time due to belt-changing... without lost efh KEARNEY AND TRECKER CORPORATION 
ciency due to inadequate speed rang ist gi PLAINFIELD. WN. J 


for cost-cutting performance like t 


Walker-Turner machines 
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HERE’S A MAN EQUIPPED TO SELL! 


Ohio Brass supplies its distributors with a complete array of good selling 
tools ... an up-to-date, easy-to-use catalog; condensed catalog pages to 
provide brief but comprehensive descriptions of all O-B valves; handy 
figure number comparison charts; a wide variety of direct mail materials. 


Backing up the distributor's sales effort is an advertising program in 
leading industrial magazines to keep valve users informed about O-B valves. 





But the most important selling aid is the fine performance of O-B valves. 
Wherever they’re installed they make friends for the people who sell Ohio 


Brass valves. 





4453.¥ 


BRONZE GLOBES ° CHECKS ° FOR INDUSTRIAL SERVICE 
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Clinton Service is everywhere. Over Clinton backs you with hard hitting pro- 
6000 Clinton Service Centers are motion directed to the industriol buyer. 
located throughout the nation. Clinton preselis your market. 
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This new, lightweight 4-cycle gasoline 
engine packs tremendous power—weighs 
only 19 pounds. 





Meet The 


BIG NEW NAME IN 
~ INDUSTRIAL SALES 


A frank discussion of new, profitable lines for you to 
handle and why you will want to handle them. 


These are the facts about the Clinton Line. 


1. There are 14 basic models of Clinton Gasoline 
Engines from 1 to 9 horsepower in 2 and 4 cycle opera- 
tion—with innumerable variations in design to meet 
any industrial need. 


2. Recently, Clinton has added 3 new basic models of 
engines to its line . . . a new lightweight 4-cycle model, 
as well as 6 and 9 horsepower models. Clinton gives 
you the most wanted features your customer is looking 
for—Quick, Easy Starts—Less Weight—-Greater Power 
—Plus Thrifty Operating Economy. Clinton is first with 
the new developments in Gasoline Engines. 


3. Over 2,500,000 Clinton Gasoline Engines are now 
in use throughout the world. Clinton Engines are widely 
accepted in industry—a fact which makes your selling 
job infinitely easier. 

4. You handle America’s new best seller in chainsaws 
when you carry the Clinton Chainsaw Line. You are 
able to offer industry 3 conventional models of chain- 
saws—plus the new Clinton Bowsaw—plus a full line 
of chainsaw attachments. Clinton Chainsaws have big 
chainsaw features including the Tillotson Diaphragm 


Carburetor—split second swivel to any cutting position 
—and a new safety sight guide. 

5. Service on Clinton Products is available to your 
industrial buyers from the more than 6000 Clinton 
Service Centers located across the country. Service 
like this can help you make the sale. Refer to the map 
below. Each of the dots on that map is an actual 
functioning Clinton Service Center. 

To be frank—the potential sales volume on these 
Clinton Products is tremendous. Clinton furnishes the 
promotion fuel to help you set your industrial area 
afire with demand for the name CLINTON... the 
promotion that gets your name and the name of Clinton 
into the minds of every prospect. 

We offer you here the great adventure of going up 
and up with one of the growingest companies in America. 
You now have a satisfying and profitable opportunity 
facing you—opportunity in the form of a double bar- 
relled line of products with the new features, new 
tempting prices, and a new power range that makes 
sales to industry easy . . . opportunity to make a worth- 
while addition to your line. If you see the great potential 
in affiliating yourself with Clinton, and would like a 
more complete picture of Clinton and you working 
together, would you send the coupon, wire or phone 
us immediately. 


CLINTON MACHINE COMPANY 


Engine Division Dept. L-2 


Maquoketa, lowa 


Chainsaw Division 
Clinton, Michigan 


Over 2,500,000 Clinton Gasoline Engines Now In Use Throughout The World 











(SSS SSS SSS SSS SSS SSS aag 
this is a 
GREAT OPPORTUNITY FOR YOU! 


CLINTON MACHINE COMPANY—Dept. L-2 
Engine Division, Maquoketa, lowa 


Send me additional information on a Clinton Industrial Franchise 


_| Please have your representative call. 





ally hundreds of industrial applications. horsepower model. 





Here's Clinton's new 6 horsepower gaso- The most powerful engine in the Clinton ome 
line engine. It's the ideal engine for liter- Gasoline Engine Line—it's the husky 9 


Firm 


Address 








City 
State 
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AS it... 





YOUR industrial distributor can tell you many ways in which 
you can save money by using Bunting Bronze Bearings and 
Bars and the other material and equipment items he sells. 


He has selected each of the countless things in his stocks 
after careful study and comparison, seeking those which 
will do the most for you. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items. With money- 
saving convenience, he can supply hundreds of different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 

Catalog which gives 
complete dimensional 
and technical data. 


Bunting 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop + Iron Age * 
Mill & Factory + Sovthern Power & Industry + Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio + Branches in Principai Cities © Distributors Everywhere 


Machinery + 
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DUTCH BRAND SPONGE RUBBER 








Synthetic and Natural Rubber .. . 


ROLLS * SHEETS + STRIPS 


AVAILABLE IN FIVE COLORS 


DUTCH BRAND Sponge Rubber brings steady repeat business. 
The wide choice of sizes, shapes, thicknesses, densities to meet 
ASTM specifications aids in meeting manufacturing requirements. 
It is available in standard black and brown, gray, red and green 
... also special colors where quantity warrants. Industrial sponge 
rubber business is repeat business... products made to specifica- 
tion used in O.E.M. require a minimum of sales handling. Dis- 
tributors now handling DUTCH BRAND Sponge Rubber are finding 
it to be an excellent and profitable business. Review the prospects 
for sponge rubber in your territory. Take up their specifications 
with us for quotation and special handling. 


j . 
Wu. - « regarding our 


plan for handling 
sponge rubber 


products 


DIE-CUT FORMS...TO SPECIFICATIONS 


' 
Natural Rubber ASTM Specifications 
No. D1056-52T 
No. 3832 Soft Density RNI1 
No. 4022 Medium Density RN12 
No. 4030 Firm Density RNI3 
No. 4031 Hard Density RNI4 
Neoprene 
No. 3399 Soft Density $ci2 
No. 3394 Medium Density sci4 
COLORS 
1. Brown 2. Gray 3. Red 4. Green 5. Black 
Other colors available where quantities warrant 
THICKNESSES 
1/8 inch to 1 inch inclusive 


Johns-Manville 


DUTCH BRAND 
2. ¢. 8:8 2 28 


VAW CLEEFP BROS ine Division 
re ) ‘ e* e 
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YOU EXPECT THE BEST VALUE FROM G-E FLUORESCENT LAMPS 


This series of pictures shows how General Electric can 


we: e : ” Myre eon Bia yes 
C New G-E Rapid Start save you the annoyance of waiting for light. 
Ny All the lamps were started as the second hand on the 
lamps light up twice clock reached zero. Within two seconds, the G-E Rapid 
Start lamps—right of the clock—were fully lighted. It was 
nearly six seconds before all the regular lamps, left, lit up. 
as fast as others G-E Rapid Start lamps eliminate the starter, cause of 
up to half of regular lighting maintenance troubles. They 
have long life, too. Reason: a triple-coil cathode that 
holds more starting chemical. 

General Electric Rapid Starts are another example of 
why you can expect the best value from G-E fluorescent 
lamps. For free folder, ““Facts About Rapid Start”, write: 
General Electric,Dept. 166-ID-9, Nela Park, Cleveland O. 


4 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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Y| _ MILLING CUTTEI 
Ljp and END MILLS 


éy Butterfield 


Witn the addition of Milling Cutters 
and End Mills, Butterfield now offers 
a full line of metal cutting tools. 
Milling Cutters and End Mills are made 
to the same exacting standards of 
dependability and extra performance 
which mark Butterfield’s Taps, Dies, 


Drills, Reamers, Counterbores, and 
Screw Plates. 


uN TWwis?T DRitt com 
BUTTERFIELD Divis 


I 
DERBY gry VERMONT, u.s 


OompP 
! 


TAPS - DIES - DRILLS - REAMERS - COUN TERBORES - SCREW PLATES - MILLING CUTTERS . END MILLS 


Butterfield builds business fer you with advertisements like 
this eppecring in the leading Metal-Werking publications. 





| A SURVEY of 


importance to the 
INDUSTRIAL 


DISTRIBUTOR. 


son adve 
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“Do yeu buy files?” 


To this question 695 out of 720 respondents said 
“Yes.” These figures are particularly significant 
since, percentagewise, they virtually parallel De- 
partment of Commerce surveys showing 98% of 
the metal-working plants buying files. (Practi- 
cally every such plant is a prospect for files! ) 


“From what sources do you buy your files?” 


“From the Industrial Distributor,” answered 619 
out of the 695 buyers. That's about 89%. And 
those buying Nicholson or Black Diamond brand 
are 100% Industrial Distributor customers —for 
that is the only way Nicholson sells to the indus- 
trial market. 


“What is of first importance in your 
file-brand preference?” 


“Product reputation,” said 295. “Service,” said 
282. Only 28 said “Price.” 


“WHAT MAKE OR BRAND OF FILES 

DO YOU PREFER?” 
“NICHOLSON” was voted a first choice in 
79% of the replies. Nearest to this were 
competitive brands “A,” “B,” “C” and “D” 
with 26%, 15%, 7% and 5% respectively. 


chOls 
~ ° 
® i s.a.* 


NICHOLSON FILE COMPANY, PROVIDENCE 1, R. I. 


( In Canada: Nicholson Pile Company of Canada Lid., Port Hope, Ontario) 


Eleven remaining brands received scattered 
preferences totaling 10%. (Some 200 replies 
contained two or more “first” choices.) 


“What file brand advertising have 
you seen or read?” 


“NICHOLSON” was mentioned 299 times among 
383 respondents. Brands “A,” “B,” “C” and “D” 
were mentioned 99, 91, 58 and 28 times respec- 
tively. Four others 25 times (total). 


The fact that these findings bear close 
similarities to other independent surveys, 
made in the past, leaves no doubt as to which 
file make is the Industrial Distributor’s best 
bet: NICHOLSON—with Nicholson’s BLACK 
DIAMOND (not covered in the above survey ) 
a worthy alternate in certain areas. 


And what are the fundamentals to Nichol- 
son’s emphatic leadership? Product QUALITY, 
PERFORMANCE, UNIFORMITY and VALUE of the 
highest order. Product VARIETY that truly 
covers A file for every purpose. And, through 
you and your fellow Distributors, exceptional 
technical and supply SERVICES under a manu- 
facturing and marketing policy that supports 
the Industrial Distributor system solidly. 


=_ 
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i A NEW 7° [STANLEY] 
BUILDERS SAW 


Here’s a new Stanley builders saw that cuts 2 x 4's 
at 45° and only weighs 12 Ibs. Its 7” blade 
takes a deep 2%” bite at 90° and bevels at any angle 
up to 45°. Furnished with metal carrying case. 


STANLEY FEATURES 


Patented Stanley blade flanges that protect 
the motor from shock loads. If you hit a 
nail or other obstruction, the blade stops 
but the motor turns over until switch off. 


There’s never any kickback or motor , ; , 
: y kickbac 3 An automatic telescoping safety guard with 


convenient finger knob control. Positive 
Cutaway window lets you see what you're safety at all times — your hands are never 
doing as you do it. Can keep your eye on near the cutting edge even when pulling 
the line of cut, whether left- or right-handed. back the guard. 


burn out. 


OTHER STANLEY SAW ADVANTAGES 


Housing — Fully polished die cast aluminum alloy Speed — 5200 r.p.m. with no load 

Gears — Alloy steel Accessories—Ripping a. extra blades and 
extension cords 

Bearings —Full anti-friction ball and needle Service — There is a Stanley Electric Tool Service 


Switch —Double pole, momentary contact Station near you, no matter where you 
are lecated. Consult your classified 


Handle —Pebbled, non-slip surface, “multi-grip” telephone directory. 





aw to your Stanley 
al need for light 


It satisfies a re 
wale maximum capacity —_— (SANT 
saws. It will more than satisfy y° 

® 


Add this new $ 








formation 
, s. For further in 
customer Electric Tools, 489 HARDWARE 
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Morse Roller Chain is packaged in 10, 

and 100 foot lengths from 34" through %4" 
pitch, 10 and 50 foot lengths in 1” pitch and 
10 foot lengths in 114" through 2'9" pitch. 


Help your customers end stockroom confusion this easy way! 


Packaged Morse Roller Chain and Chain Parts can 
help your customers end the time-consuming job of 
groping through bulk stocks to get the exact chain 
or part they need. This is a feature you can use to 
advantage when selling your customers on Morse 
packaged products. 

You can point out how Morse packaging permits 
easier, neater storing; helps prevent accidental 
damage. And you can show how parts are clearly 


identified with labels, indicating size and quantity, Morse Taperiock Sprockets Morse Packaged Parts 
Cc _ 2 » > ene a . - Prompt delivery—no reboring, keyseat Coupler, Connecting, Roller, Offset links 
which reduce the tim pent taking inve ntory. ing. Bushings permit close mountings are also boxed for quick identification, 
—_ ' —_ eo . —- ; No flanges, collars, or protruding heads easy handling. Packaged in various quan- 
Mor . pac kaging maintain the fine pre ‘ : ion of Painted, boxed tities to suit your immediate needs. 
roller chain parts by guarding them from dirt, dust 


and corrosion. They stay clean until your customer 





is ready to use them. 

Morse packaging is just one of the reasons it 
pays to deal with Morse, the number-one producer 
and seller of quality power transmission Le a 
Why not write, today, for more shemmatio’ on how 
a Morse Distributorship can pay off for you. 


MORSE CHAIN COMPANY 
7601 CENTRAL AVENUE ¢ DETROIT 10, MICHIGAN — 


FOR 24 SF MASTERS OF MECHANICAL POWER TRANSMISSION SINCE 1893 
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No extra space needed 
— just count the marks 


Those clearly visible marks, accurately mill 
printed every five feet on H & A measured- 
marked rope, save space as well as time. In- 
stead of starting to measure when a specific 
length of rope is called for, just count the 
marks and cut it off. And since measuring is 
unnecessary, the additional aisle or counter 
space usually required to do it in need not be 
provided. To dispense H & A measure-marked 
rope you merely drop it on the floor alongside 
the coil, until the length asked for has been 
counted. That’s all the space needed for the 


transaction, 


Counting marks on rope is of course faster as 
well as easier than measuring footages. Your 
customers and yourself both will appreciate 
the time saved when you serve them H & A 
measure-marked rope. And you certainly can’t 
find rope of better quality than H & A “Blue 
Heart” Manila and “Red Heart” Sisal. 


measure-marked 


Industrial stock keepers as well as retail dealers say those 5-foot 
measure marks make H & A the most easily handled rope on the 
market. Whatever length may be called for, they need only to count 
the marks and cut it off. All sizes of H & A “Blue Heart” Manila and 
“Red Heart” Sisal Rope, from 3/16” to 34” inclusive, are measure- 
marked. Packaging includes Full Coils, Half Coils and the increas- 
ingly popular 20 lb. Display Coils (the latter pictured on the left). 


When you need top quality rope, whether manila or sisal, inves- 
tigate these H & A products. Expertly spun from the finest fibres; 
soundly packaged in convenient units—and distinctly measure- 
marked every five feet for the easiest handling you ever enjoyed. 
Distributed through leading jobbers, Full information on request. 


Other H & A products include cordage 
of all standard commercial grades: — 
Transmission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and Braided 
Jute Packing, Jute and Hemp Twines, 


ROPE LARGER THAN HALF INCH IS NOT eed EE hae: tet eee, Dea 
AVAILABLE PUT UP IN DISPLAY COILS Marlines, Plumbers and Marine Oakum. 
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Tue HOOVEN & ALLISON COMPANY 
“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. @ OMAHA, NEB. © MINNEA®OLIS, MINN. 
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“STANDARD for 
tough fobs aaee (881° 





Red Shield says: 


Standard service engineering specialists are available for your customers indi- 


vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
\ ferred and promoted. Standardize withStandard. It is a good line to represent. 


STANDARD TOOL (“0. 


3950 CHESTER AVENUE 





. \ 
FACTORY BRANCHES IN: NEW YORK © DETROVY + CHIGAGO ‘+ DALLAS » SAN FRANCISCO 
4 ‘ 


THE STANDARD LINE: Jwist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills « Hobs - Counterbore: - Special Tool: 





New Modern Hose Packaging 





+ ~y~ 


DURA BLE stronger for shipment, C0 M PACT requires less space 
e « « storage and reshipment s « « for warehousing 

















STANDARD complies with standard NVENIENT proper labeling 
oo 8 Cer Reatem e s e prevents mistakes 

















HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Will Increase Your Sales 


The Complete Hewitt-Robins 





Industrial Hose Line is Now 
Packaged In New... Compact... 
Functional Containers 


We have the answer to your hose handling and 
storage problems . . . covering our complete hose 
line, the new Hewitt-Robins modern hose packaging 
program ships hose from factory to industrial supply 
distributor in specially designed hose packaging units. 


These durable units withstand the rigors of shipment 
and reshipment . . . their minimum bulk and weight 
; save on shipping charges, storage space. Hose lengths 
x ‘ of 50 feet are conveniently packaged in individual 
PRACTICAL guarantees greater cardboard containers . . . larger bulk hose orders 
ee « handling ease utilize reels for handling ease and product avail- 
ability. Hewitt-Robins modern hose packaging gives 
product protection during storage, guarantees de- 
livery of clean merchandise to consumer .. . the 
improved label design assures proper product iden- 
tification at a glance. 
Through this new concept of modern hose packaging 
Hewitt-Robins helps you serve your customers better 
... helps you sell your customers better . . . with the 
highest quality in industrial rubber goods. 








Get complete facts about the new Hewitt-Robins 
Hose Packaging Program. Mail this coupon today 
for your copy of our booklet, ‘Modern Hose Pack- 


Advertising Department 
Hewitt-Rospins INCORPORATED 
666 Glenbrook Road 

Stamford, Connecticut 


Please send copy of “Modern Hose 
Packaging” booklet at once! 


PROTECTIVE for the ‘‘new 
2 « « look’ when sold 

















COMPANY 





INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers + Restfoom 


FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal + Hewitt-Robins Internationale, 
Robins Conveyors (S. A.) Ltd., Johannesburg - EXPORT DEPARTMENT: New York City 





Paris, France - 
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You Can Increase Your Sales 10-20% Over Normal Expectancy 


Kardex Visible Sales Control charts and signals every 
salesman and every account that needs attention. As a 
result salesmen and accounts are easily kept under close, 
constant control which means increased sales. You don’t 
have to wade through quantities of statistical reports. 
Your visual sales picture tells you at a glance just what 
action to take. 


e Graph-A-Matic signals visually chart percentage of 
sales for the current year compared to established quotas 
or previous performance... by customer and by salesman. 


e Color signals may flash date of last call, date of last 
sale or date when next call should be made. 


e Lines selling well and those showing weakness. 
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e A record of sales by month, by class and by quota, 
right on the body of the account card. 


The Kardex method is simple and easy to use... requires 
no special ability or training on the part of clerks. 


Kardex means all your vital data is at your finger tips in 
one complete visible record. It gives you positive control 
in every phase of your sales program. 


Free Booklet: See how easily Kardex Visible Sales Records 
fit into your business. Get booklet KD524 today. 


Just phone, or visit the nearest Remington Rand Office, 
or write Room 1993, 315 Fourth Avenue, New York 10. 


Hemington. FRand 
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In tapping steel, cast iron, aluminum alloys, 
bakelite, hard rubber or bronze, the excellence of 
the machine count;. But in the long run, maximum 
performance depends on the taps you use. With 


Card the quality is always assured. 


Completely stocked offices at Atlanta, Chicago, Detroit, Fort “, See your local Card distributor for 
Worth, Los Angeles, New York, San Francisco and Seattle prompt deliveries and helpful service 


&. W. CARD MANUFACTURING CO., MANSFIELD, MASS e« OV N NION TWIST ul * TAPS + DIES + SCREW PLATES 
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ADVERTISEMENT — AUGUST, 1954 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





NEW LINCOLN MULTI-LUBER* SYSTEM 
SELECTED FOR AUTOMATED LATHES 


SENECA FALLS MACHINE CO. STANDARDIZES ON NEW 
REVOLUTIONARY LINCOLN SYSTEM FOR AUTOMATIC 
LUBRICATION OF HI-SPEED, PRECISION LATHES 


When the Seneca Falls Machine Co., of Seneca Falls, N.Y., recently designed and built the 
completely automated lathe line described in a recent issue of “Production Engineering & 
Management,” lubricant application was a tremendous problem. Lincoln’s new air-operated 
Multi-Luber proved to be the ideal answer to maintaining a constant film of lubricant on all 
bearings. A simple counter mechanism automatically actuates the Multi-Luber System every 
two cycles of the machine. 

These particular lathes were designed to eliminate manual handling and gauging of parts in 
the machining of camshafts, and were built for two large automotive plants. 

Here is another example of Lincoln Engineering leadership in the field of Automated Lubricant 
Application. 





Twe Seneca Falls Lo Swing lathes are arranged for automatic handling of 
available for easy access to make tool changes. 





Two control panels, as shown above, are used for the 
Seneca Falls two-unit transfer installation. 


Close-up view of air-operated Lincoln Multi-Luber 
mounted at rear of machine. These automated lathes 
are adaptable to any type of shaft-turning with alter- 

*Trade Name Registered Patent Pending 





TOP HONORS AWARDED 
NEW LINCOLN CATALOG 
AT TRIPLE MILL 
SUPPLY CONVENTION 


Good catalogs, properly designed and 
handsomely printed, are the most vital 
selling tools that a manufacturer can 
supply its Distributors, and Lincoln 
spares no expense to do just this. To prove 
the point, the Joint Committee of the 
three great Distributor Associations 
awarded Lincoln the Bronze Plaque for 
its new Industrial Catalog at the recent 
convention in New York City. 


One of the outstanding features of this 
40-page, two-color catalog is the constant 
emphasis placed on selling the Buyer on the 
cost-reducing services of the Distributor 


“PLANT ENGINEERING”’ 
FEATURES EDITORIAL 
ON LINCOLN SYSTEMS 


A two thousand word editorial entitled, 
“The Case For Automatic Centralized Lu- 
brication,” by L. C. Rotter, Lincoln’s Chief 
Engineer, was a major feature in the June 
issue of “Plant Engineering’’ magazine. 
Packed with dramatic illustrations, the 
editorial compares the lack of control over 
the essential factors in lubricant applica- 
tion inherent in “hand methods”’ with the 
complete, automatic control provided by 
Centralized Systems, and forcefully points 
out how Controlled Application slashes 
costs in all plant operating categories. 
Reprints of this editorial are available on 
request. Write for your copy. They con- 
stitute a powerful selling tool. 








LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION News 





Modern Controlled Lubricant Application Systems 


For Modern Machines 





FLEET OPERATORS, TRADE PRESS HAIL 
LINCOLN MULTI-LUBER* FOR TRAILERS 
AS SPECTACULAR DEVELOPMENT 


Recent announcement of Lincoln’s new air-operated Multi-Luber System for automatic 
lubrication of bearings on Transport Equipment was considered of such major importance 
by the industrial press that leading trade papers serving the Fleet market, Automotive 
Service Dealers and Industrial Design Engineers described this remarkable development 
in full scale editorials. Complete details on the System were mailed to every Fleet in the 
nation operating 12 or more trailers, describing the cost-cutting advantages of positive, 
automatic lubrication while trailers are interlined. System is actuated each time air brake 
of the trailer is applied. For complete details and results of over-the-highway tests, plus 
letters from Fleet Operators, write for Bulletins 519 and 519-S. 


Illusirated above, view of Multi-Luber with flexible feed lines connected to bearings. Complete Systems are 
packed in handy Kits ready for installation. 


NEW LINCOLN LUBROVANS OFFER 
DISTRIBUTORS IDEAL MEANS TO CASH- 
IN ON HEAVY CONSTRUCTION BOOM 


Things may be tough in some industries, but 
Construction is booming. “‘Business Week”’ 
magazine states, “‘Record building outlays 
for the half year (better than $16.5 billion) 
pretty well tell the story. New estimates put 
out by the Depts. of Commerce and Labor 
indicate a record $36 billion for the year.”’ 





Lincoln Distributors are in a key position 
to take advantage of this boom by providing 
Contractors with the most complete line of 
Portable Lubrication Departments on the 
market from which to select. Take a look at 
the custom department, illustrated at right 
Here is a typical plant to make any Con 
tractor’s mouth water. It was built for Kirst 
Construction Company of Altadena, Calif 
Whether it’s one of Lincoln's standard com- 
binations, or a custom-built rig, you have 
the answer to fast, dependable productive 
maintenance of contractors’ equipment in 
the field, plus proven brand preference 


AUTOMATIC TRANSPORTA- 
TION STANDARDIZES ON 
NEW LINCOLN MULTI-LUBER 
FOR FORK LIFT TRUCKS 


As one of the world’s largest exclusive 
builders of electric-driven industrial shop 
trucks, it is not surprising that Automatic 
Transportation Company of Chicago 
should join other famous concerns in the 
field, such as, Yale & Towne and Elwell 
Parker in standardizing on Lincoln Cen- 
tralized Systems for their fork-lift trucks. 
By so doing, they offer their customers 
EIGHT additional sales advantages. Not 
the least of these advantages is automatic, 
positive lubrication while trucks are oper- 
ating. Driver merely presses Multi-Luber 
push-rod and all bearings are simultane- 
ously flushed and lubricated. Tough, re- 
silient nylon tubing serves as feed lines 
from Multi-Luber ports to each bearing. 
Distributors have only to think of the 
number of Shop Trucks in use to realize 
the tremendous sales potential in this 
field made available with the Lincoln 
Multi-Luber. 


¥ 


Close-up view of Multi-Luber mounted at front 
hassis. 


View of Nylon feed-lines extending from Multi- 
Luber to bearings. 








Write for complete details on how you can become an authorized Lincoln Distributor 
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‘The Dayton franchise ‘means 


The Dayton Program. Robert S. Scott, General Sales Manager, 
Theo. C. Ulmer, Inc., and A. L. Van Der Kar, Dayton Regional 
Sales Manager, discuss the advantages of the Dayton V-Belt opera- 
tion which include effective sales building advertising and pro- 
motional support plus an aggressive Preventive Maintenance and 


‘lant Survey program 


Ww 


Headquarters for Theo. C. Ulmer, Inc., in Philadelphia, Pa., is 
this two story building housing sales office, warehouse and a 
separate Power Transmission Division. Efficient layout and com- 
plete Dayton V-Bele stocks assure industrial V-Belt users of fast, 
accurate service on their V-power problems 


Ww 


That's the experience of 
Mr. Robert S. Scott, Sales Mgr. 
Theo. C. Ulmer, Inc. 
Philadelphia, Pa. 


“Why do we like the Dayron V-Belt and Cog-Belt* fran- 
chise? Because the Dayton franchise ‘means business’ in 
the V-Belt field. 

“Yes, it means business for us because the top quality 
engineered into the entire Dayton line of V-Belt drives 


gives us a selling feature our customers recognize, appre- 
ciate and BUY! 

“It ‘means business’ because Dayton doesn't forget you 
the minute you sign up but is in there plugging for sales 
right along with you all the time. And that includes going 
out into the field with your salesmen to answer technical 
V-drive questions, institute plant surveys as part of Dayron’s 
Preventive Maintenance Program and assist in every way 
to build V-Belt volume. 

“To top it off Dayton backs us with effective advertising 
and sales promotion to help keep our stock moving. 

“Then, after the V-Belt business has been developed, 
Dayton’s Selective Franchise gives assurance of complete 
protection in the industrial market we serve. 

“No matter how you look at it the Dayton Franchise 
‘means business’ in the industrial V-Belt field — for Dayton, 


for us and for our salesmen.” 





f 
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Dayton Complete Line a Big Advantage. W. M. Corson, 
Ulmer, Inc., Storemanager, on ladder, and J. C. Tracy, Dayton 
District Manager, check on-hand stock of Dayton V-Belts and 
Cog-Belts. Completeness of Dayton line is a big asset in serv- 
ing highly diversified industrial accounts of Ulmer, Inc 


Coordinated Sales Calls. Close cooperation between Dayton 
and its distributors is demonstrated by this V-Belt inspection 
tour being made at the Foote Mineral Co., an Ulmer customer. 
Making the call are, left to right: S. H. Stone, Jr., Mgr. Trans- 
mission Division, Ulmer Inc., E. J. Meszaros, Foote Mineral 
Co., and J. C. Tracy, Dayton Rubber Co 


Dayton Advertising. Dayton’s continuous trade paper advertising 
is an important feature of the Dayton Franchise. Here A. L. Van 
Der Kar, Dayton Regional Sales Manager, center, displays latest 
Dayton sales-building ad to Hillary Henninger, Ulmer Inc., P.A., 
at right, as J. C. Tracy, Dayton, looks on. 


Factory Service. Coordinated efforts of J. C. Tracy, Dayton, stand 
ing and S. H. Stone, Jr., center, insure delivery of factory ship- 
ments exactly as ordered in properly branded, perfectly matched 
Dayton V-Belt sets. Charles Schaible, background, and F. J. Glen 
ning, at right, handle important specification details at busy 
telephone sales desk. 


For complete details on Dayton's Selective Franchise write direct to Dayton Rubber Co., Industrial Div., Dept. 776, Dayton 1, Ohio 


aytom lulbex 


Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 
World’s Largest Manufacturer of V-Belts 
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JENKINS DISTRIBUTORS coir 


in these valves for 


JENKINS 
NICKEL IRON 


Fig. 2651-A Gate 


Valves with Type 316 


STAINLESS STEEL 


Fig. 2624 Swing Check 


w ith these popular patterns, Jenkins Distrib- 
utors meet the growing demand for valves 
that will lower costs where fluids involved 
are mildly corrosive. The Nickel Iron and 
Stainless Steel combination provides corro- 
sion resistance well above the moderate need 
in such services, with an investment well 
below that for all-stainless steel valves. 
Designed primarily for the chemical process 
industries, they are recommended for control 
of liquids with minimum quantities of min- 
eral acids, such as creosote in wood treat- 
ment, and many liquids carried in petroleum 
processing. Other uses, steadily increasing, 
includé control of fluids used in electroplat- 
ing, photograph finishing, textile bleaching, 





Trim 


dyeing, and heat-treating of metals. 

A major use is in pulp and paper process- 
ing. Service records in lines carrying the 
valve-punishing “black liquor” give Jenkins 
Nickel Iron Valves top performance ratings. 

With Jenkins extra value design and con- 
struction throughout, Jenkins Distributors 
can readily show why they stretch any 
buyer’s valve investment dollar . . . and there 
is no better sales clincher! 

Nickel Iron Valves are another example of 
the broad range of “valves for every service” 
in Jenkins complete line . . . another reason 
why it pays, and pays well, to sell Jenkins 
Valves. Jenkins Bros., 100 Park Avenue 
New York 17. 
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extra sales with extra value 


Every part in contact with 
fluid is the right metal to 
block corrosion and beat wear. 








moderately Corrosive services 


' 
sees 
CAST NICKEL IRON 


© BODIES Heovy duty, dimensioned 
for greater resistance to wear and 
abuse. Through port design in Gate 
Valve 
BONNET Rugged construction. 
Swing type gland bolts. Screwed-in 








back-seating bushing. Deep stuffing 
box 

YOKE Integral with bonnet in sizes 
from 2” to 4”. 

WEDGE In 10” to 24” sizes, with 
Type316 Stainless Steel Wedge Rings. 
COVER in Check Valve 


SPINDLE 

GLAND 

BONNET BUSHING 

SPINDLE RING 

WEDGE PIN 

WEDGE RINGS Rolled into Nickel 
lron Wedge in 10” to 24” sizes 
SEAT RINGS 

DISC and HANGER assembly in 
Check Valve 




















NI-RESIST Type No. 2 





© WEDGE of |-beam structure is solid 
NI-RESIST in 2” to 8” sizes 


JENKINS 


LOOK FOR THE DIAMOND MAREK 


VALVE S36 > 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 











CALENDARS WINDER 


Jo a 


PRESSURE RATINGS 


© 2” to 12” — 200 Ibs. O.W.G. 
© 14” to 24” — 150 Ibs. O.W.G. 
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Tops, in Quality 


Compétitive in Price. 


Th 


ema 


nrotit-volume 


when you sell 
DIEHI 


o£ &F 


MOTOR S 


Quick Sales—Quality product, national acceptance. 
Repeat Sales—Complete customer satisfaction. 
Broad Markets—Through product diversification. 
Prompt Shipments—From nearby warehouse stocks. 


Intensive Sales Promotion 
and Advertising—To build your sales 





DIEHL VALUES ARE YOUR ASSETS. For 68 
years DIEHL has been building quality mo- 
tors for all branches of industry. 
available in diversified 
types and sizes for immediate factory or ware- 
house shipment. 
speedily produced to meet 
specific job requirements. 
nA help you to eval- 
uate drive requirements, service factors and 
operating conditions for unusual or difficult 
installations. 


Fe eerie ieee i ie ee tddel 
' 


Electrical Division of THE SINGER MANUFACTURING COMPANY 
Finderne Plant, SOMERVILLE, N. J. 

Please send me the following bulletins: 

0 New Type “D” Motor Bulletin No. ID-3304 

O) Consolidated Catalog & Price List No. ID-3310 


always available when and where needed. 


. . . » Consolidated catalogs .. . 
condensed price lists . . . monthly stock lists 
. ». National direct mail and trade journal ad- 
vertising ... all designed to help you sell. 


For increased sales and profits . . . 
Coal DIERI 
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Street. 





City. State 








WHAT’S NEW WITH FLEXLOC 


News that helps you sell 


SELL REDUCED MAINTENANCE COSTS. Appeal to your customer’s pocket- 
book when you sell FLiextoc Self-Locking Nuts. You can do that by 
selling reduced maintenance costs—less downtime, fewer replacements. 
FLEXLOcCs stay where you put them. Once they are installed, you can 
forget them. Service and inspection periods can be stretched safely from 
days to weeks. That’s why this well-known manufacturer of narrow fabric 
looms uses FLEXLOcs to position and hold adjustment of the camshaft. 
Even on this tough job, FLextocs hold tight. And remember to point 
out the one-piece, all-metal design which saves time in assembly—saves 
buying, stocking and handling of extra parts. 


MEET DON HARTMAN, assistant sales manager, 
FLextoc Locknut Division, SPS. Don joined 
SPS in 1947, as secretary to former president 
H. T. Hallowell, Sr., after two years’ service in the 
Army. In June 1947 he switched to FLextoc Sales 
and was assigned his present job in 1951. Next to 
FLExLocs, Don’s major interest is model rail- 
roads. He started his present model from scratch 
six years ago, expects to complete it in '55. 











ANOTHER AD TO HELP YOU SELL. This full-page 
advertisement appeared recently in publications 
read by management men in the companies you 
are trying to sell. It’s interesting—it’s direct—it 
includes a hard-hitting sales message on FLEXLOC 
Locknuts. If you’re looking for an extra mailing 
piece or a good sales handout, you couldn't find 
a better one. For quantities, write FLExLoc Lock- 
nut Division, STANDARD Pressep Steet Co., 
Jenkintown 13, Pa. 


FLEXLOC LOCKNUT DIVISION 





JENKINTOWN PENNSYLVANIA 
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2-WAY RADIO BREAKS BOTTLENECKS. A year ago, SPS 
installed 2-way radio equipment on its industrial jeeps. 
Results have been phenomenal. The time required to get a 
jeep to a spot where it was needed used to be 45 minutes. 


Now it is no more than 5. With this improvement in materials 
handling, bottlenecks were broken, production boosted. You 
benefit, of course, through faster delivery of SPS products 
and, therefore, better service to your customers. 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


STANDARD BIBLE—UNBRAKO STANDARDS. In its advertising, 
SPS tells your prospects and customers about the advantages 
of buying UNBRAKO standards from UNBRAKO distributors. 
Some of the selling points used are: less of your customer's 
money tied up in inventory, less storage space needed by your 
customer, more personalized service, faster delivery. Pushing 
standards whenever you can makes good sense. Incidentally, 
these booklets —listing all standard UNBRAKO products —are 
yours for the asking. To get a supply of the latest edition, 
write to UNBRAKO Socket Screw Division, STANDARD 
Pressep Street Co., Jenkintown 13, Pa. 


INDUSTRIAL DISTRIBUTION 


TO HELP YOU SELL SEL-LOK SPRING PINS. This 4-page folder is 
brand new. It gives specifications, applications, selling points 
and advantages. It’s a basic sales tool—a basic handout or 
mailer. Order your supply now. There’s no charge, and we'll 
take care of imprinting. 
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MEN-OF-THE-MONTH 


SPS is well represented in PHILADELPHIA by a 
quartet of salesmen, headed by Crawford Maxson. 


Crawford Maxson, who heads the Philadelphia 
office, has been with SPS since 1942, except for 
the years 1945 and 1946, which were devoted to 
service with the Army. He worked in Expediting, 
Cost Control and Cost Estimating before being 
assigned to Inside Sales in January 1949. Crawford 
is an active volunteer fireman, and is president of 
the Fort Washington Volunteer Fire Co., in a 
community adjoining the Jenkintown plant. 


Although a native Philadelphian, Bob Dando 
studied at the University of Arizona. He, also, 
joined SPS in 1942—first as an inspector, then in 
the Gage Department, then Sales Promotion, 
then Adjustment. In 1945, working out of St. 
Louis, he covered a 9-state area for the Chicago 
office. He returned to Philadelphia in 1946. Bob 
challenges anyone to a left-hand bowling match. 


Maxson 


Philadelphia-born Jack Hall is a third Philadelphia 
territory salesman to have joined SPS in 1942. He 
headquarters in Baltimore. A one-time linotype 
operator on the old Philadelphia Record, Jack 
worked in Metropolitan New York before 
taking over his present territory. He is a good 
sailor and an avid radio ham—operates his own 
Station, W3PRV. 


Another native Philadelphian, Don Seward stud- 
ied at Haverford School, Brown University and 
the University of Pennsylvania. After working 
briefly as a budget manager with the Goodyear 
Tire & Rubber Company, he joined SPS in 1951. 
He served as expediter, and on the inside sales 
force of the HALLOWELL Shop Equipment Division. 





7 STEPS TO SELLING UNBRAKOS SUCCESSFULLY 


1. Know UNBRAKOs 
Attend the SPS Sales Training Program. Study the liter- 
ature supplied by SPS 


time and route your calls to avoid backtracking. And 
plan beforehand what you intend to say. 


5. Use UNBRAKO Sales Aids 


We've got lots of sales tools to make your job easier. 
Every month on these pages we tell you about some of 
them and how to use them advantageously. 


6. Use UNBRAKO Promotion and Advertising Effectively 
These are doubly effective when you use them to back 
up a statement or stress a sales point. Carry the pieces 
with you. Put them before your customer at every 
opportunity. 


7. Make Sales Presentations and Demonstrations 

Use sales presentations to tell your story concisely. Use 
demonstrations to show your customer how it’s done. 
A demonstration is worth a thousand words. 


2. Know Your Customer’s Requirements 

Familiarize yourself with your customer’s product. 
Apply your knowledge of UNBRAKOs to his particular 
problem. 

3. Know Yourself, Your Company and Your UNBRAKO 

Inventory 

Appraise yourself and your company. Point up the 
assets. Know what you have to sell in service to your 
customer. Keep informed about the UNBRAKOs in stock. 


4. Plan Your UNBRAKO Calls 
Use your time to its fullest advantage. Schedule your 











FASTENER EXPERT'S CERTIFICATE. This diploma is awarded each distribu- 
tor salesman when he finishes the 3-day Sales Training Course at SPS. 
It’s proof that he has been through the program and knows the product 
he’s selling! Have you made arrangements yet for seeing that your men 
get the benefits of this course? If not, contact George Somes, Manager, 
Sales Promotion Department, STANDARD Pressep STEEL CoO., 
Jenkintown. Do it now. 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 
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IMPROVED PACKAGING PROMOTES PROFITS. Through Second, it protects finished products in storage and 
the use of lightweight cartons and steel strapping, SPS shipment—assures customers of factory-fresh 


has accomplished two things in the packing and ship- 


HALLOWELL shop equipment, complete and ready for 


ping of HALLOWELL shop equipment. First, it permits assembly. Both of these pay off in profits. The first 
SPS and its distributors to make faster deliveries by cutting warehousing costs. The second by reducing 
because they can carry larger stocks in the same space. the return of goods damaged in storage and shipment. 


WHAT’S NEW WITH HALLOWELL 
News that helps you sell 


MOBILITY ANOTHER SALES POINT FOR BENCHES. Did you know that any 
standard 603 or 606 HALLOWELL bench can be quickly converted to a semi- 
mobile or fully-mobile unit? All you have to have is a simple conversion 
kit. When you make HALLOWELL benches mobile, you open a number of 
new sales possibilities in general shop and maintenance work, in stock han- 
dling, in tool and die work, in machine feeding. Form 2024 gives complete 
data, makes a good handout or mailing piece to your customers. Order a 
supply today. Send your request to Hallowell Shop Equipment Division, 
STANDARD Pressep Steet Co., Jenkintown 13, Pa. 


USE THESE NEWSPAPER ADS TO SELL MORE 
SHOP EQUIPMENT. Since you cannot economi- 
cally make personal calls on every prospect for 
HALLOWELL shop equipment in your terri- 
tory, a series of advertisements in your local 
newspaper can often open the door to addi- 
tional sales. SPS has developed a number of 
newspaper ads for your use. Mats, with plenty 
of room for your imprint, are available. Why 
not ask about them? 


HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN PENNSYLVANIA 
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We sell “performance” backed by 
know-how and 64 years of spe- 
cialized experience—that’s what 
counts with the customer. Sales- 
men are armed with a collection 
of illustrated and documented 
case histories that prove conclu- 
sively how Faultless Casters are 
making a notable contribution to 
better materials handling. They 
can show which Faultless Caster, 
and what kind of wheel will 
deliver more loads quicker and 
cheaper. That’s the Faultless way 
to boost your caster sales, cus- 
tomer after customer. 

It’s part of the Faultless Selec- 
tive Distributor Plan that enables 
your salesmen to recommend the 
Faultless Caster Series, size and 
type wheel best for each specific 
materials handling job. 


4 Pages of ‘‘FACTS”’ 
for you every month 
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Each month the solution to a real 
materials handling problem is fully 
presented in a handy size folder 
Free copies are sent to every impor- 
tant industrial concern in your terri- 
tory. It is a valuable sales tool for 
hundreds of distributors’ salesmen. 
It's part of the Faultless Selective 
Sales Plan. 

To get the complete story, write 
today for your 1954 Faultless 
Franchise. 


MOVING 11 TON ENGINE AT CATERPILLAR TRACTOR CO., PEORIA 
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Maintaining a continuous production- 
line flow of 22,000 Ib. Diesel-electric 
sets at the Peoria plant of Caterpillar 
Tractor Co. is accomplished with the 
aid of Faultless Dreadnaught Casters. 
Supported on one swivel plate caster, 
Faultless 1300 Series, and two Faultless 
wheels in special mountings, the en- 
gines are moved a total of approxi- 
mately 100 feet past production sta- 
tions situated about 20 feet apart. A 
small industrial truck pulls the 22,000 
pound assemblies through the produc- 
tion area. One man guides the indi- 
vidual units with an ingeniously de- 
signed steering arm arrangement on 

Senies the swivel caster. : 

1300 Another unusual materials handling 
achievement for men in industry, made 
possible by Faultless Casters. 


The FAULTLESS No. 1306-10 Extra Heavy Miiets sa ‘" ‘. 
Duty Caster like those used by Caterpillar ee oy ao fee Serer oe 
Tractor Co., Peoria, Ill., on their heavily and two Faultiess special alloy, roller 
loaded transfer car. bearing wheels to engine frame 
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4%" diam. C ff B Fits firmly 

self - contained, he in horn 

dust-proof, with cob top plate 

VY," diam. balls in Unit is ‘ 

hardened, ground, interchangeable re > os = 
polished raceway. with wheel bearings. ~ pon, thn on pn bas 


Castered equipment from tote boxes to large trucks help you keep costs down in 
your plant. Whether you need to move 50 pounds of delicate instruments or 
15 tons of sheet steel, Faultless makes the casters to best do the job. 

Competent engineers, a modern factory, and skilled personnel combine to 
furnish you the dependable casters you need for your individual operation. 
Factory-trained representatives and selected distributors are on call to help 
solve your materials handling problems. nem 
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COOL BILLION * 


Refrigeration and air-conditioning equipment production 
already runs well over a cool billion dollars. 


Each year new products are kiting the curve to a record high. 


Because products like these must be put together to stay, 
they are put together with P-K Fasteners . . . millions every day. 


One of many big markets, there’s none better for P-K Distributors. 


KP ON 


With P-K pre-selling, you start your efforts 





in rich “pay dirt.” Put more time on the P-K line, 


and you can build fastener volume up to a sizeable bonanza. 


Certain territories are open for interested Distributors. 


Parker-Kalon Division, General American Transportation Corporation, 
200 Varick St., New York 14. 


$ Value of Factory Shipments — Electrically powered 
Refrigerators, Refrigeration Machinery, and Air 
Conditioning Units — $1,070,000,000, 


lt a a a ee ee 


“Young OK with P-K... all the way 
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WHAT ARE THEY DOING? 


They’re scaring up business for you in the great 
industrial new-socket and replacement market for 


Fluorescent and Incandescent Lamps. 


Appearing one by one in Champion advertisements in 


the leading electrical and industrial magazines, (total 
number of messages 2,175,384) they are bringing in 
hundreds upon hundreds of requests for the latest 
information on lamp selection, maintenance and 
replacement — and the name of the nearest 

supplier of CHAMPION Lamps. 


Are you making the most of this menagerie for lamp volume and 
profit? If not, may we tell you the CHAMPION Lamp story? 


VOLT-URE 


POWERKEET 


WATT-HOG 


Lyn, 


Massa YTAY [Ls 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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MISALIGNMENT EASILY CORRECTED 


Misalignment is a serious matter in threading and should be rectified as soon as possible. 
With the GEOMETRIC DS Head, however, uninterrupted production may be maintained 
on slightly misaligned jobs until permanent adjustment can be conveniently made. 


By loosening two “‘back screws’’ on the ALIGNING SHANK, the head is allowed to float. 
A true-running work blank may then be threaded and the head, thus aligned, retightened 
with the “‘back screws.”’ 


Write for full details. Specify Bulletin DS 





This ad helps You Jacobs Chuck indus- 


trial advertising regularly directs customers to you. Even ads like 
the one shown here, introducing our remarkable new Model 96 
Chuck, still put the emphasis on you. Your selling’s easier when 
you sell Jacobs, the world’s most famous manufacturer of drill. 
tap and collet chucks. The Jacobs Manufacturing Company, 
West Hartford 10, Connecticut. 


woven JACOBS 


IT HOLDS... Business for You 


Advertisements like this one appear regularly in 
MILL AND FACTORY, MACHINERY, AMERICAN 
MACHINIST, CANADIAN MACHINERY, MODERN 
MACHINE SHOP, TOOL ENGINEER. 


7 fodel % 
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Every Jacobs Advertisement 
Features the Industrial Supply Distributor’s Service 
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For Tus (liable 
BOSS COUPLINGS 


In virtually every industry, there are profitabie uses for these 
efficient, durable “BOSS' Couplings. Their reputation for 
long, reliable service on high or low pressure hose of every 
kind has been firmly established through the years. You can 
sell them with complete confidence in their quality, safety 
and economy in field or factory. Principal parts are steel or 
malleable iron, thoroughly rustproofed by cadmium plating. 


"GJ-BOSS" Ground-Joint Female Coupling, Style 
GENERAL INDUSTRY — | hater: Po pe entre insert pe haber 
Recommend “Boss” Couplings for tightened swivel wing nut, “Boss” Offset ond inter- 
all high or low pressure hose locking Clamp. Sizes" to 6". 
handling steam, air, gas, ammonia, 
water, oil and other fluids. For 
chemical and acid applications, 
these couplings are available in 


stainless steel and special alloys. 


CONSTRUCTION — 


Boss’’ Couplings have wide use 


on pile-driving and other steam “BOSS” Washer Type Female Coupling, Style W-16. 
hose; manifold, caisson and other Some as “GJ-Boss” Coupling, except spud ond head of 


air hose; roadbuilders water hose; 


jet and grout hose. cking Clomp precludes all possibility 
of blow-offs. Sizes Va" to 6"» 


MINING — 

Their rugged construction is one 
of the main reasons for the wide- 
spread use of “Boss” Couplings 
in mining and quarrying, on all 


types of hose 


PETROLEUM INDUSTRY — 

Boss" Couplings are used for 
steam, water, air, oil and gas— 
in the producing fields and re- 


fineries. They are also popular “BOSS” Male Coupli 
among handlers of butane-pro- shed chore’ Contiie una: alata ad te 


pone gas 


TO HELP YOU sell more “Boss” Couplings 
and other DIXON products, consistent ad 


vertising schedules are maintained in leading 
industrial trade papers, directories, etc. Also, Vek E Oi by 0, 
envelope stuffers and other direct mail ma Ve UY) wy 0, 


terial are available with your imprint GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHE HICAGC 


BIRMINGHAM ~ LOS ANGELES - HOUSTON «+ DIXON VALVE & COUPLING CO TC TORONTO 


‘ 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1954 





Sales tools 


© These eye-catching window display 
stands are just two of the many sales 
aids we supply to our distributors. 

They're part of our carefully worked- 
out distributor policy which builds 
business for the distributor through 
Bristol's national advertising and direct 
mail. As a matter of fact, this is down 
in black and white in our distributor 
contract: “. . . it is part of our respon- 
sibility to be constantly widening mar- 
kets and building turnover into our 
product.” 

Only Bristol makes full lines of hex 
socket screws and exclusive Bristol 


for Bristol distributors 


can get all they want, when they want 
them. 

Don’t forget — Bristol’s factory- 
trained salesmen are located in 31 key 
cities to supply fast service for 
distributors. A4A2 


multiple-spline socket screws (for con- 
ditions of severe vibration). This com- 
bination provides a splendid source of 
profit for Bristol distributors. And we've 
recently increased our capacity for pro- 
ducing cap screws, so that customers 


Bristol helps distributors make more sales, bigger profits with: 


© direct mail 

© bulletins, price and sheets 
discount sheets 

@ local and national 
advertising 


® engineering data 


smartly-packaged 
samples 


© shows and displays 


® copy and cuts service 


envelope stuffers 


© advertising novelties 


© publicity releases 


a 
BRISTOLS SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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Hex and Multiple-Spline 
Socket Screws. Cap and Set 





GRINDING to 
ROUGH SNAGGING 


SIMONDS 


ABRASIVE CoO. 


Grinding Wheels 
give superior results 


Accuracy of finish! Top tonnage ground! 
Whatever your customers needs are . . . there’s 

a Simonds Wheel to give the grinding results 
they want . . . and the sales results you want. For 
steady business, gear your selling to Simonds 
continuous advertising in leading metal 


working publications. 


SIMONDS ABRASIVE COMPANY 


PHILADELPHIA 37, PA. 


BRANCH WAREHOUSES: Boston, Detroit, Chicago, Portland, San Francisco 
DISTRIBUTORS IN PRINCIPAL CITIES 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. OTHER SIMONDS COMPANIES: 
Simonds Steel Mills, Lockport, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Quebec 
and Simonds Canada Abrasive Co., Ltd., Arvida, Quebec 





U.S. CORRUGATED RIBBED MATTING 


Theres Money In Matting 


U.S. GEOMETRIC ROLL MATTING 


U.S. STAIR TREADS 


made by U.S. RUBBER 


U.S. Matting sells so well because there is no 
end to the list of its advantages. Selling “U.S.” 


means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 
TION. Easy-to-clean surface, keeps dirt and 
moisture from being tracked through building. 
Comfortable, noiseless to walk on. 

FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 


stand fats and greases. 


‘U. 8S.” Research perfects it. 


FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


VALUABLE AS ADVERTISING. In custom- 
made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 
ting, write to address below. 


“UU. S.° Production builds it. 
U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Expansion Joints + Rubber-to-metal Products «+ Oi! Field Specialties «+ Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 


Hose «+ Belting + 
Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 


Meided and Extruded Rubber and Plastic Products « Protective Linings and Coatings « 
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today—it’s a bigger catch 
with MUSCLES OF STEEL 


Five billion pounds of fish yearly. It’s a 
catch that oldtime 
Gloucester fisherman gasp— yet 
in the day’s work for America’s modern 
fishing industry. And it’s a job that 
couldn’t be handled without the aid of 
indispensable wire rope 


would make the 


it’s all 


muscles of steel 

Whether off the Newfoundland Banks 
along the Gulf Coast, or in the waters of 
the Pacific, powerful winch-equipped 
trawlers depend on Wickwire Rope to 
haul in their heavily laden nets 


On landlubber assignments, too, Wick- 
wire Rope has a vital role in helping 
American industry do a better and more 
efficient job. In the oil fields and the 
logging camps. In the mines and the 
quarries. On construction and highway 
projects. In numerous and varied ma- 
terials handling operations. On all of 
these jobs, Wickwire Rope consistently 
demonstrates its ability to deliver per- 
formance that is unrivalled for long- 
lasting economy and reliability. 


every industry benefits from wire rope 


WICK WIRE 


PRODUCT OF 
THE COLORADO 


CF 


FUEL 
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WICK WIRE 


ROPE 


SPENCER STEEL DIVISION 


AND IRON CORPORATION 





vse 100 Wem 9: 


OF SUCCESSFUL MANUFACTURING EXPERIENCE 


es 


GET MORE PRODUCTION...PER MAN-HOUR 
with the help of dependable, efficient 


AIR COMPRESSORS: AIR CYLINDERS « AIR HOISTS 


’ 
i 
: 


TO LIFT, LOWER, PUSH, 
OR PULL Curtis Air Cylinders 
or Air Hoists Will Do The 
Job Quickly, Easily, and 
Economically — capacities 

up to 10 tons. 





{ 
: 


@ low-cost trouble-free operation 

@ smooth and delicate control 

MORE AIR AT LESS cost... @ cylinders, ground and polished 
with precision-built © self-closing, disc-type valves 
Curtis compressors lapped to seat 
available up to 50 H.P. (300 cu. ft.) Pendant Air Hoist... 


improved—two-stage design delivers ideal for any lifting or 
lowering application. 


more air per horsepower 

air-cooled—no freeze up 

Timken tapered main bearings permit 

external adjustment 

pressure lubricated rod and piston 

bearings for long life 

Tank mounted compressors Bracketed Air Cylinder 

Va through 15 horsepower (1 to 80 cu. ft.) can be mounted horizontally or 

Si vertically for lifting, lowering, 
imple compressors guiinn, ot pulang 

Base mounted compressors 

Va through 50 horsepower (11/2 to 300 cv. ft.) 


FOR COMPLETE INFORMATION on how Curtis equipment can make your production more profitable, write today... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Lovis 20, Missouri 
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LOUIS ALLIS OPENS THE DOOR 
to more motor sales for you 


with 


— an outstanding line of motors and adjustable speed drives 


— a complete program of selling aids 
— national recognition and acceptance 


For more than 50 years, Louis Allis has been a 

“buy-word” for top-quality motors. With the in- 

dustry’s most diversified line of special motors 

and a complete range of standard motors, Louis 

Allis lets you offer the unit that fits your custom- 

ers’ job requirements exactly. 

And to help you do the best selling job, Louis Allis offers you this complete 

program of useful selling aids: 


LOUIS ALLIS CONSOLIDATED CATALOG 

The handy catalog that many industrial buyers reach for, when- 
ever they want electric motors. Complete price, dimension, and 
application engineering information. Your company name, im- 
printed on the front cover, shows prospects and customers 
where to contact you for every motor need. 


MOTOR-APPLICATION BULLETINS 

There’s a standard or special Louis Allis Motor for 
every job and a Louis Allis bulletin covering practical- 
ly every type and application. These bulletins, packed 
with complete, clear, concise information, let you talk 
authoritatively — sell better — insure the right motor 
for the job. 


TECHNICAL HELP AND ADVICE 

You get prompt and full cooperation from your nearby Louis 
Allis District Office on any unusual or difficult motor applica- 
tions. And Louis Allis’ familiarity with hundreds of special 
motor problems means extra business for you. 


THE LOUIS ALLIS €O. 
MILWAUKEE 7, WISCONSIN 





customers this 
New mae film 


When you fell your customers that s s First of all, ask your scsr District Office to 
improved (Type ‘‘C’’) Spherical Roller Bear- show you the film. Then, without obligation 
or cost, you can have the use of a film to give 
your customers a quick, clear visual demon- 
stration. You’ll find it tells, step by step in 
full color, exactly how the design of the fa- 
The effective way to answer that question is mous 20*P Spherical Roller Bearing has been 
to show them how. improved to deliver unmatched performance. 


7345 


ings provide 2 to 3! times increased life and 
up to 50°) increased capacity, they’re going 
to ask: ‘‘How did =csr do it?” 


HAVE YOU SEEN THIS 
TYPE "C’’ SALES KIT? 


Here's another sales help 
which shows the how and why 
of this important 2OS? 
provement in spherical design. 
Hove your SCS? District 
Office explain the features 
of the Type "C" to you! 


m- 


Use the coupon to start making SEEING help your 
SELLING. SKF INDUSTRIES, INC., PHILADELPHIA 
32, PA.— manufacturers of SF and HESS-BRIGHT® bearings. 


SKF INDUSTRIES, INC. 
FRONT ST. & ERIE AVE PHILADELPHIA 32, PA. 


YES . . . We'd like to see the new 20-minute sound slide film 
which tells the story behind the improved (Type “C"’) Spherical 
Roller Bearing. 


Company 
CC EE 








— State 


‘e'd prefer to see it on (date) 





BALL AND ROLLER BEARINGS 


Second Choice 
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For many years, the National Industrial 
Distributors’ Association has been advo- 
cating the use of decimal packaging. 


Lamson & Sessions again leads the fastener 
packaging parade by becoming the first 
major manufacturer to package stove 
bolts, machine screws and machine screw 
nuts in the “100” unit package for the 
convenience of the distributor. 


70) am fo e)-1)) 4. 


Our decimal dollar and cents monetary 
system has made it easier for people to 
think in terms of 100 units. Hence it’s 
easier to order nuts and bolts when you 
can order by the hundreds, thousands or 
ten thousands. And it’s easier to figure 
what they cost you per unit, too, 


EASY TO PRICE 


By the same token it’s easier to price the 
| single units or packages and know pre- 
| cisely what percent profit you are getting. 


EASY TO SELL 


Distributor salesman and their customers 
invariably talk in terms of decimal quanti- 
ties and most orders are issued on this basis. 
That's why the “100” packaging—and 
only the “100” packaging — makes sense. 


So, make it easy on yourself. Buy all 
your stove bolt, machine screw and 
machine screw nut requirements from 
Lamson & Sessions. We can promise fast 
delivery from stock. 


Ye LAMSON & SESSIONS @. 


1971 West 85th St. Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham « Chicago 
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SLEEVE BEARINGS 


» = can do that — get most of the PP cceae rll 
sleeve bearing business —with this line. 
Johnson Bearings will fill more than 
90% of the sleeve bearing needs. 
Remember the magic number —90+. § 
You can make more sales per call when 
you sell Johnson. 


JOHNSON BRONZE COMPANY 
535 South Mill Street, New Castle, Pa. pg erg 








ELECTRIC MOTOR 
Over 350 types 


UNIVERSAL BRONZE BARS 
Over 400 sizes 
* 


JOHNSON BABBITT 


GRAPHITED 
Over 200 sizes 
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Wright Hoists 


Easy to Sell 
WRIGHT Safeways! 


Right for 
rigging and 
maintenance work 








Ton Capacity 


5&6 8 & 10} 12 16 208 25 





Min. Distance 
| between hooks 








Standard Lift 





2 5 6 6" 


12’ 


4 


_ Sere TON — ? 
— oe Meat « » —_—— 


4 





























Net Weight Lbs. 





a Rigger’s Hoist + Fully enclosed, light 
in weight, compact and rugged. Built to 
withstand wear and No protrud 
ing parts to snag on clothing. Hand 
wheel, load brake and load wheel 
protected from harmful foreign matter 
by means of heavy steel stampings 
Non-Fouling Hand Chain Guide - Pr« 
vents gagging of hand chain and permits 
pull of hand chain from any angle 
Load Chain Guide: Shrouds load sheave. 
Effectively guides chain into load wheel 
and protects these parts from falling 
dust and dirt. 

Load Wheel: (Minimum of 
Ferrous alloy, reversible and with 
rately formed pockets. A spline fit to the 
alloy steel load wheel shaft which is 
supported on sealed precision ball bear 
ings. Reverse when new chain is installed 
and you have a new assembly. Stripper 
is of fabricated steel. 

idler Sheaves + Have accurately formed 
pockets and rotate on oil-less bronze 
bushings. Capacities 5 to 10-ton have 6- 
pocket sheaves. 12 to 25-ton, 10-pocket 
sheaves. Sheaves are carried in and 
shrouded by steel castings. 

Top Hook + Nickel-chrome-molybdenum 
chrome alloy steel, drop-forged and heat- 
treated. Swivels on all capacities. Rocks 
on 4-ton and smaller. Will open before 
fracturing. 

Top Crosshead - 4-ton and smaller, alloy 
steel, drop-forged and heat-treated. 
Rocks in steel straps which are projec- 
tion-welded to hoist frames; stronger 
than the hook they support. 


abuse 


5 poc kets) 
accu- 





640 1100 




















Top Yoke ~+ 5-ton and larger, alloy steel 
casting. 

Hoist Frame + Two drawn steel sections 
of shock-resistant steel. 

Driving Spindle - Nickel-chrome-molyb- 
denum alloy steel. Machine-cut teeth. 
Operates on heavy-duty roller bearings. 
No cantilever loading. 

Load Brake - Weston type with uniform 
composition lining; silent, sturdy, and 
dependable. 

Gear Train - Center planetary system 
using modified involute stub tooth form 
with all gear teeth generated from solid 
steel blanks. 

Internal Gear « Nickel-chrome-molyb- 
denum alloy steel with machine-cut 
teeth. Heat-treated and secured to frame 
by means of projection-welding. 

Gears and Pinions + Nickel-chrome- 
molybdenum alloy steel with machine- 
cut teeth. Heat-treated and mounted on 
heavy-duty roller bearings. 

Gear and Pinion Shafts - Stationarily 
mounted alloy steel, surface-hardened 
and ground. 

Pinion Cage - Ferrous alloy, is a spline 
fit to the load wheel shaft. 

Bottom Hook « Nickel-chrome-molybde- 
num alloy steel, swivels. Operates on a 
Timken thrust bearing. Has wide throat 


opening, will open before fracturing. 
Lubrication « The gear train is enclosed 
in an oil-tight chamber. Those parts not 
lubricated for life are supplied from the 
central oil pool. The hoist should operate 
for years with no attention other than 
the replenishing of the oil in the wick 
oiler. 
7 . . 

e Simplicity of design and the use of 

improved materials insures the WRIGHT 
SAFEWAY HOIsTs’ longer, trouble-free life. 
One of the important reasons for this 
longer useful life expectancy is the 
enclosing of all the vulnerable parts of 
WRIGHT SAFEWAY HOISTS in heavy, steel 
housings. 
This sealed construction makes WRIGHT 
SAFEWAY HOISTS adaptable to practically 
all industrial requirements. They are 
suitable for either indoor or outdoor 
service under many varied operating 
conditions. Cement mills and foundries, 
for example, operate under excessively 
dusty conditions, yet WRIGHT SAFEWAY 
HOISTS can be used effectively in them. 
Heat-treating rooms with their high 
temperatures, industries with cold or wet 
exposures, will find the WRIGHT SAFEWAY 
line has been built to do a job under the 
toughest atmospheric and operating 
conditions. 


Interesting new literature on request 


agco 


Wright Hoist Division 


_ AMERICAN CHAIN & CABLE 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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LEVER HANDLE 
BRONZE 
SHUT-OFF STOPS 
Also Fiat, Squore 
or Tee Head 


SQUARE HEAD 
STEAM STOP 


———————————— 


YOUR CUSTOMERS if they 
Reet know the advantages of 
standardizing on HAYS 


PLUG STOPS 


STOPS — VALVES — FITTINGS 


When you sell your customers HAYS products you are 
BRONZE ° . ° 
GAS STOPS selling the best . . . and the most economical in terms 
of service for steam, air, water, gas and chemical lines. 
In over eighty years’ continued service to American 
industry HAYS has nurtured a tradition of pride in the 
quality of its output. The company’s carefully trained 
craftsmen, operating with modern precision equipment, 
today carry on that tradition. 
In the HAYS line you are able to supply hundreds 
GRADUATED of items for practically every need in stops, valves, and 
9 DUAL STOPS fittings. Standardizing on HAYS reduces inventory 
stock, reduces maintenance expense. 
Check your HAYS catalog... note the complete 
line that is available from one source. 


ALL IRON STOPS 


General Offices and Fectory 
823 West 12th Street, ERIE, PA. 
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GROUND FLAT STOCK CESSES 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS-— 
PRECISION GROUND, THICKNESS WITHIN .0O1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” 


RRR: ERR RRR RRR RRR RRA 
REE aM RRR AAA RRRRRRRR SE * 
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THESE FEATURES HAVE SOLVED 
V-BELT PROBLEMS LIKE YOURS 


. .. in Multiple Belts 
DURKEE-ATWOOD 


VERTICAL 


MATCHING 


The power-transmitting efficiency and the durability of 
multiple v-belt drives varies with the precision achieved 
in matching. Static balancing is not adequate. To assure 
precise matching, Durkee-Atwood balances multiple 
v-belt drives Iso-Dynamically, matching belts while run- 
ning under full load. Equal in length, equal in tension, 
Durkee-Atwood matched v-belts give you a more effi- 
cient, more durable drive. 


. . . in General Duty Belts 
DURKEE-ATWOOD 


DESIGN and CONSTRUCTION 


Durkee-Atwood engineers brought v-belt maintenance 
costs down by moving the cord line up. The high cord 
line places the entire body of the belt under compression 
forcing the entire sidewall against the sheave reducing 
slippage. Wear is absorbed evenly by a greater area of 
the sidewall, reducing wear and prolonging belt service. 


SPECIAL MULTIPLE V-BELTS 


Durkee-Atwood Multiple V-Belts are also available in 
special constructions for specific applications as outlined 


below. 


CLASS 3— MULTIPLE (All Neoprene) CLASS 4—MULTIPLE HY-LOAD (All Neoprene) 
OIL RESISTANT FOR EXTRA FORTY PER CENT HORSEPOWER RATINGS 


HEAT RESISTANT OIL RESISTANT 
HEAT RESISTANT 


D U R 4 E E STATIC CONDUCTING (Upon Order) 


4 


“ y 
ATWOOD A COMPLETE LINE OF V-BELT DRIVES FOR INDUSTRY 


WAREHOUSES IN ATLANTA, CHICAGO, CLEVELAND, DALLAS, NEWARK, OAKLAND 
~ Phone: MAin 0441 


DURKEE-ATWOOD Co., Minneapolis, Minn. 
FORM NO. 551 
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Which is the 


. » the one you can get pronto! 


A much-used fastener style these days—socket screws. But it’s surprising 
how scarce they can be in the size you want RIGHT NOW! CleCap have made 
it a point to make and stock a// the popular sizes in this popular style. What's 
more, you can get extra large sizes when you need them. 


We can’t resist a rave about the product—CleCap’s double extruded Socket 
Screws ... Real sockets you'll admire—they’re true hex, sharp cornered to 
give the key good “purchase”, and c/ean, clear to the bottom. 


“Sockets” are just one of the fastener styles CleCap makes. On any of the 
items cataloged below, let CleCap show you how they can make your idea of 
delivery a reality. If you haven’t tasted CleCap service you've missed a thrill. 


MD) |) hee, 


The Cleveland Cap Screw Company 
2931 East 79th Street « Cleveland 4, Ohio « VUlcan 3-3700 TWX CV42 
Warehouses: Chicago + Philadelphia » New York + Providence + Los Angeles 


‘| 


ees a) ovBLE 


_—_— 


Originators of the Kaufman (UE process 
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Supports Porter-Cable Polic 
of Long Standing 


Dsviarsons from published price lists—or any 
other instances of retail price inequities—have 
always been of major concern to the Porter-Cable 
Machine Company. Our position on pricing has 
for many years been set forth in book form as 
our Standard Price and Distribution Policy, and 
made available to anyone interested. We have 
never departed from the “one price” policy de- 
scribed therein as follows: 

“The Porter-Cable trade discount is fixed at 
that point which enables both the dealer and 
the manufacturer to realize a fair profit, while 
holding an attractive price for the customer. 
Discounts are identical to all Dealers handling 
the same class of Porter-Cable tools, and are 
shown on a currently published Discount Sched- 
ule. Any changes of price or discount are an- 
nounced by mail to all Dealers simultaneously. 


“No resale discount is recommended for any 
class of trade. All individual customers should 
be quoted and sold at published prices.” 


Now... Fair Trade for Full Dealer Protection 


Under Fair Trade, you can stock, promote, advertise and 
teach your salesmen the Porter-Cable line — knowing that 
you will enjoy the full benefit of your efforts. Because of 


maintenance of the price to which you are entitled: 





The Five Strong Points 
$ the Porter-Cable Franchise 


SELECTIVE DISTRIBUTION — assuring you of operation in 
a market with full soles potential. 


UNIFORM DISCOUNT — assuring you of equal selling 
and profit opportunities with all other Dealers. 


DIRECT-TO-DEALER DISTRIBUTION — saving you whole- 
saler, “imitation wholesoler,” ond jobber markups. 


NO DIRECT-BY-COMPANY SALES — insuring your interest 
in major quantity purchases wherever made in your area. 
(Government bids excepted.) 


AND NOW—FAIR TRADE — with practical benefits to 
Dealer, Customer and Manufacturer olike. 











CUSTOMER 


You will get full profit — gross and net. 

You can quote a price without fear of unfair competition. 
Discount shoppers will vanish. 

You have an unassailable answer for the heavy buyer of 
other items who wants to extend his discount privileges to 
limited purchases of power tools. 

Customer respect for the rock-firm value of the Porter- 
Cable product will be enhanced. So will his respect for 
the value of your services. 

Customer confidence that you offer the one best price 
creates /Joyal customers. 


We feel that the pricing policy we have always maintained 
will be even stronger under Fair Trade. Dealers in the four 
states where it was first introduced have welcomed Fair 
Trade as entirely consistent with Porter-Cable’s national 
merchandising program — a program which, year after year, 
has proved successful, smooth-working and profitable. 


@ Their consensus: “A real step forward in the 
merchandising of power tools!” 





PORTER-CABLE MACHINE CO., 2189 N. SALINA ST., SYRACUSE 8, N.Y. 
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FIG. 1221 
OS4& Y, union bon- 
net. Sizes Y" to 
2”. 600 pound pri- 
mary pressure series. 





FIG. 1021 
Inside screw union 
bonnet. Sizes: 4" to 
2”. 600 pound pri- 
mary pressure series. 


New design makes 
OIC forged steel gate valves 


the most modern line... 


NEW: stronger stem-to-wedge connection. Improved, 
modern design increases pull-out strength to many times 
the theoretical requirement. This design distributes the 
pull-out load more efficiently throughout the wedge 
structure to meet the most stringent specifications of 
valve buyers in all fields. 


NEW: wedges wear longer. Wedges are made of 13% 
chrome stainless steel for corrosion resistance. They are 
duracased to at least 1000 Brinell Hardness to prevent 
galling and excessive wear caused by frequent closures 
upon foreign particles in the flow. 

NEW: union bonnet design is more efficient. Body-to- 
bonnet joint of the male-female type provides a recess 


for the gasket. It is contained more securely, reducing 
the possibility of leakage or a blown gasket. 


OTHER OUTSTANDING FEATURES 


Stem threads of all OIC inside screw, forged steel valves 
are always contained inside the bonnet. They can’t pos- 


sibly load up with corrosive matter which might be in 
the flow. This keeps the threads clean and free running, 
and contributes to longer stem wear. 

Modern OIC Seal-Ever packing is a special composition 
which eliminates electrolytic action between the stem 
and the packing. This prevents stem corrosion in the 
packing area and helps mainsain a leakproof seal. 

Back-seating feature provides means of repacking 
valves while in service. 

OS & Y valve gland “I” bolts are retained on trunnions 
by modern, more efficient, stainless steel snap rings. 

Shoulder-type seat rings are expanded into the body 
under heavy pressure. They are accurately machined to 
mate tightly with the wedge for a positive seal. 

Order modern OIC Forged Steel Valves from your 
nearby OIC Distributor. Write and request Folder No. 195. 

OIC Forged Steel Valves are also available in globes, 
angles and checks in a variety of trims for any service. 


THE OHIO INJECTOR COMPANY * WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 


ALVES 


BRONZE & IRON 
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*h or without ne 
four to @ carton. Fu 
protected from scuffing ond 
scratches. Carton: fully marked 
for easy stockroom identity 


Top-flight workmanship gives every Warren- 

Teed Sledge added sales punch. Check one and 
note how it looks and weighs exactly the same as 
every other Warren-Teed Sledge in the carton. 

Examine the face. It's shiny because it is precision 
machined. Note the slightly curved surface of the face. 
That's radius . . . a 6” radius engineered to give direct, 
powerful, point-to-point contact with every blow. 

And those numbers are heat numbers . . . an exact record 
of the steel used in the sledge. It never varies. Holds the 
same high standards that keep Warren-Teed Sledges 
tough and useful under the severest conditions. 

Some things can't be seen. Heat treating, for in- 
stance. Warren-Teed Sledges are DEEP heat treated 

. . almost twice as deep as ordinary sledges. 
That's why they can't be abused. 

Customers recognize the name Warren and 
all that it represents. They recognize the Dutch 
Blue finish that gives Warren-Teed tools 
added eye-appea! and boosts sales. 

Order Warren-Teed Sledges today 
in easy-to-stock, easy-to-display, 
easy-to-sell cartons. Prove to 
yourself that Warren pro- 
duction skills help sell 
more sledges. 


WARREN-TEED 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Okie 


Export Division . . 30 Church St., New York 7, N. Y. 
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All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


PROGRESSIVE PRODUCT DEVELOPMENT 





Constant advances in R/M’s engineering of industrial rubber 
products give the sales advantage to the R/M distributor. 
For example, the new revolutionary “XDC” cover for Con- 
veyor Belts provides super resistance to cuts, tear, and abra- 
sion ... provides a longer wearing cover that greatly extends 
the life of R/M conveyor belts. It is the latest of many engi- 
neering firsts over the years in R/M conveyor belt design. 


A Business Relationship that “Wears Well The R/M Super-Power V-Belt, using new super strength 
cords with 40% more horsepower than regular V-Belts, is 
another line leader that makes it easier for distributors to 
sell R/M industrial rubber products, giving the ultimate 
customer “More Use per Dollar”. 


R/M welcomes the opportunity to discuss with you other 
benefits that will bring you “More Sales from every Dollar 


Strategic Warehousing, Dependable Delivery of Selling Effort” 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 
@Re 42Aeoer 


Flot Belts V-Belts Conveyor Betis Air, Woter, Steom Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fon Belts * Radiator Hose * Brake Linings * Broke Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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Our 150 YEARS of combined CATALOG Exerteuce 


Plus Cooperation of over 7,000 Manufacturers... 
IS YOURS uhen you buy your catalog from 





Car! Strosser 


. 
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Distributors’ repeat orders confirm, 
“You're in Good Company” when 
you buy your catalog from . . 


WEINBERG & MCKEE, Ivc. Sep 
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435 iYrars 
OF TIGER WIRE ROPE SLINGS 


but here is a unique problem 
that required a special design 


— 
co 


—— ~~ ews eee eS 


aw 


et Name ae 


888 —a= gp eee Oe et 


ls 





LEADING railroad 

wanted one sling capable of han 
dling both 12-cylinder, 26,000-lb. 
and 16-cylinder, 31,000-lb. 
engines. This customer had to bring 
diesel locomotives into a repair shop, 
lift the engines up out of the loco- 
motives, and carry the engines to 


eastern 
THE RIGHT 
WIRE ROPE 
WILL DO 
THE TRICK! 


diesel 


another part of the shop. Head room 
was limited, and the engines had to 
remain level while being moved. 
Tiger Brand Wire Rope Engi 
neers solved this tough problem with 
a special Tiger Sling which consists 
of a 13-ft. steel spreader beam sus- 


pended from 1)” Tiger Brand 6 x 19 
Wire Rope. The horizontal angle of 
leaving about 
a foot of clearance, with the crane 
hook at the top of its travel. The 
sling is giving excellent service. 
Ordinarily, you can find just the 
sling you need among the 435 stand- 
ard types of Tiger Wire Rope Slings. 


the sling legs is 3714 


But, when you run into a special job 
such as this railroad did, we can help 
you design a suitable sling. Simply 
get in touch with the nearest Tiger 
Brand Wire Rope Distributor for 
any type of sling or wire rope. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN 


day ® 
Excelkiy C%e “formed 
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TIGER WIRE ROPE SLINGS 





ONE stock 


G 1Wp- Master 


plate sprocket 


Cullman finished fixed bore sprockets include standard 
keyway and setscrew 


The same Grip-Master 


Exploded view illustrates 
bushings are used in 


the simplicity of 
Grip-Master sprockets flexible couplings 


fits FOUR kinds 


of hubs 
in different 
bore sizes 


= 
Gus 4 
(ame )- 


Or reverse the process and 

one hub fits up to 75 different 

stock Grip-Master plate sprockets. 

Complete with keyways and set- 

screws the Grip-Master sprocket line elimi- 

nates alterations—increases “‘over-the-counter”’ 

sales. And replacement costs are way down 
since only a plate sprocket is required. 

In the smaller sizes Grip-Master tapered 
bushing and “‘fixed-bore”’ sprockets fill out the 
line—offer the same advantages. 

In addition, you’re backed up by “‘across- 
the-board”’ inventories of stock sprockets 
plus roller and conveyor chains for any need. 

Take advantage of the complete Cullman 
power transmission line and sell quality that 
will reflect in long service life, repeat sales and 
more profits for yourself. 


al et ee 
6 °* ‘ 


Master power transmission line—roller 


chains, sprockets and flexible couplings 


HUB ONE SIDE—Solid 


USE THIS HUB 
FOR WELDING 


s ” « ' ‘ . 
For the full story on the Cullmon Grip z rN. Ui i i rr 
; ; 
x 4 


> 
write direct for Bulletin £184, or see 


we | POWER TRANSMISSION 
10403-A ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD STREET CHICAGO 14, ILLINOIS 
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your local Cullmen Distributor. 








CUSHMAN 


CHUCK-ABILITY: The ability to SPEED your work 
.. . ELIMINATE fatigue . . . IMPROVE your products 
. and REDUCE your costs . . . through design 


and selection of the right work-holding devices 





¥rse me % 
ee : 


Remember- 


You can’t machine it economically 
unless you hold it right 


ALL 


ay F, 
# 
tate 


. Nee Ne ae 
- Pe eae.) 
MO ONT nr oe 


. is Cushman’s comprehensive series of Aluminum Body Cylinders, guaranteed to 
operate up to 7000 r.p.m. without vibration and with low fly wheel effect. Available from 
314" to 14” bore size with a stroke from 1” to 2” depending upon the cylinder size. Iron 
Body Cylinders, available from 8” to 20” bore size with a stroke from 1%«” to 2”, are designed 
to operate efficiently at speeds specified for modern standard machine tools. Air Swivel 
Connections for both types of cylinders are made of aluminum with patented air seal 
designed to hold applied pressure without variation or leakage throughout a long service life. 
All cylinders are statically balanced and bench tested to eliminate vibration at rated speeds. 
While Cushman Rotating Air Cylinders have been designed for use with Cushman Air Oper- 
ated Chucks, they will perform equally wel! with air chucks of other makes. 


Find out what Chuck-Ability can do for you . . . write Cushman for Catalog No. PO-64-1953 
fully describing and illustrating Cushman Air Operated Chucks, Cylinders and Accessory 
Equipment . . . or, should you have a special work-holding problem, consult the Cushman 


Engineering Department . . . 


THE CUSHMAN CHUCK COMPANY 


806 Wind St t 
ndsor Stree Seeeods Hartford 2, Connecticut, U.S.A. 


CHUCKMAN 
CHUCKS .... WWanufacturers of 


Air Operated Chucks, Cylinders and Accessory 
The Cushman Power Wrench 





re aa 
Cushman Manually Operated Chucks and Face 


Plate Jaws 


; Ask your 


ouns Industrial Distributor 








"He THE GREAGE 
FOR TOUGH 
OPERATIONS" 


says McCULLOCH MOTORS CORP. 
Makers of the famous McCulloch Chain Sows 








3 


us tested all types and makes 


of lubricants for the Zerol gears 
in the transmission. The one grease 
selected for long, tough operation was 
LUBRIPLATE. Now that we have pro- 
duced thousands of McCulloch Chain 
Saws, we more than ever recommend 
the use of LuBRIPLATE Lubricants in 
our tools.” 





REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 











FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 











LUBRIPLATE is available LUBAIPLAT 
in grease and fluid densi- wate 
ties for every purpose... 
LUBRIPLATE H.D.S 

Moror OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA Book”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


INDUSTRIAL DISTRIBUTION 


ITS EASY 10 SELL 
A LUBRICANT 
THAT FATS THE JOB 


LUBRIPLATE 
was developed with the basic idea 


The entire Line 
of “a lubricant to fit every job.” 
Whether grease or oil is required, 
there is a LUBRIPLATE product 
that meets every lubrication de- 
mand better than other lubricants. 
LUBRIPLATE 


progressive wear, protect against 


Lubricants arrest 
rust and corrosion. Because they 
are endowed with special qualities 
not found in ordinary lubricants, 
they are well able to meet the mod- 
ern demands of higher speeds, 
heavier loads and extreme heat 
and cold to the utmost satisfaction 
of their many users. These users 
are all your prospects 

LUBRIPLATE supports its deal- 
ers and their salesmen with na- 
tional advertising. The columns 
on both sides of this one are typi- 
cal of the LUBRIPLATE adver- 
tisements in over fifty 
papers that 


Your cus- 


oftered 
trade and technica! 
cover every industry. 
tomers, therefore, have read of the 
advantages LUBRIPLATE offers. 
The spade work is done before you 
even make a call. This national ad- 
backed by sound, 
literature. The LU- 
Plan assures 


LUBRIPLATE 


on every machine that ts initially 


vertising is 
informative 
BRIPLATE 


continued use of 


Tag 


lubricated with it. This in itself 
is big potential business for you 
The lucky salesman who has 
LUBRIPLATE to offer need have 
no worry about weekly sales quo- 
tas. All he has to do is ask for 
LUBRIPLATE on 


every call and he will just about 


an order on 


make a sale on every call 


(ADVERTISEMENT ) 








WE RECOMMEND 

THIS LUBRICANT 
TOOUR 
CUSTOMERG 


—says PACKAGE MACHINERY COMPANY 
Springfield, Mass. 





a 





“We have found LUBRIPLATE 

Lubricants to be very effective 
and use them extensively in our ma- 
chines. To assure the proper use of 
LUBRIPLATE Lubricants for re-lubrica- 
tion, we place tags on our machines 
before shipment. Thus the purchasers 
of those machines know the LUBRI- 
PLATE Product we recommend for each 
application and where to obtain it.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available LUBAIPLATE 
in grease and fluid densi- MoTom Olt 
ties for every purpose... 4 
LUBRIPLATE H.D.S. 

MOorTor OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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Here's why, \MPERIAL DISTRIBUTORS 
ave TUBING CONNECTION HEADQUARTERS 


They offer a 
COMPLETE 
LINE OF 
TUBE 
FITTINGS 


ny 
COMPLETE 
LINE OF 
TUBING 
TOOLS 


ay 
COMPLETE 
DIRECT 
MAIL 
PROGRAM 


COMPLETE 
SALES 
TRAINING 
PROGRAM 


IMPERIAL 


HI-DUTY FITTINGS 

COMPRESSION FITTINGS 

45° FLARE FITTINGS 

37° FLARE FITTINGS 

INVERTED FLARE 
FITTINGS 

FLEX FITTINGS 

ERMETO FITTINGS 

THREADED SLEEVE 
FITTINGS 

POLY-FLO FITTINGS 

HOSE AND ATTACHABLE 
FITTINGS 


BRASS PIPE FITTINGS Only @ few of IMPERIAL’S COMPLETE LINE ore illustrated. Ask for Catalog 3500. 


TUBE CUTTERS 
SAWING VISES 


FLARING TOOLS 
37° & 45 


DOUBLE FLARING TOOLS 
37° & 45 


TUBE BENDERS 
REAMERS 
SWEDGING TOOLS 
PINCH-OFF TOOLS 
TEST PLUGS 





Only a few of IMPERIAL’'S COMPLETE LINE 
ore shown here — Ask for Catalog 3011! 


IMPERIAL helps pro- 
mote sales in every 
way possible with at- 
tractive appealing, 
direct mail, bulletins, 
folders, cards, etc., 
with name imprinted. 
Also live leads from 
aggressive publicity 


and advertising 


IMPERIAL offers a 

comprehensive Tube 

Coupling Manual, a 

complete Tubing Tool (MPERIAL 
Manual and the active TORE WORKING TOOL 
cooperation of IMPE MANDAL 
RIAL field engineers. 

A Tube Working 

Handbook is available 

for general distribu- 

tion, 


Ask for Complete Information Today 


THE IMPERIAL BRASS MANUFACTURING CO. 
511 Sevth Racine Avenue Chicage 7, Ilinois 


In Conoda: 334 Louder Ave., Toronto, Ontario 


Pioneers in Tube Fittings and Tube Working Tools 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 


operation on Lathes, Planers, Slotters and 
ARMSTRONG HIGH SPEED 


Ready-to-grind Bits . . . Ready-ground 
Cutters 
ARMALOY Cast Alloy CUTTER-BITS 
ARMIDE Carbide-Tipped CUTTERS ae aaa wien 
6 cutter shapes, 12 sizes—2 grades of 6types with boring barsin 
hard ‘ Ma sizes for all boring and internal thread- 
ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOLS 
have high speed steel form cutters, require only top 
grinding to resharpen. Hold true thread 
form. Rigid and “Spring” types. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Millin 
chine Dogs, and € 
Dogs. 12 types, all sizes 


Ma- 
lamp ARMSTRONG Drop Forged 
“Cc” CLAMPS 
Heavy Duty, Medium Serv- 





ice, Deep Throat, and Tool 

Makers’ types in all sizes. 

Also drop forged Machinists’ 
Clamps. 


ARMSTRONG Set-Up and 
Hold Down Tools 

A complete line of Drop 

Forged Strap Clamps, Planer 


ARMSTRONG Drop Forged 


and Bracing Jacks and T-slot 


Bolts Eye Bolts 


Plain or shoulder pattern. 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard 
ened. Packer, Railroad, 
Standard, and Short types, 


both plain and reversible ARMSTRONG Drop Ferg 


Wrenches 
Both Carbon and Alloy Steel. 
Over 100 types in all sizes. 
Improved designs, steels, and 
heat treating give greater 
strength. 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 


Vises. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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TWO SIZES 

Model LD-5, 

10,000-Ib capacity 
(double chain) 

Model 1-2, 

5,000-Ib capacity 
(single chain) 

Easily convertible from 
one capacity to the other. 


Tough for safety 
and dependability 


Ratchets and pawls are specially hard- 
ened alloy steel — every load-holding 
ratchet is tested at 30,000 Ib 
Housing is certified malleable iron to 
protect hoist from rust and damage. 
Handle is designed to bend before 
hoist is overloaded beyond safe limits. 


In punishing “Drop Test,” the Super 
Power had to withstand the shock of a 
10,000-lb load dropped 4 in. — an im- 
pact load of over 40,000 1b. After sever- 
al hundred such tests of Super Powers, 
there has never been a hoist failure! 





NOTE TO COFFING DISTRIBUTORS AND THEIR SALESMEN 


New! Different! Better! 


For over two years the entire production of 
Coffing’s new Super Power Ratchet Lever Hoist has 
gone into military service. Now it is available to 
bring new standards of ratchet hoist performance to 
civilian users. These are just a few of the 
advantages this new hoist offers: 


Simple in design Convenient to use 


Parts are simple, rugged and few in Handle adjustable for close-quarter ap- 
number to assure continued top per- plications — also may be operated from 
formance. May be disassembled in opposite side of hoist. 
the field for fast, efficient servicing. The 5-ton model weighs but 58 Ib — 
The only 5-ton hoist of this type lightest weight ratchet hoist in this 
using but two chains contributing to | capacity on the market. 
faster operation and lighter weight. Only 70 Ib of handle pull needed to 
lift 10,000 lb with patented compound 
lever principle. 
You get coil chain flexibility plus 
free chaining for quick adjustment. For 
full details, write for bulletin AOL. 





COFFING HOIST COMPANY 


QUIK-LIFT ELECTRIC HOISTS * HOIST-ALLS * MIGHTY-MIDGET PULLERS * SPUR-GEAR HOISTS 
OIFFERENTIAL CHAIN HOISTS * LOAD BINDERS © 1-BEAM TROLLEYS 
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BUILD BUSINESS, ADD PROFITS WITH 
WEATHERHEAD HOSELINK 

SERVICE FOR AIR, OIL, 

HYDRAULIC, FUEL LINES! 


You'll Be Service Headquarters 
fer Heavy-Duty Hose Assemblies 
with These Two New Units 








START NOW to build extra profits as 
Weatherhead Hoselink Service Head- 
quarters. Replacements for hydraulic, 
air, oil and fuel lines can be made up 
quickly and exactly to your customer 
needs. Get the facts on HD-1 and 
CS-10 Service Units by writing: The 
Weatherhead Company, Dept. I, 300 
East 131st Street, Cleveland 8, Ohio. 


HD-1 ... Here's compact, convenient storage for up to 
350 feet of hose and 250 reusable couplings. Durable, 
all-stee!l cabinet. Sold unstocked .. . with either of two 
popular stocks... orf your own selection of bulk hose 
and reusable couplings. Sturdy caster dolly and addi- 


tional top sections also cvailable. 


CS-10...A new unit for cutting and skiving heavy-duty, 

wire-braid hose. Fost — cuts and skives in seconds. Sofe 

— shatterproof cutting wheel; guards to protect oper- 

SSS BFW 
just the right amount of ovter cover to insure proper 


seating of hose in coupling. i 
FIRST =-IN HYDRAULIC fael [fiddle], hae 
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Talk of the Trade 











GOING UP?: When Harry P. Leu was elected to the 
chairmanship of the board of the Orlando, Fla. company 
which bears his name, he was fully prepared. . . “I’m 
being kicked upstairs,”” Harry said cheerfully, “but, antici 
pating such a move years ago, | put my office on the 


balcony, the highest elevation in our sales building.” 


FORE!: A trick golf shot that plays havoc with his score, 
but lends considerable spice to 18 holes, was demon 
strated recently by Harvey Miller (Factory Supplies, 
Rockford, Ill.) . . . Harvey was part of a foursome which 
included Bud Barlow (The Jacobs Mfg. Co.) . . . Teeing 
off on the eighth, Bud hit a 175-vard drive that landed a 
couple of feet from the cup After a short drive, 
Harvey approached the hole gradually, Bud waiting in 
the shade on the green In a final burst of power, 
Harvey hit a low fast one off the toe of his 3-iron. . . 
‘he ball sped toward Bud, who ducked just enough for it 
to bounce off his head and ricochet 75 yards down the 
middle of the fairway. . . Results: a birdie for Bud; an 
eight for Harvey, all attested | gallery of some 50 


spectators 


HIGH HONORS: Jens A. Paasche, president of the 
Paasche Airbrush Co., is the recipient of The Order and 
The Cross of St. Olaf, presented by Norway, the 
county of his birth Mr. Paasche, an inventor of note, 
has a favorite expression: “There arc 
in the day to do the many fine things that our Creator 
intended us to do.” us vear ago, Carl J. Oxford 
National Twist Drill & was knighted by the 
King of Norway Carl, onc ie foremost tool engi- 

] s the Cross of St. Olaf. 


neers in the country, also posses 


not enough hours 


MORE HONORS: A. E. R. Peterka (The Lamson & 
Sessions Co.) was presented with an award for meri 
torious service by Case Institute of Technology at a recent 
ilumni dinner attended by some 800 graduates 

Sandra, daughter of Don F. Malone (Stambaugh ‘Thom 
son Co., Youngstown, O.) is on her way to Ohio Wes 
levan U., after graduating with valedictorian honor 


from Poland Seminary. 





PAINTING BEE: John Mueller (Orr Iron Co., Evans 
ville), just recovered from an illness, was the beneficiary 
of some old fashioned neighborliness. . . On a recent 
Sunday morning, twelve friends in working clothes gath 
cred in John’s yard, paint brushes in hand. . . By 
two p. m. his house was completely repainted, following 
which all hands cemented good fellowship with a rousing 


picnic 


SWITCH TO CANS: L. P. Russon (Vonnegut Hdwe. 
Co., Indianapolis) has found himself in the unique 
position of being pushed forcibly off the wagon. . . L. P., 
after a recent hot morning spent working in his yard, 
stepped into the kitchen for a drink of water. . . His 
hands were wet when he picked up a glass to fill it at 
the tap. . . The glass slipped; he caught it against the 
sink: the tumbler shattered and cut his hand. . . After a 
fast trip to a nearby hospital, L. P., with 12 stitches 
in his hand, completed a resolution to switch from water 


on tap to beer in cans 


THOUGHT FOR THE MONTH: September should 
find most of use recovered from sunburn, cured of poison 
ivy, and pretty well caught up with vacation bills . . . 
Now we can all relax and get to work. 


R. S. 
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Delta Quality Plus Specialized Customer Service 


‘An Unbeatable Combination 


. ‘ : te : rt _ = — 


ro 





The Hardware & Supply Co.'s heavy wolk-in trade can't miss this complete Delta 
display directly opposite the long main service counter. “Every Delta machine is on 
display, polished up, looking its very best.” 








DELTA QUALITY 
MAKES THE 
DIFFERENCE 


Harrison Smith (left), The Hardware & Supply 
Company's power tool specialist, regularly 
briefs counter men to familiarize them with Delta 
Tools——assuring an intelligent selling job to the 
welk-in trade. Mr. Smith is always available to 
solesmen and customers for expert counsel in 
moking correct application recommendations 








for Great penta Sales’ 


At The Hardware & Supply Company, Akron, Ohio 


“Consistent sales well over $100,000 per 
year in Delta Power Tools prove our 
specialized sales policy is successful”... 
Hesket Kuhn, President 


“‘What we mean by specialized customer service,” 
Mr. Kuhn explains, is simply this: ‘“‘We must be ex- 
pert in every line we carry know as much about each 
product as possible, in terms of our customers’ problems. 

“In selling Delta Tools for instance, it is our job 
to make sure the customer gets the correct machine 
for his particular needs. It is also our job, occa- 
sionally, to convince a customer he should not buy 
a particular size or model when we think it would 
not do the job for him.” 


Product Specialization is Key 
to Delta Sales 


“The only possible way to provide adequate service 
to power tool customers is to acquire a specialized 
knowledge of each machine,”’ maintains Mr. Kuhn, 
“and our power tool department is built around 
that idea. Our power tool specialist, Harrison Smith, 
is a factory trained expert who knows Delta Tools 
inside and out. While our regular salesmen keep 
themselves thoroughly familiar with Delta Tools 
and their applications, they call on Smith when 
special product knowledge is required to help a 
customer. Sometimes he travels many miles to see 
a customer with a special problem—but it pays off 
in repeat business from people who trust both our 
knowledge and our integrity.” 


Prominent Display is Vital 


“‘Walk-in business is mighty important to us, and 
you'll always find every Delta machine prominently 
displayed, polished up, looking its very best. 
Harrison Smith is important on inside sales too. 
Our counter men attempt to know as much as they 
can about Delta, but when they need expert 
counsel, they’ll call on Smith to make proper 
recommendations. 


“The only way to provide adequate service is through specialized knowledge of 
each machine,” states Hesket Kuhn, president of The Hardware & Supply Company. 


Specialized Direct Mail 
Creates Markets 


‘When you’ve a fine product, and know that product 
thoroughly, it’s plain common sense to tell about it. 
We maintain a consistent direct mail advertising 
program to a carefully selected, up-to-date mailing 
list, and it brings in a lot of business we’d miss 
otherwise. 

“When you get a good line, the only way to sell 
it is to push it. And the only way to push it is to 
understand and know it--and you do that through 
specialization. That’s the secret of our Delta 
success.”’ 


The Hardware & Supply Company’s success proves 

once again——that when Delta quality is teamed with 
dealer service of equally high quality, the result is 
bound to be ever larger and more profitable sales. 
Delta Power Tool Division, Rockwell Manufacturing 
Company, 634J North Lexington Avenue, Pitts- 
burgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 





.»» because we had it in stock!” 


That story is becoming a common occurrence with Republic Rubber Distributors. 
More sales — and extra sales — are being made because the needed item is in stock. 


More and more manufacturers are reducing inventories, which necessitates 
an almost day-to-day buying of maintenance items. They rightfully expect prompt 
delivery — prompt delivery which can be made from a distributor’s stock. 


A Republic Rubber Distributor normally carries most of the regular items in stock, 
and some of the specialties that go in his area too. He knows that he can expect help 
from Republic instead of competition, so he willingly stocks his customers’ 


inventories — saves them money that way and makes more himself. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


INDUSTRIAL RUBBER PRODUCTS 


REPUBLIC’S 5-POINT SALES POLICY 


A LINE of rubber items suf- A QUALITY of product uni- A PRICE basis inducing and FREEDOM from competition SELLING helps of reason- 


ficiently complete to permit formly good and capable of making possible aggressive from his source of supply, able amounts so that his 
effectively supplying the re- delivering service results that competition with reasonable either direct or indirect, sales force may be given the 
Quirements of the trade should reasonably be ex- profit return. among the trade covered by advantage of specialized 

his day-to-day solicitations. training and a knowledge of 


solicited. pected. 
the product sold. 
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Salesmen Tell You How To Sell 


N this September issue of InpusrriaL Disrrist 

r10Nn, the editors present a 32-page special section 
devoted to the fundamentals of salesmanship. Here 
is a report of the successful selling techniques of 
industrial distributor sales men. This is not “blue 
sky”, but is based on actual experience. We call our 
section “7 Ways To Sell More Today”. (See pages 


105 to 136.) 


Ray and the 8S. M. 

lo do a job like this —to make it real and to mak« 
it helpful—all our editors talked with and worked 
with scores of industrial distributor salesmen in 15 
states from Massachusetts to California and from 
Washington to Florida. We all cat and sleep with 
such a job for five or six weeks. And, sometimes, if 
vou are a writer, you may get so « rried away you 
write just because you have to put the ideas down 
ideas that come from any place. This actually hap 
pened to Ray Barnett. Her 


his off-duty conversation with a sales manager 
» ~ 


1 report he wrote of 


It’s stimulating to wander afield every once in a 
while 
While vacationing recently, I got to know an 
office equipment sales manager and jumped at the 
opportunity to discuss salesmanship with him. 
Before you could say INpusrrRIAL DisTrRIBUTION, 
s.m. was spouting off about “the one thing that 
gripes me most are articles about salesmanship 
ld stuff, a lot of talk about 


ou do that, 


thev’re alwavs the sam 
f you do this vou’ll make a sale. And, if 1 
mu won't make a sale 


What with 18 hok 


mic behind me, this sweeping denunciation of sell 


olf and two gin and 


ing articles was too much to pass without a pro 
st 

“I can’t quite agree with urted. “I write 

1 living, and I writ manship” 

My friend wasn’t fazed 

No foolin’,”” ] | write? You 

ible to sit 

Boy, I'd give 

how do you 


me of the 


down and put your tl yught n pape 


invthing to be abl 

get ideas for articles? 

things vou’ve written? 
Well, sir, as I said a 


fellow was a salesman 


graphs ago, this 

right off the idea 

f being indignant and » the idea of buying 

the next round of drinks 
, 


\ couple of days late: 
vas after 18 hol 


met again. This 
If and no gin and 


tonic. It took some prying but, finally, my sales man 
ager friend gave me some sales pointers he said were 
worth writing about 

|. Stop talking—let the other fellow get in his two 
cents worth and you'll know what to talk about to 
keep him interested. 

2. Think in advance what questions could possibly 
be asked about your product and make sure you know 
the answers 

3. Don’t be an ‘I’ man—if you've got a good prod 
uct to sell, it’s because there’s a good team behind it 

+. Make sure you know how to put on a demon 
stration—ther’s nothing that'll make a buyer lose 
confidence in your product, and in you, more than 
when you “goof up” a demonstration. 

There were a dozen or more points but, 
‘sfunny, there wasn't a brand new thought on sales 
manship given out by this sales manager although he 
talked for an hour. I tried to keep a gloating tone out 
of my voice as I pointed out to him that he was 
doing the same thing he complained about; he was 
dishing out “‘the same old stuff about salesmanship” 

“You know,” he replied, “I never thought of it 
that way. When you come right down to it, though, 
what else could you say about salesmanship? The 
important thing is to keep aware of selling fundamen 
tals. After you've been selling a while, you get the 
idea that you know all there is to know. But, to be 
successful, and stay successful, you can’t get away 
from the fundamentals.” 


Refresher Course 


Just as in the story Ray Barnett tells, there is a 
rather natural tendency for an experienced salesman 
to think he has all the answers. There’s also a ten 
dency for the inexperienced salesman to work by 
“trial and error”. In both instances, a lot of dollars 
and-cents selling ideas coukl be gained by swapping 
selling experiences with other salesmen. In this special 
section we let distributor salesmen tell you how they 
sell. They face the same problems you do. How do 
they handle them? These are down-to-earth selling 
ideas from which every distributor salesman can learn 
ind profit. Talk this section over at your next sales 
meeting. It will be the best refresher course in basic 
salesmanship you ever had 


Kea, Ahi 
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GET THE GOODS to the customer economically but with SIZING UP the quantities to be delivered over any route, 
it impairing serv the watchword at Paxton Co Store Manager John Harnly can determine 


Deliver the Goods... 


By Jack Wertis, 


Senior Associate Editor 


If you want to keep operating expenses down the way a Norfolk, Va. 
distributor does through direction and mileage control of trucks 


or AN GIVE GOOD DELIVERY SERVICE to vour custo inventory that could turn over for proht 
mers without going overboard on costs. This is the Mr. Beale said that he hadn’t investigated th 


experience of the Paxton Company of Norfolk, Va., which bility of using common carriers instead of rental o1 
] 


na sixemonth period during which its sales increased ap panv-owner trucks but that the rates of common cai 
preciably, also managed to trim delivery costs have sky-rocketed so high that it is likely the cost would 
he answer, according to Guy R. Beale, Jr., genera be prohibitive anyway 


His company, in emergencies, has 
manager, lics in some form of control The $100 the to use 


ommon carriers to deliver goods, but in the main 
mpany mmed off delivery costs may not look like _ it tries to avoid these situations. It is also watching its 


free ck 

was achieved in a pe f mounting sak Moreovei ivery area as a result of the high rates. Carrier rates at 
the company also saves, he insists, by renting trucks in hecked now before quoting a delivered price 
tead of owning and maintaining a flect Dh 


nuch of a savings | . but, Mr. Beale pointed out quoted delivered prices to customers out of the 


( 


savings achieved by the company on delivery costs 


ding to Mr. Beale, are due to efficient use of th 


Records Show Cost tipment through direction. The company rents fou 


k two light panel units and two ton-and-a-half 


Che panel truck rents at six cents a mile, the ton 


n a position to evaluate truck rental as an alternative ind-a-half at eight cents a mile. The idea is not to us¢ 
Mr. Beak | that the 


cost of owning a fleet (depre | ton-and-a-half truck where a panel truck will do the sam« 
mon, operahon, maimtenance, storage, imsurance, et< 


Having owned and maintaimed trucks, the company is init 


ob quicker and cheaper 
woved to be about the same as the cost of renting the 
same number of trucks. However, the firm had to write 
ft the trucks 1 oO irs 


than three years effective service out of anv of them. It he job of directing this 


‘ ties 
me to the conclusion that the $10.000 or 


Joh Is Overseered 

ind was unable to get more 

outgoing trafic to customer 
so tied up in n the most efficient manner has been assigned to John 
equipment could be put to better use for carrying Hlarnly, store manager. Mr. Harnly has laid out an order 
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und a half—will 


WHAT TYPE OF TRUCK 


onomiucal to use f 


most ¢ 


... but Watch 


ussembly point for free deliver irea in the 


warehouse, near the loading platform, i | into three 
city, Hampton, Newp 


made to the Glow rea 


t b« Acie 


delivery routes Once a 
week, deliveries arc 

By glancing at the siz 
Mr. Harnly vhether a light 
heavy-duty, truck should be used. H« 


17 : : 
would | \ aoupd up on 


on any route, 
can also 


1 truck 


duty, or 
tell whether or not it 


for deliveries into two area 


Mileage Controlled 


wh ) 
Mr 


ges and rr 


I'he mileage of each truck kept by Mr. Harnly 


hills out a monthly report and hands it to Mr. Beale 
Beale checks the mileage with the rental chai 


views all delivery costs—truckmen ilaries, rentals and 


costs for outside carriers (in ergency cases periodi 


: 
cally. Accounts are set up t ovide summaries of de 


livery ¢ sts 


In a recent six-month period, Mr. Harnly reduced th« 


106 miles and cut $100 off rental costs, even 


though sales for the 


sioned more delivery service 


mileage by 


ame period had increased and occa 


Co 


ind trucks are sel 


Pick-ups offer no problem Paxton because 
of the ther a 
dom, if ever, used. 


Mr. Beale said that trans] 
to customers 


proximity of 


metimes prepaid 
Paxton Co. 
f Paxton Co. pur 
. ] — ] 

ial from a supplier and earns a 
pay the freight to 


juantity 


on the same b earns 
llowance f 


00 Ibs 


freight a rom supplier 
chases 2 of mate 
freight allowance, the company w 

customer if he orders the sam« 


Simplicitv, Mr. Beale ren K th vy to the suc 
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REPORT of each truck 
\lir. Harnly for checking 


; mileage is filled out cach month by 


with truck charges and cost control 


the 


ost 


ontrol are discussed quarterly 


RESULTS of outgoing trafhy 
by ‘ und Mr. Harnly 


Guy R. Beal cral manager, 


that his « 
of the results so far. meets this 


cess of delivery cost control and he believe m 


pany’s system, on the basi 
requirement here are no maintenance or running cost 
troubles. Although the firm can garage the trucks with 
the company from which it rents them, it has sufficient 
within its quarters to house the trucks 
they 
Ihe trucks carry the Paxton name, th« 
belonged to the firm 

Only the trucking as 
me truck is kept at headquarters for loading. Drivers are 
hifted from one truck to another as th of de 


demands 


space overnight 


ind, thus are constantly at the company’s disposal 


if they 


Sarre is 


three drivers are hired to handle 


che dul 
li 
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CAMPBELLS 
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A 


feet, is efficiently designed with Campbell Industrial 
® Supply's operations in sequence. Area No. | is dis- 
play sales floor. Area No. 2 is sales floor service counter; 


adjacent to this, mechanics’ precision and cutting tools are 


1 MAIN FLOOR PLAN consisting of 37,000 square 





Happens 
To An Order 


Part Il 





stocked. Area No. 3 is telephone sales department. Receiv- 
ing, shipping and customers’ will-call department is laid out 
in Area No. 4. Warehouse section for shelf stock is Area 
No. 5. Area 6 includes expediting, purchasing, pricing, credit 
and bookkeeping. Area No. 7 is for bulk storage. 


O ILLUSTRATE WHAT HAPPENS TO AN ORDER in his 
T organization, Wallace H. Campbell, president 
Campbell Industrial Supply Co., Seattle, employed a 
series of slides taking the viewer through the company’s 
order handling procedure 

his presentation was the second in the series of three 
made before the joint distributor meeting at the Tripk 
Industrial Supply Convention in New York 

Mr. Campbell, in his opening remarks, pointed out, 
No blueprint of merchandising is static. It must be 
changed vear by year—decade by decade—as progress 
influences change growth. Horseshoes gave way to auto 
tires. Chain-saws have replaced the cross-cuts. Bulkdozers 
eliminate the pick and shovel It is the nature of 
the types of products obtained through franchise for 
distribution that determines the location, the floor plan, 
the method of handling the inventory and service pro 
cedure.” 

In the October issue we will conclude ““What Happens 
l'o An Order” with a presentation of the illustrated talk 
given by Paul Stine of Harry P. Leu, Inc., Orlando, 


Florida 
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ders originate, is not will-call counter, but area where 


9 FLOOR SERVICE COUNTER, where many or 
Ss 


customers and mechanics desirous of making pert 
sonal selections—without charge accounts—select their own 
tools. Staffed by six salesmen, this department is also respon 


— 


staffed by six experienced men, plus assistant sales 

manager whose office is conveniently located in this 
area. In the main, Campbell handles shelf items—no steel 
stock, bar or sheets; no non-ferrous metals; no pipe, valves 
or fittings. They specialize in cutting tools, abrasives, hand 
power tools—60,000 items. Telephone sales personnel must 
be capable of giving prompt service on complete line of 
products handled as company takes full advantage of cus 
tomers’ wheels—over 60% of daily sales are will-call. 


3 TELEPHONE SALES DEPARTMENT is also 
t ] 
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sible for displaying and promoting merchandise handled by 
the company. Here, orders are handled which are not phoned 
or mailed in. Displays play a large part in making shelf 
items attractive to potential buyers, usually employees of local 
plants who do not stock precision tools for their employees. 


SWITCHBOARD OPERATOR is key position for 
4 handling incoming phone orders and inquiries. Eff- 
® ciency and courtesy are important; without these 
prerequisites orders can be lost; outside salesmen’'s efforts 
can be nullified if incoming phone calls are handled improp 
erly. Although larger portion of incoming calls specifies a 
particular telephone salesman, the switchboard operator's 
ability to refer inquiries to qualified phone salesman familiar 
with particular products involved is prime measure of her 
value to the company. 
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What Happens To An Order (Cont’d.) 


bell’s has obtained varied experience by serving in 

other departments. In management's opinion, such 
a background is essential because an efficient telephone sales 
man must be thoroughly familiar with all products stocked 
and also know something about industrial items not stocked. 
Catalog, near at hand, provides all current net prices. By 
issuing its own catalog, Campbell feels it can quickly provide 
sales personnel with up-to-date printed pages to replace 
obsolete prices and product changes 


5 rYPICAL TELEPHONE SALESMAN at Camp 
we 


EXPEDITING CLERK keeps “X” sheet until com 

pletion of order, when it is filed for future reference 

When telephone salesman does not receive custom 
er’s confirmation within 24 hours, he mails carbon copy of 
‘X” sheet which contains bold print notice: “This is special 
order from factory—covering merchandise that cannot be 
exchanged or returned for credit. Notify us immediately if 
any of above specifications are incorrect.” Such precautions 
which have prevented errors within Campbell's organization 
and also placed responsibility for accuracy with customer, 
have minimized adjustments and embarrassing situations. 
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DESK ORDER PAD is used by all inside telephone 
5 salesmen. All specifications are entered in pads 
® which are maintained as permanent record and 
retained for reference. To insure that customer has an 
account, that credit status is satisfactory, that name and 
address is correct, plus any special billing instructions, each 
of the sales and clerical departments has an accurate, cur 
rent customer's index. This index is referred to by tele 
phone salesman to make certain his write-up is complete 
and correct 
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SALES CHARGE SHEET covering _ items 

10 scheduled for immediate stock shipment is a 
@ 5-page pre-numbered unit. Sales sheet No. 1, 

white, is original from which customer invoices are repro- 
duced (Bruning method is used). It is a permanent record 
filed in numerical order. Sheet No. 2, green, bookkeeping 
copy, remains attached to Sheet 1 through pricing. Orange 
No. 3 sheet is retained in salesman’s file for 60 days (unless 
shortage occurs, then it becomes backorder sheet). Sheet 4 
vellow, for confidential information, is filed after transaction 
is completed. Sheet No. 5, white, is the packing memo 
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TORY DELIVERY « 
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FACTORY DELIVERY ORDER, known as “X” 
7 sheet, is used to process any items to be ordered 
8 direct from supplier. “X’’ sheet actually covers three 
types of orders: items manufactured to custemer’s specifica 
tions; catalog items not in stock; stock items ordered in 
quantities exceeding normal stock requirements. Telephone 
salesman is responsible for correct data: price quantity 
description, delivery date required, F. O. B. point, state 
sales tax, and cash payment terms X”’ sheet is written in 
duplicate. 


ORDER DEPARTMENT receives all copies 
1 1 except orange, No. 3 sheet, which is retained 
® by telephone salesman. Orders are transmitted 
to order department by pneumatic tube where checker re 
moves Sheet No. 5, packing memo. With this No. 5 copy, 
the checker establishes a numbered bin for assembling the 
order according to shipping instructions—north or south 
local delivery, parcel post, will-call, or country shipment. 
The order-unit is then given to order filler to assemble 
quantities specified. Because of floor plan and stock arrange 
ment, one stockman can complete entire order 
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sheet duplicate from telephone salesman. Usually, 

special orders are held and checked against custom- 
er’s written confirmation, When confirmation is received, it 
is checked against pad order by telephone salesman and then 
checked by purchasing agent against “X"’ sheet and factory 
purchase order. On emergency orders, “X” sheet is immedi 
ately referred to purchasing for transmitting to supplier. If 
phoned or wired to supplier, Campbell's confirming order 
is promptly airmailed to supplier. 


8 PURCHASING DEPARTMENT receives “X” 
a 





quantities in the “quantity sent” column. 

8 Numerical check system has been found more efh- 

cient than column check system. Perpetual inventory is 

employed only on cutting tools and grinding wheels. Stock 

irrangement, which is aisle-indexed and stacked on adjustable 

shelving by product and size, facilitates handling of small 

order business. Adjustable shelving of j-in. plywood makes 

it possible to stock 60,000 items in an undivided stock area, 

in numerical and size order. This eliminates problem of 
housing over-stock quantities elsewhere. 


1 9 ORDER FILLER, as order is assembled, writes 
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What Happens To An Order (Cont’d.) 


ORDER CHECKER goes over entire order 

13 when received from order filler. He makes 
® column check against cach item and transfers 
pertinent information onto customer's packing memo. On 


extreme left-hand border of sheet, checker notes number 
of cartons that total quantity shipped. Reproduced on all 


CITY BUYER, whose office is adjacent to order 

7 4 filling department, receives yellow work sheet if 
® any shortage occurs in filling order. It is his 
responsibility to make decisions as to handling of shortage— 
by back-order, local-pick-up, or cancellation. If item is to 
be back-ordered or cancelled, he notes such action on all 
copies in “B-C” column at extreme left of sales sheet. For 
back-ordering he requests salesman’s orange sheet which he 
notes and forwards to purchasing department. Incidentally, 
all sales sheets are written and processed by inside telephone 
salesmen; outside salesmen carry only pocket order books. 


copies, this data has been valuable in cases of customers’ 
shortage claims. In will-calls, customer's man is requested 
to check items before signing sales sheet. On local deliveries, 
all small items are cartoned, weighed, and itemized by 
cartons on shipping bills. Out-of-town shipments are also 
boxed and number of cartons recorded on sales sheet. 


in handling items returned by customers, and, in 

8 turn, shipped to supplier for adjustment or servic 

ing. “R” sheet serves functions of two regular form sheets, 

and provides company with one record of steps to be taken— 

all pertinent data being noted on one sheet of paper. Left 

side of form is for customer's name and address, product, 

reason for return, any understanding as to charges, and all 

incoming collect charges and expenses. Right side provides 

space for information on dispatching material to manufac 
turer, and all shipping charges to and from manufacturer. 


1 5 NEW “R” SHEET simplifies Campbell's work 
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Industrial 
Distribution 


presents 


ways To 
sell more Today 


33 top salesmen tell YOU the importance 
of acquiring and applying information about: 
1. PRODUCTS 
2. CUSTOMERS 
3. ADVERTISING AND SALES PROMOTION 
4. WORK PLANS 
5. YOURSELF, YOUR COMPANY, YOUR STOCKS 
6. MANUFACTURERS’ AIDS 
7. PRESENTATION AND DEMONSTRATION 


.. . if you want to sell more in today’s market. The lush days of 
orders for the asking are over; industrial buyers are sitting by 
waiting to be convinced of the need to buy. They are seeing more 
salesmen than they have seen before and the salesman from 
whom they buy is the salesman who is selling soundly. This sec- 
tion gives you proof fundamentals are worth brushing up on. 





7. Ways to Sell More Today 
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The Industrial Buyer Points The Way 
To Sell More Today 


Corrarcur 1954 sy McGasw-Hus Pustisnine Co., Inc 
330 W. 42np Sr. New Youn 36. N. Y. 
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HE BUYER'S MARKET IS HERI 


Consciously or unconsciously, all salesmen’s attitudes 


toward selling fundamentals and techniques have been affected by the relative ease 
with which orders have been obtained for a long time. The decline in industrial buying 
in the first half of the year is proof enough of the buyer's dominant position today. The 
salesman’s task today is not merely one of selling, but of better selling. Selling more 


today means returning te 


section, 


to and employing selling fundamentals elaborated upon in this 


The only valid evidence needed to establish the importance of these fundamentals 
to the salesman today is the testimony of the industrial buyers themselves. INpustTRiat 
Disrripution has conducted several surveys among industrial buyers on their relations 
with distributors and their salesmen. Here is what they expect of distributors’ salesmen 


Product Knowledge 


“The good salesman should be well informed on the 
products he sells.” 

“Most of all, we expect the salesman to know his 
product from A to Z ... we mean the makeup of it as 
well as its performance.” 

“To keep our business, the salesman must learn more 
about his products. There are too many who know less 
about their products than I do.” 

“We like to deal with well-informed salesmen.” 

“We like the salesman who can give us information 
and who can provide particular items for particular jobs.” 


Customer Knowledge 


“Good salesmen are helpful—they study our operations, 
understand our problems and help work them out.” 

“The salesman should know routine requirements of 
his customers and familiarize himself with the buyers’ 
operations in order to be better able to suggest practicable 
new items.” 

“The salesman should be able to conscientiously sell 
the customer what he wants or needs by knowing what 
the customer wants or needs.” 

“One good salesman I deal with studies our operations 
and, when necessary, brings up our problem before his 
company’s sales meetings so we get the benefit of many 
minds.” 


Advertising 


“I like the salesman who is well informed and inter- 
ested in what and how we do things.” 

“The salesman should inform the customer of new 
ideas and products and keep him abreast of what is new.” 

“The salesman should see that the customer gets 
printed product information he is interested in, not every- 
thing. We often get printed material on items we 
couldn't possibly use.” 

“Advertising helps me because it reminds me of items 
I may have missed. I actually buy some extras because 
of it.” 


Planning 


“I like those salesmen who present their story and 


leave.” 
“Too many salesmen call too often. If all salesmen 


called weekly, I would devote all of my time interviewing 
them.” 

“A salesman shouldn't spread himself too thin. He 
should arrange his schedules so that there would be a time 
and place to contact him when necessary.” 

“The salesman should have a point in making his call. 
There should be less visiting and more business.” 


Know Yourself, Your Company, 
Your Stocks 


“Persistency has a place in selling, but only to a point. 
When salesmen press me too far—that antagonizes me.” 

“A good salesman should express himself clearly and not 
waste time by speaking in generalities, or overstay his 
leave when business is done.” 

“A salesman should have good habits—courtesy, hon- 
esty, sincerity, alertness, temperance.” 

“The salesman should know the state of his firm’s 
inventory and ability to deliver and be frank about it.” 

“Too many salesmen have to ‘take up the matter’ with 
the home office. They should be better informed on com- 
pany policies and procedures.” 


Manufacturers Aids 


“We appreciate the highly-skilled technical assistance 
the salesman can call on but, aside from an initial intro- 
duction to manufacturers’ men, we'd prefer to have them 
call by appointment.” 

“It’s nice to know that the salesman can call on manu- 
facturers’ men for aid on our problems but these men 
should know their products better than the salesman, as 
we're primarily interested in their technical advice.” 
“I appreciate the benefit of manufacturers’ men’s ex- 
perience.” 


Presentation & Demonstration 


“We like to see products at first hand.” 

“We learn of new items and of improvements in old 
ones. 

“We think instructive films and lectures are decidedly 
helpful.” 
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Ways to Sell 


HE IMPORTANCE of knowing what 
. have to sell is so obvious that 
ve are often in danger of taking it for 
granted. The phrase “product know! 
edge” is glibly present when the av 
erage salesman is asked to list the im- 
portant qualities of salesmanship. But 
to what extent 
And how do you acquire it? 
ing you know your products, how best 
can you utilize that knowledge? And 
exactly how high does product knowl 
rank in the list of fundamentals 
necessary to the industrial salesman? 

\ purchasing agent for a national 
outht, who sees over 10,000 salesmen 
every year had this to say: “In my 
opinion, the No. 1 qualification for a 
salesman is ‘Know your product’; the 
No. 2 qualification is ‘Help the buyer.’ 
If you have these qualifications, you 
cannot fail to impress the buyer and 
the men in the factory 
much to say about what equipment 


“ 
must you possess it 


Suppos- 


cdge 


who have so 


shall be used.” 

In the most recent industrial buyers’ 
survey conducted by InpusrriaL D1s- 
rripuTion, a lack of product knowl 
edge ranked second in the list of faults 
found distributor salesmen. 
“Some salesmen from old-line houses 
haven't the industrial background to 
make intelligent application of all their 
items,” said one buyer. “They don’t 
know their lines thoroughly,” said an 
other, and, “They don’t know their 
products.” 

In the past few years, years which 
include boom times during and after 
the war, this aspect of salesmanship 
has increased in The 
the distance between place 
of manufacture and place of consump 
tion forces the buyer to depend upon 
the salesman for a major part of his 
product information; the buyer of to- 
day purchases many more things than 
formerly—it’s impractical for him to 
investigate personally the merits of 
each item; the number of specialties 


with 


importance 


reasons 
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has increased; and finally, more new 
products than ever are flooding the 
market. Result; pressure on the sales 


man to emphasize product knowledge. 


What's in it for you, the salesman? 
Product knowledge enables you to sell 
and thus earn more. En- 
the result of 


much more 
thusiasm for your work 
knowing your job—removes the drudg- 
ery, replacing it with the satisfaction 
found in productive labor. When nec- 
essary, you can justify higher prices 

and sell your products with conf 
dence. A knowledge of your lines en 
ables you to better provide the goods 
that suit the customer’s needs. You 
will never be at a loss for strong talk 
ing points, especially for those last 
clinching points that close the sale. 

What should you know? Here is a 
rough idea: the history of the firm 
producing the product; its policies; its 
production methods; its distribution; 
its deliveries; uses of the product; and 
competition. 

According to two national 
experts, (Russell & Beach, Textbook 
of Salesmanship, p. 119): “A knowl- 
edge of buying motives is vital, but 
the salesman cannot make an effective 
appeal to the right buying motives 
unless he knows a great deal about the 
uses and performance of his product. 
The accurate knowledge of his prop- 
osition enables a salesman to make 
specific statements in place of general 
omnes... 

Following are several case histories 
successful opera- 


sales 


of salesmen whose 
tions hinge on a knowledge of their 
lines. They demonstrate the sources 
of their product knowledge: the li- 
brary, educational institutions, the 
sales manual, the company training 
course, visual aids, and follow-up in 
structions—and they show how they 
use that knowledge. 

For a clincher on the subject, let’s 
go to Confucius: “The essence of 
knowledge is, having it, to apply it.” 





Sell Value 


Basics from manufacturers’ school and 
more from supplementary bulletins is 
recommended by H. M. Drissen. 


HERBERT M. DRISSEN 


epared f h 


cars ft 
i] engineerin ind uSsIN 
Iministration and working in a t 
and die shop. He has been se 
five vears, handling some 
r Rickert lin trial S 
Milwauke 


ib 4 AS SIMPLE AS THIS,” says Herb- 
ert M. Drissen. “Why should 
the purchasing agent buy from me 
unless I can sell him knowledge 
along with my concrete items? When 
I walk into his office, I’m selling know- 
how. 

“He can read. He can open a cata 
log and by tria! and error learn the 
ordering information he needs to use 
a source of supply other than myself 
Or, he can buy from my competitor 
But I want the business. 

“So I offer my customer engineer- 
ing service. I advise him on the proper 
tools for his needs; if he has a prob- 
lem, I set my experience to work on it. 

“I offer my customer a savings in 
money—a grinding wheel that'll last 
longer and do more work; the proper 
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i Poa 
By Recognizing It In Your Products 


wire brush, if a cutting tool won 
the job economically. 

“T talk in language fa 
plant men—I understand 
and they 
recommendations 


hillar to 
what 
mean, can understan 

“I follow up sales by making 
the item sold is doing the proper job 
for him. If a tool isn’t doing the job 
right, if it only needs a minor adjust 
ment, I do it myself, rather than 
force him to return it to the pl 
call in the factory man 

“To be to do these thing 
my customers, product know! 
Our hous« 


ting tools; our men 


ible 
essential specializes 
ITC dc 
cutting tool experts. To 
tus, I utilize three sources 
“Manufacturers” 
with me. I like particularly thos« 
which stick to the basics, eliminating 
everything that doesn’t pertain direct]; 
to the job at hand. 
schools in 


schools 


I have been to 
connection with most of 
our nine major lines, and I think that 
they, in addition to my previous ex 
perience, have been a big factor in my 
cutting tool education. 

“I think manufacturers’ literature is 
a wonderful device for keeping the in 
dustrial salesman up to date on his 
lines. No matter how thoroughly the 
salesman might have been trained, he 
needs continuing instructions of a re 
fresher nature. Some of our manufac 
turers issue bulletins of various kinds 
and issue supplementary pages to man 
uals. It’s vitally important that the 
salesman keep himself informed about 
his product. 

“Manufacturers’ men get my 
cooperation—and I think 
factory men themselves ar 
in quality all the time 
salesman 


full 
that the 


can pick up p 
these experts. 

“When I walk into the pure 
agent’s office, I want him to see more 
than a peddler. I want him to think 
of me as an expert—a salesman who 
than cutting tools—a 


salesman who has knowledge to sel! 


hasing 


selling more 


and is only ready and willing to pla 
his experience at his disposal.” 
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Everett T. Aldrich, Jr., discusses Industrial Distribution’s new 
product section with Don Strevell of Simonds Saw & Steel 


EVERETT 1 


KNOWLEDGE,” 


Aldrich, Jr., 


“W ITHOUT PRODUCT 
savs Everett T. 
“today’s salesman is in for tough sled 


In the industrial field, maybe 
vou can bluff on an initial order, but 


ding. 


subsequent orders will be few and 
far between if you can’t follow through 
ind handle the customer’s problems 
ind complaints.” 

Mr. Aldrich’s firm specializes in 
seven major lines. To learn them thor- 
uughly, Mr. Aldrich 
turers’ schools, suppliers’ plants, com 
sales meetings, exchange of 
product and end use applications with- 
in his own organization, manufactur 
ers’ catalogs, study of applications and 
installations in his customers’ plants, 
ind working with manufacturers’ rep 
resentatives. 

He boosts the use of trade publica 
tions, being a faithful student of IN 
DUSTRIAL DisTrRIBUTION’s new product 


uses: manufac- 


pany 


ind sales aids sections, the magazine’s 
idvertisements, and its sales quizzes 

“Today,” Mr. Aldrich 
“buyers are putting salesmen to the 
test 
hallenging 


observes, 


P.A.’s and shop personnel are 


salesmen’s statements 


ALDRICH, JR 


\\ 


about their products. A recent experi 
ence is a case in point: The buyer 
wanted to mill a slot with a steel cut- 
ter; there was a sharp corner at the 
bottom of the slot, and he wanted to 
use carbide. Carbide, being a powdered 
metal, might break down, if used on a 
sharp corner. I pointed this out to 
the buyer, and he smiled and said, 
‘I know that. I was just checking up 
on you. You know than I 
thought you did.” 

Since today’s market calls for cre- 
ative selling, Mr. Aldrich attempts to 
find something different in the prod 
uct he’s plugging. “There are more 
salesmen making more calls today than 
ever before. They're talking the same 
products I’m talking. So I try to get 
a new angle, a neglected feature, and 
work up a new presentation. But to 
do this, I have to be thoroughly fa 
miliar with the product. I don’t be- 
lieve in theory—I think I should be 
capable of answering at least 85% of 
the questions thrown at me by buyers 
on the seven major lines I sell. When 
I don’t know the answer, I frankly 
admit it, but I promise to find out 


more 
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7 Ways to Sell More Today 


ind let the buyer know as quickly as 
possible 

It’s the ile 
inate product knowledge to customers 
too, and Mr. Aldrich favors catalogs 
m specie items, rather than gencral 


Why he “should | 
catalog that includes pump 


men's job to dissem 


lines. isks 
present da 
data to someone in the tool room? It’s 
far more effective if I can give the tool 


om man information in catalog form 


only on those items he has a 
ticular interest in.”’ 

Product knowledge, in Mr. Aldrich’s 
opinion, is of paramount importance, 
and the 


should 


par- 


industrial supply salesman 
constantly 
keep abreast on industrial develop 
ments. “Waiting around in reception 
rooms can be profitable,” he advises, 


“if you read trade publications and 


use all sources to 


add to vour store of knowledge a 


te 


Getting first-hand product know-how 
from EF. D. Hamant is Otto Takacs who 
emphasizes persistence in learning. 


OTTO TAKACS 


§ MIGHT BE SUPPOSED, a salesman 
A selling for a specialty house would 


intimate knowl 


have a deeper, more 
edge of his products than a general 
line salesman would have of his vast 
variety of products. In the 


Otto Takacs, this is doubly true, since 


case of 


he is a qualified mechanical engineer 
But Mr. Takacs that his 


specialized education and selling is 


denies 


an automatic guarantee of product 


knowledge 


“Knowing yout product is one 


thing,” he but offering con 


structive and helpful assistance to the 


Says, 


customer is another. I prefer to think 
of ‘complete product knowledge’.” 
In other words, Mr. Takacs views 


110 


product knowledge merely as one of 
ways in which a salesman 


And to be 


of value, he believes, the product 


the many 


can serve the customer. 
knowledge must enable the salesman 
to take care of practically any kind 
of problem a throws at 
him. He must come in with an an 
swer (or solution) 


customer 


the customer can 
really usc, 
For example, there was the timc 


Mr. Takacs 


sent in by 


followed up an inquiry 
a firm which was manufac 
turing equipment for printing fac 
simile wooden finishes on metal sur 
faces (TV cabinets, etc.). 

Fdward D. Hamant, 
the and designer of the 
equipment, was up against a trans 
mission problem, the same sort of 
problem besetting many distributors 


these days 


founder of 
company 


the problem of simplifica- 
Mr. Hamant wanted to reduce 
the complexity of gears driving the 
inking and printing rollers 


tion. 


Not only because he had an engi 
neering knowledge of power transmis 
sion, but also because he saw clearly 
what Mr. Hamant wanted, Mr. Takacs 
was able to help him design a gear 
assembly that was at least 50% sim- 
pler than the original on the drawing 
board. 

I ikacs 
“is actually the greater half of 
product knowledge firm 
we've never been allowed to forget it. 
Catalog knowledge of a product isn’t 


“Product application,” Mr 
Says, 


and in our 


enough, and I wouldn’t want to be the 
salesman who thinks it is. The sales 
man who stops at that is leaving him 
self wide open to customers who know 
what they're doing and know when 
they're getting help they can put to 
use » 

Complete product knowledge, in 
Mr. Takac’s opinion, builds confidence 
and confidence 


among customers 


breeds sales 


You can help your customer with his 
inventory, savs Thomas F. Daly (fore- 
ground) if you know how your prod 
ucts perform. 


THOMAS F. DALY 


1eELD ENGINEER Thomas F. Daly's 
F job hinges on knowing his product 
and knowing his customer's product 
and machine 


in fabricating 


including the methods 
tools the customer uses 
his equipment. 
Although Mr. Daly’s firm deals ex 
bearings kindred 
items, the salesman still has 32 lines 
to study and sell. “To illustrate the 
importance of product knowledge,”’ 
says Mr. Daly, “here’s a recent job | 
did for an automobile assembly plant 
“A plant of this type has to carry a 
sizeable stock of bearings, primarily 


clusively in and 


for maintenance purposes. I spent sev 
eral days rearranging, inspecting, de- 
leting, salvaging, regreasing, rewrap 
ping and regrouping their stock of 
bearings. I standardized the stock, 
grouping various manufacturers’ beat 
ings under one number. 

“Now by consolidating this stock, 
we slowed down our own business 
it'll take the firm some time to us¢ 
interchangeable stock, and 
they have a better idea of exactly how 
much they need. But the 
outweigh this temporary lull 

“For one thing, I learned even more 


up the 


benefits 


about their operations, their applica 
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tion of our products. It 

good idea of exactly what their in 

ventory should consist of. And most 

important, it was a good will booster 
the customer appreciated it. 

“We arranged all their bearings s 
that they could be handled by onc 
department —tool stores. We simpli 
fied their inventory control, educated 
their men on how to handle bearings 
In fact, they told us that they were 
going to ask their other suppliers to 
do the 


gave me a 


same for the items they sup 


NIERVYN T. McDONALD 


ERVYN TT. McDonatp thinks i 
M was probably a natural curiosit 
plus a beginner's need for confiden 
that led him to product knowledge 
is the basis of his selling techniqu 
Whatever it 
the soundness of the approach 

He puts it like this: ““The best way 
to get customers to listen to you is to 
That 


means something they don’t already 


was, he’s convinced of 


have something to tell them 
know—about the product you're sell 
ing, about their particular uses for it 
\ smooth line without 


1 solid core of 


information may initial at 
tention, but it palls—and the cus 


get some 


tomer begins to everything 
you say.” 

Mr. McDonald was started 
right foot bv his first boss 
joined Garrett 16 years ago as a stock 


irticle 


suSpC ct 


mn the 
when he 
boy. “Every time you put an 
on the shelf,” he was told, “read the 
label. If you don’t understand the 
label, take a look at the product. If 
you still don’t understand, 
one.” 

His first 
owner-operators 


territory included 
men with sm 
chine shops who had to shut 
machine to talk with him. He 
all the use he could of their 
edge He learned about their 
operations and problems. He 
tioned them about his own 


lines—what thev liked about 


plied to the customer. 

Obviously, Mr. Daly would not have 
been able to provide this service un 
less he knew his lines, their applica 
tions, and the equipment in which his 
And the stand 
ardization job which this specialist 


customer used them 


salesman performed for his customer 
pointed the way for the general line 
ilesmen who also service the plant 

thev re isked to 
perform the same job on perishable 
tools, V-belts and hose. Thus, this is 


since going to be 


oe 


not a service hinging on product 
knowledge that is restricted only te 
bearing specialists. 

“Generally, I call on four categories 
Daly 


C le al 


in this one plant,” says Mi: 

“This means I have to have a 
idea of their overall operation as it 
pertains to my lines. Obviously, with 
out it, I woudn’t be of any use at all 
And that’s what product knowledg¢ 
mcans to nic a keen education Im m\ 
lines—and a clear idea of their appli 
cation to my customers’ operations.” 


Working with shop men you have to know what you're talking 


about, says M. T. 
ind what they didn’t like about them. 

He studies all the literature he can 
get hold of, and sees all the manufac- 
(He 
films not only to learn about the 
products, but to get a feel of the 


turers’ films he can. sees the 


suppliers’ policies. ) 

When a new item is being described 
it a Mr. McDonald 
tries to visualize it working in a shop. 
That way he can think of its applica- 
tions for his customers, and can see 
its advantages and disadvantages. Be- 


cause he’s not 


sales meeting, 


d machinist, his ViSu- 
ilizations are 
he checks his ideas 


gets their reactions before he 


wrong. So 
friends in 


sometimes 
with 
shops 
ictually starts selling. 

Mr. McDonald believes in getting 
into the shop as soon as possible, but 
he doesn’t by-pass the purchasing 


icent 


Keep your nose clean and out of 


Mcdonald, who emphasizes applications. 


trouble,” he says, “by showing a new 
item to the buyer first. But get him 
to send you back to the shop. There 
are various ways of doing that 
them is by emphasizing the technical 
aspects of the product and its use, so 
that the P.A. realizes that shop peopk 
understand it best.” 

Mr. McDonald that 
can always find something new enough 
“It doesn’t 
an altogether new line 


Onc of 


believes you 
to gain entry to the shop 
have to be 
There are always changes, additions, 
Particularly in these 
manufac 
their 


improvements. 
last few years, when most 
turers have been broadening 
lines.” 

The new 
something to talk to the shop people 
about, gives him a chance to get to 
know the shop, and to spot applica 


which he 


item gives the salesman 


tions for other products 
can follow up on his next visit 
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What Customers Do 


HE SALESMAN who gets up at a sales meeting at which 
Ea new product has been introduced and remarks, “I'll 
bet Joe Darcy at Simplex Manufacturing could use plenty 
of those on that sizing operation they have up there,” is 
sub-consciously putting into practice an idea that has 
made salesmen productive in all fields. He knows his 
customers and their operations and can, given a product’s 
function, immediately tell where in his area the product 
can be applied 

The demonstrated success of the distributor system of 
getting goods into the largest possible number of users’ 
hands has been due, in a large part, to the distributor 
salesman’s familiarity with customers and operations in 
a limited area. The successful salesman, through regular 
and frequent calls, learns all he can about customers and 
prospects—buying habits, key personnel, products manu- 
factured or services performed, materials, processes, pro- 
cedures, plant equipment and layout, etc. This knowl- 
edge of customers is the key to beneficial service to the 
customer and the key to efficient distribution of sales 
effort for the salesman. 

The customer is not particularly interested in any sup- 
ply salesman who cannot help him. It is up to the sales- 
man to fit himself into the pattern of the customer’s 
thinking, operations and difficulties in order that he can 
be in the best possible position to help by selling the cus- 
tomer exactly what he needs. Why canvas haphazardly 
all over the territory trying to find the buyer who needs 
your product? 

To repeat, the distributor salesman can develop quite 
i detailed file of information about a customer because 
of regular and frequent calls. But, as H. N. Casson, an 
authority on sales, put it, “He makes his usual round— 
that is the danger that confronts every salesman.” The 
numbing effect of routine. In time, the salesman begins 
to assume that he knows all there is to know about his 
customers, that there’s never anything new—and com- 
placency sets in. . 

To some extent, this complacency is justified, but not 
entirely, The majority of a salesman’s customers will not 
make any significant changes, or encounter many major 
operating difficulties. But products always have new uses 
and the salesman must be always alert to suggest applica- 
tion, 

Worst of all, complacency has a way of reflecting itself 
despite any conscious attempt on the part of the salesman 
to disguise it. It may take some time but sooner or later 
a customer will suspect it, look for it and then convince 
himself of it. 

In this section interviews with various salesmen indi- 
cate that they consider the customer the most important 
man in this business life 





SX 


tage 


—_ LIVIN 


Relating his catalog’s products to customers’ needs “makes 
‘em think of Charlie” Muehlenbach. 


CHARLES R. MUEHLENBACH 


minutes in high 
3 truck driver for a sup} 
salesman which he ha 
handles 2 2 


Milwaukee, W 


icy, the result of almost 40 years’ experience, with the 
phrase: “Make ’em think of Charlie.” He emphasizes the 
fact that all the cardinal rules of selling are important 
to the industrial distributor salesman—and he doesn’t 
single one out as more important than the outher—but 
he figures that, by establishing himself (and his catalog) 
it, the customer's mind as a source, he’s going to get a 
good chance at his man’s business. 

“How do you get the customer to think of you as his 
assistant purchasing agent?” asks Mr. Muehlenbach. “By 
knowing your customer: try to find out all his needs; know 
how he buys; key your approach to his attitude toward 
you. 

“First, I try to find out my customer’s needs. I don’t 
want to find out 20 years later he’s buying something I 
should have been selling him all along. I study his oper 
ation, make an effort to find out what he’s been buying in 
my line, see where his methods can be improved by some- 
thing I've got to sell. When I know that he needs some- 
thing, I find out where he can get it—even if I have to 
direct him to a competitor. Every day’s a problem—every 
day, I hear, ‘Charlie, where can I get this?’ Even if it 
ends up that he has to place the order some place else, 
I've established myself as a sort of assistant purchasing 


S ALESMAN CHARLES R. MuEHLENBACH sums up his pol- 
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eS Ese 
Means More Sales To You, IF... . 


agent, and my customer depends on me for his needs 
virtually all the time. 

“It’s important for the salesman to know how the cus 
tomer buys—whether he values service, price, or quality 
most; whether he tries to distribute his business. You 
key your pitch accordingly. If he tries to spread the busi- 
ness around the various houses, it’s a mistake for one 
salesman to turn greedy—a mistake to play whole hog. 


FRED W. MOOS 


)W CAN YOU SELL your customer if you don’t really 

know him? And how can you get to know everything 
possible about a customer? According to Fred W. Moos, 
there’s no substitute for hard work 

“You've got to keep working, always adding to your 
store of knowledge about all personnel in the customer’s 
plant, the products they are making, and their future 


plans.’ 

Mr. Moos maintains a file cabinet at home where he 
keeps copies of such data as unusual quotations, records 
of V-belts drives he’s figured, pump and compressor in- 
stallations, sketches of proposed recommendations for air 
cylinders and controls. This file has proved invaluable in 
coming up with the information for replacement parts. 

Mr. Moos cites a recent case where a customer needed 
a fast replacement of the V-belts he sold them some time 
ago for a drop forge hammer. The markings were worn 
off, and the belts had stretched, but Mr. Moos consulted 
his records and found the belt sizes used on the original 
installation 

Again, when one of his suppliers came out with a new 
stud driver, Mr. Moos, because he was familiar with the 
operations in the plants in his territory, and because he 
knew the purchasing agents well enough to get out into 
v stud driver around and 


the shop, was able to take the n 
demonstrate it to those in the factories who would have 
use for it 

Chere are many ways to obtain data on customers. Mr. 
Moos says his wife complains, “You take longer to read 
the local newspapers than anyone I know.” But Mr. 
Moos is looking for news about his customers: plant ad- 
ditions, expansions, expansions, contracts received, mar 
riage, social doings, etc. 

Also recommended by Mr. Moos is the reading of 
house organs put out by larger customers. From these 
publications, Mr. Moos gathers information on promo- 
tions, hobbies, backgrounds, etc. And by his mentioning 
these news items from the house organ, customers get the 


“Courtesy pays big dividends—if you know your cus- 
tomer well, you'll know how to treat him. And, even if 
you are good friends, it’s a mistake to risk offending him 
by being too familiar. 

“They know Charlie all over the state of Wisconsin 


and when they need supplies, they think of Charlie— 


that’s because I’ve made it a point to know my cus- 
tomers!” 


A file about customers pay off for Fred W. Moos and it’s 
pretty complete about personnel and equipment. 


feeling he’s really interested in them and their activities. 
Mr. Moos believes in getting to know as many people as 
possible within a customer’s organization. “Be nice to 
everyone,” he advises, “you never know who’s going to 
be in the driver’s seat tomorrow.”” Receptionists, machine 
operators, office personnel—all should be cultivated. 

Mr. Moos keeps a notebook in which he jots down the 
name of every person he meets within the plant, how he 
happened to meet them, what they do in the company. 
And he refreshes his memory with these notes prior to 
making the rounds. He tries to determine the best time 
to see plant personnel, what they want to talk about, what 
their outside interests are, so that he can guide the con- 
versation, and make his visits informative and profitable. 

Another way to get to know more people in the plant 
is to make deliveries, Mr. Moos says. As the local sales- 
man, he has the advantage of being in the office every 
morning before 9 a.m. When he spots an emergency or- 
der, he takes the material out in his car and delivers it 
personally. 

Mr. Moos concludes, “If you really like people, getting 
to know your customers is a pleasure; you'll find that, 
automatically, you are constantly adding to your store of 
customer knowledge.” 
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LOUIS EF. GEIGER 


if ‘ g ma hine 
Machinery & 


hing high 
miter t 


le 


ELLING BY AssociATION” is the term applied by 

Louis E. Geiger to his form of creative selling. It 
is based on two basic acquirements almost any industrial 
upply and equipment salesman worthy of his hire pos- 
sesses—thorough knowledge of customers’ operations and 
the applicability of the salesman’s products to those oper 
ations 

“What really makes sales is an idea,” says Geiger. ““The 
idea is the basic principle of ‘Selling by Association’. 
Many manufacturers, large and small, perform certain 
operations year after year in a slow, laborious manner 
Given an opportunity to observe these operations, the 
alert industrial salesman can improve them tremendously 
merely by a glance and association of his products with 
the operations. 

“Recently, I encountered a deburring job being done 
on sheet aluminum and the deburring was being done 
with files. It was no trick to see that the job could be ac 
complished much more quickly—and economically—with 
an air grinder instead. Suggesting the benefits to the 
prospect sold him, and the cutting was changed from a 
filing to grinding operation. This was selling by associ 
ition and the account developed into a swell mounted 
wheel user in addition to the sale of several pneumatic 
grinders 

Every time we improve an existing method, we are 
in a beautiful position to capitalize on selling related items 
nd, at the same time, cementing our plant relations. 


Louis E. Geiger studies customer’s plant with his general 
manager, W. F. Morefield, so potential won’t be overlooked. 


Chis, in turn, opens the door for staple orders to be passed 
our way. 

“You walk into a shop using a No. 3 milling machine 
to mill small parts. You think a while and come up with 
the suggestion that the operator can make the same parts 
faster and cheaper on a small high speed mill. You check 
your catalog section to make certain your information is 
up to date. You want to be sure in a case like this. And 
you want to utilize all the ammunition your supplier has 
prepared for you. After your presentation, it takes only a 
second to grab the loose-leaf sheets on blades or cutters 
Che customer is going to need them. You might as well 
be the one to pick up this nice small tool business. Being 
able to associate related items automatically is a habit 
and one that is good for every salesman to acquire. Basi 
cally, ideas make sales, but why let someone else have the 
‘ideas’ about related items.” 


_ 


R. Medford gets briefed on Simplex Paper Co.’s needs by 
E. 


Moehl, resident manager, efter “selling” himself. 


EF. 
K. 


R. MEDFORD 


HE IMPORTANCE OF KNOWING all possible facts about 
@ customer—his personnel, his product, his operations, 
his equipment—is probably driven home more forcibly 
upon an inside salesman than it is on the travelers. Dut 
ing my tenure at inside sales, I learned quickly that such 


in acquaintanceship with the facts earns a steady stream 
of sales, even over the phone. 

Now that I’m on the “outside” calling on customers, 
many of whom I had acquainted myself with through 
almost daily contact over the phone, I have a greater 
opportunity to learn more at first hand. I continually 
study their type of work to be able, as new products are 
put on the market, to suggest them for particular cost- 
saving operations. I secure full data on the products, 
analyze the particular operation in which they could be 
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used, and then approach the customer or prospect with 
the reasons why I think the product might be a labor and 
time saving item. It is surprising how often this results 
in a sale and a “thank you” from the customer for think 
ing of him and his needs 

In plants where the purchasing agent is also personnel 
supervisor and a liaison offer between salesman and plant 
personnel, | do not only ask what products they use, 
but also what brand and type. I then look up data on the 
similar lines we handle and check that against the speci 
fications of the brand the 
job of selecting sales points of your product, always with 


customer is using. This is a 
mind which you feel 
visit, | 


uccessful in 


the application of the product in 


will give you a selling advantage. On my next 


point out these features and usually, if I am 
convincing him of my product's advantages, he will pass 
me on to the proper party in the plant or else make a1 
rangements for me to meet that party in a conference 
room. Even while presenting my product to this indi 
vidual, be he shop superintendent, foreman or machinist, 
I can learn a lot of what, how and why they are doing in 
the “back room”, for future usc 

Recently I read a small item telling of the proposed 
plant in my territory by a 


construction of a new pape! 


WARREN WELLS 


gears today?’, 
that he'll think I 
Warren Wells 


i requisition 


" mw Ff asx a PA. “Us 
there’s one chance in 


invthing worthwhile 


have 
I can only help him if he 
it that mor 


1 specific gear that he uses, and indica m 


in front of him in show him 
knowledge 


desk are 


of his operations, the odds o ng p his 
infinitely better.’ 

For this reason, Mr. Well mer knowledge 
Most pla n use But 


? 
kn wwledge of 


1 major objecti gears 
he finds, the 


how and 


salesman wh 
where a_ particular istomer uses them can 
1 purchasing agent to want him inside the shop 
When I know very little about istomer, I try at least 
on ws Mr, We 

ements collected? 
Many P.A.’s 
of the 


roused by a specinhc 


expect 
to make an educated 
How is knowledge of customer requit 
l'irst 


will discuss sizes 


there’s the direct method of asking 


if lines 


ind spt ome 
they use once their interest 
the salesman bring with hu Start at a focal point 
say a speed reducer—then find out wh 
what sprockets, and so forth 


method 


item 
it drives he uses, 


A more detailed nor 
nd difficult, is to case the customer’s plant. Mr. Wells 
feels it’s better to build his appr h around one item; 
then, once inside the plant, t utward with the 
ngineer to related items I seldor m able 


whole plant at once—I sti 


time consuming 


to case a 
items, but try to 


keep my eves open in all direction 


firm in Michigan. I brought it to the attention of Al 
Montgomery, our sales manager, and Robert E.dwards, 
president. They immediately corresponded with the firm, 
Simplex Paper Co., advising them of the services we had 
to offer, wishing them luck and congratulations 

As a result of the correspondence, our firm received sev 
eral inquiries from K. R. Moehl, named resident man 
ager, and several of the bids resulted in orders. But, in 
the meantime, I made it a point to study all I could about 
what the Michigan firm made, what its various plant 
requirements would be, the processes used, etc., by visiting 
similar industrial plants in the territory again. W hen 
Mr. Moehl arrived in Florida to supervise the setting up 
of equipment in the new building, I made immediate 
contact. We went over the maintenance and repair prob 
lems common to the industry. As a result, I was able 
to suggest various tools and equipment—bench grinders, 
portable electric tools, power hack saw, drill press, lubri 
| even provided manufacturers’ literature 
Finally, and cer 


cation, etc 
which I considered would be helpful 
tainly not the least important thing, I acquainted their 
key buying personnel with our own warehouse and office 
personnel’s names in order that our firm could live up to 
its motto—“‘Our Service Speaks For Itself.” 


Warren Wells doesn’t hesitate to ask questions to find out 
what and why customers use the products they do. 


feels, is helpful in 


An engineering background, he 
breaking the ice inside the plant here is a professional 
understanding. One engineer treats another well, if the 
sales engineer does not adopt a know-it-all attitude.” 

Mr. Wells also assembles all the background data he 
can from outside sources—industrial directories; Dun & 
Bradstreet reports; records of past sales; trade acquaint 
ances and colleagues; from suppliers, reports on specific 
customer industries and industry forecasts. 
“Past sales records may have littk 


They can influence you to follow the line 


He warns relation 
to potential 
of least resistance with some firm.” 

Mr. Wells finds trade and technical shows particularly 
helpful. There, he meets customer personnel displaying 
and explaining what they make, and looking for better 


production me thods 
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7 Ways to Sell More Today 


rEcuRSOR Of the distributor salesman 
p into purchasing offices and plants 
is advertising and sales promotion 
or more simply, advertising. Whether 
it’s issued by the distributor or his 
suppliers, whether it takes the form 
of magazine or newspaper insertions, 
brochures, manuals, folders, catalogs, 
novelties, or price sheets, advertising 
precedes the salesman into the mar 
in front of 


1 prospect, spells out the details, pic 


ket, puts 1 name squarely 


tures the product and its applications, 
ind highlights the sales argument. 
In today’s market, salesmen are wide 
iwake to what advertising can do for 
them. Furthermore, quota-conscious 
using it discriminately, 
golfer 
right club for the right shot 


salesmen are 
chooses the 
So the 


salesman chooses the right idvertising 


70) 
much as a good 


for the right prospect on the right 
product. He knows the P.A, usually 
vants literature generally descriptive 
of the product and its applications, 
but that the plant 


wants to see schematic drawings, cut 


superintendent 


iways, engineering data 
I'he salesman who has his mind on 
know all 


business 


his business will not onl 


ibout his customer's before 


he hands out literature, but will even 


inticipate his customer's needs by 
showing him literature on new prod 
ucts and new applications. This is 
best. This is 
full potential out of the 


supplier's printed matter 


creative selling” at its 


getting the 


But advertising also does more than 


precede the salesman 


chasing office or plant. It gives him 


into the pur 


and 
usually in four colors with pictures 


the last word with the customer 


INDUSTRIAL DISTRIBUTION 





alesmen Well Know 


WILLIAM MORRISON 


WeevERY MANUFACTURER — spends 

E thousands on advertising and 
literature. If the distributor salesman 
does not follow it up systematically, 
the money is wasted.” 

That’s William Morrison’s 
for devoting two evenings a month to 
a direct mail project he’s evolved for 


reason 


reaching small customers, and why he 


and 


carries promotional 


advertising 
material with him on calls to plants 
of all sizes. 

“I'm no authority on this or any 
other phase of selling,” says Mr. Mor 
rison, “but my methods ft my own 
situation they work.” 
Besides his large customers, he sells 
to a small 


shops employing five to 12 people, 


and seem to 


considerable number of 
which don’t warrant frequent regulat 
calls but produce on the average about 
$100-worth of business monthly 

For them he prepares his own mail 
from the list to the 
spending some eight hours a month 


Ings, stamps, 
at home sorting, classifying and writ 


ing addresses The mailing pieces 


consist of manufacturers’ literature 


with Mr. Morrison’s 
panys name imprinted o1 stamped 


and his com 
on, dispatched weekly to the com 
plete list, with no more than two 
pieces to an envelope. The list is 
based on data from a 3-by-5 card file, 
containing names, addresses, notations 
and dates of most recent mailings, 
dates of most recent calls, and othe: 
such as the 


calls 


and points where interviews ended. 


pertinent information 


subjects discussed on previous 
Mailing pieces are sorted by sub 
jects appropriate to particular indus 
tries and, where possible, specific in 
dividuals in the shops, and mailed 
accordingly. 
“What people want today most of 


“ORS LS 
a gl rr 


“The true value of advertising,” Mr. 
Morrison believes, “is determined by 
salesman choosing it carefully.” 


savs Mr. Morrison 


“Business is more complex, technology 


all is education,” 


is more highly developed. Production 
men and engineers are working with 
tenths of thousandths of an inch, on 
metal they cannot even see. One mis 
take 


$20,000 in a rejected order. 


cost ti 


ma\ a small shop up 
Even a 
few degrees change in room tempera 
ture may spoil the work in some opera 
tions. So evervone concerned is more 
than ecager to 
to avoid mistakes.” 

Several of Mr. Morrison's suppliers 


publish highly informative leaflets o1 


know what he can do 


brochures on new products and new 
methods, or new guidebooks on every 
day operations. These are what he 
sorts out and mails, passing up a mass 
of literature he terms “the straight 
advertising stuff.” The man in the 
shop, he maintains, has no use for 
brochures 


describing something as 


“new”, “super”, or “the best’’ with 
out supporting data on applications 
to help him solve real problems. “Peo 
ple are sick of those words—they hear 
them all the time on television.” 

But “How to Sharpen Taps,” “22 
Reasons Why a Good Tap Can Go 


Wrong,” or a brochure on a new tool 
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that actually does have 


plication, will have a different re 


The 


select the right mailing 


tion, he finds 


I 


main 


picc 


get it to the nght individual 


something he can us¢ 


it 


\\ 


1 different 


) 


c 


11 


li do 


highly effective job for the salesman 


In fact, properly handled, a mail 


ing can be made to serve 


ciple door opener on calls, M 


rison finds. 
knows what piec« 


When he « 


he 


received last 


the recipient how he likes it 


JOLIN B. MILLER 


EW 


territory ] 


F 


Geographically, it 
all, but rather a collecti 
most of tl 


quite like ] 


isn’t i 


geneous accounts, 


n 


eacl 


industrial or semi-industrial 


ler conducts what might 


iS the 


} 


} 


onn 


1] 


s 


\ 


From his customer car 


ist 
( t 


DISTRIBUTOR SALESMEN 


(CTI 


; 


“filling-in” sales operation, it 


develops business from a 


potential isn’t large enough to 


the time of salesmen ser 
more productive accounts 


iT 


He has adopted the practice 
fully screening literature befor« 


ing calls, to make sure he 


right kind of bulletin or 


catalog in the hands of a 
By the rigl 


highly te 


customer 
not | 


manual 


giving a 
to a 
normal 
tively simple 

And 
“territory” 
that his calls on the 
foreman multiply, that 
knowledge of valves and r 


whose valve 


he’ 


trom scr 


vet, since 


iS 


greenhous« 


, 
it kind 


] 


nn 


will increase, so that in time 


he 


rin 


lor 


iSKS 


Mille 


l 


Advertising and Sales Promotion 


That Advertising Is First and Last Word 


thought of it, and whether he would 


like “If it was a good, 
practical 
variably 


more copies 
piece of literature, he in 
‘Yes’. That 
chological advantage is most helpful 
to start selling.” 

For large customers, Mr. Morrison 
banks on a different technique. “It’s 


1 lost cause to send a lot of mail to a 


Says much psy 


purchasing agent,” he says. And even 
inside the shop, mail is heavy and 
wastebaskets are handy. So his rule is 
to carry the literature with him instead 


yf mailing it 


He 


national advertising in user publica 


also capitalizes on suppliers 
tions. When suppliers send him copies 
of the ads, he takes them with him 
With a tool man, says Mr. Morrison 
he can be fairly sure he has seen the 
ad, and can bank on this plus his extra 
copies of the ad for an effective open 
ing wedge 

lor this, he finds, good advertising 
and promotional material is often the 
best introduction, “Selling is like fish 
ing. The fish are there, but you must 


have the right bait.” 


John B. Miller hands a power tool catalog to sign manufacturer J. A. Nettleton. At 
the same time, he gives Mr. Nettleton full explanation of illustrations and contents. 


well want material of a more detailed 
nature. 
Mr 


; 
10On 


Miller believes that the selec 
vf literature comes down to on 
basic approach the 

prospect the material that will be 
And this 


of course, material that also 


“Give customer 
f the most help to him.’ 
mplies, 
rms an effective selling job. 

[he type of accounts in his terri 
tory, Mr. Miller has found, 
too familiar with the full range of in 
lustrial supplies. In consequence, by 


are not 


carefully selecting the right pieces at 
the right time, Mr. Miller has put 
literature to good use in acquainting 
his customers with the service of a mill 
supply house. 

“You 


who’s 


I’m one salesman 
favor of 
turers’ In addition, 
found that every supplier puts out at 
least one bulletin or catalog that fits 


in with my type of business. I would 


can 
100% 


Say 
manufac 
I've 


in 
literature. 


certainly have found my job a lot 
harder without it.” 
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7 Ways to Sell More Today 


LLOYD WHITTINGTON 


uN Hit’ NEEDS ALL THE HELP he 
can get in his big territory (cir 
2,000 miles )—and direct 


mail is one of the best helps of all. 
35.000 to 


cumference 
I'raveling an average of 
#5,000 miles a year to keep contact 
with 450 accounts scattered through 
the Texas Panhandle and part of New 
Mexico, he’s discovered numerous in 
stances where direct mail aimed at the 
right man is often as good as a call. 
At least, says Whit, direct mail can 
prepare a customer ahead of time, post 
him on new products you want to 
talk about, put your name, the dis 
tributor’s name, and the manufac 
turer’s name squarely in front of him. 
Whit wouldn't claim all the selling 
wonders in the world for direct mail. 
For example, he doesn’t think it helps 
much with weak lines, or special price 
sales, or in reviving inactive accounts, 
or in dealing with particular problems 
However, he’s traced so many sales 
to direct 
ardent user of it for years 


Whit’s favorite form of direct mail 


results mail, he’s been an 


Frank E. Keenan spends a quiet mo- 
ment carefully going over selection of 
literature before calling on accounts. 


To Lloyd Whittington, direct mail is 
simply “the mail,” which in the wide 
west is the next closest thing to a 


handshake. 


is the “stock list.” He states: “Per 
haps it’s because of the large territory 
I cover and also that I know most of 
my customers want to buy from stock. 
Anyway, they like to have a stock list 
in front of them and know that what 
they're ordering will come through on 
schedule.” 

The firm’s steel stock list is sent to 
of Whit's 


mails 50 to 


many customers, and he 
often 100 
himself to accounts he thinks might 


He can cite many instances of 


copies of it 


use it 


FRANK FE. KEENAN 


T PROPER USE of advertising and 
sales promotion literature, Mr 


Keenan once observed within the hear 


ing of some colleagues, “leaves the 


customer like a tilled field 
Needless to say, he got 


ready for 
the planting.” 
no argument on the strength of that 
statement 

Using advertising and sales promo 
tion material properly, according to 
Harry P. Leu and 
four things: | 


the view of both 
Mr. Keenan, means 


customers sending orders direct to 
Dallas as proof of the steel stock list’s 
efficacy. 

“T also mail extra copies of the steel 
stock list myself. They go to prospects 
I've called on during the month, and 
to prospects I’ve picked up from news- 
paper stories and other sources 

Mailings of literature and stock lists 
on other lines—precision tools, hoists, 
brushes, etc. 
sponse from prospects and customers 

Whit keeps his lists right up to 
date. He also takes the trouble to sit 
down and write his own letters and 
enclose literature to new 
“This serves as a good introduction 
until I can call on them personally,” 
he points out. “I've also sent out bi 
monthly mailings at different times to 
letters 


have brought order re 


prospects 


some of my customers using 


over my own signature, when I know a 


This 


gives an added push to the company’s 


new line will appeal to them. 


mailings. 

Direct mail, in Whit’s lexicon, isn’t 
a cold term denoting a rigidly-sched 
uled, mechanically-accurate method of 
advertising. It’s also a convenient way 
to nurture friendships with his cus 
tomers. Thus, every month he sends 
out Field & Stream magazine to overt 
50 sports-minded customers 

In other words, to Whit direct mail 
is simply “the mail,” and, tradition 
ally, in the wide west the mail is the 
next closest link to the handshake 


proper t go ? 
proper timing, < 


to customers, 4. 


follow-up, 3. slanting 
material selling the 
advertising. 

Timing is a twofold matter. First 
off, th. e’s the matter of seasonal prod- 
ucts. For example, the sales of elec- 
tric fans hit their peak in Florida dur- 
ing May and June (the Chamber of 
Commerce’s cooling showers don’t be 
gin until July). Accordingly, 
ahead of the fan season, the firm sets 
up window displays, newspaper ads, 
floor displays, and direct mailings 
Aware of the importance of timing in 
selling this product, Mr. Keenan ties 
in with the campaign, sees that his 


well 


customers and prospects receive liter 
ature. Then he follows up with “plant 
ing”—sowing the sales talk, harvest 
ing the sale. 

rhe second phase of timing involves 
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vertising and Sales Promotion 


letting the salesmen know when mail 
ings take place, advertisements are 
appearing, novelties are available, and 
so on. The Leu company transmits 
this information to salesmen through 
mimeographed bulletins (together with 
samples of the mailing pieces 
“T like this idea,” says Mr. Keenan 
“because, previously, I’d run into a 
customer who mentioned a particular 
catalog, and I didn’t know what h 
was talking about. All I have to do 
now is look over the advertising de 
partment’s bulletin, and I’m in a po 
sition to answer intelli 
gently.” 
Follow-up is “vital,” says Mr. Kee 
} 


“No material can be any good 


questions 


nan. 
to any company if the men don’t fol 
low up their company’s promotions 
Getting to customer or 
handout literature, cata 


logs, engineering manuals is a must 


prospect It} 
person with 


Slanting material to customers and 


JULES DAHLGARD 


RING MY FIVE YEARS’ selling ex 


“D 
Jules Dahlgard 


my observation that the aver 


perience in the industrial field, 
rdvises, it has been 
ige buvel 
wants to see what he is buying. Pi 


tures and catalog descriptions fur 


nished by manufacturers are helpful 
but, in many cases, even they 


+ 
1 


enough. I try, therefore, to use al 
samples and demonstration kits a 
ible from our suppliers.’ 


Mr. Dahlgard 


introduced a ne\ 


From his experience, 
ites how he 
ented file to his trade by taki: 
manufacturer’s kit along 
vhere files were used. 

he split taper bushing 
plier’s line of sprockets 
vas also presented by 
prospective buyers how the 
ing fitted 


ing 
on a shaft. Tap kits, 


fastener demonstration kits, are a 
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prospects can mean many things and 
can take many forms. One point Mr. 
Keenan likes to emphasize in this con 
nection is his company’s practice of 
attaching a sheet to a sample of a par- 
ticularly good engineering booklet and 
isking the salesman to look it 
Ihe salesman examines it and writes 
down on the sheet names of customers 


OvcCcI 


ind prospects he thinks would be in 


I 
terested in getting the publication 
This idea worked in one 
case,” Mr. Keenan recalls. “We sent 
an exceptionally good manual on a re 
ducer to a P.A. in a canning plant. 
Previously, this fellow wouldn’t listen 
When he got the manual, he 


really 


to us 
passed it along to the superintendent 
and plant foreman, and on the next 
ill we got an order 
reducer, but for two.” 
Sell the Advertising—In Mr. Kee 
nan’s opinion, there is a wrong way 


to present literature—and the wav 





Jules Dahlgard checks a file kit and 
sprocket sample, a type of sales aid he 
finds convincing to a prospect. 


part of Mr. Dahlgard’s supply of man 
ufacturers’ aids. 

Attending manufacturers’ 
wherever possible, plus working with 


SC he ols 


manufacturers’ representatives, helps 
icquire the techniques of using sup- 
pliers’ aids to the best advantage. 
Mr. Dahlgard explains, “Whenever 
possible, I like to schedule a good day’s 
work with the supplier salesman. | 
watch how he uses his company’s aids, 


and not for one 


that nets sales. “Don't,” he 
“flip a booklet on a man’s desk in a 
haphazard manner. 
tive approach, as though you don't 
think much of the piece yourself.” 
“Instead,” he advises, 
to a P.A. as though this booklet was 
the most important piece of printed 


wa©&ns, 


This is the nega 


“present it 


matter he’s going to see all week 
For example, you might say, ‘Do you 
use X bearings? Now this booklet has 
some mighty useful data in it that 
would probably be useful or helpful 
either to you or the men back in the 
Then you open it up to a 


page with charts, and call his atten 


shop.’ 


tion to certain listings and applica 
tions. In other words, you sell a piece 
of advertising literature in almost the 
same way you sell one of your prod 
ucts.”” 

Another thing: “Don’t use dog- 
eared, dirty, or literature 
Keep it attractive and eve-appealing.” 


smeared 


how he works his catalogs into his 


presentation, how he demonstrates 

with samples; then I adapt some of 

his angles to my sales approach.” 
Because Coe & Brown concentrates 


lines, Mr. Dahlgard 


believes they are possibly more appre 


on seven major 


ciative of every aid they receive from 
their suppliers. Catalogs and mailing 
pieces are distributed conscientiously 
to a selected list of those 
terested in each item 
According to Mr. Dahlgard, “I find 
that I’ve got to be careful how I use 


buyers in 


manufacturer's catalogs, and I try not 
‘canned’ talks. The 
buyer resents the artificiality of pre 
pared presentations that do not apply 
to his particular needs. It is essential 
to think in terms of the buyer’s needs, 
what the product will do for him, why 
will 


to use average 


how it save 


he should buy it, 
him time, money, production. Then, 
I can make maximum use of manufac 
turer’s catalogs and demonstration kits 
by showing the buyer what the prod 
uct will do for his company.” 

How an industrial supply salesman 
handles manufacturers’ aids will also 
frequently influence what the buyer 
thinks of him. “I’ve noted,” Mr. 
Dahlgard says, “that buyers respect 
the salesman who knows how to han- 
dle his supplier’s literature and demon- 
strate benefits with working samples.” 


119 





s to Sell More Today 


N TODAY'S MARKET, no industrial salesman will refute 
| the idea that time is his most precious possession—what 
a salesman does with his time dictates the final results of 
his efforts 

Yet, even today, some salesmen resent any emphasis 
on the importance of—planning your work. To them, 
“plan your work and work your plan” is just a cliche; 
they fail to realize that, without proper planning, time 
is lost, and—when one considers how little time is 
actually spent face-to-face with buyers—time lost is 
money lost. 

Those industrial salesmen who fully appreciate the 
value of planning their work have learned through bitter 
experience that hit-or-miss calls, fuzzy presentations, aim 
less conversations, fail to pay off. 

According to the pavement-pounders, the bush-beaters, 
the smokestack-searchers, the secret of increasing sales is 
not necessarily more calls; the secret is more effective 
calls, And the best way to improve the effectiveness of 
calls is to plan thoroughly. 

Every time an industrial salesman gets to see a buyer, 
he should realize the buyer is granting him some of his 
valuable working time, time his employer is paying for, 
time he should be devoting to the job of purchasing ma- 
terial in his company’s best interests. Every salesman, 
therefore, should justify in his own mind what he has to 
offer in exchange for the buyer’s time. 

Simply stated—planning your work means thinking 
about what you hope to accomplish, before you get to 
see the buyer. Planning your work means methodical 
scheduling of calls with a definite purpose in mind. 

Admittedly, the average industrial supply salesman 
makes a number of routine calls. This is almost a char- 
acteristic of long-term selling. And therein lies the danger 
of getting into a rut. 

To overcome this hazard, the salesman must never 
take even his long-time, loyal customers for granted. For, 
in the long run, routine calls result in routine orders. The 
salesman who plans, who devotes time to creative think- 
ing, will, inevitably, come out with the unusual, worth- 
while orders. 

The following case histories, gathered from different 
sections of the country, illustrate the experiences of sales- 
men in the field today, men who have learned that, to do 
a good selling job, they must think, and the more they 
think about their job, the more they realize that today’s 
market calls for—planning your work. 





Planning your work, particularly with manufacturers’ repre- 
sentatives, is essential if you expect to sell more in today’s 
market, according to Frank Hayes, (left) shown discussing 
his customer cards with Paul Cushing, Black & Decker 
salesman. 


FRANK HAYES 


for six and one-half years he 
nside, and as office mana 
Supply, In Hartfor 


Mr. Haves ha 


one r 


planning, without keeping customer records, but 
I know I can’t,” says Frank Hayes. “I spend evenings and 
part of weekends planning my itinerary and noting cur 
rent data on customer record cards—probably a total of 
12 hours a week. Ii pays off not only for me, but for my 
company and my customers.” 

Mr. Hayes feels that in today’s market there are too 
many products and problems to attempt to keep every 
thing about customer’s requirements in your head. And 
time is too valuable to waste by making calls half-cocked. 

During the six and one-half years Mr. Hayes worked 
on the inside, he observed how Sullivan’s salesmen, and 
supplier salesmen, handled their job. When he was as 
signed a territory, he started out by making records of 
all accounts that were his responsibility. Then he set up 
planned itineraries two weeks in advance. 

“I felt the lack of records from the previous operation,” 
Mr. Hayes points out. “I made up my mind [ wasn’t 
going to fly blind. First, I determined whom I wanted 
to see, how often I wanted to see them, what lines | 
wanted to stress. Then I started record cards so that I 
could plot my progress in relation to the amount of time 
and effort expended on each account. After three years 


“M AYBE SOME SALESMEN can work without thorough 
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kt ie. 
Takes Time—But It Pays Off 


with this system, I am convinced it’s an efficient way te 
operate; at least it is for me, and that’s the important 
thing.” 

Though he plans itineraries two weeks in advance, 
Mr. Hayes leaves room for the special, emergency jobs. 
lo plan his work, he has recourse to two sets of records. 
One set is customer cards—these are arranged in a box in 
order of call frequency: every week, 2 weeks, 3 weeks, 
6 weeks, twice a year. To plan a week’s work, Mr. Hayes 
picks out the cards at the front of each frequency section. 
These cards accompany him on the rounds. After the 
calls are made, cards are returned to the back of the file 
with appropriate notations as to who was visited, what 


MERLE J. DeVALERA 


ODAY’S MARKET, in the opinion of Mr. DeValera, isn’t 
too happy a place to sell. As far as Erie is concerned, 
there has been a 30% drop in production—a stiff blow to 
an important manufacturing center and to the industrial 
distributors supplying it 

In his own case, Mr. DeValera has maintained his 
quotas by making what he calls “fill-in” calls. These can 
be defined as calls made on smaller customers while wait- 
ing to keep appointments with larger, more active ac- 
counts. 

“There was a time not very long ago,” says Mr. De 
Valera, “when I'd line up calls for the day, and find myself 
literally ‘killing time’ around the office until it was time 
to leave for a ten o’clock appointment with a P.A. at a big 
plant. Then, maybe after that call, there’d be a long 
lunch hour while I waited around to keep a two o'clock 
appointment with another P.A.” 

Since he divides his time between being sales manager 
and outside salesman, Mr. DeValera wasn’t exactly killing 
time between appointments, since he had a good deal of 
desk-work on administrative matters. But the point is, he 
was making only two or three calls a day, when he could 
have made more. 

What led Mr. DeValera, and the other salesmen, to 
increase their calling capacity were the sales potential 
studies they initiated when business began tightening up. 
Although these studies were originated as a management 
idea, their execution and refinement have been the sales- 
men’s. 

For each salesman, this meant a thorough combing of 
his territory in search of new business and to re-assess the 
time spent on established business. What happened, of 


was accomplished, and date to be followed up. Spe- 
cifically, these cards show: date of call, who seen, sub 
jects or products discussed, prices quoted, trial orders, 
other pertinent data including mailings to individuals on 
particular products. The other set is sales record sheets 

frequency of calls, sales previous year, current year sales 
breakdown is by dollar volume per month by line, and 
includes pick-ups from competitors. 

From these records, every six months Mr. Hayes tabu 
lates his total cost of sales, and thus determines, if he 
is spending his time profitably. 

“Paper work is not a necessary evil,”” Mr. Hayes avers. 
“To me, it is a necessity.” 


Feature Line of the Week is a program recommended by 
Merle J. DeValera, sales manager and salesman of Weller 
Supply. By centering his week's work on one particular 
line, salesman can think, plan and sell more effectively. 


course, was that the salesmen came to know with some 
certainty where they could best spend their time. 

In Mr. DeValera’s case, he discovered he was missing 
sales by not contacting steady, smaller accounts. As a 
result, he began sandwiching these calls in, and found his 
business increasing. 

“There’s no magic formula for success in this business,” 
he says. ““The salesman who wastes time trying to find one 
would do himself and his firm a lot more good if he spent 
the same energy turning up new accounts.” 

To enable salesmen to make even better use of their 
time, Weller Supply has instituted a “Featured Line of 
the Week.” The firm doesn’t claim this idea is original, 
but draws attention to it merely because it permits a sales- 
man to organize his time, his calls, the literature he will 
hand out, and all the other details that transform a bare 
“contact” into a profitable sale. By thus centering his 
week’s work on a particular line, he can do a better, more 
thorough job of planning, thinking . . . and selling. 
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7 Ways to Sell More Today , 


lt im ; : 
Record book kept by C. W. Burst, Jr. enabled him to aver- 
age 10 calls per day over a two-year period. But, more 
important in Mr. Burst’s estimation, good planning helped 
make the calls effective calls. 


W. BURST, JR 


rAR SALESMAN C. W. Burst, ]R., has averaged 10 calls 
S per day over a two-year period. During the seven 


and a half hours of his working day, he sometimes fits in 
has to be sure not to 
planning his calls 


and yet he 
His solution 


as many as 13 calls 
spread himself too thin. 
and sticking to the plan. 


Mr. Burst doesn’t stop at merely routing calls to elim 


inate back tracking and facilitate maximum number— 
his notebook has a page for every customer. “T make it a 
point to keep detailed and concise records on every item I 
sell a customer—how the customer orders and how often. 
his gives me a close check on the customer’s problems. 

“I record what I talked about the preceding visit, so 
that I can follow up the pitch. I also make a note to ask 
about items sold previously so that I can make sure they're 
doing the proper job.” 

lhe whole routine of planning his calls hinges on Mr 
Burst’s notebook. “I think a salesman is only as success 
ful as the records he keeps,” says Mr. Burst. 

“When you've planned your work, you can utilize the 
actual time you're in the prospect’s office to the utmost. 
here’s no wasted time—you can get to the point, and get 
out . mission accomplished.” 

Mr. Burst sounds a note of caution: 
course, to keep the proper balance. I know a manufactur 
ers salesman who keeps complete records—the best I’ve 
but he never goes out to sell—he spends all his 


“It’s necessary, of 


ever seen 
time compiling his records.” 
This then is the data which helps Mr. Burst plan his 
( ills 
Customer’s frequency and method of ordering 
tells him when to plan calls. 
All items sold and complete specifications of 
for quick reordering, quick solution to 
follow up on item’s pet 


items: 

parallel problem, 

formance. 

Subjects discussed: to follow up pitch, provide 
variety, avoid unnecessary repetition. 

In my opinion,” says Mr. Burst, “personality in selling 
is not the factor it’s built up to be. If you make it a point 
to talk specifically when you're in the customer’s office, 
if you're prepared to render service, if you're effective in 
an emergency—you'll make the sale. Making the maxi 
mum number of calls, and utilizing the amount of tim« 
vou devote to each call is the result of the salesman’s 


secret weapon—good planning.” 


- 


ROBERT W. COLI 


LANNING ONES WORK is more important now than it 
has been for many years. It has always been helpful, 
but a person does not just walk into a plant today and 
as he did six or seven years 


leave with a very nice order 
igo Planning 


ago—without some forethought and hard work 
is to the supply salesman what baiting the hook is to 
You just don’t get results without it 

certain 


the fisherman 
Most suppl 
customers whom they see with regularity. I have approx 
Some of these I see every two 
wecks, and the four weeks. Since the 
involved is one that covers several cities, it is 


salesmen have a number of 


imately 150 accounts 
remainder every 


territory 


Thorough planning insures calls that will be informative, 
helpful, and worthwhile for the customer, according to 
Robert W. Cole who handles approximately 150 accounts. 
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seen on every visit. 
when to expect the 
him to drop a post 
of his visit so that he 


very 


important that each customer be 
Until the 
salesman, I think it is helpful fo 


customers know exactl) 
card a couple of days in advance 

This is helpful not only as a 
important time but it his customer a 
little time in which to think of the products and services 
After a while, 


if he is diligent in contacting his customers, he is recog- 


will be expected 


1 
ver, iSO gives 


on which the salesman might be helpful 


nized as a valuable source for equipment. It is extremely 
important, however, that the salesman not become com 
placent and think that, just because he 1s 
lax his efforts 


getting a 
nice share of business, he can re 
Often 
es at a time other than one 


times a customer will have sion to use his 


scheduled visits. 


on these occasions that the salesman must be alert 


because it is an to the customer 

\ very important method of helping the salesman plan 
his calls is by the compilation of a route book. Each one 
of our men here at Pye-Barker has a field book with a 
On this page are listed 
the important items used by the customer. Oftentimes 


a sketch of a particularly important power transmission 


emergency 


separate page for each customer 


problem goes into the book. Belt sizes, sheave sizes and 
other found in the book. When 
replacement time comes around, it 1s much casier for 
the to let the 
handle rather 


measurements are 


custome! man who has the information 
the take time to re-measurc 

Yes, preparing oneself, planning the calls and then 
MAKING the calls enables a person to really make a 
territory and 


order than 


contribution to those industries in his 


thereby make a contribution to himself 


ee 


SAM C. PEELI 


ASTI P. A.'s selling 
ceftort 
He worked as 


ion fo1 


Vaste VouI 
Peele. 
1 buyer in a large industrial organi- 
on the othe: 

1] 
selling industrial supplies and equipment 
av to avoid wasting the P. A.’ 

k, according to Peek 


» the off 


rIMI 
ixiomatic witl who ought to 


several years but is now side of 


and your 
Being a 


own, 


e each evening, 
ught to his plans for the 
to be sched 


notes and gives th 
calls. Some calls 
uled more than a day ahead as they 
yr to introdu 1 manufacturer’s man. 

however, of a rigid 
the minutes to be used 
But, as Peele 
expressing method woul to sav 
thinks about he is going to call on 
Naturally, most of the cal 


S¢ hedule, 


naturally, have 


be appointments 


next day’ 
may 
to demonstrate 
brings uj 


Planning, picture 


schedule down to words, 
way of 
that he 


and why. 


during each call 1 better 


his own 
whom 
made on 


two 


utine and 


once a week, twict ek, once every 


weeks, once every three weeks € case may be. 
But, the fact that you're 1 routine call doesn’t 
necessarily mean that it ha 
Chinking 
to make it 
Vs d vidend 


lo make 


customers, 


1 dull call or a futile 


ibout w uld be done during the 


buver and yourself 


} 


nake th il 
n his knowl- 


benefic 
The idea purposive. 
call purp 
thei 


He ke ) ot nh 


ind problems, if 


what he learns 
next call 


the others 


pro him with some 
ibout tne 1 t pI vid 
to Mr. Peele, tl ng il] 


of situati 


objectives 


g angle on 


from vou at 


+ 
t 
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Call with a purpose is motto of Sam C. Peele (center) 
shown pointing out salient features of a new chuck to 
E. W. Sundberg, shop super, and Roy Shields, machinist, 
at King Edward Cigar Co. 


it may be time for the customer to reorder some items 
and you want to make sure he does; the customer should 
be informed about the status of back orders, deliveries, 
or other matters; there is some promotion material, or 
manual, the customer ought to have and tell him why; 
you ought to demonstrate a particular product; the time 
may be now or you have to make an appointment; vou 
intend to invite him to your showroom to inspect some 
equipment he might be you want to 
follow-up on the performance of products sold during the 
last call; etc. etc.” 

Once the objective of the call is determined, Peele 
makes the research, selection of 
demonstrating sample with check on condition and per- 


He has 


incidentally, of limiting his presentation of products 


interested in; 


necessary preparations 
formance, pK king up literature or manuals, etc. 
rule 
one call to not more than three—one at a time 
[his is the most efficient maximum he has found. 


during 


Another consideration is selecting the proper time 
for the call. Experience has taught Peele that interrup 
tions, and a buyer's mind preoccupied by other matters, 
ire fatal to a sales presentation 
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7 Ways to Sell More Today 


HEN AN ORDER SLIPS AWAY, do 
W you blame the purchasing agent, 
your competitors or yourself? If you'll 
in your own 


idmit some fault may li 


performance, you have probably dis 
covered the value of what some sales 
men practice subconsciously and oth 
ers by deliberate effort—self-appraisal 

This means appraisal of your most 
important selling asset, your own per 
knowledge skill Che 
tied inseparably to the 


sonality, and 
need of it is 
need of appraisal of two other major 
that 


company and your stock. 


assets stand behind you—your 

Examine dispassionately the strong 
and weak points of all three—yourself, 
and stock—and 


1 better idea of why 


your company your 
vou should have 
sales were lost in the past and what 
you can do about the future 
Yourself, for example: 

In large companies, aptitude tests 
ire built around specific characteristics 


You 


can apply equally valid measurements 


considered desirable for a job 
of your own aptitudes and perform 
going through the 

All it takes is com- 
mon sense, plus honesty with your 
self. What are the personality char- 
acteristics needed to handle your par 
ticular job, or your relations with a 
particular customer? Do have 
evidence to indicate that it must be 
your personality that is preventing you 
from getting past the outer office in a 
certain plant, and if so,. what can 
Do you rely over 


ance, without 


formality of tests 


you 


you do about it? 
much on memory when actually your 
retentive capacity is only average? Do 
you share with most of mankind that 

often unrecognized 
aversion for really hard 
and 


universal but 
weakness, the 
work? The 
many other questions like them should 
give you a self-portrait that pinpoints 


inswers to these 


both strengths and weaknesses 
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review selling tech- 


You may be making the most 


Then, youl 
niques 
of certain skills, but neglecting other 
proved door-openers to sales. Or per 
haps you are attempting what you are 
really not yet qualified to handle 

The same kind of thinking can be 
projected on your company Your 
knowledge of its policies and methods 
enables you to sell its services more 
effectively, meet objections to its weak 


selling 


points, and coordinate your 
efforts with those of the people who 
Behind the com 


They 


are backing you up 
pany stand the supplicrs. also 
have strengths and weaknesses, and 
how well you understand the reasons 
for both make 
productive. 

Check yourself on what you know 
about your firm. Are you taking ad 
vantage of all its services, and seeing 
that your customers benefit from 
them? Do you really know enough 
ibout your company’s reputation and 


can your job more 


management to sell these intangibles 
to customers, or are you only selling 
yourself and your product? 

Finally, appraise your knowledge 
and use of the asset that’s the main 
reason for a distributor’s existence— 
the scope and availability of your com 
pany’s stock. The salesman who is 
not abreast of inventory conditions or 
lacks an effective means for keeping 
himself or his informed 
about stock is only partially equipped 
to sell. How often do you review your 
knowledge of the contents of your 
company’s warehouse? 

Knowing yourself, your company 
and your stock gives you a measure of 
vourself as a salesman and helps you 
make more effective use of your most 
obvious assets. On the following 
pages, four salesmen tell how they 
focus attention on this kind of ap 
praisal, and why 


customers 





Take Stock 


One day a week inside helps Howard 
J. Girling break the routine, re-appraise 
his selling techniques as he brushes up 
his warehouse and office chores. 


HOWARD J. GIRLING 


AGGRESSIVE ATTITUDI 
savs Howard ] 
Girling. “I get a real kick out of fight 
ing the battle of wits with my cus 
tomers. When you stick your neck 
out like this, you have to be sure of 


yourself, your firm, and the products 


Ww rAKE THI 
toward selling,” 


vou’re selling. 

“For instance, I know 
weaknesses—I don’t like to work too 
I get around this by really plug 
then 


one of my 


hard. 
ging for four or five days—and 
slowing down for a day—take it easy, 
catch up on my office work, cut down 
on the number of calls I make. The 
change of pace regenerates me, I’m 
fresh to hit the line hard again. That's 
an example of what I mean when | 
sav vou should know where your weak 
points are—so that you can take the 
initiative in offsetting them—even try 
to turn ’em to your advantage! 

“It’s important to me (and I think 








of Your Assets and Use Them Wisely 


it should be important to any sales 
man) to know something about the 
financial end of my company, to know 
its 


pansion standpoint. 


what trying to do from an ex 
I feel safer work 
that 


its financial soundness to me 


has proved 


I think 


ing for a company 


the good salesman makes it a point to 
learn something about the history of 
workings, and 


his company’s inner 


how _ its policies are formulated 


especially those relating to sales 
And i know the details on how the 
office 


operates too—I spend at least 


HOWARD S. TUMAN 


N THE CAREER Of any salesman, ther 
comes a moment of self-appraisal 
takes look at 


} 
rciation to custome! 


- 
when he a long, hard 
himself in his 
his quotas, and the state of busines 

No exception is Howard Tuman, 
who has been selling power transmis 
sion equipment for his 
1945. 
slide-off in business began developing 


last Mr 


1 searching examination r his 


present firm 
since When the well-publicized 


some time vear, luman 
made 
sales methods 
What bothered 

l'uman, “‘w 
into a lo 
both ind 


refused to go along with it. | 


Mr 
running 
tion my company 
that cut prices posed a terrific t 
tion for some purchasing agents 
ders to save money, but it 

me to find wavs of selling th 
mers without stooping to th 
cutters’ tactics.” 

In the face of these cor 

luman 


took inventory, 
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one week a year relieving inside men 
when they go on vacation—what I lose 
time, | by increased 


knowledge of the problems of the of 


n sales gain 

fice—delivery tie ups, order problems, 
, | 

nventory details, 

In our company, the annual phys 
ical inventory is taken by the outside 
men. This is a pretty thorough way 
to keep posted on the items stocked. 
Also 


ve salesmen put it away 


whenever new stock comes in, 
this insures 
our knowing what’s on the shelves. 


\nother company policy that helps 


me in this department is for the sales 
man to take his customers through the 
warchouse to see our stock frequently 
[his lot of advantages—im 
presses the customer with our inven 
tory, shows him in detail exactly what 


has a 


we are anxious to sell him, cements re 
And it provides an additional 
product review for the salesman. 


| 
lahhons 


‘Knowing myself enables me to use 
my abilities to their best advantage, 
knowing my firm gives me a feeling of 
security, knowing my stock enables me 


to sell aggressively.” 


Taking inventory of yourself is just as important as checking your stock, says Howard 
S. Tuman, Jr., of Lindsay, Oberhalzer & Co. 


his own assets as a salesman. First, 
he had an expert engineering knowl- 
edge of his lines, acquired through 
formal education and many years’ ex- 
verience selling in the field. Second, 
1e was backed by a firm that placed 
unusual emphasis on warehousing ade 
quate stock. Third, he believed in, 


T 
} 
} 


and practiced, giving more than ordi- 
nary service to customers. Fourth, he 
believed in, and had practiced, keep- 
ing in close contact with customers 
and not only on the purchasing agent 
level but (where conditions permitted ) 
on the plant personnel level. 
These four attributes, you say, 
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any sales 
the y 


| uman Is 


should be indigenou to 
man’s thinking. Perhap 
be, but as far as M 
they h 


ire put fo nning 
i 


should 
con 
erned, ilue unless they 
customer 
goodwill 

Adding I ct 
them by dav’s market 
Mr. Tuman 
vhich I | il} 1th 

th ghly p conscious market 


ind dividing 
conditions, 
ed at formula 


in contending 


wineecring help a 


lesman give ! ustomer son 


thing that shouldn't immed 
value,” says Mr 
take the case 


who insists on a threc 


have in 
iate dollars-and-cent 


For 


custom 


luman 
ot the 
beit drive 
know it 


exampk 


Under plant conditions, | 


won't stand up very long 


in industrial suy 
vorked 


manuta 


MILTON I 


with a 


a SUPT 
ittended 

r | 
Nir if 


Wao KNOW YOURSELI Milton | 

Hull, Ellsworth Steel & Supply 
Co 
preciate 
one. An 


lealing with 


s ile ‘man, Says, 


that no man every 


industrial supply salesman is 


human beings: there are 

many types got 

to try personality with 
» id 


those you are trying to sell 


people, and you've 


to match your 


Mr. Hull recognizes that most sale 
men have comparable products, price, 
and delivery, and the buyer has many 
Being 
to do 


most 


choices for a source 
the 


with 


rf supply 
inclined 


the salesman he 


human, buver is 
business 
likes doing business with 


0 d wn, Mr 


Hull ex 
to determine if it’s 
to fluctua 


s production 


If my sales 
I've got 

It might be 
in the customer 


general 


plains 

my fault due 
trons 
schedule, or business condi 
On the other hand, if my self 
uppraisal reveals it is due to lack of 
effort, I've got to tak« steps to correct 
this. If I 


selling a particular buver after a rea 


tions 


have been unsuccessful in 
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Fine. I'll get a lot of replacement busi 
ness. But isn’t it wiser in the long 
some good 
tell him he 


I may do my 


run to give this customer 


engineering advice and 


needs a sturdier drive? 
elf out of some business on the short 
run—but I’ve made a friend of a cus 
tomer and will get even more business 
in the long run.” 

On service, M1 
make 


customers 


l'uman is attempt 
available as 
mak 


deliveries during the 


ing to himself as 


possible to even to 


i 


ing 


emergency 
evening or on weekends, if necessary 
I'm attempting to impress Customers 
with the fact that our holds 


idvantages for him than a mere 


service 

more 

ut price 
Is there Mr 


inything luman is 


doing better than in the past? “I’m 
not holding back on asking for an 
order, if that’s what you mean,” he 
replies. “Over the last couple of years, 
it’s been easy to come away from a cus 
tomer with an order. Now some sales 
men are finding it hard to remember 
to ask for one.” 

“Which reminds me,” M1 


adds, “it’s smart salesmanship never 


l'uman 


to make a call on a customer without 
first having something definite to talk 
ibout. ‘These men are busy these days 
ind they’ve got better things to do 
than just pass the time of day with 
talking about baseball 
telling jokes. If you have 


helpful to tell them, they'll help 


salesmen ind 
something 


you 


with orders.” 


Knowledge of stock and personality—both are important to sales, says Milton F. Hull. 


He takes wealth of data with him—but believes most salesmen have no 


posing as engineers, 


sonable length of time, I must assum« 
that possibly there is something about 
my personality that prevents me from 
first base. If 
case, it is to the company’s advantag¢ 
This, of 


rks in reverse too; there arc 


getting to such is the 


to reassign the account 
course, W 
times when I may be more successful 
that other 


salesmen hasn’t been able to sell 


with a buver one of ou! 


business 


Knowing your is equally 
Mr. 
I concentrate on 
reputation,” Mr: 
the 


u have ti 


company 

Hull's 
1 

selling my com 

Hull Savs 

know 


sell, he must be con 


important in estimation 
pany’ s 


‘Before customer even 
what \ 
vinced that you represent an honest 
reputable company. He must have 
confidence in your company, feel that 


he is protecting his employees’ inter- 
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ests by doing business with you, as a 
reliable source of supply 

Mr. Hull adds, “A large percen 
of buyers in this territory split then 
needs by purchasing 


fom 
tage 
: 

} 


maintenance 
from four leading industrial distribu 


tors. I’ve got to recognize the fact 


¢ lean 


that my competition is good, 


competition. There's no point wast 
ing time knocking competition; my 
job is to convince the buyer my com 
should be of his leading 


pany one 


NATHANIEL LUNDII 


“N° SALESMAN Can sell a man a 
buys, but when I feel that 
im not getting my fair share of busi 
ness from a customer, I want to know 
the reason why,” says Nat Lundic 

It may be a conflict of personality 
not easily discernible, a prejudice re 
sulting from a past mistake, o1 
that 
but isn’t 


to do is to get him in 


thinks 


gctting 


sire for service customer! 


he’s entitled to 
“What I try 
the frame of mind where I can lay my 
cards on the table and ask him frankly 
what the trouble is,” Mr. Lundi 
savs. ‘This may mean arranging lunch 
is he finds that purchasing agents are 
too distracted during working hours t 
be receptive to this kind of conversa 
tion. “I don’t try to pump him ag 
-just talk to him frankly in 
1 relaxed atmosphere.” 
Mr. Lundie employs a sal 


gressively 


sis system of his own making to 
point lagging accounts, so he 
ippropriate action to apprais¢ 
sons for their poor shor 
spends six to eight hours a weekend 
on this project, bringing sales 
up to date by customers and | 
the relative 

[oo much time, I know 
the only way to get the da 


calculating 


so important.” ) 


He also 


pDpraises 
appl 11S¢ 


INDUSTRIAL DISTRIBUTION 


Yourself, Your Company, Your Stocks 


sources of supply, and I am fortunate 
to represent a company that enjoys an 
excellent reputation, and backs me up 
n my efforts.” 

\s to knowing stock, Mr. Hull does 
not subscribe to the theory that sales 
men should know everything about 
“My job is to 


advises. 


everything 


sell,”” he 


primary 
“Too many salesmen 
today pose as ‘sales engineers’, as “ex 
Usually 


; 
WITS 


ind they don’t qualify 
1 good salesman is not a good engineer, 








anymore than a good engineer is a 
good salesman.” 

Mr. Hull strives to know all he can 
ibout his stock, and travels with his 
car trunk loaded with data about the 
products he handles. However, he 
also believes that “the salesman should 
work closely with his inside telephone 
salesman who is closer to inventory, 
and better able to give prompt, ac 
curate information on availability of 


stock +4 


Laying cards on the table is sometimes the only way to find out what’s gone wrong 
with a lost order, says Nat Lundie. Sales analysis shows where accounts are slipping; 
frank talk with purchasing agent may bring out the reason. 


ns and limitations carefully, to 
pt them to his customers and to 
ific problems 
If | come up against problems | 
im not too well qualified to solve, I 
that fact, call 


who is.” This situation 
faced 


to recognize and 
me body 
may arise when a customer 1s 
with an unusual technical difficulty re- 
quiring the services of a manufac 
turer's man or other product specialist, 
when a low-volume, slow-moving 
line presents problems in its applica 
tion that are not often experienced. 
I guard against pushing too hard 
lose a sale, as I know that anything 
ging on high-pressure will not work 
with me.” 
I take care to recognize the limita 


ns of memory. There are innumer- 
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able details about buyers’ personalities 
and subjects brought up in calls, as 
well as names and dates and specifi- 
cations that are necessary for me to 
retain. I could not possibly carry these 
data entirely in my head. I believe in 
putting it in writing, not taking a 
chance. So record keeping with me is 
routine.”’ 

“I realize | can’t push too many 
lines and do an effective job on all, so 
I concentrate on about 10 that I know 
well and that have wide application 
and good potential. These are gener- 
ally lines with exclusive or limited dis- 
tribution.” 

An honest self-appraisal, plus sys 
tematic effort to get the facts of per- 
formance, can save a salesman much 
grief, Mr. Lundie feels. 





7 Ways to Sell More Today 


NE OF THE MOST SENSITIVE and essential relationships 
O in industrial selling exists between the distributor and 
his supplier. The relationship goes far beyond statements 
of distributor policy, franchises, and its other exalted 
ispects. What makes it an essential relationship is that 
the distributor is performing a function which the sup- 
plier could not duplicate without the greatest expense. 
And what makes it sensitive is that it rests on a personal 
contact between the distributor’s salesmen and the manu 
facturer’s sales representative. 

Here, to all intents, is the nub of industrial distribution, 
for it is the combined experience of the salesmen of 
listributor and manufacturer that spells benefit for the 
customer and moves industrial supplies and equipment 
into the market. And working together in this way, both 
parties to the relationship themselves benefit. The dis 
tributor and his salesmen learn about products, and the 
manufacturer obtains an insight into product, use and 
application 

rhe “personal” aspect of the relationship is not to be 
dismissed without pointed comment. It involves, nat 
urally, personalities, and on many occasions these per 
sonalities tangle—sometimes unnecessarily, sometimes 
inevitably. It’s imperative, then, that distributor and 
manufacturer know and allow for the temperaments of the 
men who must work together, and see that unnecessary 
clashes are avoided 

I'he relationship can proceed at one or more different 
levels. The simplest working arrangement is the distrib 
utor salesman and manufacturer's sales representative 
making customer calls together. ‘Then there’s the dis 
tributor’s sales meeting, with the manufacturer’s man 
present to explain his product line. Finally, there’s the 
‘clinic,” where distributor and manufacturer jointly 
sponsor a workmanlike demonstration honestly designed 
to help customers solve actual operating problems. 

Regardless at what level the relationship functions, the 
distributor saleseman makes the key contribution. He 
bears the responsibility for the quality of contacts provided 
for the manufacturer's man, for the final estimate of 
market conditions, for the knowledge of product applica 


tion in the field. 





Between Distributor 


Charles E. Hummel and Sales Manager W. C. Tuppeny 
study literature prior to inviting customers to manufacturer’s 
clinic. They endeavor to invite customers who derive direct 
benefit from the elaborate abrasive demonstration. 


CHARLES E. HUMME!I 


to join Philadé 
pecam<¢ n in 
chasing agent, and seve! 
utside. He handles 13 

ECENTLY, Mappock & Co. was paid a visit by an elab 
k orate traveling tool show sponsored by one of its sup 
pliers. The show was housed in a huge, expandable trailer 
unit, and had been traveling through the midwestern and 
southern states for nearly a year. Manned by coated 
abrasives experts, the entire demonstrating unit repre 
sented an investment of some thousands of dollars. 

Because the demonstrating unit was limited in capac 
ity, it was necessary for each Maddock & Co. salesman to 
select no more than four plant people from his territory, 
so that all salesmen would have a chance of using the 
promotion. 

It was left to each salesman to choose the customer he 
wanted to see the demonstration. Each man, conse- 
quently, had to discriminate pretty carefully and deter 
mine who, among his customers, would benefit most. 

In the case of Charles E. Hummel, the choice was not 
particularly difficult, since he had been in the plants of 
most of his customers and he knew which ones had had 
grinding problems. 

I'he subsequent success of the supplier's demonstration 
was due largely to the fact that the salesmen had hand- 
picked their customers wisely and well. What was even 
more significant was the fact that Mr. Hummel and the 
other salesmen were strongly conscious of the value of the 
cemonstration. ‘They realized the amount of work and 
money the manufacturer had put into it; they, therefore, 
wanted to see it put to its best use. 

“This demonstration,” says Mr. Hummel, “was really 
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and Supplier Must Be Personal Contact 


a ‘working sample’ on a big scale—and there's nothing 
like a working sample to really show the customer the 
advantages of a certain product. If I had my choice of 
sales promotion pieces to use, I'd pick a working sample 
every time.” 

The immediate results of this recent demonstration are 
that Mr. Hummel’s customer discovered a short-cut on 
grinding which will help out his production costs con- 
siderably. 

“Tt would be foolish,” says Mr. Hummel, “for a sales 
man not to make the most of a sales promotion effort 


“Manufacturers’ men can do the most good,” says John 
Schmaling, “by making their calls alone, and by being 
available for special cases and emergencies.” 


JOHN SCHMALIN« 


Cc 


trained industrial supply salesman should know 75% 
of his total product data—which should give him the 
Over and 
above this norm is where the manufacturer’s man comes 
in. 


sy MY OPINION,” says John Schmaling, “the well- 


answers to 80% of his customer’s questions 


“Because the industrial distributor stocks so many lines, 
it’s a rare salesman who can claim to be an expert in every 


like this. It makes selling practically automatic, and 
could be copied by a lot of manufacturers who are won 
dering where their next sale is coming from.” 

“At the same time,” he adds, “the salesman should put 
sales promotion to the best possible use. He should find 
the customers it will really help, and who will really 
learn something from it. In fact, where plant people are 
involved, he'll often have to convince management they 
will benefit so that they can get the time off to attend 
the demonstration. But this idea applies no matter 
what the promotion idea is.” 


one—which is why the factory man will always be indis 
pensable. 

“However, generally speaking, I believe it’s more to the 
salesman’s advantage to make his calls alone—that way 
he’s free to concentrate on the product he feels is most 
important at the time—and the p.a. is not overwhelmed 
by sheer numbers. The manufacturer’s man can do the 
distributor salesman the most good by making his own 
calls—and by being available for special cases and emer 
gencies. 

“The manufacturer's man is trying to get a bigger 
segment of the distributor’s time these days—but we have 
to portion our time. Very often we can’t afford to spend 
a whole day on one item or line—that’s why it’s often best 
for him to call cold turkey, rather than hand-in-hand with 
the salesman. 

“A recent job I had a hand in demonstrates the rela 
tionship, I think. One of my customers was completely 
outfitting a plant—I worked with three factory men on it 

one for materials handling, one for shelving, and one for 
conveyors. In this instance, my job was that of a coor 
dinator—while the factory men were the experts. By 
availing myself of their help, I saw to it that the cus 
tomer’s needs were properly taken care of; my function 
was to maintain the proper balance between customer and 
supplier. 

“In another respect, we can divide manufacturers’ men 
into two types: the established, experienced expert who 
knows my accounts almost as well as I do, and the cub 
who is using this area as a training ground. The forme: 
is a lot of help to me; he knows the best relationship 
between the salesman and the specialist; he has years of 
experience behind him; and he’s a good teacher. But the 
cub, the new man, also has his uses—working with him 
provides a review for me—I get a fresh angle on the line 
he’s handling, because he’s experiencing a lot of the 
dodges for the first time—and I see the problems through 
his eves. 

“In my opinion, the manufacturer's man and the 
distributor salesman make up a team that is effective— 
when it’s not sent into the game too often.” 
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7 Ways to Sell oday 


During call on one of his customers, Joseph F. Hartzer and factory representative pause to study a point. 


JOSEPH F. HARTZER 


N Mr. Harrzer’s OPINION, as more and more manu 
| facturers recognize the market potential in the west, 
the working relationship between the industrial distribu 
tor salesman and the suppliers is getting closer. 

Alert to new trends in his field, Mr. Hartzer is pleased 
with the mushrooming importance of the west which has 
resulted in many manufacturers locating permanent fac 
tory men in that area. Consequently, the role of the man- 
ufacturer’s agent is less important, as far as the distributor 
salesman is concerned, while that of the factory man is 
much larger 

“These changes have taken place in the last three 
years,” says Mr. Hartzer. “We used to depend almost 
entirely on manufacturers’ literature to help with prob- 
lems. But now with factory men available to us, we can 
expedite many of the problems encountered by custom 
crs. 

When an industrial tool engineer inquires about a 
product, Mr. Hartzer takes a factory man out to demon 
strate the tool, a procedure that helps both the engineet 
and himself. 

“One thing I’ve learned,”” M1 


Hartzer savs, “is that 


og 


you'll never get anywhere in this business by pretending 
to know everything. The purchasing agents, engineers, 
ind master mechanics in the plants are smart, and can’t 
be fooled. If you don’t know the answer, you'll get more 
respect by admitting it freely, and telling your customer 
you'll find out from the factory man.” 

Mr. Hartzer participates in occasional Saturday morn 
ing meetings sponsored by his company and attended by 
the salesmen and one or two factory men. The meetings 
give the factory men an opportunity to introduce new 
products, distribute literature, or just to remind the sales 
man about some of the older products that need a sales 
push, and answer any questions the salesman might have 
concerning his products 

Mr. Hartzer says: “These sessions do us a lot of. good. 
We learn the applications of various products, their ad 
vantages, how they should be serviced. We can then tell 
our story to the purchasing agent, master mechanic, and 
superintendent. Most important, these sessions bring us 
eye-to-eye with the factory man. We get to know his 
thinking, and he gets to know ours.” 

In addition to the factory men, there are several other 
avenues whereby a salesman might keep himself product 
wise and sales-conscious. 

For example, Mr. Hartzer thinks manufacturers’ advet 
tisements in trade magazines are extremely useful to show 
the customer the standing of the product line he’s 
handling. He’s enthusiastic about motion pictures and 
other visual aids. 

But above all, it’s the factory man. 
may not always be eager to see a factory man coming, but 
when something goes wrong, they welcome him.’ 


“Our customers 
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BERNARD CUTRERA 


HE BEST PLACE FOR A SALESMAN fO pend his time 

T: the inside of a customer’s shop. Nothing helps 
him get there faster, in my opinion, than proper use of 
the services of a manufacturer's 
[his 
Supph Ce 


mind whenever! 


representative = 

bjective, Bernard Cutrera, of Mid-Island 
Long Island City, N. Y., is uppermost in 
1 day’s calls 1 factory 


SaVS 

he plans out with 

man 
“The 


know, m 


ilist and knows, or should 
If he fills his 


» convince the purchasing 


factory man 1S 


1 Spec 
re about his product than I do 
role properly, it’s not difficult t 
gent that his technical advice will be uscful to a fore 
man or eng*neer on a specific problem 
Realizing this, says Mr. Cutrera, a 
before bird-dogging ccld calls with a 
planned itinerary Like 
} 


iould have smaller 


tributor salesman 


should think twice 
manufacturer’s man, without | 
many salesmen, he thinks factory men 


territories. But since they don't, it’s up to supply sales 


men to help them make the most 


mom il ind effec 

tive use of their time. 
“I make a rule for 

behirid every call I ask the factory 


his means to Mr. Cutrera 


myself—have a definite purpose 


man to make with me.” 


Ihere’s nothing a factory 
than to find 
prepared for their calls together 
this mistake, thinking that just the 
tory man’s presence would soften up difficult ac 
counts. Not so 
first—find out who to s 

factory man at |] 


Preparation man re 


sents more 1 distributor salesman un 
I used to make 

wura of a fac 
I found I had to win my own way 
talk about and 
east that much to 


A h it t 
why—give the 


20 on.” 

Selection of customers—' ing on those with 
small potential with a factor 
f time Also, calls « 


be left to the distributor 


man may be a waste 
mm mall firms had better 
v8 : # 

ii Man alone 


problem 


wedge 


Spotlighting problem Y specific 


factory man’s | ind what 


he’s most useful for, 


. 
is the 


r salesman should 


} 


have all his customers’ problen irly outlined be 


fore the factory man’s visit ry to save as many 
problems as possible for his regularly scheduled call 


ng day, and avoid very small 


emergency.” 


the pres n mind what 
to sa\ nd hav th amples 
I unples, but I 


ready 
nan 1 
t depend on ] im I 115 SS we Ve made } 


definite arrange 


Manufacturers’ 


Bernard Cutrera maps out his calls. A believer in method, 
he favors planning out every detail of calls and work sales- 
man and manufacturer's man must do together. 


Plan the itinerary—‘I sit down and list the calls 
I’d like to make with the factory man. If I waste 
his time—and my own—I know he may not come 


so quickly sometime when I need him badly.” 


Get together—“If you can’t arrange to sit down 
with the factory man to plan calls before making 
them, at least telephone him the day before. Then 
discuss the proposed itinerary and the method of 
presentation for each customer.” 


Make appointments—‘“Today purchasing agents’ 
offices are crowded with more salesmen than he has 
seen in a long time. It makes no sense to let the 
manufacturer’s man cool his heels when the time 


with him is so short.” 


Mr. Cutrera views his own function as one of preparing 
the ground and following up; that of the factory man 
is outlining the technicalities of the application. If he 
an plan their work together so that the manufacturer’s 
man sees the customers who actually need him most, he 
has a ready-made pass into plants he might not otherwise 
be able to crack. On the next call, he can probably handle 
it alone 

Other manufacturers’ aids? Clinics, films, literature 
they're all extremely helpful if properly used, says Mr. 
Cutrera. But the help of a factory man, properly co 
ordinated with the distributor salesman’s routine, is best 
of all, he feels. “Just so long as every call has a specific 


purpose af 
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Sell More Today 


customer 
knowledge, 


been 


RODUCT 
knowledge, 


KNOW LEDGE, 

company 
manufacturers’ aids—as has 
pointed out in the previous sections 
—are important steps toward attain 
ing more business in today’s market. 
But, without the ability to present and 
demonstrate what you have to sell, 
you cannot expect the optimum re- 
ward of good salesmanship—more 
orders. 

Presentation is nothing more than 
offering products and services to a 
buyer in a well-planned, convincing 
manner—setting forth strong reasons 
to motivate the buyer to purchase 
from you 

Demonstration is the exhibition of 
a product and its benefits, using sam 
ples, models, illustrations, or other 
visual aids 


tention by showing what the product 


capturing the buyer's at 


will actually do for him 

Buyers, naturally, are favorably or 
unfavorably impressed by a salesman’s 
presentation and demonstration. Hav 
ing a choice of suppliers, buyers are 
inclined to place business with the 
salesman who does the most effective, 
persuasive job of presenting his prod 
ucts and services 

Bear in mind that, although all con- 
struction features of a product may 
be well presented and demonstrated, 
unless you gear your story and action 
to what the product will do for the 
particular buyer, you have not sold the 
product. 

When you tell your sales story, you 
are appealing to only one of the 
buyer's hearing. Dramatize 
your story with a demonstration, and 


senses 


presentation. 


In the following case histories, in- 


idd “seeing” to your 
dustrial salesmen describe their experi- 
ences and techniques in the final, and 
all-important, step toward selling more 
in today’s market—presentation and 
demonstration 
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; HAROLD SWAN 


1s g NY form of high-pressure defeats 

A itself,” says Harold Swan. “I try 
to build my presentations on an idea 
you might call selling-in-reverse.”” 

As he sees it, the critical part of a 
salesman’s presentation is the opening, 
where the buyer's interest must be 
aroused. “From then on, it’s not 
unusual for the prospect to be mouse- 
trapped by his own curiosity. He will 
gradually talk himself into still further 
interest, provided the salesman does 
not try to force him or pry his mind 
against his will, but stays sufficiently 
in the background to make him feel 
you appreciate his opinion and im- 
portance. 

“The salesman’s attitude is what 
counts. He must realize that every one 
lives on prestige to a great extent, 
and build it up in his prospect. Let 
your buyer feel that he, primarily, is 
important to the proposition. After 
that it’s easier to prove that what you 
are selling is important to him, and 
that you are important to his success 
in buying and using it.” 

Mr. Swan views the interview, once 
interest is aroused, as largely a matter 
of skilled guidance on the salesman’s 
part. “By good psychology, you can 
lead the buyer where you want him to 
go. But don’t high-pressure, don’t 
exaggerate, and don’t overstay your 
time.” 

For the opening, which sets the 
interview’s course, Mr. Swan depends 
largely on samples—plus a determina- 
tion to plan each presentation around 
one product. “It proves my reason 
for being there when I take a product 
with me,” he says. “I never sell across 
the board, but let one item lead to 
another. 

“Take this shock pad: Suppose I 
am in a plant that has recently moved 


to Harold Swan who has been selling 
for 25 years. He always carries three 
samples with him to pique the buyer’s 
curiosity. 


machinery. I start out by asking, “Did 
you ever try to hang a heavy machine 
to the ceiling without using bolts?’ 
The chances are he hasn't, or has not 
seen it done very often, so he'll be 
curious to learn what kind of cement 
will do the trick. 

“In any case, the product must fit 
a need, or I must create a need by 
playing on a source of dissatisfaction 
with present methods. If it’s an old 
plant, for example, I may begin by 
asking how they’d like to eliminate 
vibration. I’m _ reasonably they 
would.” 

Mr. Swan carries only three items 
the shock pad, a timing belt, and a 
small electrical-motion-control clutch 
and-brake combination. These, he 
feels, have sufficient potential applica 
tions in his customers’ plants to supply 
the fuel for most presentations, except 
for special situations. Also, they're 


sure 


light enough collectively to be carried 
in a brief case. As a rule, he says, it 
takes a year and a half before all three 
items have been fully exploited in 
presentations to all his customers 

“The buyer's curiosity is always 
there to help you”, Mr. Swan con- 
cludes. 
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Say It... Show It... Sell it... 


OSWALD GORDON 


HE ART OF PRESENTING and demon 
T stmting a product, if you can call 
it an art, doesn’t present any big 
problem to Ozzie Gordon. As far as 
he’s concerned, it’s the one part of the 
selling game he likes most because he’s 
most comfortable when he’s handling 
products and showing what they can 
do. 

Although Mr. Gordon has been sell 
ing industrial equipment and supplies 
a relatively short time, he knows some 
thing about industrial salesmen. He 
learned that from the 15 
spent in machine and welding shops 
and at shipfitting. He served as head 
machinist in several shops and had to 
deal with industrial 
of which, in his estimation, were good, 
some bad and some indifferent. What 


years he 


salesmen—some 


he did get from that experience is 
that the salesman who 
product, what it could do and what it 
couldn’t do, was the salesman worth 
while doing business with. 

In Mr. Gordon’s opinion, a sales 


knew his 


man may be a most persuasive talker, 
and he may have the most winning 
personality, but he can fall down with 
the worst of them on a demonstration 
if he’s short on product know-how 
Even though Mr. Gordon is an ex- 
perienced handler of industrial equip 
ment and supplies, he doesn’t take any 
chances on being caught short. He 
bones up on product performance 
before attempting any demonstration 
He figures that this familiarity with 
the product pays off with customers 
ind prospects who know how to us 
tools and equipment and want to feel 
that they are buying on the recom 
of someone who 


mendation knows 
equipment and supplies too 


From his own experience and ob 


Conference with company president, Stewart Webster, helps Oswald “Ozzie” 
Gordon, right, work out new presentations for future calls. Background of 15 
years in machine shop, shipfitting, and welding has taught Mr. Gordon advantages 


of good demonstrations, 


servations of salesmen in action, Mr. 
Gordon that the salesman 
with mechanical aptitudes makes an 
excellent demonstrator. They are 
really in their element handling the 
product. If they flop at all, they flop 
in the area of “salesmanship”; that is, 
they forget to ask for the order. 
Demonstration being one of his 
favorite selling techniques, Mr. Gor- 
likes to concentrate his efforts. 


believes 


don 


He ranges from casters to band saw 


machines, being careful to make a 
thorough study of his own product 
ind those of competition before start- 
ing out 

The sort of product he selects for 
demonstration will, to a large extent, 
determine the type of customers, in 
fact which particular customers, he 
will demonstrate its virtues to. During 
his regular calls he makes mental note 
of potentials for various products his 

ymmpany carries in stock. For ex 
imple, when he wished te demon- 
strate some ball bearing casters, he 
selected those customers and prospects 
he knew handled a lot of material on 


trucks, dollies, etc. 

This inside knowledge of processes, 
conditions and equipment in a pros- 
pect’s plant comes in handy for Mr. 
Gordon when the opportunity comes 
to demonstrate his own product's 
merits. It gives him a chance to bring 
out some advantage which the pros- 
pect may not have considered before, 
such as dust-proof bearings, or ma- 
neuverability, or smooth, effortless 
traction. 

Knowing beforehand what sort of 
equipment the casters are intended 
for, enables Mr. Gordon to make any 
provision for changing the wheels 
for his demonstration. A little trouble 
in a spot like that and the effect of 
the demonstration could go by the 
board. When it comes to preparing 
a demonstration, Mr. Gordon is a 
stickler for such details and, as far 
as he’s concerned, it pays. 

But, in the main, Mr. Gordon feels 
that knowing your product, what it 
can do and what it can’t do, is the 
point. It generates confidence in the 
demonstration and in the customer. 
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7 Ways to Sell More Today 


DEAN |]. HOCHSTETTLI 


ihe St 


Waeopay, the buver wants to be sure 
T that you are offering a product 
better than the one he has,” according 
to Dean J. Hochstettler, “something 
he really needs—before h« 
\ reduction 
always welcome, and a practical ap 


buys. I 
aim at costs in costs 1s 
proach will usually line up the demon 
stration.” 

Mr. Hochstettier feels that today it 
is more difficult to sell than it was a 
but, 
conditions, 


few years ago, under present 


economK demonstrations 
are a most effective tool 

The first job, Mr. Hochstettler has 
learned, is to convince the customer 
there is something to be gained by 
And, as there 


are other people out selling the sam« 


listening to his story 


tool, it is imperative that preparation 
Along this line, Mr 


ippreciates the need to 


be complete 
Hochstettle: 
familiarize himself with his customer 
so that his presentation will include 
benefits to the customer's operation 

“The demonstration,” Mr. Hoch 


More than 1.000 fire extinguishers 
sold last year is record set by George 
C. Feider, who attributes his success 
to well-planned demonstrations. 
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Demonstrating a new model paint spray gun to a painter, Dean J. Hochstettler not 
only provided a good picture, but also wound up with the order. “It just proves, 
says Mr. Hochstettler, “demonstration helps the buyer visualize what the product 
will do for him. When he sees it work, he’s motivated to buy.” 


stettler says, 
in that it eliminates his responsibility 
of selecting a product without the 
assurance that it will fit his 
Demonstrations also lead to valuable 


needs 


contacts with plant personnel, addi 
tional knowledge of plant conditions 
ind provide leads for future demon 


GEORGE C. FELDER 


has f : 


hw ears 


\WeN MY OPINION,” Salesman 
| George C. Felder, ‘‘a good sales 
sales effort 
A good example of 
with which I 
fire extinguish 


Says 


man clinches a with a 
demonstration. 
this is an item have 
had some good luck 
ers. Last year I sold more than 1,000 
of them. 

“My prospects remember once they 
had a chance to handle the 
product. A quotation may lie around 
for a while, but a demonstration fixes 


the product in buyers’ minds. When 


have 


“is of value to the P. A. 


strations of tools beneficial to the 
customer's operations.” 

Mr. Hochstettler concludes, “In to 
day’s competitive market, the salesman 
needs effective tools to get the 
ness. Good presentation and demon 


selling to 


busi 


sound 


stration represent 


me.” 


the need arises, they will remembe 
first the 
tool used, and third the salesman who 
did the work. 

“Recently we put on a show at the 
Rockford Airport in conjunction with 


a safety drive. We invited a long list 


demonstration, second the 


of men from plants in the area and set 
up our displays in units. Since the 
program was organized so that the 
viewers could actually play the fire ex 
tinguishers on the controlled flames, 
high interest was maintained through 
out the show. 

“IT was also fortunate in that the 
campaign coincided with the visit of a 
fire inspector to one of my customer 
plants. After his tour of inspection, 
the manufacturer placed an order for a 
specified number of units—a $12,000 
order—and later needed 
guishers. I was lucky on timing 


extin 
but 


more 








I know it was the demonstration that 

brought home the bacon. 
‘Manufacturers are liberal with kits 

for distributors—but the 

don’t earn money sitting in the back 


sales uids 


of a car, or gathering dust in the 
office. For right 
using a hose supply kit, a screw k 


instance, now I'n 


, 


PAUL E. DILBERG 


‘\e’vVE LEARNED that demonstration 
I. the most effective way to sell 
industrial supplies—when I use ‘work 
able’ samples, not ‘showpiecces id 
vises Paul E. Dilberg 
\ showpiece sample might at 
with a P. A., 
\. prefers a sample that can 
Minia 


ture samples are merely convers 


some interest 
smart P. 


be demonstrated in the shop 


pieces, not order-getters.” 

His 184 years experience 
production and management 
chucking industry taught Mr. Dilb 
that a potential customer cannot be 
motivated to buy a product unless he 
is convinced it will benefit his com 
And the best way to a 
the buyer 


pany 
this is to 
product will do 

Though Mr. Dilberg 


demonstration of workable samp 


I 1) 
Ith] i l 


show 


the customer's plant, he adds 
yf caution: “Don’t try 
P. A.—get ‘through’ him 
the P. A.’s job is to find 
will save his company time and mone 
Demonstrate to the P. A. first. If 

A. he will 
cooperate by arranging a sh 
stration for you. The P. A 


most important contact 


1 


to get y the 
Remember, 


products that 


convince the P. inval 


him.” 

Organizing an effecti\ 
tion depends on pres¢ 
ybtain ideas for better 
Mr. Dilberg recommend 


Presentat 


1 fastener kit, and an envelope of 
I carry all of ‘em, and I find 
very effective. 

adds Mr. Felder, “the in 
know his 
product and its application. But it 
isn’t enough to be able to list the 


drills 
they re 
Sure,” 


dustrial salesman has to 


different types and sizes of fire ex 


oe 


on and Demonstration 


tinguishers, for example; or to be able 
to tell the plant foreman that CO, is 
used strictly on oil or electric fires, 
soda acid for common type blazes 
The clincher is to show him how the 
thing works, and then let him work 
it.” Mi 


technique is not idle theory 


Felder’s results prove his 


“Use workable samples, not showpieces,” is suggestion of Paul E. Dilberg, shown 
above checking a new collect chuck demonstration kit. Past experience of 184 years 
in plant production and maintenance in the chucking industry provided background 
for Mr. Dilberg to fully appreciate value of effective presentations and demonstrations, 


tool shows to learn how manufac 
turers present and demonstrate their 
products, and manufacturers’ schools 
to learn how products are made 
Mr. Dilberg spends 
of his 
his supplier salesmen 
for a chuck manufacturer, Mr 
frequently traveled with 
ilesmen. Now that he is 
ide of the fence, he appreciates the 


importance of a 


ipproximately 
field calls with 
While working 
Dilberg 
distributor 
m the other 


time on 


carefully-planned 


itinerary and an organized two-man 
presentation 
Mr. Dilberg suggests the following 
Take the salesman 
where he can do the most good. Con 
a discussion of the 
Brief the manu 


thoroughly on the 


manufacturer's 


yur visit to 
manufacturer's line 


facturers man 


buyer's personal traits, what the cus 
tomer makes, what his problems are, 
what involved, etc. 
Prepare a that 
what your product will do for that 
particular buyer. Be prepared to 
inswer all possible objections. And, 


competition 1s 


presentation covers 


when you've covered all bases, button 
it up by asking for the order.” 

In today’s market, Mr. Dilberg 
feels, it is essential for industrial sup- 
ply salesmen to command the respect 
of purchasing agents and shop per- 
Based on his experience, the 
best. way to do this is to make calls 
with an intelligent, informative pres- 
entation and an organized demonstra- 
tion that will prove what the product 
will do to benefit the buyer and his 
company. 


sonnel 
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—The Payoff—— 





1. Know Your Products 


Ohio salesman was a specialist on power transmis 
sion, augmented his knowledge through ceaseless 


study 


The Payoff—Designer of metal-printing machine 
encountered transmission problem. Salesman 
was able to help in designing gear assembly 
50% simpler than original, ended up with sub 
stantial OEM orders 


2. Know Your Customer 


California salesman knows customers’ operations so 
intimately he can “sell by association”—i.e., spot 
places where his products can be used. 


The Payoff—On numerous occasions he’s em 
ployed this technique to get orders. Like when 
he noticed sheet aluminum being deburred 
with files and suggested air grinders would work 
faster and cheaper. Or like when he pointed out 
that a small, high-speed milling machine was 
better for small parts than a big machine. Re 


sult in both cases: orders. 


3. Advertising & Sales Promotion 


Texas salesman takes special trouble to keep his 
direct-mail list current and correct. 
The Payoff—Because he kept list up-to-minute, 
several new prospects received his firm’s “steel 
stock list,” and ordered, since they knew they'd 
get quick delivery from stock. 


4. Plan Your Work 


Pennsylvania salesman used to “kill” time between 








important calls but, when competition showed up, 
he tightened schedule, put time to work. 


The Payoff—Now the salesman is calling on a 
large number of small accounts, sandwiching 
these contacts between appointments with large 
Result: his 1954 quota’s up to 


customers. 
1953’s. 


5. Know Yourself 


Pennsylvania salesman took inventory of his assets 
his experience, engineering knowledge, etc. 


The Payoff—In face of price competition, he’s 
been able to maintain sales because he’s giving 
superior service to his customers. 


6. Manufacturers’ Aids 


New York salesman, a stickler for planning, believes 
in making the call as easy as possible for a factory 
man, 


The Payoff—Because of his penchant for 
method, the salesman never burdens the factory 
man with silly missions, as a result can usually 
get his full cooperation when a real, emergency 
problem arises with a customer. 


]. Presentation & Demonstration 


Illinois salesman has never consciously passed up an 
opportunity to demonstrate his product. 


The Payoff—A $12,900 fire extinguisher order, 
following an elaborate demonstration in con 
nection with a safety campaign. 





















































So easy to couple it installs in minutes 
So strong and durable it lasts for years 


The new Veelos TD and TE adjustable v-belt is the successful 
development of a specific v-belt designed for a specific serviee—D 
and E drives. 

This new Veelos TD and TE v-belt has these basic advantages . . . 

it simplifies installation. Links are quickly joined by easy-to-use 
cup-washers and T-screws to make up individual belts. It's the 
easiest v-belt to couple and uncouple ever developed. And you don't 
need to waste time removing outboard bearings. 

It lasts longer—is more flexible. New high-tensile strength link 
combined with new stud, cup-washer, and T-screw gives added 
durability. New link construction provides maximum flexibility for 
cooler, wear-resistant running. 

Get the complete story of this great new v-belt for D and E drives. 
Send coupon now for new 8-page illustrated catalog. 


MANHEIM MANUFACTURING & BELTING CO. 
608 Manbel St., Manheim, Pa. 


Please send copy of your new Veelos TD and TE v-belt catalog. 


Name 
Company 


Veelos is known os Veelink 
outside the United Stotes. Address 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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U.S. TOTALS 


June 1954 
Compared with 


May 1954 


+3% 
Wildlddddlla 


June 1954 
Compared with 


June 1953 


-15% 








Compitep sy InpusTraiat DrstaisuTion 


Y 





First 6 Mos. 1954 
Compared with 


First 6 Mos. 1953 


-12% 








Supply Sales Trend 


Final Figures For June 1954 





June 1954 
Compared with 


May 1954 


June 1954 
Compared with 


June 1953 


First 6 Mos. 1954 
Compared with 
First 6 Mos. 1953 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 2% 
1% 


T% 


38% 








-17% 
22% 


-16% 


- 1% 





-12% 
-19% 


-12% 
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“Featherweight Champ’ 


ONLY 80 LBS. 
BUT PACKED 
WITH 


Power 


The all-new Oster “Featherweight Champ”, a Power Drive 
for Hand Pipe Tools, weighs only 80 pounds. One man can EASY TO 
move it and use it with ease ... yet the “Featherweight MOVE... 
Champ” is exceptionally sturdy and powerful. Ideal for 
emergency maintenance threading, its range is 4%” to 2”, and 
it is available with either electric, gasoline or air power. 

For the full story on the “Featherweight Champ” see your EASY TO 
local Oster Distributor. He will give you sound recommen- 
dations on how to solve your pipe-threading problems. . . 
and he offers you speedy delivery and reliable service. 


These Machines are Profit-Makers, Too! 
OSTER "PIPE MASTER” OSTER THRIFT MODEL OSTER LIGHT WEIGHT CHAMP 


Easy to operate. Exclu- Assures threads of highest qual Streamlined appearance. Light 
sive “Auto Grip” Chuck ity on pipe or bolts. Two quick weight makes it easy to move. 
eliminates need for chuck opening, detachable, lever-oper New and improved power drive 
bar or T wrench. A spin ated die heads cover entire pipe for hand die stocks. Heavy duty 
of the hand wheel grips range of 1” to 4” and bolt range has speeds up to 36 rpm. Rear 
the pipe and holds it. of %" to 3”. Extra range is %” chuck revolves and is non-bind- 
Your customers will like and %”". A real profit-maker for ing. This machine has the kind 
this machine. any distributor of features that make selling easier 











THE MANUFACTURING CO. 


Main Office and Factory: 


2041 East 6lst St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment Since 1893 
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SALES TRENDS (Cont’d.) 





June 1954 
Compared with 
May 1954 


June 1954 
Compared with 
June 1953 


First 6 Mos. 1954 
Compared with 


First 6 Mos. 1953 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 


Washington 








2% 


6% 


4% 


- 6% 


2% 





-14% 


-23% 


+ t% 


-21% 


-13% 





- 8% 


-17% 


+ 2% 
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TRIPLE 
PLAY 


for profitable 
steam trap sales 


This team works together to make steam traps 
a fast-selling, money-making distributor line. 


YARWAY IMPULSE STEAM TRAP... 

the modern steam trap with the little valve 
that floats on the condensate load. Continuous 
condensate discharge gets equipment hot in a 
hurry and keeps it hot! Small size, lightweight, 
stainless steel construction. 


YARWAY FINE-SCREEN STRAINER... 


another profitable, fast-selling line, companion 
to the Yarway Impulse Trap. Has many addi- 
tional applications. 


YARWAY ENGINEERING SERVICE... 


32 trained Yarway Steam Trap Engineers 
working with distributors from coast-to-coast 
on trap selection, installation and maintenance 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


@ Write for full details on Yarway’s plan 
of selective distributor territories. There 
may be one open in your area. 


YARWAY Fine 
Screen Strainers. 
“Police the pipe- 
lines” in thousands 
of plants. 


impulse steam traps 


And Yarway Fine Screen Strainers 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 
June May June From 


NAME OF PRODUCT CLASS 54 "54 53 Year Ago 
Abrasive Products 116.9 116.9 116.1 +-O.7 


Cutting Tools 121.6 121.6 119.1 +2.1 


Fans and Blowers 143.7 143.7 134.9 +6.5 
Fasteners 153.9 153.9 147.2 
Incandescent Lamps 136.9 136.9 136.0 


Industrial Rubber Products 127.6 127.6 124.5 





Lubricants 69.7 72.8 81.0 
Materials Handling Equipment 133.8 133.9 128.5 


Mechanics Hand Tools 139.0 139.0 


(Files, saw blades) 
Metalworking Accessories 127.8 127.8 
Motors 111.4 114.4 
Paint 112.8 112.8 





Portable Power Tools 118.2 
Power Transmission Equipment 133.1 
Precision Measuring Tools 118.3 
Pumps and Compressors 131.9 


Steel Products 140.9 
(Pipes, bars, nails, etc.) 


Valves and Fittings I3SL.5 


Welding Machines 


(Equipment, rods) 


Total Index 


Rurcau 
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Here’s will get ad lift with 


the hoist line cH ESTER HOISTS 


to sell. . 


with a : ELECTRIC HOISTS 
Model E: 5 sizes, “4 to 2 ton. Flexible wire 


wide selection rope-cable lift, pendent push-button control. 
Lifting speeds 15 to 30 f. p.m. 


fo cover every 


handling job 


Model EC: 3 sizes, “4 to 1 
ton. Lightweight, portable. 
Welded alloy steel link 
chain, pendent rope control. 
Lifts adaptable up to 66 ft. 


Chester Spur Geared Chain 

Hoists, “4 to 25 ton...and many 

specials including the Army 

. Types, Extended Handwheel 

including “A and Low Headroom Trolley 
. Hoists are available. 


ELECTRIC 
SPUR GEARED 
LOW HEADROOM 


«Te Whatever your handling problems... whether you need 
ARMY TYPE L Ge the quick light action and maneuverability of Chester Elec- 
} . tric Hoists ... or the solidly dependable stand-by lifting of 
EXTENDED HANDWHEEL , | Chester Hand Chain Hoists... there’s a wide selection 


available to meet your exact requirements when you choose 


TWIN HOOK 4 ’ from the Chester Line. 


Ask your distributor for complete information on Chester 
Electric and Hand Chain Hoists...or write to us for 


OVERHEAD I-BEAM ; electric hoist bulletins E-853 and EC-953 and the Chester 
TROLLEYS , ¢ Hoist catalog. 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Company, Lisbon, Ohio 











(Current advertisement at r ght in Fasteners J /. jodett Chains Chester Hotete j 
>. 
Factory and Mill & Factory) . ’ 
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The Outlook For Business 





By The Washington Bureau, McGraw-Hill Publishing Company 


YES OR NO? 


VARYING DISCOUNTS 


PROBABILITY PROOF 


FAST PITCHES 


I'he new Federal Trade Commission has taken as one of its prime responsibilities 
1 project dear to the heart of businessmen: taking the legalisms of the law and the 
courts, and making them make some sense. But the Commission now is faced up with 
actually doing what it has talked about doing—and it goes right to the heart of the 
Robinson-Patman Act. 

Robinson-Patman says, in effect, that a manufacturer or distributor can’t sell to 
customer A at a lower price than he sells to company B, if companies A and B compete 
with each other for business. That's illegal price discrimination, unless you can prove 
1 couple of things: (a) that you had to cut prices to one customer to meet a compcti 
tor’s lower price or, (b) you could cut prices to the customer because of the cost 
savings involved in moving the large volume of goods he takes from vou. 

In a couple of cases already, the new commission has made it appear that maybe 
1 manufacturer may find it easier to justify price differences given to competing cus 
tomers. In the Nichoff decision Examiner Hier has pointedly given the Commissioners 
3 chance to change the Robinson-Patman interpretations with which the old FTC 
really put manufacturers in a terrific bind. Hier agreed, in fact, that Niehoff officials 
had marshalled some “persuasive facts” to support their contention that a decision 
against their present pricing system would in fact put them out of business 


Niehoff, which sells about $2-million worth of auto brake parts, ignition parts 
and testing equipment each year, got into the toils of Robinson-Patman by giving 
some of its 926 jobbers no discount at all, and giving others discounts ranging up to 
10-plus-7%, depending on how much they bought in a vear. 

Under the law as it stands up to now, Nichoff definitely had problems in winning 
its case at FTC. For one thing, in a ruling in the Morton Salt case, pressed by the 
old FTC, the Supreme Court said clearly that to prove a violation, it’s enough to show 
(a) that price differentials were given to competing customers (b) that customers would 
buy from a competitor for a difference of a few cents per item or Ib., and (c) that it 
isn’t necessary to actually prove injury to competition. All FTC lawyers had to show 


is “reasonable possibility” of such injury. 


The new Commission put its own twist on this in a ruling in a narrow cas¢ 
involving General Food, recently. They said that “reasonable probability of injury to 
competition must be affirmatively proved” by the FTC staff. This new rule makes all 
the difference in the world to the defendant: under the old Morton Salt rule, FTC 
staffers only had to find price differences, which almost automatically meant that 
“reasonable possibility” of injury to competition was proved; now, Chairman Edward F. 
Howrey’s new Commission says the lawyers must produce the evidence to prove prob 
ible injury to competition from the price discounts. 

Examiner Hier made his decision against Nichoff strictly on the Morton Salt 
doctrine. He went on to emphasize that, as far as injury to competition is concerned, 
he found nothing in the record to show that competition was affected in Nichoff’s 
favor by its pricing practices. 

his puts it right on the linc for the Commission: the price discrimination given 
by Nichoff “are most substantial, comparatively” than those given by Morton Salt 
Examiner Hier said pointedly if there’s to be a new rule, it’s up to the Commission 


to apply it now in this case 


Hier lobbed another hot one up to the Commission, too—how does a seller prove 
he was in good faith trving to meet an equally low price of a competitor? Hier figured 
the Commission might toss the case back to him to decide this question—so he took 
his stand, even though he admitted he didn’t have to. 

Hier doubted that it is even possible for Nichoff to ever prove it was meeting a 
competitor's equally low prices—there are just too many competitors each handling 
hundreds of differently priced items. Hier ruled strictly on the Supreme Court's 
finding in one of the early basing point cases: the price discrimination has to be 

1) temporary (2) localized (3) individualized as to a given competitor (4) not part 


f a pricing system and (5) defensive, rather than aggressive—or clse it’s legal under 


Robinson-Patman. Niehoft’s defense on this, Hicr found, didn’t even come close 
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at 6,036 feet 


FTN 


sea level... 


...top quality service from ANS “CW” STEEL PIPE 


Colorado College, founded in 1874 
at Colorado Springs, is the oldest 
college in the state. Daily tempera- 
tures around this area, situated over 
a mile above sea level in the Rocky 
Mountains, vary on an average of 
30°F, and put more than ordinary 
service requirements on a heating 
system. 

This temperature variation was 
taken into consideration when the 
college’s new men’s dormitory was 
planned. A dependable, all-season 
heating system was needed, and 
SPANG CW Steel Pipe was specified 
for the installation . . . not only for 
heating, but for the plumbing system 
as well in this 94-room building. 

Why is SPANG CW considered 


INDUSTRIAL DISTRIBUTION 


tops in its field? The answer is qual- 
ity control. Only top-quality skelp 
goes into the making of SPANG CW. 
Close control is maintained during 
forming. The finished pipe is thor- 
oughly tested and inspected before 
shipment. Such care in pipe-making 
at SPANG assures users of fop- 
quality pipe that is easy to cut, bend, 
thread and weld . . . and this means 
faster, lower-cost installations. 
SPANG CW Steel Pipe is your best 
bet for every type of plumbing, heat- 
ing, air conditioning, radiant heating 
and snow melting installation. You 
can get top-quality SPANG CW 
from your local SPANG Distributor. 
And he will give you top-quality 


service, too! 


© SEPTEMBER, 1954 


Owner: Colorado College, Colorado Springs 

Architects: Edward L. Bunts, A.LA.; F. Lomar 
Kelsey, A..A., Colorado Springs 

Centrector: M. W. Watson, Topeka, Kansas 

Piumbing and Heating Contractor: Benbow 
Plumbing & Heating Co., Colorado Springs 

SPANG Distributer: Colorado Springs Supply 
Co., Colorado Springs 


SPANG-CHALFANT 


DIVISION OF THE WATIOWAL SUPPLY COMPANY 
General Soles Office; Two Goteway Center, 
Pittsburgh, Pennsylvania District Soles Offices: 
Atlanta. Boston, Detroit, Houston, Los Angeles, 
New York, Philadeiphic, Pittsburgh, St. Louis. 
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BUY PERFORMANCE 


ea AE 
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... do WORTH He Ace’ 


THE TRUE VALUE OF A GRINDING WHEEL 
is measured by the quality and quantity 


of the grinding it does . . . not by its price. 
— X « 


This real value can be determined only 
by finding the cost per pound of stock removed 
and checking the accuracy and finish of the surface 


left on the work. 


Judge BAY STATE “WHEELS OF PROGRESS” 
on this basis. You'll find 

that their exact specification and consistent 
cool-cutting characteristics 

produce longer, more useful life... 


that keeps real grinding costs at a minimum. 
BAY STATE’S Factory or Distributor Representatives 
will be glad to show you how “WHEELS OF PROGRESS” 


can bring about reductions 


in your true grinding costs. 


4. 


Fim? SN | 
WHEELS of PROGRESS 
aa Ask for BAY STATE'S 


“On-The-Job” 
Engineering Service. 


e Manufaclu 225 of all ly pres of Quality Abrasive Products 
BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U. S. A. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont, 
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DISTRIBUTOR 











Mid-West Meeting 
Planned Sept. 21; 
Program Changed 


Ihe National 
ciation will hold 
Sept. 21-22 at the 
Hotel, Detroit 

Che first Mid-Western regional ses- 
sion co-sponsored by the two associa 
tions, the program will include a 
reception at 4:30 on Sept. 21 and 
following day. 
been changed to 


Also, fewer speak 


ind American Asso 
1 regional meeting 
Sheraton-Cadillac 


business meetings the 
he 
climinate 
ers will discuss entirely new subjects, 
issociation officials Rea 
sonably early adjournment is promised 
to provide more time for contracts 


g } 
program has 


sCcTninar©s 


announced 


1956 Convention Announced 


Che 1955 Triple Industrial Supply 
Convention will be held April 17-20 
in Cleveland, and the 1956 conven 
scheduled for May 20-23 in 


City. 


tion 1s 
Atlantic 


Amos S. Brim 


Harry P. Leu, Inc. 
Names Brim Manager 


Amos S. Brim has been promoted 
to manager of Harry P. Leu, Inc., O1 
lande, Fla 

With the 1933, he has 
been active in purchasing for a number 
of years. He has been the company’s 
assistant and purchasing 
agent since 
Mr. Brim came 

was educated at 


graduated as a 


hrm since 


manager 
1950 

to Florida in 1924 

Tech 


h Tlie il 


Georgia 


He 


where lhe mi 


engince! 
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Wallace M. Pattison Heads Pattison Supply 


Wallace M. Pattison 


W. M. Pattison Supply Co., Cleve 
land, has appointed Wallace M. Patti- 
son as president succeeding his father, 
the late C. V. Pattison, who died in 
July 

\. B named 


Rathbone has been 


| first vice-president and chairman and 
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Steel Warehouse Group 
Reports Spring Upturn 


Steel 
upward after a long decline that began 
last Summer, officials of the American 
Steel Warehouse Association an 
nounced recently 

Che levelling off started in March, 
wccording to Walter S. Doxsey, asso 
ciation president. Some improvement 
in shipments was also noted during 
May and June, while shipments during 
the same two months last year showed 


warehouse sales have turned 


a decrease 

Mr. Doxsey said the carly months 
of 1953 were the best in the industry’s 
history and that warehouses felt the 
shift from a buvers’ to a seller's mar- 
ket more quickly and more sharply 
than did the steel producers 


Inventory reduction of stocks to | 


realistic levels has been an important 
recent trend, Mr. Doxsey reported. 
He said present warehouse activity is 
based on actual needs of 
now, and increased buying is expected. 
Reports from various sections indi- 
cated Western warehouses running 
somewhat ahead of other sections, 
Fast Coast business steadv but slow, 
and activity in the South holding up 
better than most other regions 


| served 


| previousls 


| member of its official board. 





customers 


W. H. Sickman, second vice-president 
and assistant treasurer. 

Mr. Pattison has been with the 
company since 1942, except for war 
service, working most recently in the 
sales and accounting divisions. A grad 
uate of John Carroll University, he 
with the Marine Corps in 
World War II. He is a grandson of 


| W. M. Pattison, one of the founders 


of the 57-vear old firm. 

Mr. Rathbone, a board member for 
20 vears, is associated with Oglebay 
Norton & Co. Mr. Sickman, who has 
been on the board for 24 years, was 
with Cleveland Graphite 
Bronze Co. He will serve actively in 
the management. 

A. V. Vaughan, one of the com 
pany’s founders, continues as treasurer 
ind R. C. Combs remains as secre 
tary. H. B. Fuller, vice-president in 
charge of purchases, assumes the added 
duties of general manager. 

Paul Levy, who has been with the 
18 vears, elected con 


company was 


troller 


A. R. Smith, 
Boyer-Campbell 


A. R. Smith, former president of 
(he Boyer-Campbell Co., Detroit, 
died July 22. 

Identified with the industrial supply 
business for many years, he was a 
past president of the National Indus 
trial Distributors’ Association and a 
At the 
time of his retirement from active 
business, he was president and treas 
urer of Boyer-Campbell. 


A. R. Smith 
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Two Vice-Presidents Named by Hajoca 


S. Muir Stroh 


Hajoca Corp., 
pointed E. W. Breese, sales manager 
of its Industrial Division, and S. Muu 
Stroh, Plumbing, Heating & Air Con 
ditioning sales manager, as vice-presi 
dents of the company in addition t 
their division managerships 

Mr. Breese, who joined Hajoca a 
a salesman at the Bridgeton branch in 
1935, has headed Industrial Division 
1947. He has also 
manager of the Reading, Pa., 
Newark, N. J., branches and 
manager for the Newark 
New York City sales ofhice 

Mr. Stroh, started with the 
company in 1935 as a heating equip 


1) — 
Philadeipiia, las ip 


sales since been 
ind 
ZOTIC 
branch and 
who 


ment salesman, has headed Plumbing 
& Heating since 1935. He has been 
manager of the Automatic. Heating 
Division, assistant manager of the 9th 
St., Philadelphia, branch; 
manager of the Philadelphia area 


ind zone 


Carborundum Names 
Advertising Manager 


Ihe Carborundum Co. has 
pointed Burchard M. Day, for 
of McGraw-Hill Publishing 
advertising manager. 

\ ZI id iate of Middlebu ( Se 
Mr. Day started his career in Nev 
York Citv with Batten, Barton, Dut 
stine & Osborn, 
He was later advertising managet 
Standard-Toch Chemicals. Sin 
he has been assistant promotio 


i 
ager for 


advertising agency 


Busine ss W eek mag 
McGraw-Hill publication 
Dr. Day served in the Air F‘ 
both World War II and later ir 
From 1945 to 1947 he 
operated a weekly newspaper 


dlebury, Vt 


ind his wife 


Breese 


E. W. 


Welding Society 
Plans Fall Meeting 


lhe American Welding Society will 
hold its national fall meeting in Chi 
igo, Nov. 1-5. Some 57 papers will 
be presented on various subjects, in 
luding the welding of new metals, 
resistance welding and work with high 
temperature materials. 

William L. Warner of Watertown 
Arsenal will give the Adams lecture 
on “The Toughness of Weldability.” 


Two Associations 
Offer $300 Cash 
In Slogan Contest 


Lhe National and Southern Associa- 
tions are offering $300 cash to any 
one who picks the best slogan point 
ing up the importance of distributors. 

John D. Williams, of The Mau 
Sherwood Supply Co., Cleveland, who 
is chairman of the two associations’ 
Joint Advertising & Awards Commit 
tee, announced the contest. The prize 
will go to whoever “‘best describes o1 
points out the importance of the in 
dustrial distributor to the national 
economy in a_ short, meaningful, 
phrase. No restrictions are placed on 
the number of words, but the winning 
slogan is not expected to be more than 
five or six words long, Mr. Williams 
said 

Che winning slogan will be embod 
ied in an emblem for use in advertis 
ing and promotional material of manu 
facturers who sell through distributors 
It is expected distributors will also 
use it 

Another prize of $500 will b 
awarded to whoever submits the best 
design for the emblem. Details of this 
competition will be announced later 

Che slogan contest, open to any onc 
closes October 1. Entries should b« 
sent to Harry R. Rinehart, Secretary 
Joint Advertising & Awards Commit 
tee, 1900 Arch St., Philadelphia. 


_Durkee-Atwood Holds Clinic for Sales Staff 


engineers of Durkee-Atwood Co 


met recently for a week in 


Minneapolis 


ving new plant developments and attending marketing sessions 
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Ducommun Opens New San Diego Branch 


Ducommun Metals & Supply Co., 
Los Angeles, has officially opened its 
new San Diego branch headquarters 
in National City, Calif., just south of 
San Diego. 

I'he brick and aluminum facility, 
which cost about $700,000, includes 
1 300-ft. long equipped 
with overhead cranes, railroad siding 
and large truck dock: 

Richard Finfrock, division manager, 
cut the ribbon at the opening cere 
monies. Also present were Mayors 
John Butler of San Diego and Walter 
Dodge of National City, as well as 
company officers several other 
civic and business leaders. Alan Du- 
commun, secretary of the company, 
was in charge of the San Diego pro} 
ect 

Company officers called it a “pilot” 
operation first step in a long 
range expansion plan. The firm also 
has an Arizona Division with head 
quarters in Phoenix and sales offices 
in San Bakersfield 


wale house 


and 


and 


Francisco, Fresno 


Black & Decker Holds 


| and Salt Lake City 


Richard Finfrock 


in addition to its 
Los Angeles and San Diego plants 
Mr. Finfrock, who has been with 


the company since 1935, was recently | 


sales manager at the firm’s Los An 


geles plant. 


Polisher Clinic 


Sales and branch representatives of the Towson, Md., manufacturer attended this 


session on portable electric tool operation recently 


Manson Tool & Supply 
Names Two Salesmen 


Manson Tool & Supply Co., New 
York City, has appointed two new 
representatives to its sales staff, Wil 
liam Collins and Tom Hoag. 

Mr. Collins was formerly in the 
general hardware business in New 
Jersey. Mr. Hoag was with Mid-Island 
Supply Co., Long Island Cit) 
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New Brunswick Firm 
Names Supply Buyer 


Seaboard Mill Supply Co., New 
Brunswick, N. J., has appointed E 
Barbely as buyer and inside salesman 

Mr. Barbely was recently a buyer for 
Studebaker Corp.'s New Brunswick 
plant. Before that he was with Sea 
board for a number of vears as an 


inside salesman 


SEPTEMSER, 1954 


Bobby Grant Wins 
New Engiand Title 
In Golf Comeback 


Bobby Grant of Hartford won the 
New England amateur golf champion 
ship in a gruelling contest on a Bridge- 
port course recently, repeating a feat 
he accomplished 22 years ago. In busi 
ness life Mr. Grant is president and 
treasurer of R. M. Grant ‘Tool Supply 
Co., Hartford. 

Newspapers called his 5-4 victory 
over defending champion Bob Kosten 
one of the most amazing comebacks in 
New England golf history. Still going 
strong atter the long grind of two 
extra-hole semi-final matches, he fin 
ished the 36-hole morning round 3-up 
The final round of match play ended 
on the 32nd hole of the afternoon 
round when both men shot a par 4 

The day before, Mr. Grant had 
played a 2l-hole morning round to 
eliminate Fordie Pitts, and in the 
afternoon had come from behind with 
a 40-ft. putt on the 18th to tie a match 
with Stan Nowak. He won on the 
19th hole. 

Mr. Grant's victory 
New England trophy back to Con 
necticut for the first time since 1949 


brought the 


Porter-Cable Names 
Field Sales Manager 


Richard H. Schellschmidt has been 
appointed national field sales manager 
of Porter-Cable Machine Co. super- 
vising the company’s six zone man 
agers and 80 district sales representa 
tives and field engineers. 

Recently in the Chicago office of 
Batten, Barton, Durstine & Osborn, 
advertising agency, he was at one time 
sales manager of the Major Appliance 
Division ot Graybar Electric Co 

He will also be responsible for the 
work of Porter-Cable’s regional sales 
headquarters and authorized 
stations. 


Serv Ice 
service 


Opens New Sales Zone 


Porter-Cable has established a new 
West-Central zone with 
quarters in Kansas City, covering all 
or most of Missouri, Kansas, ‘Texas, 
Nebraska, Idaho, Oklahoma, Arkansas 
and Minnesota. Eugene V. Allen will 


be zone manager 


sales he id 


Howard Supply Moves 


Howard Supply Co., Los Angeles, 
has moved its Northern California 
headquarters to a new location at 61 
Madison St., Oakland, with twice the 
space of its former Oakland quarters 





Engineering Supply Expands Sales Staff 


King A. Koch 


Engineering Supply Co., Dallas, has 
added seven sales engineers to its staff 
under King A. Koch, recently ap 
pointed as the company’s first sales 
manager. 

The firm, which recently moved to 
a new 23,500 sq. ft. building 
suburban industrial tract, has 
named a new chief accountant and 
ofice manager, George A. Davidson 

Mr. Koch will direct sales for 
four of the company’s divisions, 
dustrial, geophysical, safety 
tronic supplies. He was engaged in 
sales work for Owens-Corning Fiber 
glas Corp. for eight years, followed by 
four years with Union Asbestos Rub 
ber Co., first as sales representative 
and then as sales manager in Dallas 

Mr. Davidson was previously with 
Moore Business Forms, Inc., for 14 
years, at the firm’s Buffalo, N. Y., and 
Dallas offices. 

New members of the 
Joe L. Dunlap, Jack J 
Robert W. Culmer, Sidney F. Kay, 
Frederic K. Conley, Leo S. Chafhn 
ind Robert W. Snipes 


Additional pictures are 


ind Cit 
} 


sales staff are 


on page 31¢ 


Caldwell Co. 
Incorporates 


Caldwell Co. has incorporated and 
changed its official name to Caldwell 
ee Inc 

Officers are L. M. Caldwell 
dent; Harold Hildebrand, vice-pre 
ident; John W. Hallock, secretan 
M. W. Woolf, treasurer. ‘They 
the purpose of the change was to pri 
vide for expanding the Rockford, III 
firm’s lines. 


McKenna, | 


Joe L. Dunlap 


‘a 
Jack J. MeKenna 


Belz to Head Walworth Company 


Fred W. Belz 


Walworth Co. has elected Fred W. 
Belz, executive vice-president, as chief 
executive officer and chairman of the 
executive committee. 

Alfred J. Eichler has 
president and been elected chairman 
of the board of directors 

Mr. Belz, who joined the firm in 
1917, has held various posts, includ 
ing comptroller and treasurer as well 

ice-president 


Starrett Wins Award 


The L. S. Starrett Co. has won a 
merit award for distinguished achieve 
ment in annual reporting presented 
by Financial World magazine. The 
itation was for the company’s 1953 
unnual report. 


resigned as 


Alfred J. Eichler 


Consolidated Hardware 
Moves to New Quarters 


Consolidated Hardware & Supply 
Co., New York City, has moved to 
new quarters at 2754 3rd Ave., a re- 
eae three-story building. 

rhe expansion adds some 8,000 sq. 
ft. to the company’s space, more than 
doubling its former headquarters 
space. The old quarters at 2726 Third 
Ave. will be retained as warehouse 
space. The company’s affiliate, Amer- 
ican Electric Lighting Co., will also 
remain at the old address. 

Benjamin Silverman is president of 
Consolidated Hardware, with Morti- 
mer Silverman, vice-president; and Ed- 
ward Silverman, secretary-treasurer and 
sales manager. 
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Elizabeth Distributor 
Marks 50th Year 
In Supply Field 


E. R. Blancke, Sr., president of 
Hand Hardware Co., Elizabeth, N. J., 
recently celebrated the 50th anniver 
of his first job in the industrial 
supply business 

Mr. Blancke joined the stock de 
partment of A. W. Gerstner Co., New 
York City, in 1904, shortly after grad 
uating from high school. Later he 

orked for Russell & Erwin Mfg. Co., 
Neal & Co., he 
head builders’ hardware 


sary 


Brinker where 


of the 


then 
became 
department 

In 1923 he joined the old W. Clark 
Hardware Co. in Elizabeth. Later the 
same year Mr. Blancke and Alfred 
Clarendon bought out the Frank Hand 
Co. in Elizabeth, changing the name 
to Hand Hardware. Mr. Clarendon 
died in 1937 

Mr. Blancke continues as sole owner 
ind active head of the firm. His son, 
E. R. Blancke, Jr., is vice-president of 


the company 


E. R. Blancke, Sr. 


Florida Distributor 
Subject of “Post” Story 


Louis E. Wolfson, Florida ship- 
builder and industrialist and one of 
the founders of Florida Pipe & Sup 
ply Co., Jacksonville, was the subject 
of an article in a recent issue of the 
Saturday Evening Post entitled “Flor 
ida’s Fabulous Junkman.” 

The feature Mr. Wolfson’s 
career from the went to work 
scrap business in 1933 
through his recent rise as a financier 
heading a $200,000,000 industrial em 
He organized Florida Pipe & 


of his 


traces 
time he 


in a small 


pire 
Supply 
family 


members 
1930's 


with other 


in the early 


ADDITIONAL NEWS STARTS ON 


- 


Wilton Tool Breaks Ground for New Factory 








Hugh W. Vogl (left), 


president of Wilton Tool Mfg. Co., 


recently broke ground at 


Schiller Park, Ill., for a new general office and factory scheduled for completion in 


January. With him are Mayor R 
struction firm head 


company's facilities 


Gerweck & Auerbacher 
Formed in New Jersey 


A new firm, Gerweck & Auerbacher, 
Inc., has been organized in Irvington, 
near Newark, N. J., with Paul C. Aue 
bacher and William A. Gerweck as 
principal officers 

Ihe corporation has acquired the 
assets of Gerweck Industrial Supplies 
and will continue to do business in all 
areas now being served by that firm, 
the management announced 

Mr. Auerbacher, president of the 
new firm, has been with Jones & Auer 
bacher, Inc., Newark, for 15 
Due to family illness, the Auerbacher 
owners recently sold their interest 

Mr. Gerweck, vice-president, was a 
partner with the firm of Crane & Mil 
ligan for 46 vears, until the dissolution 
last year following the illness of an 
other partner. Since then, he has car 
ried on the business in Irvington as 
Gerweck Industrial Supplies 

The Gerweck & Auerbacher 
agement announced that the new firm 
will cover northern and central New 
Jersey. Parking facilities will be ade 
quate at the Irvington address, 1199 
Springfield Ave., they said, and free 
dom from congestion is expected to 


years 


man 


help speed deliveries 


Atkins Names Executive 


Atkins Saw Division, Borg-Warner 
Corp. has appointed Robert J. Sutton 
treasurer and secretary. With the com 
pany since 1947, he has been assistant 
secretary and assistant treasurer 


Jacobs of Schiller Park and B. | 
Half-million dollar expansion project will dd 65,000 sq. ft. to 


Simonson, con 


FREDERICK HOAG has been ap 
manager of Buck 


in ft 


pointed advertising 
lool Co. H 


tool field for 


} 


} 
has been active 


machine 13 vears 


Super Tool 


Names Sales Head 


Super Tool Co. has appointed Ken 
neth R. Fisher as sales manager suc- 
ceeding Milton J. Steffes, promoted to 
chief engineer in charge of design, 
field engineering development and 
new product engineering. Louis B. 
Salz has been named works manager 

Mr. Fisher, recently carbide tool 
field sales representative, will handle 
sales policy applying to both standard 
and special tools and will spend a ma- 
jor portion of his time in the field with 
representatives, distributors and users, 
the management announced 
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THE YALE MIDGET KING 
7 ELECTRIC HOIST 


works for less than 2 cents a day! 


You can find many good reasons for 
recommending YALE Hoists. They 
are years ahead in design and engi- 
neering . . . unequalled in quality, 
performance, and economy .. . tops 
for day in, day out dependability. 
Prospects will appreciate these 
money-saving advantages—so play 
them up ... as YALE does in its 
informative advertising in leading 
technical magazines. 











This advertising helps you sell the 
wide line of YALE Hand and Electric 
Hoists . . . tells prospects that you 
are the man to see for help with any 
Descriptive Data About handling problem. 
The Yale Midget King 
Electric Hoist 


* 
Capacity , %, *s, 1, and 2 tons. 
Other Yale Hoists available in 
capacities from * to 40 tons. 
Hook or trolley suspension. 


Load and motor brakes operate 


mew-aggaboeowtigrs INDUSTRIAL LIFT TRUCKS 


Totally enclosed, heavy-duty 


tor—A.C. or D.C. models. 
masa gton AND HOISTS 


Upper and lower safety limit 

t " 

pean ; *Reg. U. S. Pat. OF. 
Quality Control inspections at 

every stage of manufacture. 


tH» - : 
Yah s &* ww 
Gas, Electric, Diese! & LP-Gas Industrial Trucks * Worksavers ¢ Hand Trucks * Hand & Electric Hoists * Pul-Lifts 
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IDEAS: 


How you can... 


... match V-belts under simulated work conditions 


matches V-belts 
within the match 
Rubber Manu 


standard as 


\ machine which 


is long as 500 in 
ing limits set by the 
facturers Associ 
idopted Jan. 1951 is being used as 
1 customer service at the Browning 
Belting & Supply Co., Knoxville 
Fenn. The machine actually measures 
the belts within one-tenth of 
ind while traveling and 


ition’s 


in inch 
under oper 
iting tension 

Plans for 
Claud president, 
plained, were obtained from his 
plier of V-belts and sheav« nd 
constructed under Mr. Browning’s 
rection in Knoxvilk 

On an 


constructing the devi 


Browning, 


upright I-beam column ar 
mounted two carriages which can move 
using the edges of th« 
tracks. A set of dif 
tion sheaves are mounted on 
carriage for matching belts of 
When 
ives for matching, 

roller chain 
Lead weights ar 


up ol down 
beam flanges a 
ferent sec 
each 


different sizes i belt is placed 


} 


} 
on the she the up 


per carriage is powered 


by a motor used 
to keep the 
thereby getting the proper tension fo 
belts of different sizes 
“The machine’, Mr: 

said, “is entirely automatic, 
erated by motors with magnetic 
brakes and limit starting 


ind stopping the various motors. ‘The 


lower carriage down 


Browning 
being Dp 
geal 


switches fort 


... give customers a (coffee) break 


Out Dayton way, Transmission, 
Inc., keeps the pot boiling, the coffee 
pot, that is. On a bench near the 
will-call department, an electric hot 
plate keeps a Silex simmering A 
printed invitation hangs over it read 
ing: “How's about a cup of Trans 
mission ‘Inc’.” 

But the firm’s customers, it is re 
ported, do not go along with this self 
conscious estimate of the brew \c 
cording to president Harry C. Rich 
ards, the bubbling coffee pot is a wel 

truckmen 
stiff 


come sight, especially to 
who've battling a 
wind all morning 

And, och ves, sugar and 
provided 


been winter 


cream a4©re 
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only thing the operator has to do is 
to put the belt on the proper size 
The ma 
have a 


heaves and press a button 
chine does all the rest. We 
600-in. steel tape attached which meas 
ures the belts while they are running 

“We do not try to match our V 
belts as they come into our place, be 
cause they have a tendency to change 
their length while they are in the 
warchouse due to temperature changes 
ind humidity, etc. We match them 
when we get an order for them. As 
in example: if we were shipping a 
dozen D300 V-belts, they would all 
be matched within .60 in. of the other 
one That is the longest matching 
limits for one set of V-belts of this 
length 

“After these 
scal each bunch of matched belts with 
1 steel wire and a lead seal and place 


belts are matched, w« 


on the wire an envelope with installa 
inside. Also 
a picturc 


tion instructions on the 


we place a green tag with 
f our matching machine on it to 
state that these belts are matched and 
scaled and advise the customer not to 
break the seal until the belts 
ind the instructions have been 
prevents the 


ire read\ 
ror usc 
read The wire seal 
belts from becoming separated in ou 
customer’s stock and it is also indica 
tion Of oul 
tomer the very 


wishes to give our cus 


SCTVICC 


be st possible 















- 


ad qood 
product to sell 


... and a good line to 

sell .. . ILLINITE Standard 

Metal Slitting Saws, Power 

Blades, End Mills, Milling 

Cutters, Shaper Cutters, Hobs 

and Tool Bits—each with an 
unexcelled reputation for quality 

and acceptance . . . making ILLINITE 
the fastest growing line in the industry! 


ILLINITE 


a new cutting tool — 





POWER BLADES 


ILLINITE Power Blades are characterized by a posi- 
tively controlled tooth setting method and heat-treating 
process, plus an engineered tooth and gullet design. 


1. Setting of Teeth . . . by the ILLINITE method 
assures uniform tooth loading. Each tooth re- 
moves an equal amount of metal as the blade 
passes through the work, minimizing tooth 
stress. 

2. Heat treatment . . . over 40 years of 
metallurgical experience assure the 
quality of every ILLINITE Power 

Blade. 


3. Tooth and Gullet Design... . 

is proportioned for greater 

strength and maximum chip 
carrying capacity. 


ON THE MAR es 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 





tools ar required to change from hori 
zontal to vertical service. By swinging 


- 


the cutting head into vertical position, 


it is said to be readw for cutting slots, 


] 9 
bevels, notches or contour 


1 horizontal cut-off saw, it is 
iid to have a capacity of 34-in. x 6-in 
rectangular iml)=634-in. diameter 
rounds 
Bed area of the new 49A band saw 
»4-in. x 24-in.; height to top of bed, 
; floor space, 164-in. x 38-in.; net 
. cight ipproxim itely 110 Ibs 
Jointers Wells Manufacturing Corporation, 
New Fence = Jhree Rivers, Michigan 
Control! Handle 


‘ 


Adjustable 
been announced 


1 a For Precision Or 
TOL thal i¢ ; 
been Production Work 


inverted rype Mf ovide I . \ new safety adjustable clamp, 
reased < tre y i rie I r dapeatat , to on 5,000 psi equalized press I 
when fe with compound leverage, has beet 
nounced 

According to the mak« 

ps to a T-slot table and 

begin; adjustable pins ar 
wheel turnes 
uldition the 12 
illustrated) for heavy duty 
production, a 6-in. model f 


nstruction, featur 
ind long tabk inserted, levera 


gc 
Boice-Crane Company, Toledo, Ohio ; ¢ In to 


machine shop use and a 4-in. model 


Band Saw ; for smaller sh yps and home u will 


I 
mn | ilabl 
For Horizontal Or n be availablk 


Upright Operation to work as well on the side of the tabl 
Portable Nail Driver ae ' 


\ new dual purpose metal cutting on the top. 
, , Roole — » oe , : S: ‘ lold-Down Cl: ) 
; ind saw, designed for use ¢ Drives Each Nail C ~ per ge te old-Down Clam] 
wtucmtel or unsial o., Brunswick, Georgia 
. . af ' 5" With One Stroke 
Cen dCVvVecIopc’ 


According to the | nail dr 


Ihe safety adjustabk clamp is said 


Buttweld Tools 


Buttwelds Without Heat, 
Electricity or Chemicals 
Standard Koldweld Buttweld tools 
that will buttweld different 
same or dissimilar non-ferrous 
gether without the use of heat 
tricity or chemicals, | 
1ounced 
| 


in iOng, 


he new tools 


Mlorgan Machine 
ester. N\ y 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





rums to cleaning machines in dn 
ining 

Kn 
powered by 
clectric motor, 


( 


plants has been announced 
is the Gem, the new pump 
1 } hp or 4 hp 
provided with 
}-i1 It is said 
to handle up to § gallons of liquid per 
ninute through 50 feet of hos« 
\ccording to the maker the puny 
itsclf automatically and 


wn 
cither 
and is 


garden hose adapters 


p 


ll prime 


. ; ' 
above the i < 


1 ] 
continuously even when placed 


} 


ich as 15 


tect 


recommended by the 


iso 


| 
to solvent from machine 


t¢ MoOvVC 
torage, emptying storage tanks, and 
ying from accumulation tanks 


Marlow Pumps, Div. Bell & Gos 
tt Company, Ridgewood, N. | 


ind aluminum to 
from .039-in 


Coppel 
rang No 
to but not including .063-i1 
gage, .064-in. nominal 

I'he KB-14 tool is said to ] 
wire from No. 14 gage 
in., will handle alu 
ind aluminum to 
range No. 14 gage up to .127-i1 

I'he Utica Drop Forge & 
Corp., Utica, N. Y 


18 gag 


( Opp I 


O89 and 


copper Wil 


Solvent Pump 


Primes Itself 
Automatically 


\ new pump to remove solvent from 


Surfa-Etch 


Neutralizes, Cleans, 
Etches Concrete Surfaces 


Surfa-Etch, a liquid etching 
product, for properly preparing con 
and cement floors and masonry 
for sealing and re-finishing, 
has been developed 

Said to clean, etch and neutraliz 
concrete surfaces in one operation, the 
new product features a safety factor in 
application. No special clothes, gloves, 
goggles, or aprons, need be worn when 
applying it 

The manufacturer 
Surfa-Etch is fume-free, 
non-inflammable, and will 
age metal surfaces in the 
as clectrical conduits and machines 

Rust-Oleum Corporation, Evanston, 
Ihnois 


Continued on page 


new 


crete 


Surfaces 


further states 
odor-fre« 
not 


room 


dam 
Su h 
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Index of Manufacturers’ 
Surfa-Etch 


Jointers 
t-Oleum Corporation 


Boice-Crane Company R 
Band Saw 
Wells 


tion 
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Presses 
Kenco Manufacturing Company. 16] 
W inch-Hoist 
Portable Nail Driver The Lug 
Morgan Machine ( 
Adjustable Clamp OPW Corporation 
Safetv-Adjustable-I 
( a ” C Polishing Wheels 
se. Sand ’ Abrasi \W l 
Buttweld 
The Utica 
Corp 


i 


Manufact 


All Ce 


mpany 
Couplings 


Id-D 


Tools 


Drop | 


Hose Clamp 
Ideal Corporation 
Hydraulic Pumps 
B & G 1) Div.. New York 


ompany ; ( 


Solvent Pump 
Marlow Pumps, Div 
sett €C 


Air Brak 





Products 


Adhesive 
Adhesives & Coatings Div., Min 
nesota Mining & Manufactur 
ing Co 
Set-Up Blocks 
Jergens Tool Specialty Company . 168 


168 


Optical Projector 
Stocker & Yale, In 
Hydraulic Power Unit 
Armstrong-Bray & Co 
Drill 
National ‘Twist Drill & Tool Co 
W ood Levels 
The Columbian 
Cx ; 
Continued on page 161) 
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Here are the four 
principles of Winter 
Tap design and Piste lee <a 
manufacture that 


result in Balanced tea: 


Action 


i meme, a MSM Me -> A ' 


PRECISION CHIP 
DRIVER CONTOURS 


aes 


- o\ 


a | 
ete) 8B 


ACCURATE AND ~ 
CONCENTRIC CHAMFERS 


Division of Notional Twist Drill & Tool Co. 


% 








ro 








or size END MILL 


your customer needs — 


—the chances are there’s o standard National 
End Mill available from stock. All hove the 
famous National cutting edges. The National 


Line gives you the edge! 


NATIONAL TWIST DRILL 
AND TOOL COMPANY 


Rochester, Michigan, U.S.A. 


Distributors in principal cities. Factory Bronches: New York 
Detroit *« Chicago * Dallas * Son Francisco 














SKIL Announces 


2 new saws to help you uncover 
extra sales and profits! 








The result of SKIL's continuing program of product improvement - 
MORE SPEED...LIGHTER WEIGHT 4 
EASIER HANDLING ON THE JOB! 

Plus! A trade-in offer that’s a honey! 


(Good September 15 through November 15, 1954) 


Now you have the answers to all your customers’ 
problems! New improve 1 SKIL Saws a 
$22.50 trade-in allowance on old portable, elec- 
tric saws to beat price competition. Backed by 
a solid, power-packed advertising campaign in 
the best industrial trade magazines plus leading 
national magazines—month after month—open 
ing the door to new sales and profits. There's 


direct mail help for you, too Ask for it—and 





make money 


How SKIL Saws have been improved 


In actual tests with 4 other leading saws, SKIL 





averaged 102% faster crosscutting 2 x 12's 


81% taster scoring stone ¥ of depth How SKIL opens up a complete 
75% faster on rip cutting 2” lumbe 7 
: new replacement market for you! 


faster cutting corrugated steel 
These 2 new SKIL Saws make ordinary portable saws all but obsolete! 


How SKIL $22.50 trade-in offer And SKIL's action-getting $22.50 trade-in offer clinches the deal! 
hel di ’ Here's a combination to really break down sales resistance—get old 
erps you cig Up new sales portable saws streaming in to make new SKIL Saw sales! Here are 
products that open doors, get demonstrations—make you more money! 


Price, New Model 77 (7'\%" blade) less case $112.50 
Typical of the SKIL Power Tool Line—biggest, best in the industry. 


Trade-in credit. ... 


Your Customer's Cost, Only ..$ 90.00 Model 77—speed increased 40% 
to 4500 r.p.m. Power output 


Model 825—speed boosted 34% 
to 4000 r.p.m. Power output in- 


Price, New Model 825 (8'4” blade) less case $134.00 boosted 100%. creased 107%. 


Trade-in credit. ... 


Your Customer's Cost, Only ..$111.50 
AND REMEMBER: $4 GL 
Distributors make full PORTABLE TOOLS 
profit on net amount of sale! ty Made only by SKIL C ‘ 
Entire $22.50 trade-in — formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 


allowance paid by SKIL! 
; 3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


CONTACT YOUR SKIL FACTORY BRANCH OR WRITE DIRECT 
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On The Market Today 


Starts on page 156 





Presses have been added to the makcr s 
Model 4R has a 55# flywheel, 
ler bearing mounted. Model 5R is 


Deep Throat Punching 
Large Die Space Area 


I 
I 


1 variable speed press with speeds from 
It has a 130#, 18-in fly 


Continued on next page 


ro ld5> 


I'wo new models, 4R and 5R Rigid 


Rib presses for + and 5 tons respec 





Index of Manufacturers’ Products (cont'd. » 
Steel Wire 
Steel & Wire Div., Amen 
in Chain & Cable Co 19% 
Check Valves 


Rivett Lathe 


Micrometer 
The L. S. Starrett Compan ] Pag 


Control Equipment 


Perfecting Service Compa 
& Grinder, In 


Compressor Control ; 
Oui Cc . r ¢ Press 
Quincy Compresso1 176 Sales Servi 


Hydraulic Hoist pany 
Unit Mfg. Ce Wing Nut 


End Mills G Reproducer Corp 
Sonnet Tool Plastic Air Hose 

Steam Hose Boston Woven Hose & 
Goodyear Tire & Rubb § ( 


e Machine Tool Com 


198 


& Mfg. ¢ 
Rubber 
mipany 
, Milling Cutters 
Diamond Holder : 
. Butterfield Division of 
The Desmond-Stephan Mfg. ¢ 18 Ps 
f ['wist Drill Company 


Union 


Lightning Arrester 
Ohio Brass (¢ 


Control Valves 


ompan 182 ‘ . 
| Parker Appliance Company . 2U 


Reamers 
Chicago-Latrob« 18 Hydraulic Jack 
ae l'empleton, Kenly & Co 
Electrician’s Knife 
Xcelite 
lool Holder 
Wendt-Sonis Company 
Split Tee Unit 
Bonney Forge & 


Aluminum Locknut 


Incorporated 
Standard Pressed Steel Co 


Hoists 
Hoist Company 


Electric 
Cofhng 


Centrifugal Pumps 
Goulds Pumps, Inc 


Fool W 
Hydraulic Vise 
Wilton Tool Mfg Co.. In 
Sheet Lifter 
F. J. Littell Machine Company 
Air Division 


Power Plane 
Porter-Cable 


Power Bit 
Stanles 


Machine Co 


Tools 


1 4 ) 
lorque Device Pliers oA 
AhIberg Bearing Company Champion DeArment Tool Com = 


pany 
Lathe ' 
Sheldon Machine Co., In \ ibraswitch 
Ihe Beta Corporation 


Saw Blades Brakemot 
Chicago Wheel & Mfg. Co 7 ong “All; C 


Drumvator 
Actron Engineering Ci 


aie Chamfer Gage 
— \cme_ Industrial 
Steel Benches 
Equipto Div., Aurora Equipment 
Company ; 212 


Company 


Balancer 
Aro Equipment Corporatiot 


Cutters 

Interstate Drop Forge Cé 192 
Hole-Maker 

Robert H. Clark Company 194 
Drafting Tape 

Behr-Manning Corp 194 Socket Set Screw 


Speed Control Units The Bristol Company 21¢ 
Dynamatic Division, Eaton Man- Lift Track 

Co 196 Peerless 

Carbide 

Company 196 Super 


Punch Press 

\lva F. Allen . 212 
Casters 

lhe Rapids-Standard Company. 214 


Machine Company 


ufacturing 
Reamers 
lool Company 


Oilers 
Plews 


Oiler 





HORTON CHUCK 


SHOWS THE WAY IN... 


P77 FARIA. 

















ASK YOUR HORTON 


REPRESENTAT 


SELE smn 
PISTRIGUT ES 


ee 
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Windsor Locks, Conn. 
\ZAAN 





8% BIGGER BARREL 


>| 


SELL 


3 


l€ Gives Faster, Easier 
More Accurate Measurements 


There's more space between graduations making it 
easier to estimate fractions of thousandths. There are 
longer graduation lines and the rapid reading figures 
marking each thousandth are larger. Non-glare Chrome 
Clad satin finish on the barrel gives you easy reading 
even in poor light. Lufkin micrometers are easiest to adjust, 
too the reading line keeps its original position directly 
in line of vision and the thimble doesn't cover measure- 


ments on the hub. 


New 
UFKIN 


BIG BARREL 


MICROMETERS 


WITH FRICTION THIMBLE 


Mechanism built right into the thimble auto 
matically stops further pressure on the measuring 


faces when correct reading is obtained 


WITH RATCHET CAP 


A Lufkin exclusive! With the ratchet completely 
enclosed in the cap you can still take “one 


hand” measurements 


A Complete New Line 
To Meet The Needs Of Your Customers 


With the new Lufkin Big Barrel Micrometers you can offer a choice of Friction 
Thimble, Ratchet Cap or Direct Feel only. You can sell the exclusive new Lufkin Slip- 
Proof black crackle finish on the frame or Chrome-Clad satin finish. Lock-nuts and 
corbide tipped anvils and spindles are available. 

The new shorter design gives better balance ond the extended anvil and topered 
frame permit measurements in places inaccessible to other micrometers 

Your trade will like the new Lufkin Big Borre!l Micrometers be sure to show 


them on every call 
UFKRIN TAPES © RULES © # £=PRECISION TOOLS 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN 


132-138 Lafayette St., New York City ° Barrie Ont. 


SOLD ONLY THROUGH DISTRIBUTORS 
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wheel mounted on double roller bear- 
ing. 

rhe presses are said to have a posi- 
tive single trip, and can be converted 
instantly to continuous by moving one 
lever; l-in or 14-in standard stroke is 
optional. Depth of throat from center 
f ram hole to back is ]123-in 

Standard presses are bench models; 
floor legs are available at extra cost 

Kenco Manufacturing Company, 
Los Angeles. 


Winch-Hoist 


New Frame Design 
Protects Ratchet Teeth 


\ newly designed main frame on 
the maker’s Lug-All winch-hoist has 
been announced. 

According to the maker, the ratchet 
teeth are now protected from rough 
surfaces by the new frame, an advan- 





Give your salesmen Armour Coated Abrasives — 


Th | 
| they sell faster because they're precision-made! 
Sd QS] ld N Nearly every plant your salesmen call on uses coated abrasives 


—and every plant wants the sharpest, longest-lasting abrasives 
it can buy. Many of them have used Armour'’s precision abra- 
sives for over fifty years—they like the high quality of Armour’s 
complete line. That acceptance, that volume is what your 


Se | IS salesmen need to make more dollars per call! 


Armour pre-sells your prospects and customers. Direct mail 

and advertising explain how our electrocoating process makes 

Armour abrasives strong and firm and how a special heat-treating 

process makes the grains extra tough. Interesting booklets and 

| e pamphlets help make the sale. From then on, your salesmen 


and a superior product take over for steady, continuing sales. 


You will be interested in the new Armour Technical Appli- 
cation Laboratory, full of the latest equipment to help solve 
problems for distributors’ customers. With backing like this, 


whole your salesmen can't help but get more dollars per call. 
If you're interested in handling the Armour line of precision 


coated abrasives, write us today! 


Armour and Company + North Benton Road + Alliance, Ohio 
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SOLD ONLY 
THROUGH 


DISTRIBUTORS 





ATHOL PROTECTS 
ITS DISTRIBUTORS 


If you are an ATHOL DISTRIBUTOR you know you are not 
paying any more than any other Athol Distributor. One price 
to all and when a big inquiry comes up, you know we will not 
bid under your cost and take direct. Why not do business with 
a company that will help you make profits—our policy since 
1868. 


Athol Machine & Foundry Co. Athol, Massachusetts 











Chances are— 
HE CARRIES 


XCELITE —> 


Do YOU Supply Him? 


It's no coincidence that men who earn their living with hand tools want the 
best—-and that so many use XCELITE. They know XCELITE screwdrivers. 
nut drivers and pliers make the job easier. They know they're built to 
stand up longer. They know they're precision-built. And why not? 

They use ‘em every day. They see them used everywhere. Better 

write for our new color catalog and see why XCELITE means such 

steady business to suppliers. 


oe ale Y 
XCELITE, INCORPORATED q Onrcge# 
Ot Y 


Formerly Park Metalwere Co., Inc.) 
Dept. F, Orchard Park, N. Y. 


‘Gele) ate XCELITS) 
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tage under such conditions as working 
along-side stcel wire or walls 

The new winch-hoist weighs 9 Ibs., 
ind handles up to 14 tons. Other fea 
tures claimed include: reversible safet 
handle, interlocking paw! arrangement, 
stainless steel springs, oiled-for-life 
bearings, and a 133 strand flexible pre 
formed aircraft cable that winds on 
drum 

The Lug-All Company, Wynne 


wood, Penna. 


Couplings 
Tight Coupling 
Without Tools 


Kamlock couplings, said to elimi- 
nate twisting, kinking and straining of 
hose, remove element of damage to 
hose, coupling and faucet, and reduce 
loading and delivery time, have been 
developed. 

By slipping coupler over adapter 
and pressing cam levers, a tight coup- 
ling is said to be completed without 
tools. The new couplings are also pro 
duced in shank type couplers and 
adaptors featuring easy repair by at- 
tachment to hose using hose clamps. 

Sizes l-in to 3-in are made of spe- 
cial hard wear-resistant bronze; 4-in 
of hi-tensile aluminum alloy It is 
stated the coupling cannot slip or 
buckle, and can be released immedi- 
ately in case of emergency 

OPW = Corporation, Cincinnati 
( Yhio 


Polishing Wheels 


Diameters 1 to 10-inches 
Face Thicknesses '4 to 1-in 


\ new line of rubber-bonded polish- 
ing wheels has been announced 

According to the maker, with abra- 
sive grains embedded in resilient rub 
ber, the wheels can give a number of 

wees of Gnishes b pee 
degrees of finishes by varying the pres- 





What 


an 
opportunity! 


ORE than a million Osborn advertising “calls” every 
month give sales impact to your Osborn fran- 

chise. Your sales target is big. Your Osborn Brush line 
has top acceptance. Don’t miss this golden opportunity 
for quota-breaking! The Osborn Manufacturing Company, 
Dept. R-21, 5401 Hamilton Avenue, Cleveland 14, Ohio. 








O SB ORNS MAINTENANCE, PAINT AND POWER BRUSHES - FOUNDRY MOLDING MACHINES 
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These five distributors’ 
catalogs have recently 
been completed under 
the Donnelley Unit 


System compiling plan 











te 
TO teh rie, “ 
terete 


en an 


WHAT MAKES 
A GOOD CATALOG? 


A book so organized and indexed that your customer can find any 
article quickly and easily. Copy that is clear, concise, and complete— 
with no space wasted. Illustrations that show the nature of the product 
and give a good idea of its use and special features. 

Ihe catalog should not only do a good job of presenting your mer- 
chandise; we think you will agree it should also represent creditably 


the character and standing of your house. Many details can help 


toward this—among them, clear clean printing; good design for order 
and display; and binding and cover design that will make it stand out 
among other books on a shelf 
In short, it should be a book to justify the pride 
you feel in your company, and to pay out prol- 
itably on every dollar of its cost. It will be a 
pleasure to talk over your next catalog, entirely 


without obligation to you. Simply drop us a line. 


The Lakeside Press 

R. R. DONNELLEY & SONS COMPANY 
Catalog Compiling Department 

350 East Twenty-second Street + Chicago 16 


This special catalog was 
compiled, and printed 
ration 


by us In COoOope 


with the manufacture! 


PRINTERS « BINDERS + ENGRAVERS ¢ LITHOGRAPHERS 
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sure between work and wheel. Due to 
resiliency of the bond, it is claimed 
that when the wheel is used on rela 
tively rough work there is less 
and excessive wear. 

The manufacturer 
wheels may be cut to polish grooves 
flutes of taps and drills, corners and 
other hard to reach areas 

Sandusky Abrasive Wheel Co., Kal 
amazoo, Michigan 


gouging 


points out the 


Hose Clamp 


interlocked 
Band, Housing 


Hy-Gear’, a new hose clamp fea 
turing interlocked band and housing, 
said to eliminate need for rivets and 
welds, has been announced 

The new clamp is being manufac 
tured in two styles: stainless steel band 
and housing with plated screw for 
automotive use; all stainless steel fo 
marine, plastic pipe, chemical and 
industrial applications. 

Ideal Corporation, Brooklyn, N .) 


Hydraulic Pumps 


Dual Vane, 
New Series 


\ new PF-100 series of dual van 
hydraulic pumps, with all 
parts that move contained within an 
easy-to-install cartridge, has 
nounced 

According to the manufacturer 
1000-3000 PF-100 


pumping 


peen 


new psi 





MANUFACTURING COMPANY 


Pork Piant 


Heavy machinery sheors, punches and 
forms the sheet steel. 


Assembly of spray booths proceeds on 
a production line basis. 


All parts cre painted in latest conveyor- 


Streamlined production helps you sell adligiey Sanh 
BETTER SPRAY BOOTHS at a real saving! 





Today you can profitably sell the most efficient spray booths on the 

market at a price no more than ordinary equipment...a real competitive 

advantage! This is possible because Binks engineers have improved and 

standardized the design of spray booths. Standard parts are assembled 

to provide high efficiency booths that will meet any requirements. These 

parts are mass produced in Binks’ new Franklin Park Plant...quickly, pre- 

cisely and economically. And that’s why you can profitably sell Binks nui tectlinn det all maaan 
approved Spray Booths...and actually save your customers money. heading equipment ipecde Gallary. 


Be é ol for our NEW 956 a Binks Manufacturing Company 


3128-30 Carroll Ave. West, Chicago 12, Ill. 
it tells all about the many 


Send me a copy of your NEW 956 catalog. | am inter 
ILL SAL ALL ee models of spray booths avail- 


ested in your complete line of standard Spray Painting 
SPRAY PAINTING able ...also other spray painting equipment 


Booths. Please include distributor discounts 
which makes the Binks Line so profitable. 





NAME 


COMPANY 


ADDRESS 


© ee ee ee ee ee ee ee ee ee ee ee oe ee ee 
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The newest and most important progress in 
power vises for automation comes from Wilton 
ber, there's a Wilton product for every clamping operation 


and you ll sell more because they're made better 


Write now for a new free catalog 


WILTON TOOL MFG. COMPANY, INC. 


925 Wrightwood Avenue Chicago 14, Illinois 


WILTON TOOL CANADA LTE GUELPH ONTARIO CANADA 1D-9 


it’s so easy to sell Wilton tools 


YORK, PENNA. 


Standard Ottemillier products are sold thru Mill Supply 
Houses. Send prints, specifications and other information 
direct to W. H. O. for quotations on your ‘special jobs 
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Bas 


pumps feature simplified 3-unit con 
struction, and the two-vane construc 


tion provides multiple fluid seals which 


reduce slippage and permit greater 


loads. 


Dudco Division, New York Ar 
Brake Co., Hazel Park, Michigan 


Adhesive 


For Clay Tile 
Installations 


\ new ceramic tile adhesive (CTA 
11), developed for the installation of 
clay tile, has been announced 

It is a tan colored, synthetic rubber 
product for use as taken from the 
can and is of a soft, buttery consist 
ency. Coverage is claimed to be 60 to 
70 square feet per gallon using the 
notched trowel specified. Surface 
preparation is said to be eliminated 

Adhesives and Coatings Division, 
Minnesota Mining and Manufacturing 
Co., Detroit, Mich 


Set-Up Blocks 


Protect Machine 
Table Surfaces 


New multi-step set-up blocks made 
of aluminum alloy, said to withstand 
great weight under clamping pressures, 
have been announced 

Softer than the machine table, the 


Hoa 








Red-Strand 6 x 19 Filler Wire Rope offers 
balanced qualities that deliver most econom- 
ical service on average wire rope jobs. 


How Leschen generates 
wire rope sales for you 


What do you need to sell more wire rope? 
You want a top-value product. With Red-Strand you most cer- 


tainly have it. Leschen’s extraordinary manufacturing experience, . , — 
‘kill - d in Rad. Strand th  hhigher-the at i Where wire rope requires extra flexibility, 
skill and care make Ked-sStrand the rope of fAigher-than-rated quality Red-Strand 6 x 37 lasts longest. 






7 
7 





. .. for longer-than-expected service. It outperforms “cut-rate” ropes 






time after time. 

You need “steam” behind the product. Leschen supports you 
with a top-rated trade magazine advertising program .. . advertising 
that in a recent check out-pulled its nearest competitor by 27%! You 
are backed by monthly direct mail advertising to wire rope users 98 a \ 

5 
~*~ 


DY. 






in your territory. 

You appreciate selling help. Leschen provides it. Visual presen- 
tations and complete sales literature simplify Red-Strand wire rope 
selling. Close contact with your Leschen district representative helps d 






even more. Where wire rope must fight severe abrasion, 
Red-Strand Seale construction is recommended. 


Leschen’s recently improved plant facilities and streamlined 
service operation add to the reasons why Leschen is your first-choice 
wire rope supplier. So, for good wire rope business, sell Leschen. 


LESCHEN 


LESCHEN WIRE ROPE DIVISION 
The Watson-Stillman Company 
(A SUBSIDIARY OF H. K. PORTER COMPANY, INC.) Hercules Flattened Strand is a super-rope of 
$#. Lovis 12, Missouri greot strength, safety and durability. It meets 


= 






many special wire rope problems. 


ANOTHER 


* LEADERSHIP } 


-can’t be copied! 


only AERO-SEAL Hose Clamps 
have these proven features: 


*Precision worm gear drive that’s really 

precision. Tightens band evenly all around 
*Won’t shake loose when tightened. Withstands 
air-hammer vibration. Try the others on such tests 
*Threads of worm engage DEEPLY 

in precision-made band slots. Wiggle the 

gear — see how tight it fits — won't rattle 
*Removable with a twist of the wrist. Clamp 

is undamaged — re-usable again and again. 


Jobbers know this: 


Established market acceptance and demand are 
worth more than extra discounts. It’s 
TURNOVER that makes faster profits, and 
that’s what AERO-SEAL assures you! 


PRECISION WORM DRIVE 


HOSE CLAMPS 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. 
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new blocks are said to absorb metal 
chips and, if dropped, absorb nitks 
and scratches without injury to ma- 
chine tables. 

The new blocks hold work from 
0 to 3-in. and can be mounted on 3 
inch high risers. They are packaged 
in sets of 4+—2 multi-step blocks and 
2 risers. 

Jergens Tool Specialty Company, 
Cleveland 


Optical Projector 


Contour Or Front 
Surface Projection 


\ new Model 67 projector, embod; 
ing vertical or horizontal lens systems, 
or both, in combination with contou: 
or front surface projection, has be 
introduced 

It features a screen size of 
diameter. It is said to be ideal for t 
rooms and tool and die shops as a 
measuring instrument Equipped 
with measuring stage graduated 
0001 in., it is also recommended f 
production and spot check inspectior 
as horizontal contour and/or front su 
face or vertical contour and/or front 


Lit 


surface 
Illustrated is Model 7 horizontal 
contour, another tvpe in_ the 
pany’s line of optical projectors 
Stocker @ Yale, Inc., Marblehead 
Mass 


Hydraulic Power Unit 


Single Ram, Operates 
Gear And Wheel Pullers 


\ new portable single ram hvdrau 
power unit, consisting of a hand 


erated hydraulic pump, conne 
-, 


try 


hose and single ram hydraulic 

ing unit, has been introduced 
Called “Hydragrip,” a few str 

of the pump handle are said to develop 

thrusts up to 35,000 Ibs. Ur 





These Gear 
Teeth Can’t 
Shake Off 
KEYSTONE 
GREASE! 


os 4 


Lubrication “‘miseries’’ plagued the Note the photograph above, taken ribboned from a handy cartridge 
Break Down Rolling Mill 10-foot three weeks after an application of onto gear surfaces with a special 
bull gear pictured above until 29 X Light. The gears still have applicator. 


a keen plant superintendent decided an excellent film coating of grease. 
Benefits and savings like these are 


typical of the entire family of 
Keystone Specialized Lubricants— 
and are strong reasons why the line 


upon Keystone No. 29 X Light Only a few specks of grease can be 
Open Gear Grease for the job seen on the guard. And the grease 


With the pinion gear turning at hasn’t even thinned out to a point 


normal speed of about 800 RPM, where capillary attraction would 


7 will open up profitable repeat-sale 
previously-used lubricants flew all pull it onto the pinion overhang! , , bs ' . 
: business for you! KEYSTONE 


See lower right side of left photo. . 
LUBRICATING COMPANY, 2\lst, 


over the place. Application was 


necessary practically every week : ; . er . 
71 : Most important advantage of the Clearfield & Lippincott Streets, 


The switch to No. 29 X Light switch to 29 X Light—in terms of Philadelphia 32, Pa. 
worked wonders. This tough time and money saved—has been 
Keystone lubricant sticks to the the average application life ratio of 
gear teeth — sticks so well and holds six weeks to one in favor of this 
up so remarkably that there is now versatile Keystone lubricant over 
four to eight weeks between the formerly-used product. Greasing 
applications. is easier, too, because No. 29 is 


Mr. Distributor: Here’s another report on savings and 
increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to 
utilize this and former case histories: tell the Keystone 


story every chance you get . for it’s lubricant per- 


TRADE MASKS PEG. U.S. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 


formance such as this that helps you win new customers 


and keep them sold. 
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ANOTHER ADVERTISEMENT 


now appearing in trade ——s fog 
help sell your customers on U- qual 


2 


mounting brackets and spring return 
of ram are other features claimed by 
the maker. 

lhe pump handle serves as a carry 


GET THIS EXTRA STRENGTH ing handle. It is equipped with a 
AT NO EXTRA cost! manual pressure relief valve and inde 


pendent safety valve. The connecting 
Uevs! Upcca-Welten's high pressure hose has quick action 
Sete Werking Sele Working couplings 
sae __toet_ g-Bray ¢* Co., Chicago 
3” Single. . 200 Ibs. 265 Ibs. Armstrong-Bray @ Co., Chicag 
3” Double . 300 Ibs. 400 Ibs. 
3” Triple . . 400 Ibs. 540 Ibs. 


10” Double .3400 Ibs. 3650 Ibs. 
10” Triple . .4200 Ibs. 4900 Ibs. 


12” Single. . 3000 Ibs. 3000 Ibs. 
12” Double .3750 lbs. 4600 Ibs. 


4" Single 400 Ibs 510 Ibs. 
4” Double 550 Ibs. 730 Ibs. 
4” Triple 700 Ibs 925 Ibs. 
5” Single. . 500 Ibs. 675 Ibs. 
5” Double . 750 Ibs. 1000 Ibs. 
5” Triple . .1000 Ibs. 1325 Ibs. ; 
6" Single. .1000 Ibs. 1320 Ibs. 
6” Double .1500 Ibs. 1900 Ibs. 
6" Triple . .2000 Ibs. 2640 Ibs. 
7” Single. .1500 Ibs. 1700 Ibs. 
7” Double . 2000 Ibs. 2575 Ibs. 
7” Triple . .2500 ibs. 3000 Ibs. 
8” Single. .1700 Ibs. 2200 Ibs. 
8” Double . 2450 Ibs. 2850 Ibs. 
8" Triple . .3200 Ibs. 3500 Ibs. 
10” Single. . 2600 Ibs. 2750 Ibs. 
12” Triple . .4500 Ibs. 5400 Ibs. 

n v, 


Upson-Walton wood blocks not only have 

extra strength but also outstanding eye Drill 

appeal... with clear-lacquered hardwood 

shells and contrasting green eer a an = 
exible Drive Shafts 


Le 
‘4 enameled steel parts. See 
) your distributor for efficient A new drill, recommended for use 


service from stock. Write for in drilling holes in narrow and © 


. accessible places, has been announced 
free catalog. According to the maker, the new 
drill features a combined unit replac 

‘elite ing the method of using an adapter 

THE UPSON-WALTON COMPANY with a threaded shank drill. This is 
said to eliminate runout of the drill, 

12500 ELMWOOD AVENUE ¢ CLEVELAND II, OHIO difficult removal of broken drill-ends, 


New York 7 Chicago ° Pittsburgh and labor in assembling 
National Twist Drill & Tool Co., 


Rochester, Michigan 


) 


YOU CAN DEPEND ON UPSON-WALTON'S LONG EXPERIENCE—ESTABLISHED 1871 
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et 


new Aw REAMER 


CUTS REPLACEMENT COSTS IN HALF! 
Just one shank to buy for wide range of sizes . . . when you 
use these new-type T-J Reamers with interchangeable beads! D { ST we | 4 U TO _ 


Sizes from %”’ to 2%” inclusive, in 1/16” increments 


spiral flute. Only the heads to buy for replacement—this 
cuts your cost to /ess than half! OPPORTUNIT 


Head has tapered hole which insures concentricity and a 
snug fit on smoothly ground tapered shank. Reamer -~—-~ SEND! - 
operates free from binding or sticking, due to cuttin f- r 
tion wearing undersize and creating negative relief. Per- | 
formance retains all advantages of standard, expensive |! 
reamer. Backed by T-)’s 38 years of know-how as one of | 
largest manufacturers of die sinking milling cutters. ! 


The Tomkins-Johnson Co. 
Jackson, Mich. 


Please send details about your distributor or repre- 
sentative plan for T-J Reamers 


Nome 


TOMKINS- JOHNSON Company 


RiviTOR AIR AND HYDRAULIC nt Sweet 


| 


38 YEARS EXPERIENCE 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 


orders. 


“CENTER-HOLE” PULLING 
—-an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Off-center torque has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here's an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 53. 


wor.te 8 taeocesrt mrGes OF ImOusTRiAL 


MECHANICAL AND 


SIMPLEX 
mses SACKS occ 


INDUSTRIAL DISTRIBUTION 


LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


a 
CAN YOU IDENTIFY HIM? 
He sells industrial goods not far 
from Niagara Falls, has been with 
the same distributor for 25 years, 
and is an avid amateur baseball and 
bowling fan. Win $10 by being the 
first to wire, phone or mail us his 
name. 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 
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Wood Levels 


New method of 
Screwless Binding 


l'wo new 48-in. brass-bound masons’ 
wood levels, completely brass enclosed 
on every edge, have been introduced. 

No. 648-BB designates sugar pine 
stock and 1648-BB is for mahogany. 
he levels have four plumbs and two 
level vials. The binding is said to be 
precision-rolled, double-angle, channel- 
grip type, and fits into and is sealed in 
twin grooves on level top and sides. 
This eliminates fastening with screws 
Ends are machined flush and anchored 
by 2 recessed-head Phillips screws 

Another feature listed by the maker 
is the use of “metailic-sealed”’ vials 

The Columbian Vise & Mfg. Co., 
Cleveland 


Micrometer 


Reads Direct In 
Ten-Thousandths 


\ new micrometer caliper which 
reads direct in ten-thousandths of an 
inch—no Vernier to decipher—has 
been introduced. 

According to the maker, it makes 
every measurement with exactly night 
spindle pressure without relying on 
“feel.” 

It features the maker’s “Hi-Preci- 
sion” thimble consisting of an 
thimble reading in thousandths and 
an outer thimble with large, widely 
spaced graduations which gives direct 
readings in ten-thousandths. Range is 
0 to ] In. 

The I 
Mass 


Inne! 


S. Starrett Company, Athol, 


Control Equipment 


Air Regulator, 
Filter, Lubricator 


A new line of Universal air control 
devices, consisting of air regulators, 





DISTRIBUTORS WHO AoW SAY... 


CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection . .. if you want to get aboard a real money- 
maker . . . don't delay . . . find out today why CHICAGO WHEEL is a 
Peach of a Deal! 


MOUNTED WHEELS GRINDING WHEELS INTERNAL WHEELS 
First—Foremost—and aa Wide range of sizes, Vital to today's urgent 
shapes and specifica- Ss production require- 


Finest! The fastest 
tions for every portable ; x ments... a real leader 


turnover and the big- 


gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments .. . low stock 
investment higher 
profit margins. 


“XL” BOND WHEELS 


A real Chicago Wheel 
exclusive this new 
“XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 
ie; —the answer to your 
SS 
age. All popular sizes 


and steel backs 


tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E" Bond Wheels 
for faster production. 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency .. . 
a competitive advantage 
available only with Chicago 
Cut-Off Wheels. 


in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every LD. application, 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised... 
nationally known. Wide 
range of models... plus 
more than 500 matched 
accessories for steady, 
repeat business, 


oe fie Scheme sha ae 
Sales Promotion Aids 


Literature, engineering data, practical 
grinding information —everything you 
need to do a better selling job is yours 
with the Chicago Wheel line. Write to & g. oO. 


day for complete details 


Dept. ID, 1101 West Monroe Street + Chicago 7, Illinois 
Offices in Principal Industrial Centers 
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your customer 
deserves the 


VERY BEST 


supply him with 


KECKLEY 


PRESSURE 
REGULATORS 


If you haven't handled KECKLEY control 
equipment, you'll want to find out why so 
many distributors rely on the top-notch 
regulators and excellent service they get 
from KECKLEY. You, like many others 
who place their customer's interest first, 
will find the best way to satisfy is tw 
supply the best—-KECKLEY 


GET THE WHOLE 
KECKLEY STORY 
IN OUR NEW 
BULLETIN 54C 


O.C¢. KECKLEY CO 


y ‘ 


filters, lubricators, automatic drain 
traps, quick coupling connectors, and 
Rotary air seals, has been announced 

Che regulator is said to employ a 
balanced piston principle with auto 
matic bleed off, making possible sensi 
tive adjustments to } Ib. The air filter 
uses the cyclone principle to remove 
free water and oil from air lines. The 
ir lubricator, having a Venturi action, 
supplies atomized oil to pneumatic 
equipment 

[he new line includes a combina 
tion of regulator, lubricator, and filter 
in one assembly, simplifying installa 
tion, and requiring only two connec 
tions 

Perfecting Service Company, Chat 
North Carolina 


lotte. 


Compressor Control 


For Continuous Or 
Intermittent Air 


select the 
opera 


dual control to 
COMpressor 


\ new 
most economical 
tion for both continuous or intermit 
tent air requirements has been intro 
duced 

According to the 


when compressed air demand is high, 


the control is set for continuous com 
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manufacturer, 


It's easy to see 


@@@ what CARBORUNDUM ts doing for 
Distributors in "54. Just look at this 
compelling, full-color “stopper 
read the thought-provoking story 


Your customers, too, 
will find 


It's hard to mise 


@eeas they see this powerful mes- 
sage—and many others like it— 
in their favorite metal-working 
magazines throughout the year. 


It's yours to use 


e@eea hard-working tool to help you 
sell more quality abrasive products 
to customers and prospects. 
abrasive products by 


@EGISTERED TRADE MARK 


Tue Cagsoaunpum Company, Niagara Falls, N. Y 








Mi 
¢ 


Lf pies = & 
arti 


ip 


f 






‘He, 


'@)F-Taale)alet-m-la—mr- We lele) Mme cl -1-3 mi ai-jale 


Hard cemented carbide cutting tools 
demand keen edges, extra-fine fin 
ishes, close tolerances...and you'll 
get all this with Diamond Wheels 
by CARBORUNDUM. They cut cool 
— increase tool life hold size and 


profile— give the sharpest edges— 
where sharpness is important... 
reduce grinding time— often elimi- 
nate intermediate operations... 
save you money— one wheel grinds 
thousands of tools. For roughing 


Through product quality and application “know-how” 


dull or broken tools...use GREEN- 
GRIT Silicon Carbide Wheels by 
CARBORUNDUM. For expert counsel, 
fast service for every tool grinding 
operation, call your CARBORUNDUM 
Distributor or Salesman. 


C4 ..sORUNDUM 


REGISTERED TRADE MARK 


continually puts more [EEQEEy in your abrasive 





When every 


rilisitha-Mete) 1) 


Bay State Taps produce threads of the utmost 
precision with a maximum of productivity. 
This dual quality of Bay State Taps . . . precision performance 
is readily available from nearby 


shelves of industrial supply distributors. 


\ BAY 
STATE 
TAPS 


MANSFIELD, MASS 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


\ 
\ 
} 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam -tight on ta 
end unless otherwise apouttied, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in poosesias connecting 
rod bolts by the cold upset process 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


a 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
epoctiiagtions “hansen head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head — with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 


9/16", 3/4",15/16° eaueen tho late. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
i 
7 
/ 
2 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 








INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1954 





carried by 
LEADING 
DISTRIBUTOR 


+ 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





pressor operation. The VD unloader 
unloads the compressor when maxi 
mum tank pressure is reached. Com 
pressor then idles until additional ai 
is required, 

For reduced air requirements, the 
dual control can be set to operate th« 
compressor intermittently. A pressure 
switch shuts off the compressor motor 
when required tank pressure is 
reached; starts it when more air is 
required. 

The dual control can be added in 
the field to any of the maker’s unit 
equipped with loadless starting. 

Quincy Compressor Co., Quincy 
ll. 





I 


“Maverick” usually spells 

trouble, on the production line as 
well as out on the range. Being 

an unknown quantity or a 
“Johnny-come-lately,” it leaves 
room for genuine doubt both as to 


performance and to quality. 
And that’s the reason so many 


experienced buyers — production 
experts to supervisors — insist 
on Kester .. . the one “brand” 


[ Ld 
titi 


that is synonymous with the best 


Hydraulic Hoist 


Permits One Man 
To Lift 2000 Ibs. 


A new electrically powered, hydrau 
lic “Utility” hoist, changeable from a 
mobile shop hoist to a truck bed o1 
loading dock mounting, has been an 
Insist on Kester for the exact job-engineered ~big nounced. 

Solder you require; 8 major Fluxes in : : ce According to the manufacturer, a 
Core Solder, available in 5 core openings. Also ; \ hydraulic system rated at 5,000 psi 
.» » Kester Solid Wire and Bar Solder, provides power to lift 1000 Ib load 
Kester “Solderforms” and Kester Fluxes. ; 8 feet with built-in boom extension, 
1500 Ib load 64 feet, or 2000 Ib load 

+ feet plus. 
The 6 volt motor is battery pow 


ered. 


Unit Mfg. Co., Minneapolis, Min 
—— ' pi 
pai — "ltagae End Mills 
Z Carbide-Tipped Over 
Z Full Length Of Flute 


New shell-end mills, said to com 

SOLDER COMPANY bine the hardness of one-piece carbide 

tips with the cutting efficiency of a 

4214 WRIGHTWOOD AVENUE + CHICAGO 39, ILLINOIS true helix flute design, have been dé 
NEWARK 5, NEW JERSEY + BRANTFORD, CANADA veloped. 

According to the maker, this per- 

mits full length of the flute to be 

tipped with carbide, providing a cut 


i 
| 
| 
' 
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THE WM. POWELL C0 


, CINCINNATI, OHi0 


“You see POWELL VALVES everywhere!”’ 


Not surprising when you realize that Powell _ there’s the place for Powell Valves—available 
makes more kinds of valves and has probably — through distributors in principal cities. Made 
solved more valve problems than any other 4” to 30” and 125 pounds to 2500 pounds 
organization in the world. And this has been W.S. P. Bronze, iron, steel and corrosion re- 
going on since 1846. sistant alloys. On problems, write direct to The 

Wherever flow requires dependable control, Wm. Powell Company, Cincinnati 22, Ohio, 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


vay F' 


Powell Valves ‘; oh og 


PS. This io juats one of many ads appearing inv feading magasimes that > aE VALVES! 
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SELL 
your customers 


longer service 


te 


r+ #4 “AN 


VTA SS AN 


rr 


IRONSIDES STEAM HOSE 


Widely used as the safest, strongest hose for general 
steam service, [ronsides actually reduced hose replace- 
ment \« for one large chemical company. It can make 
money for you. Here’s why. Ironsides, exclusive with 
Quaker, is at least four times stronger than wrapped 
fabric hose, yet it is priced no higher. Kink-proof and 
easy-to-handle, it is braided with steel wire, bonded with 
rubber and has an extra braid of glass cord for insulation. 
It is backed by advertising constantly stressing your serv- 
ice to industry. Sell with lIronsides . . . another Quaker 
quality product for steady profits. 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


mt oF 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSSURGH 


PHILADELPHIA 24, PA. 
Branches in Principal Cities 
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ting edge of 13-in or 2-in, depending 
upon diameter of cutter. 

The new “Helicarb” shell-end mills 
are available for both steel and non 
ferrous applications, and may be used 
with standard shell-end mill adapters. 
Cutter diameters range from 3-in to 
6-1n. 

Sonnet Tool and Mfg. Co., Haw 
thorne, California 


Steam Hose 
Handles Alkaline 
Based Cleaning Solutions 


Style MH steam cleaner hose, re 
cently added to the maker's line, is 
said to meet the steam-cleaning appli 
cations of auto laundries, truck, bus, 
and railroad maintenance shops. 

Available in 4 and  3-in sizes, the 
steam cleaner hose is recommended 
by the maker for use at 100 Ibs water 
pressure where alkaline based clean 
ing solutions, such as caustic soda 
and similar detergents, are employed. 
It is not recommended for chlorinated 
solutions. 

Goodyear Tire & Rubber Co., Ak 
ron, Ohio 


Diamond Holder 


Can Be Bolted To Table 
Or Used As Magnetic Chuck 


D-H No. 15 is the trade name for 
a new diamond nib holder for surface 
grinders. 

According to the maker, it al 
the nib to be brought in contact with 
the wheel at a 15 deg. angle thereby 


lows 














Jet Pumps 


TTT rte = 





Gas Service Lines 


Irrigation and Lawn 
Sprinkling Systems 


Come on in—the market’s fine 


lightweight and exceptionally easy to install. And 
installed costs are surprisingly low. Booklet No. 
603 will give you the complete story of both types of 
Republic Plastic Pipe. Write for it. 


We mean the market for Republic’s new plastic pipe: 
It’s good now. It will grow better. We can’t tell you 
how much better simply because we don’t know our- 
selves how many uses there are for these two new 
products. 

Those you see above are the obvious ones. As more 
instalJations are made, more uses turn up. But it will 
be a long time before even these present markets 
are saturated. 

You can get your share of this business with Repub- 
lic’s two new plastic pipes. Flexible, made of poly- 
ethylene, has high corrosion resistance to many 
chemicals and chemical fumes. Semi-Rigid is made 
of butyrate, has high resistance to natural gas and 
corrosive acids and alkalies found in soil. 


Both these plastic pipes are non-toxic. Both are 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES ° CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. ¥. 


REPUBLIC 
PLASTIC PIPE 
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as restoring accuracy to cutting action of 
spent ge et A WISE DECISION FOR grinding wheel. It allows for hand 
Fit Se Bk turning the nib, said to maintain a 
te point on the diamond. 
ee 64 
+ erat Made of solid steel, and weighing 
ead 24 Ibs., the new holder can be used 
aes with any size diamond nib for use on 
* ie 


any size grinding wheel. 
The Desmond-Stephan Mfg. Co., 


THE TOLERTON COMPANY OFFERS QUALIFIED == Urbana, Ohio 
DISTRIBUTORS EXCELLENT TERRITORIES FOR 
FAMOUS TOLCO LAMINATED WOOD PRODUCTS 


The Tolerton Company, since 1894 
a leading manufacturer of wood 
products, will sell their line of Tol- 
co laminated, Northern, hard maple 
bench tops exclusively through 
qualified distributors. Years of re- 
search and development make the 
Tolco Tops the finest available for 
industrial work benches or assem- 
bly benches. They are long lasting 
and yet not harmful to tools or 
assembly parts. 

Several years have been devoted to 
market studies. Tolco tops are al- 
ready in use by many of the country's 
leading manufacturers. You can sell 
this well known line of laminated 
hard maple products and increase 
your company's annual profits. 


Lightning Arrester 


Protects Equipment With 
Low Impulse Insulation 


A new valve-type Thorex lightning 
arrester for the protection of equip 
ment with low impulse insulation 
strengths has been announced. 

The new RM (rotating machinery 
arrester is said to be intended for us« 
on motors, generators, synchronous 
condensers, and the a-c side of rotary 
converters as well as dry type trans 


CONSIDER THESE TOLCO ADVANTAGES formers and older pieces of oilinsu 


lated apparatus. 
NATIONALLY ADVERTISED ae nen arrester is available in 14 
WIDELY ACCEPTED IN INDUSTRY different line to ground voltage ratings 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS from 3 kv to 27 kv. The arresters may 
EXCELLENT PROFIT MARGIN be used in conjunction with parallel 


connected, wave-sloping capacitors in 


SALES AIDS AVAILABLE 
order to gain maximum protective 


characteristics. 
Ohio Brass Company, Mansfield, 


For complete information on the 
Ohio 


Tolco line write direct to Mr. R. |. 
Tolerton, President, The Tolerton 
Company, 267 N. Freedom Avenue, 
Alliance, Ohio. Your inquiry will 
be considered confidential. 


Reamers 
Free Cutting Action 
With More Chip Space 
I'vype No. 344 bridge reamers 


centl roduced are said to be four 
THE TOLERTON COMPANY Gute’ aie de ee t , pr fe " 
267 N. FREEDOM AVE. ALLIANCE, OHIO free cutting action with more chip 
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space than conventional five fluted 


type. 

The left hand spiral is said to pre 
vent grabbing or hogging in with sub 
sequent stalling of air tool. 

Available in the full range of sizes, 
43-in through 14-in diameter, the tool 
is provided with a pilot point to facili- 
tate entry in small or irregular holes. 

Chicago-Latrobe, Chicago 


yy | 


Electrician's Knife 
Plastic Handle 
Break & Shockproof 


A new clectrician’s knife for cut 
stripping insulation 


WA 
DIVIS 


* Reg. U. S. Pat. Off. 


FILTE! as “ror 


TN DUSTRY 


tuatroduct by the 


LEWIS COMPANY 
N OF FRAM CORPORATION 


Wo Largest Filter Manufacturers 
FOR OILS... 


EXCEL-SO FILCRON* cartridges de- 
signed to perform oil filtration down 
to one micron in one pass. Six stand- 
ard sizes cover all engine horse- 
powers. Special design disc type 
cartridge is modified to handle by- 
pass or full flow problems. 


ANY SIZE 
ANY CAPACITY 


EVERY FILTER SALE RESULTS IN 


mul UGG ff caxravs SALES 


} M4 T WIDE PROFIT MARGIN 


Also a fH line of industrial replacement 
\.. cartridges. 


is now available to 


This complete Iii 
qualified 


DISTRIB 


to Warner Lewis Company 
Box 3096, Tulsa, Oklahoma 





Name 





Company 


Street Number 





City 





{J send information ie have representative call 
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The RIGHT tools 
make the BIG difference 











Tre 
G\f 


Se ee - - 
; — THE “SUPEaRE NCH 




















@ See someone using a wrench with confidence and ease — getting 
maximum turning power in the most inaccessible spots — and 
chances are you'll find he's using a Williams “Superrench”. 
These wrenches are designed right — drop-forged from selected 

they're unbelievably strong, light in weight, well 
And, there is a wide range of patterns with 


alloy steel 
balanced 
openings from 3/16” to 34%” 

So if you have any idea that all wrenches are pretty 
much alike — try a Williams “Superrench” and feel the 
difference. Men who have worked with them already 
know. Catalog 202 shows the new, improved and 
expanded line that’s paying profits to distributors. Do 
you have your copy ’ 


‘The Broadest Line of Its Kind’ 


Write for new Catalog 202  - 


wire and light screwdriving, has been 
added to the maker’s line. 

Features claimed include: jet-black 
handle of breakproof, shockproof plas- 
tic; blades of high grade steel, chrome 
plated; frame steel with brass inserts; 
general purpose spear type blade; 
screwdriver blade has scraper and cut- 
ting edges and is self-locking when 
open. 

Xcelite, 
Park, N. Y. 


Incorporated, Orchard 


Tool Holder 
Available In 
Wide Range Sizes 


Designed for round, square, triangu 
lar and diamond shaped carbide in- 
serts, a new mechanical tool holder 
in a wide range of sizes, has been in- 
troduced. 

According to the maker, the carbide 
insert is cammed firmly against tool 
shank by the heavy steel band, and 
can be released by loosening the 
pointed set screw on top of shank. 
Carbide inserts are ground on top and 
moved up in holder by adjusting set 
screw at the bottom of shank. The 
adjusting set screw is locked into po 
sition by a second screw. 

Wendt-Sonis Company, Hannibal, 
Missouri 


Split Tee Unit 


Assembled, Ready 
For Installation 


A new WeldOlet split tee, assem 
bled and ready for field installation, 
has been introduced. 

The new unit is specially designed 
for hot taps and new construction in 
the oil and gas transmission industries. 


| 


3. H. WHLLIAMS & CO. 401 Vulcan Street Buffalo 7, N. Y. 
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Ads like this appear in Business Week 
and leading trade publications 
every month 


Putin ee wt 


Ask Your LYON Dealer! 


@ No need to fish around for the best in steel not ask him to stop in with his 76-page cata- 
equipment. The Lyon Dealer is your man... log—chock-full of equipment and ideas. 
for two big reasdhs First, he offers the world’s Lyon Meta Propucts, INc 
most diversified line of quality steelequipment General Offices: 953 Monroe Ave.. Aurora, Ill. 

. more than’1500 standard Lyon items. (A Factories in Aurora, Ill. and York, Pa. 
very few shown below.) Second, he can show 
you how to get the most out of steel equip- Lyon aiso has complete facilities for manu- 
ment in terms of time, space and money. Why facturing special items to your specifications. 











a * 


, 
¥ 






























































A PARTIAL LIST OF LYON STANDARD PRODUCTS 
Kitchen Cabinets - © Tool Toters ent f } binets 


. 

abinet Benches © Bor Racks reedor tche Fiat wer F * | 
7 . 
. 


2 


sge Cabinets © Too! Boxes 
Tables Parts Cases 
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WACO car movers 
AFETY cAR WRENCHES 


WILL SELL... because they are both safe and efficjent 


SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 5344” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 


SWACO CAR WRENCH 


Strong because it is made of high tensile 
alloy castings. Safe because the handle 
remains stationary in the hands of the 
operator as the ball-bearing ratchet head 
revolves with the car spindle. Weight 26 
lbs., including 3-ft. handle. 


It is said to meet size and service re 
quirements from small sizes to 30 inch 
outlets for run lines through 36-in. 

Bonney Forge & Tool Works, Al 
lentown, Penna. 


Hydraulic Vise 


Uses Compressed Air 
And Hydraulic Fluid 


A new, power operated milling ma 
chine vise, known as WiltOmatic 


M-M, has been introduced. 

According to the manufacturer, the 
operator can instantaneously place a 
force of 9,000 Ibs. on the jaws of the 
vise with a touch of toe on an air 
valve. The tool is said to be com 
pletely flexible, adjust with ordinary 
crank handle motion to any desired 
opening, and be locked manually as 
well as under power 

Normal air line pressure of 90 Ibs. 
is recommended, although the vise is 
said to function on any ai! pressure 
from 20 to 140 psi. 

Wilton Tool Mfg. Co., Inc., Chi 


, 
cago 





whencnes 





CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


Sheet Lifter 


Suction Cup 
Pulls 11 PSI 


A new sheet lifter, known as Pres 
Vac, has been announced. 

According to the maker, as long as 
the trigger in the pistol grip handle is 
held down, the suction cup will pull 


co. 


a 
iy ttedstleiete 


WILLEY’S CARBIDE TOOL 


A } shit ry 
y c rmignway 
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HARKER 


\ Ps why 


arper offers more to distributors 


tn 


The H. M. Harper Company is the largest 
exclusive manufacturer of bolts, nuts, 
screws, washers and rivets in non-ferrous 
alloy and all stainless steels. There are 
eight good reasons why you should stock 
and sell Harper Fastenings: 


This ancient Greek Infinity Symbol! 
characterizes the everlasting 
quality of Harper Fastenings. 


Experience—the largest manufacturer specializing 
only in corrosion-resistant fastenings. 


One source—one bill to pay, one invoice to write, one 
account to keep. 


S Broadest range and most complete line. 


«a Better profits because of a higher selling price for non- 
ferrous metal and stainless steel fastenings. 


Ss Small space for stocking. 


t Stocks move rapidly and there is no obsolescence, no 
deterioration while in stock. 


e) High quality. 


es Complete stocks ready for immediate delivery carried 
in Harper warehouses with branches in every major 
market area. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, IIl. 


The H. M. Harper Company 
8219 Lehigh Avenue 
Morton Grove, Illinois 


SPECIALISTS IN ALL HARPER Please send me: 


CORROSION-RESISTANT FASTENINGS 


BRASS « NAVAL BRONZE « SILICON BRONZE 
MONEL ¢« NICKEL ¢ COPPER « ALUMINUM 
e ALL STAINLESS STEELS 


0 Catalog CQ Distributors Discount Sheet 


Company 


Address 
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NEW improved 
TOLEDO Simpact 


1’ to 2” Self-Contained 
Ratchet Threader 


PIPE HOLDER 


% Improved cam-type any nem 


pipe holder has broader jaws for 
more positive grip on pipe. 

*® Free action cam assures instant 
setting to any size—1”’ to 2” 

*® Easy to center .. . you get perfect aligned threads. 

*® Fewer moving parts ... minimum wear .. . light in weight. 
Amazingly compact . . . will thread a pipe projecting through a 
wall as short as 6\4"" 

*® Accuracy proven through the years . . . dies recede along tapered 
steps. A fine quality tool—yet low in cost! Always sell and rec- 
ommend TOLEDO for all-around satisfaction and profit. The 
Toledo Pipe Threading Machine Co., Toledo, Ohio. 


SOLD ONLY THROUGH DISTRIBUTORS 


@ TOLEDO 


PIPE TOOLS...POWER PIPE MACHINES 
... POWER DRIVES 
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11 Ibs psi. The new lifter is supplied 
with a 5-in neoprene cup, aluminum 
handle, 96-in hose and pressure regula- 
tor. 

Some applications suggested by the 
manufacturer include: lifting sheet 
steel, glass, plywood, masonite, plaster 
board, complete cabinets. 

F. ]. Littell Machine Company Air 
Division, Chicago 


Torque Device 
Prevents Reverse 
Torque Action 


A new device for transmitting 
torque while preventing reverse torque 
action has been announced 

Called ““Nobak’’, the device is said 
to transmit torque in both clockwisc 
and counter-clockwise rotation. It can 
be used to lock a driven mechanism in 
ny angular position. 

Ahlberg Bearing Company, Chicago 


Lathe 
13g-in Hole 
Through Spindle 


\ new Sebastion 13-in geared head 
lathe has been introduced. 

Features mentioned by the manu- 
facturer include: large, heavy bed; ta 
pered roller bearings supporting spin 
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Have You Seen 
THE NEW NO. 249 

s& NEVER-SLIP 
CAR MOVER? 








v 


Features 


@ 30% more forward movement per stroke 
of the handle than the models it super 
sedes. 

@ Greater strength of component parts 
through better distribution of metal. 

® Combines the good features of the No. 
2, No. 4, and No. 9 models which it 
supersedes and replaces. 

Still featured in our line ure our popular 

No. 5 BADGER and the Heavy Duty Power 

King. Write for catalogs and prices today 


We suggest that users buy through 
their local distributor 


ADVANCE CAR MOVER CO. INC. 


APPLETON, WISCONSIN 


_ Does jobs no drill can do! 
upto 10 Times Faster 
than Boring! 


“HOLE-MAKER” 


Totally new — maximum rigidity, 
no chatter! Roughs or finishes 
holes to exact size in PFORG 
INGS, CASTINGS, BOILER 
PLATE, THIN STOCK, TUB 
ING; CROWNED, CYLINDRI 
CAL AND FLAT SURFACES 
One of 5 blades is aiways in 
the cut on odd work shapes — 
smooth action even om miermit 
tent cuts! Use new HOLE 
MAKERS in radial drills, drill 
presses, turret lathes, portable 
electric of pneumatic drills, etc 
Excellent for trepanning and 
rough boring 1.D.'s in Tubing 
Castings, etc a real production 
tool ! 

Holes can't drift, spindle can’t 
deflect — it's piloted 2 ways 
Cuts steels, plastics, transite, non 
ferroms metal:, stainless steel, etc! 


5 ADJUSTABLE SIZES: Specify Straight Shank or 
M.T. 2. 3. 4. Other tapers on order. 

Models: | 102 | 203 204 405 506 
Capacity: |i” to ne ote to we 5°[5” to6” 
Order from your dealer or write for catalog! 7 


ROBERT H. CLARK COMPANY 
9330 Senta Monica Bivd., Beverly Hills, Calif 
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die; large | 4-in hole through spindle; 
automatic oiling systern; cam, action 
tailstock clamp; easy-shifting spindle 
speed dial; multiple-splined spindle; 
all gears in headstock run in oil; cab 
inet in pedestal leg 

Iota) weight of the machine ex- 
ceeds 1600 Ibs. 

Sheldon Machine Co., Inc., Chi 


; 
cago 


Saw Blades 
With Special 


Universal Bushings 


Abrasive saw blades with special 
universal bushings, said to enable them 
to be used on most popular makes of 
portable tools, bench and stand grind 
ers, and on flexible shafts with guard, 
have been introduced. 

Called Handee abrasive saw blades, 
they come in two sizes, 7-in. and 8-in. 
diameter, and in two types, masonry 
and general purpose. 

According to the manufacturer, the 
universal bushing eliminates the need 
of buying special blades to fit a specific 
tool. 

Each blade is individually packaged 
in a protective envelope, printed in 
three colors; and a self-service display, 
with a dozen blades to a carton, is 
also available 

Chicago Wheel & Mfg. Co., Chi 


P ; 
¢ agi ) 


Drumvator 
For Raising Parts 
In Storage Drums 


The Drumvator, a new device for 
raising parts in storage drums to efh 
cient work height, has been intro 
duced. 

According to the maker, the device 
can be used at any press or machine 
station since it is contained within the 
parts drum. It consists of two sepa 
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rate assemblies called the hoisting 
frame and the stem and pl 
sembly. 
Operation is accomplished by 
ing the hand lever on the | 
frame. The standard unit is 
have a 2000 Ib lifting capacity. Ship 
ping weight per unit is approximat« 
40 Ibs. 
Acton 
Cleveland 


Engineering Company, 


Balancer 


For Suspending Portable 
Tools Weighing Up To 5 Ibs. 


A new balancer for suspending all 
types of portable tools (air or electric 
gages and fixtures weighing up to 5 
lbs. has been announced. 

Model 7472, weighs 2 Ibs., and 
designed so that all adjustments are on 
outside. In-line suspension is said to 
prevent twisting or turning when cable 
1S pulled out. Cable is sheathed with 





it’s New! Tested! Proven! 


HY-PRO TAPS now come in 


TRANSPARENT PACKAGES! 


«+ « For Immediate 


Visible Identification! 


HY-PRO’S NEW PACKAGE CUTS COSTS! 


These new Hy-Pro containers have been designed to 
save you money in inventory counts, size and thread 
checks, storage space, shipping and handling... at 
no extra cost to you. 


Commercial ground taps are carried in blue boxes— 
the precision ground in red. And a handy pocket 
reference chart is included under each tray. 


Recommend Hy-Pro to your customers. These new 
packages carry a full line of top quality taps, pro- 
duced by Hy-Pro’s engineer specialists. 


ADDITIONAL WAREHOUSES: 

10428 W. McNICHOLS RD 
DETROIT 21, MICH 
UNIVERSITY 4-1077 


6141 N. ELSTON AVE 
CHICAGO, ILL 
NEWCASTLE 1-6486 


6046 COLLEGE AVE 
OAKLAND 18, CALIF 
PIEDMONT 5-4337 


HY-PRO TOOL CO., 


Here’s what Hy-Pro’s exclusive 
reinforced plastic packages 
mean to you: 


e Immediate visible identification 

@ Faster Inventory 

e Quicker Running Counts of Taps Used 
@ Instant Size & Thread Checks 

@ Less Storage Space Needed 

e Greater Strength, No Warping 

© 80% Lighter Weight for Shipping 


..- Af no extra cost fo you! 





Psy er , 


NEW BEDFORD, 
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CHICAGO-LATROBE'S 


complete line of 


DOUBLE-CIRCLE TOOLS 


gives greater cutting mileage 





Double-Circle Drills run all the way from watch- 
maker's .0059 diameter (too small to illustrate in 
its true size) to a giant 3/2” or larger, diameter 
drill. These are the extremes. In between are 
literally hundreds of the more commonly called 
for sizes in the exact design you require. 

Each one is the finest possible tool of its type. 
Starting with top-quality pre-tested steels, they are 
produced under a precision control system thot 
insures a perfect drill every time. Order Double- 
Circle and watch their fine quality give you “greater 
cutting mileage”. . . keep your tool costs down. 
Your distributor can supply you. 


TOOL BUYERS THROUGHOUT INDUSTRY ARE BEING 
CONSTANTLY REMINDED THAT THEY CAN GET 


QUICK SERVICE -& 
FROM A CHICAGO-LATROBE DISTRIBUTOR 


e) CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


DRILLS © REAMERS » COUNTERSINKS ¢ COUNTERBORES ¢ CARBIDE TOOLS « SPECIAL TOOLS 
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nylon. Housing is of lightweight metal 
with flat profile. 

Cable replacement is said to require 
disassembly of housing halves only, by 
removing three screws. The balancet 
ilso features a rust-resistant finish 

Aro Equipment Corporation, Bryan, 
Ohio 


Cutters 


Designed For Comfort 
And Ease Ci Operation 


A new line of Hardy heavy-duty 
cutters for cutting concrete reinforc 
ing rod, hard bolts, chain and high 
strength steel strand and guy wire, has 
been announced. 

According to the manufacturer, lev 
erage has been increased, and the han 
dle design. assures ease of operation 
and comfort in all positions. 

Ihe new cutters are available in 
capacities up to Y-in diameter. 

Interstate Drop Forge Co., Milwau 
kee 


Hole-Maker 
Three-Bladed Design, 
Easy Size Control 


A new tool design for hole making 
operations, known as “Hole-Maker’, 
has been introduced. 

According to the manufacturer, the 
tool can be used in steel, cast iron, 



































YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 


GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 














@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance . . . 
They are also the factors that will help you stimulate sales, provide 


a more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING @ KANRY-TEX BELTING @ 
PLASTIC AND CELLULOSE COATED BELTING @ ENDLESS WOVEN BELTS, 
COTTON OR NYLON @ STITCHED CANVAS BELTING @ WHITE, BLACK 
AND BROWN NEOPRENE RUBBER BELTING @© WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 


Flour Mills * Bakeries * Canneries * Cereal Mills 
* Textile Mills © Grain Elevators * Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries * High Speed Tool Shops 
¢ Woodworking Shops * Printing Plants * Candy 


Manufacturers 


@ The long lasting qualities, dependability, and economy of serv- 


ice makes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 


KNOWN FOR QUALITY THE WORLD OVER 
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with o CLEMENTS -CADILLAC 


. 
Save your equipment Remove 





dirt, dust, grit, filings from every 
crack and crevice before they 
damage your machinery, de 
crease its efficiency. You'll 
reduce repairs, 

replacement, 


down-time. 


Ask your mill supply 
dealer for a demonstra- 
tion, or write us for 
information. 








CLEMENTS MFG. CO., 6624 5. NARRAGANSETT AVE., CHICAGO 338, ILL. 


<—___—_ 
| vseo sy sysiness anp inousiy ror more tan ws veass | TODAY 


—to Find HIDDEN Sales 


on your regular calls! 


with our 


30-DAY TRIAL OFFER 


on the 


FOLEY aafomatic 
SAW FILER 


customers who use 
sa we t e exte et sharpen them by 
hand or send ' rut uu may find many 
hidden pr pects for the Faw Filer, and 
our 30-Day Trial ¢ er ble ach customer to 
e ite merits on } 
¥Y plant wher r f sawe are ised 
ey quickly ys for elf. I ey fled saws 
ncrease sawing prod tion t } because 
they cut so much faste i ‘ in ole 
stay sharp longer 


The FOLEY SAW FILER Practically Sells 


itself on our 30-DAY TRIAL OFFER The FOLEY SAW FILER is the ONLY 
machine that files BAND SAWS up to 4',” 
= Dey Trial Ofer te open threach vee te wide. CROSS-CUT CIRCULAR SAWS uo 
ell rated mpany. and your sstomers will te 24” diameter and all types of HAND 
shank wou te be informed ab » Weite tad _ SANs (All Saws that can be sharpened 
Som tual Gatelia and ieerates with a three cornered file) 


FOLEY MANUFACTURING CO. 


3363 N. E. Sth St. Minneapolis 18, Minn. 


We also moke Foley Retoothers for 
hend saws, Sew Setters, Grinders, etc. 
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aluminum and its alloys and othe 
common metals. High efficiency is 
said to be insured by grinding correct 
clearance angles on bits and using 
proper cutting speeds and feeds for 
each respective metal. 

The tool is said to produce clean, 
true holes in all thicknesses between 
heavy plate and skin-type materials, 
and may be applied to cylindrical or 
crowned shapes such as pipe, boilers, 
tanks, wing sections, and spars 

Five sizes are now being manufac 
tured covering diameters from 1-in. 
to 6-1n. 

Robert H. Clark Company, Beverly 
Hills, California 


Drafting Tape 
Holds Firmly, 
Comes Off Cleanly 


A new drafting tape, Behr-Cat No. 
114 has been announced. 

According to the manufacturer, be 
cause of its controlled adhesive quali 
ties, it will hold tracing paper or cloth 
firmly on boards; come off roll cleanly, 
apply easily; leave no defacing or dis 
coloring marks. 

It is available to the industrial mar 
ket in 60-yd rolls, boxed or bulk 
packed in 17 standard widths ranging 
from 4 to 3-in. 

Behr-Manning Corp., Troy, N. Y 


Speed Control Units 


Closely Controlled 
Adjustable Speeds 


\ line of combination power and 
speed control units, known as FHP 
Adjusto-Spede Drives, has been an 
nounced. 

Ihe units are an integral combina 
tion of AC constant speed induction 
motors, eddy-current couplings, and 
electronic speed controls. According 
to the manufacturer they are readih 





George T. Baum, Construction an 


of Carrier Corporation, tells why he’s . . 


The man who raced the thermometer! 


‘This summer really put the heat on us,’ says Carrier Corpo 
ration’s George Baum 

“Take a phone call we got from Chicago: refrigeration 
machinery stopped — and the mercury going up on 70 tons 
of expensive beef! Or a theatre is without its air condition 
ing; a laboratory's vital supply of penicillin is in danger 

We raced those rising thermometers — and beat them 
with Air Express 


To back up our local s maintain one 


fe inventory of over 15 parts in Syracuse 


Air Express —— 


CALL AIR EXPRESS 


From May to September, Air Express handled 15 to 20 ship- 
ments a day for us, from a 1 oz. gasket to a 900 Ib. rotor. 

With more Carrier air conditioning and refrigeration in 
service than any other make on earth, Air Express plays an 
indispensable role in preventing emergencies — and in meet- 
ing the inevitable few 

Yet the average shipment costs /east by Air Express. 25 
pounds from Rochester to Chicago, for instance, is $5.65. 
That's $1.20 /ess than the next best price for any air service 

and Air Express service can't be beat!” 


__ i> 


GEAaTs THERE FIRST via US. Scheduled Airlines 


. division of RAILWAY EXPRESS AGENCY 
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3 habbitts and 1 solder 


do a job together 


The job is to make you money. Federated 


Castomatic” Bar Solder and Big 3 Babbitts do it 


consistently because they sell easily. 


Castomatic Solder is macfiine-cast, as opposed to 
the usual hand-cast bars. Its advantages are commonly known 


in the trade. Only Federated can make it. It sells. 


The Federated Big 3 Babbitts—XX XX Nickel. 
Merit Metal and Frictionless"—cover the full range 
of white bearing metal needs. You can stock only 
these three and satisfy any babbitt need. Stock these 


Federated leaders . . . you'll sell them fast. 


Federated Metals Division 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5S, N. Y. 
in Canada: Federated Metals Canada, Ltd., Toronto and Montreal 








adaptable to varied applications requir- 
ing closely controlled adjustable speeds. 
Weighing less than 50 Ibs., models 
are designed for mounting on wall, 
ceiling, or floor, without modification. 
Drives are available in 115/229 volts, 
single phase or 220/440 volts, three 
phase; 4, 4, and 4 HP at 1600 RPM, 
10:1 constant torque speed range; 4 
ind ? HP at 3200 RPM, 20:1 range. 
Dynamatic Division, Eaton Manu- 
facturing Co., Kenosha, Wisc. 


Oilers 
Seamless Spout, 
Leak-Proof Coupling 


Several new changes and improve 
ments in the company’s line of pistol 
and pump-type oilers have been an- 
nounced. 

According to the manufacturer, a 
new seamless spout has been developed 
to replace the soldered seam type previ- 
ously used. A leak-proof coupling for 
all oilers with interchangeable spouts 
has been designed, and the method of 
ittaching a fixed-type spout has been 
improved. 

All models are made with one-piece 
drawn steel base. 

Plews Oiler Company, Minneapolis 


Steel Wire 


Aluminum Coated, 
Corrosion Resistant 


Aluminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Tine Dust, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals The availability of an aluminum 


coated wire, with accurate control of 
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Vi : , 
*fag, here's your most versatile grinding machine! 


Sfran 


FLEXIBLE SHAFT MACHINE 


Only type on the market with 





@- SPEED GEAR DRIVES 


The famous Strandflex 4 and peed Gear Drive 


Machines mean faster speed ( tio Lror direct drive 
head, no countershafts » el vil lle or drive 
helts. No need t use too ur cust r ¢ select 
any operating speed vit! 

finger. 


More versatile because wide eed rang ans the 


Strandflex can be used fo grinding, rotary filing, 


wire brushing, deburring, 


operations 


In addition, the new H Ng ) ttachment, also 


exelusive with Strand, lets ou recommend this unit 


for high speed steel and carbi gives operat 





HEAVY DUTY UNITS, TOO! % or 1 
HP. Five operating speeds. Strand- 
flex patented gear head drive. 
Plenty of power and speed when 
it’s needed. 
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to 27,000 RPM Constant-speed motor 
operatnig speed, regardless of load 
Easier to use because exclusive Strand Quick Change 
(Attachment lets users change tools in seeonds without 
using wrenches. Special locking button arrangement re 
quires only a PRESS-PULL-SNAP! And remember, with 
Strand the operator lifts the tool only not the heavy motor. 
Full Strand line ineludes direct drive and ecountershaft 
nachines with up to 3 HP. Also full line of accessories 
and tools. Jf you’re not already handling this famous line 


wre for open lerriory data There’s u Strand unit to 


answer any flexible shaft machine need. 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Marylor 


5001 N. Wolcott Ave Chicago 4 
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both thickness and weight of the coat- 
ing, has been announced. 


Named Acco Aluminized, the coat- 


on MILWAUKEE Trucks ing is made through a new continuous 


hot-dip process. 


eee but Lower Prices are Recommended by the manufacturer 
for applications requiring superior re- 
Only ONE of the Reasons corrosive conditions, the 


sistance to 
@ Lower prices, YES, BUT combined with a grow- coating is said to be bonded tightly 
ing line of medium duty all-steel welded trucks. to its metal base and is so ductile that 
@ Lower prices, YES, BUT reaching the growing it can be drawn to any desired thick- 
market for light but rugged tubular steel hand ness : 
No, 88-6 trucks, and all-steel-deck platform trucks. T! lable j 
6 tones olen Wh, ot > naan’ 1 new wire is now available in 
No, 6635-C able, including Appliance Carriers and Welding Aluminized 7-wire strand in Siemens- 
Trucks, Each provides the maximum in dollar for Martin, high strength and _ utility. 
dollar value, in customer satisfaction, in distribu- Physical properties are said to con- 
tor sales potential. form to ASTM Spec. A-122-52-T for 


No. 3305-0 MORE DISTRIBUTORS WANTED: galvanized strand. Aluminum coatings 
Sales records show that greatest increases have come from distribu- are said to be comparable to that of 
tors qualified to serve the expanding market for the growing line Grade A galvanizing 

of Milwaukee Trucks. Naturally we want to add more such dis- P : She ' "ep WW is D haste 
tributors. Write today for NEW catalog M-123 and price schedules e age Stee c Ire } Iv., american 
covering the most popular hand trucks for factories, offices, stock- Chain € Cable Company, Inc., 
rooms, warehouses, shipping rooms. \lonessen, Pa. 

Ask our factory representatives to give you more information, tell 

you about the fastest growing hand truck line in America. Clip 

the coupon to your letterhead and the facts will be on your desk 

within the week. Compare valves for yourself. 















































Ne, 2203-A 


§ LWAU K £ = Schedules. ~~ sons ‘ ae 3 23 and Price 
Truck and Caster Corp. so. 


6512 W. River Parkway, Milwaukee 13, Wisconsin Oe 


4 Rope thath night 
fou the job! 


oe 

: = ‘ ‘= _ Fe } Check Valves 

_~ , . Spring Closed Or 
Pilot Operated 


A century and a outers srpetenne in ' s > Opec A new line of hydraulic check valves 
producing to highest quality standards gees with pipe thread or flange connection, 
inte every foot of Wall Manila Rope. Re- Baltimore spring closed or pilot operated i 
sult . . . rope that tekes the toughest job Boston pring closed or plot operated, in 4-1n 
in its stride, turns in consistently good j — to 14-in sizes, has been announced. 
icago < 
performance. G@uestene rhe 3000 psi valve is said to allow 
Wall is now availcble packaged in the a Me. free flow in one direction and prevent 
; ouston 
onrnaamd pan. Bay tne oe ees Jeckeonvitte flow in opposite direction. 
" t 
cartons which keep the rope clean an Memphis Model 8640 is spring closed, Model 
ready for sale. These cartons occupy mini- j New Orleans - 5 : 
mum floor space and are attractive dis- Norfoik $642 is pilot operated, and Model 
plays for “impulse” buying - ; Odessa, Tex 8644 is pilot operated with pressure 
Philadeiphia 
Pittsburgh breaker 
Portiend, Me Rivett Lathe €* Grinder, Inc., Bos 
WALL ROPE WORKS, INC. San Francisco : 
48 South Street, New York 5, N.Y fon 
Fectory: Beverly, N. J 


Press 


a Eliminates Manual Punching 
. And Assembling Operations 


y | A new press, Model No. 00, with 


two-ton capacity, has been announced 
K, According to the maker, the new 
MANILA . : ROPE press eliminates the fatiguing opera- 
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AYaHi) LET'S LOOK AT SOME 
ay LEADERS IN R-PeC’s 
COMPLETE VALVE LINE 


© The best sellers shown here represent only a small part of the wide- 
spread R-P&C Valve line. R-P&C manufactures gate, globe, angle and 
check valves in all standard materials, in a wide range of sizes and pres- 
sure classes. Bar stock valves, asbestos-packed cocks, Lubrotite gate 
valves, cast steel fittings and other specialties round out the line. 

The completeness of the R-P&C line gives R-P&aC jobbers extra 
profit possibilities—allows them to bid competitively on all types of 
valve business. Whether the specifications call for a %" bar stock 
valve or a special cast steel 24” gate valve—R-PaC jobbers are in 


Pressure sealed bonnet joint 
cast steel valves are furnished in 
gate valve and globe valve styles in 
900 Ib., 1500 Ib., and 2500 Ib. 
pressure classes. 


the bidding and get a big share of the contracts. 


R-PaC is Easier to Sell 

For over 84 years, R-P&C has been 
building quality valves and customer 
preference. R-P&C’s reputation for 
quality makes selling their products 
easier—simplifies the jobbers’ mar- 
keting operation. 


All these Sales Helps 

R-P«&C jobbers get the benefits of a 
complete roster of sales aids unsur- 
passed in the valve industry. Inten- 
sive advertising in industrial publi- 
cations (usually two-page spreads), 
catalogs, literature, a quarterly house 


organ, wall charts, selector slide rules, 
trade shows—all increase the selling 
effort behind R-P&C Valves. A qual- 
ified staff of valve sales engineers 
gives jobbers technicai assistance on 
major projects—helps them sell the 
big orders. 


Easy to Stock and Ship 
Unit packaging of R-P&C valves 
keeps stocks neat and cuts down 
handling time. 

Get the profit story that has kept 
many R-Pé&C jobbers on its roster 
for generations. Write for details. 


R-PzC Valve Division 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, 


R-P:C 
valves 


New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 


Asbestos-packed cocks, an 
R-P&C exclusive, ore furnished in iron 
in sizes from “4” to 6” with screwed 
or flanged ends. 


Cast steel fittings, ells, tees, lat- 
erals, crosses, reducers—screwed or 
flanged ends. Furnished in a wide 
variety of sizes up to 24”, in pressure 
classes from 150 to 2500 Ibs. 


Lubrotite Gate Valves, exclusive 
with R-P&C, provide a patented lu- 
bricant seal which gives positive shut- 
off, retards corrosion, reduces main- 
tenance. Furnished in iron, iron with 
bronze trim, cast steel with stainless 
trim, in sizes from 2” to 24”, 


Bar stock valves ore precision 
machined from highest quality 
bronze, carbon steel, or alloy steel 
bar stock. Working pressures for car- 
bon steel range from 10,000 Ibs. at 
150°F to 475 Ibs. at 1,000°F, Sizes 
from 4" to 1”. 
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These 34 inches give customers 


extra miles of caster service 


Bassick’s bigger swivel bearing 
area keeps joads steady, reducing 
raceway wear 


Big point in your favor when sell- 
ing Bassick casters is the extra-large 
diameter of their main swivel 
bearing. 

Your customers may not know it, 
but this diameter is highly important 
in caster design. The larger it is, the 
greater the safety factor and the less 
wear and tear on the caster. Take 
Bassick’s popular Series ““H99" 
double-ball-bearing casters. Their 
main swivel bearing diameter is at 


Advertised in The Saturday 


least 1% inch greater than the 
wheel tread width. 

Heavy loads are carried steadily; 
there’s less raceway wear, easier 
swiveling and longer caster life. 
When your customers buy Bassick, 
they get more for their money than 
with other casters. 

Just ask your next prospect to 
measure the diameter of the main 
swivel bearing area of his present 
casters. Tell him what it means in 
more effective and economical mate- 
rials-handling — then ask for the 
order. Remember, somebody always 
needs new casters — and it’s money 
in your pocket when they buy 
Bassick. 


Evening Post 


to make your selling job easier 
Tue Bassick Company, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


Y 7 cae 
orf 


A DIVISION 


MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 


75 YEARS OF CASTER LEADERSHIP 
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tion of “kick presses,” manual punch 
ing and assembling operations 

A single trip safety mechanism can 
be changed easily to continuous opera 
tion. A heavy duty inclinable frame, 
gib adjustments on both sides, bronze 
wear strips in ramway, bronze bushed 
flywheel and main bearings and con 
necting rod are standard features men 
tioned by the company. 

rhe press has a 3-in stroke standard; 
l-in stroke optional. Flywheel speed 
is 270 RPM 

Sales Service Machine Tooi Com 
pany, St. Paul, Minnesota 


Self-Locking 
Serrated Base 


A new serrated base wing nut, said 
to frequently eliminate the need for a 
lock washer and speed assembly, has 
been introduced. 

Available in a full range of sizes, the 
new wing nuts are made of rust-proof 
zinc alloy and feature a recessed thumb 
grip. In addition to a plain bright 
finish, they are also furnished in all 
commercial finishes. 

Gries Reproducer 


Rochelle, N. Y. 


Plastic Air Hose 
Abrasion And 
Flame Resistant 


Corp., New 


A light-weight small diameter plastic 
air hose for use with pneumatic tools 
has been announced. 

Bostrene air hose is said to be flame 


and abrasion resistant, and is colored 
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JEFFREY helps you 


sell all 


Industrial distributors are a vital element in the 
Jeffrey sales program. That’s why our men 
work closely with Jeffrey distributors to help 
them sell ad/ their markets. 


Home office executives and district sales mana- 
gers team up together at regional sales meetings 
where distributors and salesmen learn more 
about Production, Selling, Pricing, Ordering, 
Delivery, Stocking and Public Relations. 


Jeffrey distributors enjoy personal assistance 
from company specialists in selling important 


WJEFFR 


JEFFREY DISTRIBUTORS SELL— 
CHAIN @ SPROCKETS @ IDLERS @ PILLOW BLOCKS © CAR PULLERS 
POWER SCOOPS @ FEEDERS © PULLEYS @ CRUSHERS © TAKEUPS 
BUCKETS @ VALVES @ SPIRALS © CONVEYORS © ELEVATORS 


your markets 


accounts. They are backed by a broad line of 
quality industrial equipment . . . consistently 
strong national advertising . . . clear, explicit 
catalogs .. . forceful product displays . . . useful 
sales promotion pieces . . . convincing photo- 
graphs . . . sales promotion consulting service. 


Major Markets for Jeffrey Equipment — 
MANUFACTURING * FOOD « PROCESSING * FOUNDRY 
¢ SANITATION ¢ COAL PREPARATION © POWER ¢ 
STEEL © CERAMICS © PETROLEUM «¢ FERTILIZER 
* CONSTRUCTION * SUGAR * CEMENT ¢ CHEMICAL « 
LUMBER * STONE © PAPER 
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bright red to permit casy identification 
of power air lines. 
Western Soc ket Y gah Besides the }-in. diameter size with 
4-in. wall (weight 8.8 Ibs. per 100 ft.), 
the new hose is available in 2-in. i.d. 


be “TRA TION KN URLED” and %-in. wall at working pressures up 
ow to 120 Ib. at 75 F. 


Boston Woven Hose @& Rubber 
Company, Boston 


This fine, 
burr-free 
herringbone 
knurl provides 
@ sure, non- 
skid grip for 
faster 
assembly. 


And End Mills 
Added To Line 


An addition to their line of cutting 
tools—milling cutters and end mills 
has been announced by the company 

Ihe addition of milling cutters and 
end mills, together with the recent 
addition of dnills, high speed counter 

° bores and spot facers, is intended to 
t t bi t fill out their former concentration on 
eee Oo cu assem y ime taps, dies, reamers and screw plates 

Butterfield Division of Union Twist 


“os . ) , ‘ ) } t 
Today's competitive market demands maximum produc- Drill Company, Derby Line, \ 


tion efficiency. To help your customers meet this demand, 

Western has developed a Socket Screw with precision-cut, Control Valves 

knurled head that provides a secure non-skid gripping 

surface for faster, re assembly. Five New Hydraulic 


Western flush-to-surface Socket Screws add sales appeal Directional Models 


and safety to every modern product — eliminating the A eects of Eve mew dinectional 
danger of protruding bolt heads and giving a clean, stream- trol valves: designed for usc 
lined appearance. And Western saves your customers deadiin tell) crue with 
money, too. Made of finest alloy steel and heat treated, 

they're so strong, less are needed on each job. Precision 

machined, they fit instantly, preventing time and money- 

wasting assembly delays. 


Write today for free catalog and prices 





Western Automatic 
Machine Screw Company ann 


371 Woodland Ave., Elyria, Ohio 


Precision Screw Products, Parts and Assemblies Since 1873 
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The World's Most Accurate 


UNSURPASSED ACCURACY 
AT ALL VITAL POINTS 


{ Microcentric CHAMFER 
= 


@ Besly can help you to help your customers BAD sclic-Ground THREAD FORM 


get better threaded parts, longer tap life and lower @) 


tapping costs. And, Besly’s specialized help in aarti li tae 


selling and servicing the “big volume” users means 
fr. Py Mirror-finish FLUTES 
better cutting tool profits for Distributors. = 


Ask how we might work together to get you more Tru-Squore DRIVER 


of this worth-while “big volume” business. 





BESLY-WELLES 


CORPORATION BESLY DRILLS, REAMERS 


Established as Charles H. Besly and Company in 1875 ANDO END MiLLS— 
High-Speed Cutting Tools in a com- 


106 DEARBORN AVE. © BELOIT, WISCONSIN plete range of types and sizes. 
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WATER GAUGES 
FITTINGS 


pressures up to 2000 psi, all for gasket 
mounting, has been announced. 

According to the manufacturer, the 
five new designs differ, principally, in 
the methods of actuation. These are: 
pilot operated; solenoid operated (sin- 
gle or double); and solenoid con- 
trolled, pilot operated (single or dou- 
ble solenoid). 

The Parker Appliance Company, 
Cleveland 


OIL AND 


Quality products that give full GREASE CUP 


service 


Help your customers to save 


money over long periods of time 
A good selling opportunity 


® Send for catalog AIR COCK 


SHUT-OFF COCK 


Hydraulic Jack 


Safety By-Pass 


FITTINGS: 
Prevents Over-Loading 


A new 50-ton remote-controlled hy 
draulic jack has been announced. 
Consisting of a hydraulic ram, a 
high-pressure connecting hose and a 
pump, the jack can be used in con- 
ESSEX BRASS CORPORATION fined quarters under loads with mini- 
mum clearance. It is also recom 
2000 FRANKLIN STREET Set. 1901 DETROIT 7, MICH. mended by the maker for use as a 
hydraulic press and for lifting and 
lowering heavy machinery, lifting and 
aligning beams, and _ straightening 
equipment. 
The ram has a minimum height of 
104-in and a 54-in lift. An automatic 
switch-over is said to permit rapid 


positioning of the unloaded ram and 


> = low speed, powerful pumping when 











>>D>>> LET THESE KEYS 


Fast Sellers . . . Proven Re- 
ram lifts the load. 


peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively yet are 
easily opened do not 
freeze in the joints, Product 
superiority back by 36 
years of leadership in the 
tield moke these Key prod- 
ucts a dependable source of 
soles ond profits for you! 


Geoed Door Openers, Too! 
Steady national advertising, 
dealer helps and continvous 
sampling progrom build uni- 
versal demond . . . actually 
make openings for sales to 
many new customers for you. 





For sealing 
pipe joints 
carrying water, 
gas, low pressure 
steam. 





For sealing 
lines carrying 
oils and high 
pressure 
steam. 





WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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A safety by-pass valve prevents over 


loading 
Templeton, Kenly & Co., Broad- 
view, Ill 


Aluminum Locknut 


Weighs 65% 
Less Than Steel 


An all-metal, self-locking locknut of 
high-tensile aluminum has been de 
veloped. 

According to the manufacturer, 
while the 105 F S high-tensile alumi- 





Pe 


ARE YOU GETTING YOUR SHARE 


of Industrial 
Exhaust Fan Business 


From These Industries? 


@ FURNITURE MANUFACTURERS 
@ PLANING MILLS 
@ LUMBER MANUFACTURERS 
® GRAIN STORAGE PLANTS 
@® FLOUR AND FEED MANUFACTURERS 
@ PAPER MILLS 
© CHEMICAL PLANTS 
® PAINT AND VARNISH MANUFACTURERS 
® SHOE AND LEATHER INDUSTRY 
AND MANY OTHERS 


Tuvertigat € 
ForT Worl 
§-2 EXHAUST FANS 


AND THESE OUTSTANDING 
SALES FEATURES ... 


_ Direction of d scharge easily _ Des gned for efficient operation 
changed % Exclusive Paddle-type construction 
%& Direction of rotation easily ; 
enables blastwheel to handle long 
changed 
. Housing, blastwheel, and bearing 
stand are ruggedly constructed for ye Bearings: two anti friction, self- 
vibration free operation aligning pillow blocks 


NEW EXHAUST FAN CATALOG 


Gives description of various applications, types of 
fans and construction details. Complete dimensional 
data, and capacity tables to assist in application of 
fans. 


stringy material through fan. 


Write for 


CATA FORT WORTH iii 


FORT WORTH + CHICAGO ~« ST. LOUIS * KANSAS CITY * MEMPHIS 
WAREMOUSES: * ATLANTA + JERSEY CITY * LOS ANGELES + HOUSTON 
* SAN FRANCISCO 


Dept-19, 3600 McCART, FORT WORTH, TEXAS 
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— the RIGHT conveyor for the — 
RIGHT job at the RIGHT price! 


When you handle Farquhar Conveyors, you’re 
selling a line that’s a steady mover and a sure 
profit-maker. Farquhar’s complete line of gravity 
and power-belt conveyors gives you a ready an- 
swer to literally hundreds of your customers’ 
materials-handling problems. There are sizes and 
types for practically every portable, semi-perma- 
nent and permanent installation to fit individual 
requirements. 


And Farquhar stands behind you one hundred 
percent with sales and engineering aids. A highly ae 
skilled staff of engineers, both at our plant and 
in the field, are experts at designing specialized Ay, 
installations. Feel free to ask us for advice on any /= Se 
materials-handling problem you may have. 


Farquhar advertising 
pre-sells customers 


Eye-catching ads like these appearing 
regularly in Flow, Modern Materials Han- 
dling, Chain Store Age, and many other 
national trade publications pull red-hot 
inquiries help make Farquhar a more 
profitable line for you to handle. 


P Write, wire or phone us now for com- 
(74 ibeaarr plete details on the Farquhar line! THE 


OLIVER CORPORATION, A. 8. Farquhar 
CONVEYORS Div., Conveyor Dept. $.-46, York, Pa. 


OLIVER 


POWER-BELT AND GRAVITY CONVEYORS 
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num nut has the torque and strength 
characteristics of a standard all-steel 
nut, it weighs 65% less than steel. 

Made of 24ST aluminum, the new 
nut is said to be designed to Spec. 
AN-N-5b, and chemically _ treated 
against corrosion to Spec. MIL-C-5541 
and blue<lyed for identification. It is 
available in five sizes: 6-32, 8-32, 
10-32, 4-28 and 4-24. 

Standard Pressed Steel Co., Jenkin 
town, Pa. 





Electric Hoists 


New Safety Hooks, 
Push-Button Control 


New cable Quik-Lift electric hoists, 
ranging in capacity from 500 to 4000 
lb with a choice of lifting speeds and 
types of suspension, have been an- 
nounced. 

The new hoists are said to provide 
push-button control; large, separate 
load and motor brakes; foolproof limit 
switch; new safety hooks. 

The new units are designed for 
heavy production-line work, according 
to the manufacturer. 

Coffing Hoist Company, Danville, 
Illinois 


Centrifugal Pumps 


Designed To Handle 
Corrosive Liquids 


A new line of centrifugal pumps 
designed especially for handling cor 
rosive liquids and slurries, has been 
announced, 

Designated as Fig. 3715 series, the 
new pumps are available with the en- 
tire fluid end in 316, Gould-A-Loy 20 
or 304 stainless steels, all iron, all 
bronze, bronze fitted, all iron with 
stainless trim, or all bronze with stain 
less trim.~*» 

[he new pumps are of support-head 








Packing Types 

















TYPE 7 











Let R/M increase 


*/M’s “Big 7” Packing Types greatly simplify the 
sale of packing. They permit maintenance men to 
cut inventories, to lower maintenance costs;. to re 
duce downtime, to facilitate ordering. TWese are 
big talking points. This basic line of just seven 
field-tested packing types is engineered to give 
custom-built performance in all but the very rarest 
applications. Plants that are now stocking 10, 20, 50 
different types of packings can get the same or 


meet 95% of all packing needs 


= 2g @@ = 


Triplex pumps like this one, which is used to supply hydraulic 
pressure for molding presses, give top performance with R/M 
Vee-Flex®, a packing included in Type 7 of R/M's “Big 7” 
Packing Types. 


your packing profits 


better performance on probably just three or four 
of R/M’s “Big 7” Packing Types. 

Why not plan now to stock and push R/M’s 
“Big 7” Packing Types. Raybestos-Manhattan will 
provide you with all the selling aids you need—in 
cluding a detailed specification chart covering many 
industries. It will also support you month after 
month with hard-selling aivetinlen directed right 
at your prospects. 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., packinG DIVISION, MANHEIM, PA. 





B é G 7 FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, N.J.; 


Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada. 








RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « Industrial Rubber, Engineered Plastic, and Sintered Metal Products + Abrasive and 


Diamond Wheels « Rubber Covered Equipment « Brake Linings « B 


rake Blocks « Clutch Facings « Fan Belts « Radiator Hose * Bowling Batis 
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STAINLESS 


fasteners & pipe fittings 


mY | IF 


ALLMETAL, one of the major suppiia 
of stainless stec!l fasteners and # 
tings to industrial distributors 

now in the top position to 

all your customers’ stai 


less requirements. 
lete range of screws, bolts, nuts, rivets ond 
hers, in addition to full line of pipe fittings 


bad Over 9000 items in stock means immediate de- 
livery from one source 

® New Garden City plant now operating at top 
speed and quality 
Unsurpassed facilities for quantity fabrication of 
specials 


A staff of seasoned engineers always available 
for consultation 


Pioneers in the manufacture of stainless steel 
fasteners 


WRITE NOW FOR FREE COPY OF 
FASTENER MANUAL P12 


MANUFACTURERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 
GARDEN CITY NEW YORK 


KEEP THEM COMING BACK FOR 


re saws 


Here is a line of circular saws that 
cuts your problems of complaints 
and dissatisfaction. They insure a 
lasting relationship between you 

. *r. You can de 


and your customer 
pend on Chicago saws either 
plain or carbide tipped 


Write for 


catalog and 
price list 
Stock the line 
that’s best for 
your custom 
ers 


THE QUALITY Line OR OVER THIRTY YEARS 





CHICAGO SAW WORKS, Inc. 


6136 Oak Park Ave. + Chicago 38, Ill. 
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construction, with the support cast in- 
tegral with bearing housing. Maximum 
liquid temperature limitation has been 
raised to 350 deg. F. with provisions 
for water cooling of support head and 
quenching of the gland 

The new series is built in nine sizes 
ranging from 3-in to 3-in, providing 
capacities up to 720 GPM, and heads 
to 200 feet 

Goulds Pumps, Inc., Seneca Falls, 


= 4 


Power Plane 
Shears Wood 


At 25,000 RPM 


A new heavy-duty electric plane, 
Model 126, has been announced 

The Porta-Plane is said to remove 
f:-in. of wood at each stroke, produc 
ing a square, dead level, glass-smooth 
surface that needs no sanding 

Weighing 93 Ibs., 16-in. long, it 
features a bevel adjustment to cut any 
angle from 45 deg. to minus 15 deg 


Porter-Cable Machine Co., Syracus« 


Power Bit 
Companion 


Extension 


I'wo new companion tools, the No 
104 power bit and the No. 184 powe 
bit extension, have been announced 

The 104 is said to be a fast-boring 
bit featuring hand-sharpened lip and 

















( Advertisement ) 


It Pays to Offer STANLEY and “YANKEE”: Tools 


“YANKEE”, No. 130A 
Spiral Ratchet Screwdriver 


Wherever assembly lines want time 
and work-saving shortcuts, vou have 
a potential customer for this effici 
ency screwdriver. The “Yankee” No 
130A takes the twisting out of 
driving. User just pushes handle 
tool does the work. Can be used with 
one hand. Quick-return spring pushes 
handle back automatically after each 
stroke. 


SCTCW 


Automobile Assemblyists can 
concentrate on their work when 
they're using the ever-dependable 
“Yankee” No. 130A Spiral Ratchet 
Screwdriver. 





Santa Claus’ Helpers discover 
how “Yankee” No. 130A helps cut 
time and fatigue while doing an 
efficient job on the toy production 
line. 


“YANKEE”, No. 4992 Angle 
Vise with Swivel Base 


Meets the demand for quick-setup 
accuracy — and for work that must 
be machined at an angle. Six sturdy 
models available, with and without 
swivel base. 





IT LASTS 





ulin, are” 
NO. 106 STANLEY Ly i" 


GREEN END” ZIG-ZAG RULE 


Zig-Zag Rules Last Longer. Big black numbers, sharp, clear and easy-to- 


read imbedded into the wood for 


long rule life. 


White sticks of selected 


hardwood. Both edges graduated in inches and 16ths. All markings protected 
by crackproof, wear-resistant, vinyl plastic finish. Extra coating on end sticks. 
Ball-socket joints of solid, stainless nickel-silver — laboratory proved rust- 


proof. Long lasting easy action. 


You can sell the Stanley Line with 
the utmost confidence. For full infor 
mation on these and other Stanley 

and “Yankee” Tools write today to 
Stanley Tools, The Tool Box ot the 
World, New Britain, Connecticut 








|STAN LEY | Tooke 


A Division of The Stanley Works 





TOOLS + ELECTRIC TOOLS - HARDWARE ~ STEEL STRAPPING - STEEL 
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Profitable Shipping and 
Packing Room Items 


No. 151! 2A 

Bell Face, Cross- 
Checkered, Ripping 
Pattern 


No. 512A 
Bell Face 
Ripping Claw 


No. 11% 
“100 Plus” 


Stanley Hammers 


Nail hammers of balance and dura- 
bility — including the famous “100 
Plus”, the finest hammer ever to 
drive a nail. These are Stanley 
Hammers! The kind that are in 
demand among your shipping and 
packing room customers. 





4 


~— 


Stanley No. 112 Goose Neck 


Ripping Bar 


A tough tool for tough jobs in the 
shipping and packing room. Drop 
forged from high-grade hexagon steel 
— won't bend or break easily. Six 
sizes — also Straight Ripping Bars 
in three sizes. 





Stanley No. 199 
*“*Replace-A-Blade” Utility 
Knife 


One of the most versatile and useful 
knives you can offer. An important 
shipping and packing room item for 
use in Opening cartons, crates, etc. 
Protective blade guard — 5 blades in 
handle. - 
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An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


Plant Operators 
Welcome the 


ane 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It’s a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 


Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 

Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 





THE CINCINNATI ELECTRICAL TOOL CO. 


CINCINNATI 8, OHIO 


2686 MADISON ROAD 
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spur, plus a —- clean single thread 
that draws quickly and easily through 
soft or hardwood. Three machined 
flats on shank are claimed to eliminate 
slipping. It fits 3-jaw electric drill 
chuck @-in and larger. 

Two set screws on shank line up 
with hex socket screws in chuck of the 
184 extension and prevent bit turning 
in extension and loss of bit when 
pulled from hole. 

No. 104 comes in five sizes: 11, 12, 
13, 14 and 16 sixteenths. The 184 bit 
extension—18-in. and 24-in. 


Stanley Tools, New Britain, Conn 


Pliers 
For Delicate, 
Precision Work 


A new line of precision pliers for 
fine bench work has been announced. 

Known as Channellock “Little 
Champ,” the line consists of five 
matched pliers available individually 
or as a complete set of five in a plastic 
covered, velvet lined case. 

Champion DeArment Tool Com 
pany, Meadville, Pennsylvania 


Vibraswitch 


For Measurements 
Or As Monitor Switch 


Model 1 Vibraswitch for 
measurements or for use 
installation as a 
switch to 


A new 
vibration 
in a permanent 
protective monitoring 





WOW Get into the Profitable 


ome MATERIALS HANDLING BUSINESS 
with MINIMUM INVESTMENT 


Sell the Complete G°“"D Line 


36” or 54” 
Lifts 











Mode! No. 4036 
(Pat. No. 256013! and 
other patents pending) 








ALLIED Offers a Complete Line 
of “Package” Materials Handling Units 


No fancy custom prices, no fancy engineering, 
no slow delivery 




















Hydraulic Lift 
Stocker 
(Model 7158 
Battery Motivated) 


Portable Bucket 
ond Barrel 


Material 
Dumper (J-975) 


Elevator (J-973) 








SELL THIS No. 1 FAST MOVING 


"C” CLAMP LINE, TOO 


Grand "C" Clamps carry top 
discounts and give your cus- 
line includes Bar Clamps, 
- Dual Grip Clamps, Quick 
_ Setting and Release Clamps 


i. a 
exe sf 
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Featuring the 


RAN 
SHOP 
CADDY 


with 4-Speed VariLift 
(500 Ibs. Capacity) 

You Sell 
Standard Models $14950 
sere 


as Low as 


You know that “capital” equipment sales are hard to 
make these days, but you can make sales NOW with this 
low cost, By Caddy.” It’s a hand truck with a 4-speed 
hydraulic lift that has scores of uses in almost every plant 
and shop you call on. It’s a “packaged” unit, complete and 
ready to go to work as you see it. No fancy custom prices, 
no fancy engineering and slow delivery. Buyers are quick 
to see its advantages. 

* Both Lifts and Moves Loads 
® Smooth Hydraulic Operation Reduces Damage to 


Merchandise 

© VariLift—4 lifting Speeds 

© Perfect Balance for Safe, Easy Handling 

* Saves Men—Reduces Accidents 

® Saves Space—Stacks Kegs, Boxes, Bags, Crates, 
Coils, Dies 


SEND COUPON for details of our New Low-Investment, 
Floor-Stock Rental Plan. It gives you a demonstrator for 
only a dollar a day! You purchase as you sell. 


‘ame age shennan eee Tk OR 





ALLIED ™rc.2 SALES <c. 


(Materiats Handling Division of Grond Specieities Co! 
3103 W. Grand Ave. * Telephone: VAn Buren 6-1243 * Chicage 22 


Please send details of your Floor-Stock Rental Plan. 








Company__ 





Street 


Zone State 


oe ee eee ewww wo wad 
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Whatever the security job—there’s a Master 
Padlock to fit providing maximum pro 
tection at the lowest possible price! 


COMBINATION PADLOCKS — Strong, double- 
woll construction; 3 number dialing; self- 
locking tumblers; virtually unlimited combina- 
tions Also available with key-control 
one company-owned key opens all locks 


LAMINATED PADLOCKS—Stronger than a 
solid steel block; hardened tool shackles; pin- 
tumbler mechanism cadmium = rust-proofed 
throughout strongest padlock construction 


known 


Special service on master-keyed 
and keyed-alike sets. 


Seales Tip — Check the number of yeors 
your customers’ podiocks have been in 
vse. Old installations are dangerous 
and should be reploced . . . NOW! Per- 
sonnel turnover, lest keys, etc. might 
permit access by vnevthorized persons. 


Catalog of 
complete Master 


Master Jock Company. Milwaukee 45, Wis 
World s Leading Padlock Waunfacturers 
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actuate a warning or shut down a ma- 
chine when vibration exceeds normal 
value by a preadjusted amount, has 
been announced 

According to the manufacturer, flat 
response from 0 to above 200 cps per 
mits use of the device on almost all 
types of rotating or vibrating equip 
ment including compressors, turbines, 
textile machines, machine tools, and 
gasoline or diesel engines. 

I'he Beta Corporation, Richmond, 
Va. 


Brakemotor 


With External 
Wear Indicator 


\ new brakemotor, said to feature 
in external wear indicator that elimi- 
nates cover removal and _ brake-lining 
inspection, has been announced. It 
shows that the brake is operating prop 
erly at each engagement. 

Brake adjustment is said to be sim 
plified since torque-adjustment 
nut sets it for any rating to maximum. 

Other features claimed include: cast 
iron external parts; dependable brake 
lever system; maximum solenoid-gap 
limit; extra electrical protection; one- 
mokled friction lining of low 


one 


piece 
inertia 


Louis Allis Co., Milwaukee 


‘ 


Chamfer Gage 


Permits Reading Of 
Chamfers Beyond 90 Deg. 


\ new chamfer micrometer gage, 
said to be designed to directly read end 
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to i-in 


diameters of chamfers up from 
90 deg. to 127 deg., included angle, has 
been announced. 

Model 127 is also said to simplify 
computing chamfer depths, and reads 
like any standard depth micrometer. 

It is individually packaged in pro 
tective, felt-lined case. 

Acme Industrial Company, Chicago 


Steel Benches 


16 New Models 
Added To Line 


Modern-Flow steel benches in 16 
new models with three different type 
tops—12 gage steel, masonite covered 
steel, and laminated wood 
innounced. 

Benches in the 210 series shown are 
available in 5 and 6 ft. lengths. Similar 
units without drawers and no riser at 
rear of top are also available 

Equipto Division of Aurora Equip 
ment Company, Aurora, Illinois 


' 1 
have been 


Punch Press 


For Short Runs 
Or Small Work 


A new power bench type l-ton 
punch press with a single pin clutch 
has been announced. 

Said to give positive clutching ac- 
tion, and operated by hand lever, on 
continuous operation, capacity is up 
to 200 operations per minute 

It is claimed punches and dies can 





TORTURE CHAMBER 


for VALVE and 


Here, steam up to 1500 pounds pressure 
and 1000° F. gives Vogt the answer to any 
question of materials or construction for 
valves and fittings in just a few days... 
facts that would take years to obtain under 
normal operating conditions! 

We set up our own Torture Chamber to 
determine the durability of valve packings 
and gaskets; the resistance of various steels to 
corrosion and erosion; and how hard and how 
smooth surfaces of seats, discs and stems must 
be to withstand steam at high pressures and 
high temperatures. We tested and found an 
ideal yoke nut material, and we uncovered 
facts on joint design that could be found in 


no other way. 


HENRY VOGT MACHINE CO., Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK ® CHICAGO @ CLEVELAND 


PHILADELPHIA @ ST. LOUIS © DALLAS © CHARLESTON, W. VA. 


FITTING MATERIALS 


Thus, by constant and accelerated testing, 
we quickly and definitely prove or disprove 
the claims that are made for many newly 
developed materials. And thereby we make 
sure that only the best goes into valves and 
fittings that bear the name Vogt. 


Consult Catalog F-9 for the complete Vogt line of 


drop forged steel valves, fittings and flanges for 
steam, water, oil, gas, air and refrigeration services. 


DROP FORGED STEEL 
VALVES and FITTINGS 
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be made cheaply, and, where only « 
short run is necessary, tools can be 
made of cold rolled stock. 

Operated by direct V-belt drive, 
and weighing 105 Ibs., the new punch 
press requires a $ to 4 hp motor. 

Alva F. Allen, Clinton, Missouri 





ET 





Ratchet Ratchet Trip Jacks— “Two Speed” and “Hi-Speed” 
Lowering Jacks— - High and Low Types— Hydraulic Jacks— 
5 to 15 tons 15 to 50 tons 15-ton Capacity 3 to 50 tons 








Casters 


New Seals Protect 
Raceways, Wheel Bearings 


Six series of the maker’s industrial 
casters, with sealed raceways and sealed 
wheel bearings, said by the company 
to keep lubricants in and foreign ma- 
terials out, have been announced 

Load and thrust raceways of the 
swivel casters are said to be protected 
with Neoprene seals that stand up 
under constant swiveling and heavy 

80 models, 9 types—Buda is a loads. Seals are available on models 
the complete jack line! Whether you 
sell to railroads, construction oufits, bridge 
builders, power and telephone companies, 
or to the maintenance, production, shipping or 
assembly departments in industrial plants, you can steel. mold-on rubber, and MB indu 
be sure there’s a Buda Jack just right for the job. trial demountable wheels. 
Built for easy operation even when lifting at rated The Rapids-Standard Company, 
capacity—designed for quick and simple Inc., Grand Rapids, Michigan 
maintenance. 


with individual load capacities rang 
ing from 175 Ibs. wp to 1500 Ibs 

Felt seals to protect the wheel bear- 
ings are available on nicro-steel, forged 


showing the complete line of Buda Jacks. 


Send for Catalog No. 1515-8, j tf Socket Set Screw 


of 


Division 
Allis-Chalmers Manufacturing Company 


THE BUDA COMPANY 


Harvey, Illinois 


Socket Broached 
All The Way Through 


A new multiple spline socket set 


screw, designed for highly specific tasks 


in guided missile assembly, has been 
announced. 

The socket is broached all the way 
through, enabling the screw to be 








Ratchet Trip Jacks— Ball Bearing Ratchet Screw Jacks Standard 
Higt. and Low Types Journal Jacks— Lowering Jacks— 10 to 24 tons Speed Jacks— 
15-ton Capacity 15 to 50 tons 5 to 15 tons 15 to 75 tons 
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Long Line 


You can find everything you’re looking for, 
in the long line of Heller fine-quality files 
and tools! 


Heller’s selected distributors enjoy the full 
advantage of selling from a complete file 
line. Naturally, they make more sales, be- 
cause they supply all types of files for every 
purpose . . . American Pattern files .. . 
Swiss Pattern files . .. Vixen milled curved 
tooth files . . . Rotary files and carbide 
burrs, as well as chatterless countersinks, 
carbide internal grinding burrs and carbide 


center laps. 


To the long list of Heller Distributors’ 
sales advantages, add: top factory service 


and cooperation, and Heller’s more than 
100-year reputation for quality. 


HELLER BROTHERS CO. 


FILES and TOOLS 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporation 
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wrenched from either end. This fea- 
GREA TER PROFITS ture is said to promote rapid assem- 
bly, and screws can be fed from an 


automatic feed line with either end 
up and still be handled by automatic 


assembly methods. 
| Che new socket screw, (or locking 


ring), is made only in No. 8, 0.072-in. 
size, with cadmium plating, but it can 
also be furnished in other diameters 
ind lengths. 


‘Constant Consumer Demand ae eal Caagesy, Weinber, 
No Factory Sales to Users 1 ie 
Nationally Advertised 
Firm Resale Price Policy 
/ Highest Uniform Quality 


Sold ONLY 


Through Authorized Distributors 


Lift Truck 


Portable, Designed For 
Metal Sawing Machine 


A new portable lift truck, designed 
especially for the company’s new 6-in. 
Speedy-Cut metal sawing machine, has 
been made available. 

The T-56 lift truck is said to answer 


ARMST . 7 G-B RAY , the need for making small hack saws 
ye ‘a & 4 portable, and it can be made in vari- 


GEAR and 4 EL PULLERS Ve a > ous sizes on special order. 
a* 


Peerless Machine Company, Racine, 


aye tcel . we 


Carbide Reamers 
$ Now Available 


~ aed — y' ee \ [fF \w Semi-Finished 
oF of she : out damag & \ Carbide reamers in a complete size 
or broakag range are available in rough ground, 

improved s make them f, semi-finished stage, according to an 


Sane <2 out safe in weo— ¢ \ announcement from the manufacturer. 
— gp poe oer , The semi-finished reamers are said 
r : : to have adequate grinding stock so 

12 types, Bgte* — 2-arm, : r that, for example, a 4-in. nominal size 
3-arm, stand and special —-_ 1 0.904 0.51¢ 
STEELGRIP 3 with drop may be ground UV. m. to V.516-in. 
forged arm Mheat treated and a l-in. nominal size may be 
screws as CHAINGRIP ground 0.990 to 1.020-in. 
Universal ere that reach to [ Super Tool Company, Detroit 
considerabl ances from 
end of sha 


Writ tal : , 
a *&3- =e } 5 . PORTABLE PLANT REPAIRS 


A traveling workshop is operated 
in Queensland, Australia, Food Engi- 
neering, McGraw-Hill publication, says. 


A Q M $ T R 0 » G - B RAY & C 0 7 € Jf 7 The workshop supplies technical and 


repair services to widely-scattered 


5356 NORTHWEST HIGHWAY ISX. sugar plants. 
CHICAGO 30, U.S.A. Ae 
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Sometimes the easy way is the best 


‘In buying bolts, as in doing anything else, the simpler you can make it the more time you save. That's 


why we take the easy way of buying all our bolts from Bethlehem. Bethlehem bolts come in a com- 


plete range of types and sizes, and they have the dependable quality that our people like.” 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


On the Pocific Coast Bethlehem products are sold by Bethlehem Pacifi oast Stee! Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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Sales Helps from Manufacturers 





Shop Trip Adds to SPS Lectures 


An attraction of the three-day train 
ing course Standard Pressed Steel Co., 
Jenkintown, Pa., holds for distributor 
salesmen is the trip through the com- 
pany’s shops to see products in process 
of manufacture. The company finds 
that the shop trip adds to the knowl 
edge the “students” acquire during 
classroom lectures 

In the picture above, distributor 
salesmen from six of SPS’s distributors 
in the eastern U.S. and Canada watch 
the operation of a new optical co-ordi 
nate jig borer, the only one of its kind 
in the United States. Set up in a glass- 
air-conditioned room, the 
capacity larger than 
borer in the 


enclosed, 
machine has a 
that of anv other jig 
countri 


Yale & Towne “Work Kit” 
Reveals Study Results 


After two vears joint studv on the 
performance of 4,000-Ib. capacity fork 
lift trucks varying operating con 
ditions by Yale & Manufa 
Philadelphia, and the 
Wharton S | of the University of 
Pennsvivania, a “Work Kit” has been 


ompany embodving the 


under 
Downe 


turmg Cx 


issued by the 
study 

The kit presents a method for de 
termining the times necessarv for fork 


results of the 


trucks to perform specific operations 
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Included in the kit are work sheets 
which can be used to arrive at stand- 
ard performance times for such opera- 
tions as forward motion, backward 
motion, turning, lifting, stacking. 

Also included in the kit is a reprint 
of the joint study's findings as written 
up in Factory Management and 
Maintenance 


Continental Screw Introduces 
New “Sleeve Box” 


Continental Screw Co., New Bed 
ford, Mass., has introduced a new 
sleeve box” for all types and sizes of 
its standard fastenings. The new con 
tainer is available in 5 or 10 gross 
package units, and has been designed 
to provide inventory control, 
lower handling costs, easier product 
identification, stronger package con- 
struction, and neater stock appearance. 


C lose I 


Ingersoll-Rand Book 
Features Screw Drivers 
Ingersoll-Rand, New York, has pub 


lished “Production Payoff,” a 20-page 
manual explaining its line of air-pow- 
ered screw drivers. The manual cites 
examples of jobs where these tools 
have helped speed the assembly of va- 
rious products. Cost data are fur- 
nished for a number of actual on-the 
job applications. 

The manual explains, also, the oper- 
ating mechanism of the screw drivers, 
including the cushion clutch, a device 
enabling the user to run the screw 
to a predetermined torque beyond 
which it will not tighten further. This 
feature, says the company, reduces 
work spoilage. The torque adjustment 
can be changed as conditions dictate. 

The manual contains specification 
information on all 46 sizes of the screw 
drivers. Diagrams and photos illus- 
trate the publication. 


Owatonna Tool Has Folder 
on Sprocket Pullers 


Owatonna Tool Co., Owatonna, 
Minn., has issued a new folder (No 
SP-54) illustrating its portable hy- 
draulic sprocket puller and installing 
sets in both 50- and 100-ton capacities 

The folder is illustrated with photos 
showing actual applications of OTC 
pullers powered by “Power-Twin” 
rams. 


SPROCKET 


PULLING 
IMSTALLING SETS 
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Literature « Training Courses 
Displays « Packaging « Films 





Carboloy Sponsors 
Two Courses for Customers 


Carboloy Department, General 
Electric Co., Detroit, has sponsored 
two courses for customers in cemented 
carbide tool application. One course 
was conducted in July at the State 
University of New York Teachers Col 
lege, Oswego, and academic credit was 
given. The other course was a 
of five-day 


Series 
sessions conducted at the 
Detroit headquarters 


company s 


Liquid Carbonic 
Issues New Catalog 


\ new welding and cutting equip- 
ment catalog (No. 5490) has been 
published by Liquid Carbonic Corp., 
listing the firm’s line of “Gasweld” 
equipment. The publication illus 
trates and describes equipment for use 
in welding, cutting, and heat-treating 


ope! ifions 


Sylvania Releases 
Fluorescent Guide 
Svlvania_ Electric 
New ¥ l 1 

Guid containing information 
what fluorescent lighting is, its advan 
t 

( 


Products, In 
los : 


k, has released a “Fl 


iges, lamp sizes available, colors 


essories, and other data 

guide was prepared, says 
» help to sellers and users 1 
lection of fluorescent 


ent 
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Falk Catalog Features Foldout 


Designed to help prospects and cus 
tomers in the selection of ‘““Motoreduc- 
ers,” a new catalog (No. 3100) has 
been brought out by Falk Corporation, 
Milwaukee. A novel feature of the 
publication is a center-spread “fold 
out” section illustrating typical instal 
lations and mechanical characteristics 
of the company’s line of speed re 
ducers 

Printed in two colors and profusely 
illustrated, the 26-page catalog con- 
load classification tables, selec- 
tion tables, shaft connection tables, 
thrust capacity tables, dimension and 
weight tables. 

In addition, various structural fea- 
tures of the equipment are classified 
ind explained. A section at the back of 
the catalog presents recommendations 
for unusual or special applications. 
On the back cover are listed Falk dis- 
trict offices and representatives 

According to the company, the cata- 
log will be valuable as an addition to 

“working library.” 


tains 


inv gear user’s 


Firth Sterling Announces 
Price Rise, Stock List 


Firth Sterling, Inc., Pittsburgh, has 
im increase in base prices 
mn on tool and high-speed 
teels of 4%. Extras under 6.5 cents a 
pound are unchanged 

The company announces also the is 


nounced 
] extras 





suing of a high-speed steel stock list 
for the metalworking industry. The 
bulletin lists over 800 sizes in five 
grades. The company, having devel 
oped substantial warehouse stocks of 
highspeed steel, has released this list 
to overcome longer deliveries on mill 
orders 


res MK AY COMPANY 
* 


McKay Issues Fourth 
in Bulletin Series 

McKay Co., Pittsburgh, has issued 
the fourth (No. D) in a series of bul- 
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CALDER - | letins covering the subject of chain. 
. . the Dresser Line The latest publication describes and 
‘Tela Bigger Profits Pe i'Zerticia Sales illustrates weldless chain, and how it 
differs from formed wire chain. Also 
included in the bulletin: link construc- 
tion, link materials, finishes, and appli- 


BUILT RIGHT—Best materials throughout . . tool cations of 10 basic types of weldless 
steel cutters... Right and Left hand Threaded ne chain. 


VALVES—Edward Valves Inc., East 
Chicago, subsidiary of Rockwell Mfg 
Co., have issued a new catalog and 
price list covering their new 2,000 psi 
WP as well as 3,000 psi WP “Mud 
wonder” valves. Illustrations and text 
present advantages of the product, to 
gether with specifications 


for Automatic epee 


PIPE INSULATION Owens-( 
a ning Fiberglas Corp., ‘Toledo, O., has 

issued a four-page data book describing 
EASY TO HOLD— Extra 

its low-pressure pipe insulation. De 
Weight well distributed scribing the uses of the insulation on 
cold and hot water and low-pressur: 
steam lines, the book also provides in 
formation on the jackets provided for 
each specific application 


for smooth handling. 
Also CALDER Fine Diamond Dressing Tools 


NLY THR H DISTRIBUTOR 
ee i ace ; in POWER SAW-—Porter-Cable Ma 


. ; chine Co., Syracuse, N. Y., has issued 

Cc A L ') 3 R M A N U FACTU R | N G C re, a four-page folder describing and illus 

° trating its model 125 power saw for 

2049: North Prince Street v1 Lancaster, Pennsylvania . home use. Application photos and 
specifications are given. 


CONVEYORS-Fo0od Machinery & 
Chemical Corp., Riverside, Calif., has 
issued a bulletin illustrating and de 
scribing three FMC belted power con 
veyor frame designs—channel frame, 
unitized formed rail frame, and angle 
iron frame. Additional pages des 

ind illustrate available types 
sections, diverters, box stops, « 


t 


WIRE ROPE-—John A. Rocbling’s 
Sons Corp., ‘Trenton, N. J., has issued 
a new publication entitled “Wir 
Rope Recommendations and Catalog,” 
designed to provide a simplified order 
ing plan and reference for wire rope 


mae 

SUPER POWER ED users. Divided into 16 sections (one 
for each of the major industries using 
SOLDERING IRONS wire rope), the publication sets out 
Roebling’s new code-number system of 
a ee me dering. Numerous photographs illus 
with Lower Tip Cost! F Wotts Cot Ne. Ut Price 12} | trate application of wire rope in ship 
hg Oe ea Cat. | 1/4 100 4 a 114 $8.25 ‘ ping, logging, construction and mining 

- Sere: 1 1/4 150 P-154 , industries. 
ensaae eee, 11/4 200 P-214 ; | Another Roebling publication d 
irom, but takes %4° | 3/8 200 p-238 | | scribes and illustrates tensioning mate 
tip instead of %" ‘1/2 200 P-212 rials for prestressed concrete. This 
(only 1/6th A ie 300 P-338 catalog gives detailed information and 

) bs 
—- charts on characteristic qualities of 
itn er aii ic solder. wire and strand, and shows ft 1] 
ing irons of every type and size; no obligation. :pplications. 


| HEXACON ELECTRIC COMPANY 


138 WEST CLAY AVENUE, ROSELLE PARK, NEW JERSEY BUSHINGS, ETC.—Shenang 
Mold Co., Dover, O., has issued 


HEXACON —4ndustry s No. 1 Soldering Iron bulletins (Nos. 150. 151. 152 
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That make the 


Protits.. WHEELS GO 'ROUND 


RUBBER-CUSHIONED BRIGHTBOY WHEELS are going ‘round and ‘round 
gaining wider and wider acceptance-—among a rapidly increasing number of 
industrial users, including your customers! Read these reasons why: 


Burring — Finishing — Cleaning — 
Polishing — In One Operation — 


time savings frequently as much as 50°°! 


*Greater Variety of Grain- 

and-Texture Combinations. 

Now available, this greater choice provides 

rubber - cushioned abrasives especially 

“matched” to your customers’ requirements 
faster, finer work. 


Unbelievable Working-Action 
and Adaptability. 


Brightboy’s simultaneous abrasive-and-rubber action is 
not only a revelation in finishing but goes far be yond 
other methods in versatility and adaptability. It brings an 


entirely new and refreshing concept to finis hing a wider 
range of metals. 





Greater Sales Opportunities; 
Gratifying Repeat Business 





Distributors’ Executives and Salesmen: 
Get all the facts on rub- 


ber-cushioned finishing! * / 
Find out why Brightboy 

is a “must” to round 

out your abrasives 


service to custom- Brightboy 
ers. Your request Now Available in 
for prices and sam- . . ° 
ples will receive Either Aluminum 
oo prompt atten- Oxide or 
ion. . 
Silicon Carbide Grain 
ae wis in oc fl and— Each of these compounds 
range of accessory comes in grain sizes ranging all 











products: wheels, sticks, rods and blocks for the way from extra coarse to 
machine and manual operations. extra fine. in soft, firm and 


tough rubber binders. 








alin 


eS ‘e * BRIGHTBOY INDUSTRIAL DIVISION 


WELDON - ROBERTS WELDON ROBERTS RUBBER CO. 


= B r ot “ioe 95 North 13th Street @ Newark 7, N. J. 


: America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
RUBBER CUSHIONED ABRASIVES 
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Industry 


has a lot of jobs 
for this type of 








You can increase your pump sales with these 
modern, efficient Deming Sump Pumps. 


In addition to drainage service, these 
pumps are designed to handle hundreds 
of different kinds of liquids. For pumping 
corrosive liquids, units are constructed of 
non-corrosive metals. Sizes range from 1 
to 10 inches with capacities up to 3000 
g.p.m. against head to 140 feet. Single 
or Duplex types are available, as illus- 
trated. Send for illustrated Bulletin No. 
4600A. Learn the outstanding features of 
Deming Sump Pumps . . . features that help 
YOU sell and keep your customers sold! 


THE DEMING COMPANY 
511 Broadway * Salem, Ohio 
pe AA EIN 
: we y a 4 
yeh oh 
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ing various of the company’s products. 
Bulletin 150 deals with non-ferrous 
parts in manganese and iluminum 
bronzes, red bronzes, brass, Monel 
metal, and special alloys. Bulletin 151 
covers ferrous parts of Meehanite 
Metal, Ni-resist, and special iron alloys. 
Both bulletins refer to centrifugally 
cast parts suitable for use as bushings, 
liners, sleeves, rings, etc. Bulletin 152 
covers tubular and solid types of bar 
stock suitable for production of valve 
and pump parts, small gears, et 


SPEED DRIVES—Dvnamat Div., 
Eaton Manufacturing Co., Kenosha, 
Wisc., has issued an eight-page bulle- 
tin (No. FAS) describing and illustrat- 
ing its combination power and speed 
control units. Included are photo 
graphs, charts, graphs, and line draw 
ings of “Adjusto-‘Spede” drives, to 
gether with basic information on 
operation, capacities, mechanical con- 
struction, control, etc. 


Behr-Manning’s Merchandiser 
Has “Glance-Level” Appeal 


An illustrated triangular display box 
has been adopted by Behr-Manning 
Corp., Troy, N. Y., to display at 
“glance level” its masking tape. The 
triangular shape of the box puts what 
amounts to three front sides (two 
edges of the triangle and a stand-up 
top) in full view of the customer. 
Color of the display is Behr-Manning’s 
familiar blue and yellow. The display 
is intended primarily for the home 
craftsmen trade. 


HOSE—Boston Woven Hose & Rub- 
ber Co., Cambridge, Mass., has issued 
a catalog covering the firm’s line of 
water hose and water suction hose. 
The publication lists specifications for 





Ah a heres snow melting! t" 


sign of a progressive business 


People who buy are often unfairly referred to as 
the “fickle public.” Nothing is further from the 
truth ... for there is nowhere displayed greater 
constancy than by a really satisfied public. 

Progressive, successful businesses are increas- 
ingly aware of their obligation to perpetuate this 
public loyalty by making it easy, convenient and 
comfortable for customers to do business. Hence 
snow melting has taken its place along with air 
conditioning, good lighting, adequate rest rooms, 
ample parking facilities and other conveniences 
that win public esteem. 


Steel Pige 
is FS. CAME. 


For sidewalk, driveway, and parking area snow 
melting and ice removal systems, stee/ pipe is the 
overwhelming choice. For steel pipe is economi- 
cal, formable and weldable for grid and coil 
fabrication, and has been proved in more than 60 
years of conventional hot water and steam heating 
applications. In fact it is the most widely used 
pipe in the world for plumbing, heating, fire 
sprinkler systems, air, gas and water lines! 

Ask for the new 32 page color booklet, “Steel 
Pipe Snow Melting and Ice Removal Systems.” It 
is yours, free and without obligation. 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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LOWELL 
ae0 RATCHET 
WRENCHES 


LOWELL 
SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 


ts 


~ 





1. Snap Ring 
holds socket more securely. Removed easily with 
narrow screw driver or any pointed object 


All Steel Cap 


instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger oll steel 
bearing for much longer wear. Cop locked into 
heed by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


3. High Tensile Alloy Handle 
4. New Tough Synthetic Finish 
5. Enlarged Hole for Lanyard 


A POPULAR WRENCH 
that will bring you 
GOOD PROFITS 

Ask for Catalog #60A 


Lowell 


WRENCH CO. 


MASS 


WOR ESTER 


5 


cach type of water hose as to size, 
weight, construction, and recom- 
mended use and working pressures. 


FASTENER TOOL—Filexible Steel 
Lacing Co., Chicago, has brought out 
a bulletin (No. F-110) describing the 
use of its ““Flexco” tools wrench in the 
fastening of wide conveyor belts. Used 
with an electric impact tool, the tools 
are said to save up to 50% in the 
fastening operation. 


WELDING—K-G Equipment Co., 
Allentown, Pa., has issued an abbrevi- 
ated catalog (No. Q54E) describing 
and illustrating the firm’s line of cut- 
ting torches, regulators, welding and 
cutting outfits, etc. 


CONTROLS-—Beta Corporation, 
Richmond, Va., has brought out a 
folder on its “Vibraswitch,” a device 
designed to prevent damage or waste 
resulting from excess vibration on a 
machine. The folder describes and 
illustrates the device and its applica- 
tions 


BELTING Raybestos-Manhattan, 
Inc., Manhattan Rubber Div., Passaic, 
N. J., announces the publication of a 
revised edition of its industrial rubber 
products catalog (No. 25-C). Catalog 
covers V-belts, transmission belts, con 
veyors belts, hose, molded products 
It also outlines such new products as 
the “Ply-V” drive. Catalog is illus 
trated and indexed. 


CHAIN DRIVES—Morse Chain Co., 
Detroit, has released a revised 16-page 
catalog (No. C72-51) containing data 
on capacity ratings of the firm’s 
“Hy-Vo” high-speed, heavy-duty chain 
drives. Also included are operating 
principles and test data. Installation 
and lubrication recommendations are 
also featured. 


RIVETS—Townsend Co., New Brigh- 
ton, Pa., has announced price increases 
for its large rivets. In the eastern U. S. 
the new price of rivets one-half inch or 
more in diameter is $9.25 per cwt. On 
the west coast, the price in carload lots 
increased 35 cents per cwt. The LCI 
price advanced to $10.75 per cwt 


SPROCKETS—Dodge Mfg. Corp., 
Mishawaka, Ind., has issued a bulletin 
(no. A-632) illustrating and describing 
its ““Taper-Lock” sprockets and roller 
chain. The four-page bulletin covers 
the latest technical data and prices on 
the firm’s recently-extended sprocket 
line, describes sprocket installation 
and removal, and gives data on riveted 
and cottered roller chain. The cur 
rent bulletin supplements a previous 


bulletin no. A-624. 
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ANCHORS-—A 12-page catalog cover- 
ing its line of anchoring devices has 
been announced by Rawlplug Co., 
New York. Included are dimensions 
and prices for anchors for securing any- 
thing from a pencil sharpener to fac- 
tory machine. 


MacLean-Fogg Has New 
Lock-Nut Catalog 


A new eight-page catalog on the 
M*F “Uni-Torque” lock nut has been 
issued by MacLean-Fogg Lock Nut 
Co. The catalog describes the lock 
nut, presents engineering specifica- 
tions, and suggests applications. Also 
described are other products in the 
firm’s regular line. 


VALVES, ETC.—Cooper Alloy Foun- 
dry Co., Hillside, N. J., have issued 
another in its series of “Newscasts,” a 
publication describing various of the 
company’s products. The current issue 
(dated June) features the use of the 
firm’s valves in a chemical plant, the 
use of CA alloys in safety valves, the 
use of alloys in a high temperature dye 
kettle, etc. A center spread presents 
cross-section drawings of the firm’s gate 
valves, while a concluding page tabu- 
lates the mechanical and physical prop- 
erties of CA valves. 


INDICATOR—DSC Machine Co., 
Mount Vernon, N. Y., has released a 
bulletin describing its turret stop in- 
dicator, the “Sure-Stop.” The device, 
according to the company, maintains 
length tolerances and eliminates oper- 
ator error, and the bulletin contains 
several photographs illustrating its ap- 
plication. 


DUCTING—Flexible Tubing Corp., 
Guilford, Conn., has issued a four- 
page bulletin describing “Flexflyte,” 
one of the company’s newer forms of 





whatever the job... 


PeRmacet TAPES 





Realistic Distributor Program 


Really Pays Off! 


You just can’t beat a sales plan that offers so 
many PLUS factors: Dependable gauges—-with 
enduring accuracy——at competitive prices... with 
a mark-up that protects your profit margin. 

And talk about acceptance! Everybody knows 
more original equipment manufacturers specify USG 
than any other make. 

For more information on the USG Distributor 
Plan, call your local USG Sales Office or write 
United States Gauge, Division American Machine 
and Metals, Inc., Sellersville, Pa. 


WHAT THE NEW USG 
DISTRIBUTOR PROGRAM 
MEANS TO YOU 


WORLD-WIDE ACCEPTANCE—USG is the 
world’s largest manufacturer of gauges 
and other pressure sensing and actuat- 
ing devices. More original equipment 
manufacturers specify USG than any 
other make. 


HIGHEST QUALITY—To insure gauges 
of enduring accuracy, USG maintains 
the most rigid quality control system 
in the instrument industry. This rigid 
inspection system is supported by a 
Standards Laboratory with masters 
measuring from low vacuums to super 
pressures. 


REALISTIC PRICING—-USG’s facilities are 
economically integrated for large vol- 
ume, quality controlled production, 
permitting better gauges at compet- 
itive prices—with a mark-up that assures 


you adequate profit. 
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IMMEDIATE AVAILABILITY—-USG main- 
tains the world’s largest stock of gauges 

over 200,000 standard gauges in a 
wide variety of types, sizes and ranges. 
To economically handle your special 
requirements, USG stocks the world’s 
most complete line of gauge compo- 
nents to meet any pressure and actuat- 
ing need. 


ADVERTISING AND MERCHANDISING 
HELP——-Month after month USG pre- 
sells your customers and prospects with 
full page advertisements. Over 6,500,000 
advertising impressions reach your 
customers and prospects annually. All 
ads are prepared to direct business to 


you 


UNITED STATES GAUGE 


; tauuye Steadguarlers FOR OVER 50 YEARS 


UNITED STATES GAUGE 
United States Gouge, Division American Machine and Metals, Inc., Sellersville, Penna. 
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A SALES-WINNING THREE 





New! MIGHTY HANDY WYTEFACE TAPE 


New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in plastic boxes of attractive design and 
paced Offered to you in self-display cartons... 
a most unique and eye-catching tape display! 


New! FAVORITE WYTEFACE IN PLASTIC BOXES 


K&E’s famous Favorite Wyteface Steel Tapes 
(25’, 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


New! HANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 

= Handy Wyteface Tape Rules! Now nes cma in 

kk aN. attractive transparent plastic boxes, they will 

WG eb * oe a have even greater consumer appeal than ever 

[eg acs ee - before. 6’, 8’, and 10’ lengths. New self-display 

0 - cartons show them off to best advantage. No 
rs increase in price! 

—~@ 
ee KEUFFEL & ESSER CO. 


~ 


. dame . =aKis tes Est 1867 
New York « Hoboken, N. J. 


Chicago + St. Lovis + Detroit - Son Francisco + Los Angeles « Montreol 
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(When You Have a Complete 
Line to Sell!) 


Industrial distributors never know what type of 
ventilating or cooling problem the next mail or 
phone call will bring . . . But no matter what the 
problem, distributors who sell CHELSEA can 
quickly recommend a type and size fan that will 
solve it and close the sale! . . . Chelsea offers a wide 
variety of styles and capacities for every industrial 
use—each manufactured to the highest quality 
standards for long, trouble free performance—plus 
a firm policy of selling only through authorized 


industrial distributors. 


TYPE PLDX 


Duct booster fan. Non-overloading 
for high static pressures. 


Be TYPE PH 
ae Complete roof penthouse unit. TYPE IND 


a 
For general ventilation. 


Every Chelsea fan has “Certified Ratings”. You can depend upon 
L—=- accurate, carefully calculated air deliveries exactly as advertised. 


CHELSEA FAN & BLOWER CO., INC. 


PLAINFIELD, NEW JERSEY 
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flexible ducting. Bulletin describes 
various types, methods of manufacture, 
standard coatings and diameters avail 
able, installation. Engineering data is 
also furnished. 


TOOL HOLDER-— Wesson Co., Fern 
dale, Mich. has prepared a folder on 
its “Dual-Wedg Lock,” giving com 
plete specifications, applications, and 
size ranges in locking cutter blades, 
tool bits, etc. in cutter bodies, holders, 
and broaches. 


PUMPS—Hvydreco Div., New York Ai 
Brake Co., Cleveland, has issued a bul 
letin (No. 142) on its series H pressure 
balanced oil hydraulic gear type pumps 
A chart gives performance details on 
the pumps, together with cutaway 
drawings showing construction details 


RECORDERS-— Bristol Co., Water 
bury, Conn., has brought out a bulle 
tin (No. CP1505) describing and illus 
trating the company’s line of electrical 
and mechanical operation recorders, 
both round- and strip-chart models 


HOISTS—Coffing Hoist Co., Danville, 
Ill., has issued a new bulletin (No. CO 
describing and illustrating its “Quik 
Lift” electric hoist. In addition to de 
scribing various structural features « 
the hoist, the bulletin presents de 
tailed specification and dimension 
tables. 


STEEL—Jones & Laughlin Steel 
Corp. has issued a leaflet on “Jalloy” 
Grade 3, a special alloy steel for heavy 
duty use. Outlined in the leaflet ar 
properties, composition, applications, 
case histories, and heat treatment in 
formation. 


COMPRESSORS—Copeland Refrige1 
ation Corp., Sidney, O., has issued a 
six-page catalog (No. B-54) illustrating 
and describing standard air and water 
cooled models of the firm’s belt-driven 
condensing units and compressors 


FITTINGS—OPW Corp., Cincinnati, 
O., has issued a 12-page catalog (No 
F-8) giving information and specihca 
tions on 35 stvles of the firm’s bronze 
and steel,. plain and flanged swing 
joints. 


SCREWS-Star Stainless Screw Co., 
Paterson, N. J., has released a list of 
government specifications for stainless 
steel fastenings. Included in the chart 
are the latest specifications applying 
to U. S. military, naval, areonautical 
(Army-Navy) and federal production 


PURIFIERS—“Catalytic exhausts” is 
the subject of a four-page folder pub 
lished by Oxvy-Catalyst, Inc., Wayne, 





UTICA 





FULL FORGED RIBS 
CAN TAKE IT! 


AND HERE'S WHY: 





\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 
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STRONG BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 


AND FORCED TO FOLLOW CONTOUR OF RIBS 

















EACH RIB SHARES THE SINEW -LIKE 
STRENGTH OF THE ENTIRE JOINT MEMBER 


Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 


sinew-like strength of the entire joint. There is 





S ae 


Pliers + 507-10 


With FOXGED rib-joint 
for added strength 
exactly where you need it. 





you'll 

SEE IT 

IN THE 
THIS 
MONTH 


no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Utica quality. 








[retort & 2 oS 


DROP FORGE AND TOOL 
UTICA 4, NEW YORK 


CORPORATION 
in Canada: Adiam Tool & Supply Co., Inc., Montreal 


tools are made in U.S.A. 





“UTICA” (When referring to the line of hand tools) and 
“RIB-JOINT” ore Trade Marks Reg. U.S. Pot Off. 
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designed tor en 
LPG, or non 
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Pa Lhe cCxnau 
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of equipment h the exhausts 
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WELDING-—K-G 
Allentown, Pa., have 
catalog (No. 54E) covering its line of 
utting torches, cutting tips, welding 
torches and attachments, welding tips, 


adaptors, wren hes, et 


l quipine nt Wo. 


rel ised a Hew 


SPROCKETS~— Morse Chain Co., De 
troit, Mich., has brought out an eight 
italog (C56-54) describing its 
expanded line of ““l ipe! Lock’ sprock 
cts. Sizes and given fo! 
both sprockets 
is installation and 


p ip’¢ 


prices are 
ind roller chain, as well 
removal instruc 


tions 


BELTING 
Chicago, has issued a folder describing 
ind illustrating its line of treated 
titched belting for conveying 
md elevating application Among 
belts cé tured are the 


vered ini pl 
gencral vr and elevator 


Imperial Belting Co., 


canva 


hrm § 

belt, oil-resisting cid 
Sanita for 

Hotstock” (for hot 
for hot materials 


TOI 
food 


rub 


isting, 
ture-resisting 
tuff ind 

ber) and Saha 


CONTROLS—Barksdale Valves, Los 
Angeles, has issued a manual describ- 
ing and illustrating its hydraulic and 
pneumatic control using the 
Shear-Seal” _ principk Publication 
features a selection chart based on 
users’ requirements. For easy filing a 
“quick-find” tab has been incorpo 
rated in book's spine 


valves 


BLOWERS—Pecrless_ Electric Co., 
kan & Blower Div., Warren, O., has 
released a four-page bulletin describing 


its new “Backward Curve” blower 


VALVES—A four-page bulletin (no. 
53-35) has been issued by Vickers Inc., 
Detroit, describing its “Microfeed” 
flow control valves for machine tool 
ind welding machine oil hydraulic sys 
tems. Flow control circuits, perform- 
ince curves, installation data, and com- 
plete specification tables are given in 
the bulletin, covering gasket-mounted 


; ; 
valves in a series of models for 4, 2, 3, 


5 


ind 14” standard pipe sizes. 


FLUTE GRINDING—Edward Blake 
Co.. West Newton, Mass., has brought 
out an cight-page bulletin showing the 
use of the flute grinder in tap 
] 


sharpening 


firm § 








HOISTS & TROLLEYS 
offers distributors 4 keys 
to easier Hoist Sales. 


1—Quick Delivery 
2—Superior Product 
3—A Complete Line 
4—National Acceptance 


All these things add up to values to your 
customers—Something that meons repeat 
business for you 


Philadeiphia Heist features 
st Timken Mount 


CHAINBLOCK &7 MFG,.CO. 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 


A Type and Size for Every 
Need... up to 20 Tons 

















Lowhead Room 


Differential 
Trotley Hoist 


Gear Hoist 











Geared and Piain Trolleys 


Write for Catalog covering the complete 
Philadelphia line in detail. 





Have You Heard This? 





| The New Look in Sales 
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Executives 


“Sales is now a job of many parts 
and the man who hopes to run the 
job—rather than it run him—must him- 
self be many-sided. Not only must 
he meet the requirements for wider 
technical knowledge, there are cer- 
tain other qualifications this new look 
in sales now demands of the 
executive: 

“1. Ability to identify and use rela 
tionships between things or events 
which others usually overlook or 
ignore. 

“2. Capacity for dealing simulta 
neously with many different tasks and 
for keeping an appropriate balance 
between them. 

“3. Intuitive skill for absorbing, 
digesting and avaluating information 
ind coming up with the right answer 

“The company that hopes to keep 
its head above the crowd depends on 
executives who can function in this 
way —Bernard Davis, Sales Manage 
ment, May 1, 1954. 


sales 


Check Yourself Against 
Competition 


“The records of successful com 
panies, large and small, have at least 
one common  denominator—sound 
management tries to pian ahead rather 
than merely operate from day to day 
\ close look at your company’s opera 
tions, in Comparison with competitors’ 
activities, can provide a revealing test 
of your planning ideas. There are 
often good reasons for not copying 
what some one else is doing. But 
unless you know how your pattern of 
operation differs from the practices 
of other successful producers in the 
field, you may overlook weak policies 
that you have been following without 
a considered decision” —Small Business 
Administration, Management Aids for 
Small Business, “Appraise Your Com 
petitive Position to Improve Company 
Planning.” 


It’s Not the Bottle. But the 


Contents 


“If I were a salesman, and an 
opportunity presented itself after work, 
I would be willing to buy a customer 
or prospective customer a drink or two 
at my country club, club or cocktail 
lounge. However, I would never give a 
customer or prospective customer a 
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CAPITOL 


F LINE PIPE COUPLINGS 


That meet API Specifications . . . Ready to ship from stock. 


We are pleased to announce the expansion of our Cartoning P Packaged at 
program to include Line Pipe Couplings in sizes up to and : No Extra 
including 2”. This program will complement the regular — Cost... 
cartoning program for Standard Merchant Couplings yt 
which CAPITOL originated. 
As Coupling specialists Capitol can supply all 
types and sizes of Couplings for which you 
may have requirements. CAPITOL Cou- 
plings are made to meet the specifica- 
tions of the American Iron & Steel 
Institute (AISI), the Association 
of American Railroads (AAR), 
and the American Petro- 
leum Institute (API). 
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— RADIANT HEAT FITTINGS 
_- STEEL PIPE FITTINGS 


CAPITOL CAPITOL 











He’s PULLING IN 
belting sales... 


All during 1954 he’s helping you pull in belting sales through trade 
magazine ads and trade shows. The mighty working power of his 
trunk dramatizes the pull, grip and wrap of G&K Flat Leather Belting. 
That's real “PULLINGRIP” — so necessary for top production-power 
and developed to its maximum in all G&K brands. 

Yes, this elephant is doing a hard-hitting selling job among your 
customers who use and specify belting. They look to you — the In- 
dustrial Supplies Distributor — to supply them, and you can look to us. 
There's an experienced G&K belt man in your territory, ready to help 
you in any way he can. There’s the G&K Belting Cataiog 101 which 
is a real selling tool that can be working for you at all times. 

Let’s all “pull together” on selling G&K top 
quality belting! There’s more real profit in it — 


GRATON 
for you and your customer. 1a 


KNIGHT 
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Every G&K Ad carri 
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-.< Distributor for *4* 
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bottle or more of alcoholic beverage 
You never know what he will do with 
the contents, whereas by buying a 
drink or two you have the opportunity 
of terminating such frivolity at any 
period”—M. B. Heines, general pur 
chasing agent, Phillips Petroleum Co., 
“If I were a Salesman,” Mid-Con- 
tinent Purchaser, May 15, 1954 


“Sell Harder, or else .. . 


“Reducing production cost is a 
great idea, but if your company’s sales 
department falls down on its job, 
you'll have no production costs to 
.. In the months and years 
whok 


work on . 
ahead, weak manufacturers, 
salers and retailers will be shaken out 
Only the strong can survive in hotly 
competitive markets”’—Henry Fiat 
sheim, vice-president, Bozell & Jacobs, 
Inc., in a speech before the Institut 
of Industrial Engineers & Eexecutives 
in Chicago. 


Tips for the P.A. 


“The purchasing agent can receive 
much greater service through his out 
side contacts by exercising a few don’t 
pointers 

1. Don't 

This is commonly 
‘cooling their heels,’ ‘warming tix 


keep salesmen. waiting 


referred to as 


bench’, etc 

2. Don’t encourage attention unless 
it is warranted 

3. Don’t delay decisions unless it 
cannot be prevented 

4. Don’t blow off steam to one 
man when actually he could not pre 
vent some untimciy occurrence 

5. Don’t ask for quotations, just 
so meeting can close.” 

W. R. Clarke, Jones & Laughlin 
Steel Corp., Supply Division, “What 
the Salesman thinks of the Purchasing 
Agent,” Mid-Continent Purchaser, 


April 15, 1954. 


Better Products Don’t Slow Sales 


“On that miracle, the lifetime tire, 
I have a characteristic statement by 
an industrial research man employed 
by a major rubber company. It throws 
a good deal of light on the attitude 
of American industry toward innova 
tions of this sort, which, on the face 
of it, would reduce the business of 
the company sharply, or perhaps bank 
rupt it 

“Said this vice-president in charg 
of research, in effect, ‘We have alread 
made tire improvements of as much as 
50 percent since the war. If such a 
tire had been developed overnight, the 
effect would have cut demand by 50 
60%. But it took time to develop, as 





will the lifetime tire, and the effect 
of it has been offset by the increased 
number of tire-miles run.” And _ he 
ended his statement with this impor 
tant thought, worth pondering over by 
all of us—including the lukewarm 
friends as well as the outright enemies 
of American business 

In any event, I know of no indus 
try that was ever put out of business 
because it gave too much value for the 
money "—Walter Williams, Under 
Secretary of Commerce, addressing 
the Machinery & Allied Products In 
stitute. 


The Millenium 


“If Russia would join the free world 
in genuine peace, all the millions 
bevond the Iron Curtain would share 
with us a universal prosperity 25-fold 
bevond today’s standard of living 
When in all human history have 
malice and madness kept mankind 
from greater blessings? Of course, we 
realize the awful potential of destruc 
tion in the H-bomb and we must 
never lower our guard. But also we 
should keep our eyes on the wonderful 
possibilities for human happiness in 
atomic power for peace “—Sinclair 
Weeks, Secretary of Commerce, in a 
speech at Wentworth Institute, Bos 
ton. 


Do You Neglect Two-Thirds of 
Your Job? 


“Management continues to con 
centrate its training and supervision 
on only one third of the salesman’s 
job—the sales presentation. Too littl 
emphasis is placed on the value of 
planned field operations. Almost no 
interest is aroused in the salesman 
about the importance of guiding his 
coverage with a simple sales control” 

William C. Dorr, “Ideas Which 
Have Paid off for Me on 100,000 
Dealer Sales Calls,” Sales Manage- 
ment, May 1, 1954. 


Education vs. Arms 


“For nearly a decade since cold war 
began, we have been concerned about 
maintaining our armament superiority 
It is time we looked to the mainten 
ince of our educational superiority 
Belicf in the value of freedom of the 
individual can best be sustained only 
if we make sure that every vouth has 
1 chance to develop his talent and 
his intellectual and emotional hori 
zons. Without that opportunity, we 
shall lose our sense of adventure, our 
ispiration x improved society, out 
faith in individual freedom. We shall 


go down the road with cynicism and 
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with NEW BEDFORD PRE-MEASURED 
ROPES—MANILA or SISAL—in 3 
SIZES of SELF-DISPENSING CARTONS 


EW BEDFORD CORDAGE CO. 


New Bedford, Mass. 


[] Rush me full details on New Bedford's triple profits. 
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content ourselves with the conserva- 
tion of what we have with security 
as our watchword and mediocrity our 
standard” —Dr. David G. Henry, vice 
chancellor, New York University, 
speaking at the annual banquet, Amer- 
ican Society of Tool Engineers. 


Watch That Half-Masted Tie 


“Are you the type of salesman that 

1. Comes in the buyer's office with 
vour hat on, or cocked on the back 
of your head? 

2. Puts vour hat on the desk in- 
stead of holding it? 

3. Wears your tie at half-mast, that 
is, not up to the collar button where 
it should be? 

4. Starts talking about everything 
under the sun instead of business? 

5. Blames lack of delivery on the 
shipping department? (The customer 
does not care whose fault it is; all 
he wants is his order. Don’t make 
excuses, just go out and find when 
delivery will be made 

6. Comes into the office when it 
is the noon hour, or after four o'clock 
when the buver wants to clean his 
desk for the day? 

7. Puts a catalog in front of the 
purchasing agent and says ‘Look 
through and see if there is anything 
you want?’ 

8. Kids around with the secretary? 

“If you fall in any of the above, 
well, it is time vou change. If the 
above does not effect you, then you 
are, in my estimation, a good sales 
man’’—Louis Thuringer, “What I dis 
like about Salesmen,”” The Chicago 
Purchasor, May 1954 


Some Bankruptcy Is Normal 


“The wear and tear of the machin 
erv of distribution is reflected in the 
number of concerns that fall by the 
wavside by. liquidation and occasional 
insolvency. The turn-over in business 
is high, but it is part of the free-enter 
prise system, and while the cost can 
not be ignored, it is a relatively small 
fraction of the volume of business 
transacted. The loss is insignificant 
when measured in terms of freedom of 
opportunity for the individual” 
J. Wilson Newman, president, Dun & 
Bradstreet 


“Don’t Eat the Seed Corn” 


“How in the world can industry ex 
pect to have properly educated and 
trained professional people if it in 
sists on hiring away our teachers? The 
practice even affects our undergradu 
ates. Seniors who have the prospect 
of choosing from a dozen jobs at from 





$350 to $400 a month let down thei 
efforts in their senior year. Why 
worry? A sheepskin from old Siw ish 
is all that’s necessarv’’—Edwin S. Bur 
dell, president, the Cooper Union, 
Technical Education News, McGraw 
Hill Book Co 


Small Orders Cost More 


“A small firm in the electronics 
field found recently that it cost a 
minimum of $9 to handle purchase 
orders. At the same time, it found 
that purchase orders for $5 worth of 
memo pads, $3 worth of staples, $5 
worth of lubricating oil and so on 
were going out regularly. Because the 
company was small, its management 
had to be ‘spread thin’. As a result, 
the busy purchasing agent simply 
hadn’t realized that this particular 
profit leak existed’’"—Small Business 
Administration, Management Aids for 
Small Business, “Judging Your Pur 
chasing Efficiency.” 


Why the South Grows 


“The most impressive observation 
about the South during the last 15 to 
20 years is its continued industrial 
growth. This growth has materially af 
fected human well being in the South 
and made it an increasingly important 
segment of the national market. Fur 
ther growth will depend to an increas 
ing degree on the South’s utilizing its 
prime resources, namely, its access to 
the national market’—“The South’s 
Stake in the National Market,” Ander 
son & Sessions Cost and Profit Out 
look, May 1954 


What One P.A. Expects of 
Salesmen 

“T like to do business with a sales 
man who 

1. Makes an intelligent presenta 
tion of his product 

2. Makes calls only when neces 
and stays only long enough to 
out the business of the day 

3. Furnishes prices promptly and 
accurately on request 

4. Advises if prices can be improved 
with better quantities, altered shipping 
time or other factors. 

5. Furnishes information on new 
developments, new uses, improve 
ments in methods of manufacture, the 
latest engineering research data 

6. Helps the buyer to avoid over 
stocking or buying something he can’t 
use 

Gives prompt attention to errors 
and omissions on shipments, invoices, 
credits 

8. Advises of shipments will be de 
layed, giving adequate notice so that 




















THE RIGHT PIECE 
OF EQUIPMENT 

FOR THE JOB 

GIVES UNLIMITED 
SALES POSSIBILITIES 


® You can help plant 
managers to save on the 
expensive work of main- 
tenance by supplying the 
right brush or broom from 
the CAPITAL line. When 
replacements are needed, 
it will be natural for these 
men to say “We'll make it 
CAPITAL again—they’re 
a good investment.” 


The complete satisfaction 
that CAPITAL Brushes 
and Brooms give in daily 
performance assures you 
of the re-orders . . . and 
we suggest to users that 
they buy thru their local 
distributor. 


tC Ja Line that Works MARKETS . 


to Your Benefit ee ee eee 


: Aviation Plant 

*beef washing brooms ¢ hide brooms ¢ Paper Mills 

fibre brooms © whisk brooms ¢ textile pend Gee Cansles 

brooms ® warehouse brooms ® coach brooms ie Tontite 

* janitor brooms © general industrial Buildings’... Dir. 
. e les Hotels 

brooms parlor brooms push brooms * Schools | 
street sweeping brooms * wire brushes * » is Repronte 
acking Plants . 

© floor brushes © window and car washer Warcheusse... Air. 

brushes © counter brushes © scrub brushes ports. . . ete 


® special brushes © street rolls 





INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH and BROOM STS. Est. 1890 INDIANAPOLIS, 7, IND. 
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Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision- built; exerts « grip of 15 times air line pressure! Tried once—re- 
ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 
Territories Open for Distributors and Pactory Representatives 
W. R. BROWN CORP, 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE 


y The Collis 
SLEEVES and SOCKETS 


and a complete line of Collets 


USE-EM-UP STANDARD 
TYPE TYPE 


COLLIS Taper Tools are made by men skilled in this type of manufacture 


Users get long satisfactory service from Collis Equipment and find the answer to 
all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as on Sleeves and Sockets and Collets 


“Call Collis for Service” 
Mili s THE COLLIS COMP ANY iw NA 


Dept. A, CLINTON, IOWA 
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the purchasing office may be in a 
position to notify or otherwise serve 
its plants and offices.” 

George W. Aljian, California & 
Hawaiian Sugar Refining Corp., 
“What a Purchasing Agent Expects 
from Salesmen and ‘Their Bosses,” 
I'he Hoosier Purchasor, May 1954 


Recession-Talk Scares 
Customers, Too 

“There are two sure wavs of not 
getting an order—one is to kill the 
customer; the other is to preface your 
sales presentation with a chat about 
hard times. I visited with 10 jobbers 
this week. They told me they were 
afraid to talk to salesmen. ‘Their rea 
sons were that every salesman calling 
on them was singing the blues, crying 
about business and complaining about 
collections. Most depressing’’—Fred- 
erick B. Henderson, [rederick B 
Henderson Co., Stamford, Conn., 
manufacturers’ representatives, 1S 
quoted in Sales Management, May 1, 


1954. 


No More Same-Day Orders 


“For the past 15 years the philos 
ophy and policy or purchasing has been 
‘Just get it.’ Many are the salesmen 
and many are the buyers who have 
been born on a sellers’ market and who 
are going to be weaned on competi 
tion. The days are fast disappearing 
when the greater emphasis was being 
put on getting the ordet placed the 
same day the requisition was received 
than on planning a long-range pro 
curement program’—E. F. Andrews, 
Pitman-Moore Co., in outgoing ad 
dress as president of the National As 
sociation of Purchasing Agents 


Social Security Is Not Cheap 


“It seems to me important to en 
courage wide discussion of the old-age 
benefits under our social security law, 
because it is evident that the average 
American, although vitally affected, 
knows too little about the real working 
and influence of the plan. Worse still, 
what he thinks he knows often in- 
cludes some serious misconceptions. 
It seems quite certain that he thinks 
of the social security plan as a low- 
cost program and has little idea of 
what it is apparently coing to cost in 
the future directly and indirectly” 

Ray D. Murphy, president, the 
Equitable Life Assurance Society of 
the United States, in a speech before 
the National Industrial Conference 
Board 





No Excuses Needed 


“Selling is the hallmark of competi 
tion and an undeniable right; there 
fore, it seems unnecessary to justify it 
But we like to have our fellowmen 
regard us as contributors to the general 
welfare. What we need to keep ou 
economy strong and growing, mor 
over, may be not less sellimg, but 
More 
If | wish, | may go into my yard, 
dig holes, carry the dirt from onc 
hole to another, and fill up the holes 
wain. I have a right to do this. My 
neighbors will wonder about me, how 
ever. They'll ask themselves and each 
other why I don’t do something san¢ 
ind useful. So it is with selling. | 
do not want my neighbors to look 
upon me as a pariah. Selling is not 
merely digging holes and carrying dirt 
It is not merely a right or a necessary 
evil. It is a fundamental and major Now, right in your own shop, you can attach “Holedall”” 
contributor to the general welfare.” 
Professor T. R. Martin, University 
of San Francisco, “Answers for People customers’ requirements for coupled hose promptly, and 


Who Dispute Economic Benefits of ; Fa 
Selling,” Sales Management with the assurance that you are furnishing the strongest, 


Couplings to any type of industrial hose ...to meet your 


safest couplings for every type of service. 


End of a Routine The ‘“Mulcoram” ... the hydraulic press for making the coup- 
‘Selling against a backlog of firm 
orders has almost become a routine 
in many businesses. But in a more easy to operate, either manually or by power. 
competitive market, customers buy on 
their own delivery terms, or not at 
il] I'he whole sales-communication With the “Mulcoram” and “Hole- 
system needs improvement in many _ dall” Couplings, you can quickly 
: supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 


ling attachment ...is small, compact and inexpensive. It is 


1 company. Among other things, this 
means improved methods of entering 
and handling orders, better sales re 
ports and forecasts, better warehous 
ing, better scheduling and shipping, 


and in some cases, better service to 
the customer after the product has such a practical, economical meth- 


been sold”—Small Business Admin od, or such assurance of customer 
istration, Management Aids for Small satisfaction with the couplings sup- 
Business, “How to Build Your Sales plied, been available. It will pay 


Volume.” you to get all the details. 


Attached quickly and easily by the hydravu- 


lically-operated “Mulcoram”, this unique WRITE FOR BOOKLET 


SMALL TYPE , 
coupling is there fo stay... virtually molded 
There’s nothing startling anymore to the hose by a multiple gripping arrange-, 
about seeing the Lord’s Prayer en- ment illustrated in the cross-section view, 





Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
: Or COUPLING SYSTEM and how quickly, 
eee the head of a pin, but it is above. This super-strong application of hose ccdie eal eames can Uh 
a Amanene Machinist, Mc- to coupling precludes the possibility of the operated...in your own shop, with- 
Sees pees, —— =. coupling pulling or blowing out of the hose, out skilled labor ...to provide coupled 
to be engraved on the point. The 300- hose of any description, with coup- 
character job wos done in 1935 at a sai bs ; lings that can't come off and which 
machine company in Racine, Wis., it ts not miease~ to alter the hose in any actually prolong the life of the hose 
where it is still on exhibit. Characters way before making the attachment...n© by protecting it against the effects of 


are about 0.0002 in. high, and only buffing or cutting of the cover. continuous flexing at connecting points. 


about 1/40,000 in. deep—so shallow “MULCONROY Sicsds. WHERE OTHERS 
ee 


a finger rubbed over them will obliter 


even under highest pressures. Furthermore, 


ate them. In the same size letters, . & 
the entire Bible could be engraved in 
a one-half by three-eighths-in. square 
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For further information 
write 160 Canal Street 


fae ma 





Operations Ideas— 
Can You Use Any? 





Tolerance Tables 
Floor Patching Compound 
Nameplates 
Headphone Unit 
Fork Truck 
Color Dots 
Freight Elevator 
Crane Truck 
Portable Copying Machine 
Stencil Cutter 
Wire-Bound Boxes 
Flush Type Dock 
Puch-Pull Lift Units 
Loading Remps 
Display Stand 


Tolerance Tables 


I'ry this book on your salesmen. It 
is a paper bound ($1) or leatherette 
($1.98) or leather ($2.98) booklet 
titled “Handy Quik-Tolerances” by 
Alexander Mitchell. It is a series of 
tables most commonly used in indus 
try, together with a new and quick 
method for learning and memorizing 
industrial fractions and decimal equiva 
lents without the use of an equivalent 
chart. The booklet is pocket size, ap 
proximately 100 pages, and divided 
into three parts each part being a book 
in itself. Part 3 is really useful for pre 
cision work, having more than 1000 
tolerances arranged for at a_ glance 
reading, besides showing how much a 
part is undersize or oversize without 
anv hguring 


Floor Patching Compound 


If you have any cracks or holes in 
concrete floors in warehouse or other 
areas, you might try a new repair and 
patching compound that makes it 
possible to repair cracks and holes in 
interior concrete floors quickly and per- 
manently—with practically no interrup- 
tion of plant production or materials 
handling. It is called Kwik-Roc, and is 
supplied in powder form; the new ma- 
terial being simply mixed with water, 
poured into the cleaned out hole or 
crack and leveled with the surrounding 
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Numbering, Dating Machines 
Dock Ramp 
Fork Lift Trucks 
Shelving Step 
Stacking Box Trucks 
Lift Clamp 
Storage Handbook 
File 
Light Lift Truck 
Stock Carts 
Duplicating Process 
Stencil 
Step-Ladder Platforms 
Charts 


Demonstration Board 


floor. Normal traffic may be resumed 
over the repaired area within 45 min. 
after pouring. According to the manu 
facturer, the product has more than 
twice the compressive strength of aver 
age concrete used in floor construction. 
It is not recommended for use on ex 
terior surfaces; on interior floors that 
are constantly wet or subject to spillage 
of water or acids, or for resurfacing en 
tire floor areas. 


Nameplates 


You can have an anodized alumi 
num foil nameplate made of .003 in 
or .005-in. thick material backed by a 
pressure sensitive adhesive which passes 
all JAN specifications, and enjoy an 
individualized product service. The 
nameplates are available in anodized 
colors, will not tarnish or oxidize and 
are highly resistant to abrasion, hu 
midity and salt spray. Thinplates, they 
are called, and they can be cut to any 
size or shape and can be serial num 
bered in any typewriter. You can use 
them as nameplates, instruction plates, 
trade marks, wiring diagrams, Or in any 
other place a decal or conventional 
nameplate is now used. 


Headphone Unit 


Streamline your inside salesman’s 
equipment with one of these new high 
fidelity, lightweight dynamic head 





Imp orton Anrourcentent... os 
READY TOOL COMPANY ae 


08 curate CENTERS now 
CENTER SPECIALISTS SINCE 19 itis Minted bade. 


ADOPTS NEW DISTRIBUTOR fixie 
SALES POLICY 


Now... yout custo 


ONE source for CENTERS 


tion and precision | npié over = = 


200 models is engine SHANK TYPE BALL & ROLLER BEARING 


TAPERED ANTI-FR “ 
assemblies in evel : ; - | 
requirement. RED-Es ; Ae ‘ nq A 


Grinding, Milling 

and Screw Machines. SpeedS“@j 

weights up to 200 ton capacity. 
Peg 


RRR RES ss PERS. LOCA eRe 5. - at. I 
RED- Endjustable Grinder and a. SS a 


Milling Machine Dogs for every application € PIPE NOSE BULL NOSE 


SKF BALL & ROLLER OUTSIDE SPINDLE 


me As gsi A yee 
fo: te SFiS S&S 


REVERSIBLE GRINDER DOG UNIVERSAL VISE HOLD DOWNS Es BULL NOSE SHANK BULL NOSE BALL & 
es TYPE Heavy Duty ROLLER TYPE Heavy Duty 


Af BS HIGH SPEED CARBIDE TIPPED 


oe DOG and DRIVER- CAM ACTION STRAIGHT TAIL CUTTER GRINDER 


fe MILLING GRINDER DOG GRINDER DOG & 9 GET THE FACTS!!! 





CALL YOUR RED-E REPRESENTATIVE 
OR WRITE DIRECT: 
B. S. Meade Co Fred G. Littlejon Herren & Sims Company 


604 Duquesne Terr 4511 Melrose Ave 1601 St. Cleir Ave 
Union, New Jersey Los Angeles, Cal Cleveland, Ohio 


Donald B. Huntting 
7446 Vine St 
Cincinnati, Ohio 


RK 17.0 ) Mil) mt) IV he 


563 Iranistan Ave. ° Bridgeport 5, Conn. 
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¢catawissa 
PERFECT SEAL 
é & 
unions 


Gt 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catawisse Union (hot forged from solid 
steel bars) with several extra value features that 
are exclusive here at the UNION SPECIALISTS! 


All Catawissa Unions are designed to give a 3-to-! 
SAFETY FACTOR .. . 3,000-Ib. service unions are 
tested to 9,000-lbs., 6,000-lb. service unions 
tested to 18,000-lIbs., etc. 

Exclusive Ball-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
after machining, guarantees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam). 


WRITE FOR CATALOG 11 


“~ 


CATAWISSA VALVE & FITTINGS COMPANY fy 


ye 
= 
*, 


phone units. It weighs only 1.25 oz. 
and is equipped with the world’s 
smallest dynamic high fidelity speaker 
(cut out those mistakes) which is only 
three-quarters of an inch in diameter. 
The unit can also be used with tran- 
scription machines, for monitoring 
phone calls and many other hearing 
applications, according to the maker. 
The under-the-chin headset is made 
of tough, sturdy Tenite, has exchange- 
able ear tips, anodyzed aluminum tone 
arms and durable flexible tubing. The 
high fidelity range covers speech and 
music. The girls will like it because it 
climinates hair muss and head band 
fatigue. 


Fork Truck 


Palletless handling of wooden cases 
and similar loads is now possible with 
industrial trucks equipped with a new 
type clamping device. This novel 
truck attachment consists of a stand 
ard hydraulic clamp to which have 
been added a pair of heavy forks. The 
forks permit clamping of various con- 
tainers and in addition are also de- 
signed for handling of palletized loads 
in the conventional manner . ‘The 
clamp arms, or forks, are equipped 
with pointed studs on the inner sur- 
faces to insure a positive grip on the 
load. The front stud on each fork 
is positioned to permit inverting o1 
dumping a container. For example, 
the operator engages the lead with 
only the front studs, permitting them 
to act as pivots. By raising the clamp, 
the load, an open box of bolts per 
haps, will be turned on end dumping 
the contents. In addition to dumping, 
this feature permits placing loads on 
end so that they can be regripped in 
another position. The studs make 
only small indentations in the con- 
tainer and do not damage the con- 
tents. The clamp has an opening 
ranging from 18 in. minimum to 66 
in. maximum. ‘They are controlled 
by a plunger type hydraulic valve lo 
cated conveniently for the operator. 


Color Dots 


You might find some use for some 
self-adhesive color dots designed for 
coding merchandise, such as old stock 
and new stock. They are available in 
red, green and yellow in sheeted form 
They are applied without moistening; 
they stick fast and yet may be removed 
without harming the most delicate sur 
faces. They may also be used in cod- 
ing files and salesmen’s call cards, 
making charts and maps, and identify- 
ing stock as well as to mark merchan- 
dise which should be delivered first 





Freight Elevator 


\ prefabricated freight (clectric) ele 
vator supported on welded steel col 
umns independent of the building 
structure may help you modernize 
vour facilities despite the fact that 
vou may be in an old building or one 
that may prove too costly to adapt to 
the installation of an elevator. It is a 
powerful, specially designed elevator 
motor that can lift or lower platforms 
or cages at the rate of 39 ft. per min. 
Capacities range up to 4000 Ibs. The 
maker claims the units are practical 
for lifts up to four floors and can 
mect or exceed local safety codes. ‘The 
entire bridge-like structure is compact 
ind sturdy, fabricated of heavy stru 
tural steel arc-welded throughout and 
braced with heavy steel cross bars 
Sections can be added for future ex 
tended service and the entire unit can 
be moved to a new location 


Crane Truck 


Vhis 6,000 Ib. « ipacity truck cCran¢ 
equipped with a 30 ft. telescoping 
boom, is good for the high storage 
spots. Because of the slewing (swing 
ing) action of the crane, it is able t 
reach over normally inaccessible ob 
stacles to get or deposit its load In 
iddition, the swinging feature facili 
tates handling to either side of the 
main travel area without additional 
positioning. The vehicle has a s 
grab. Various other attachment 
from the scissors grab are used 
pending on the load. The crane has a 
two-wheel drive, four-wheel steer. It 
overall length is 133 in. The travel 
speeds are 4 miles per hour without 
load, 34 miles per hour without load 


Portable Copying Machine 


\ low sortable phot 
chine l ( sig ed especially 
partment-to-department us¢ 
compank branch ofhces 
companies, periodical users in 
idl 


tl du 


mair 
1¢ 1Ticil 


ness field I 
quires an on-the-spot machine 

pretty versatil Any office 
carry it, and the machin in be 
plugged into any electrical outlet. O 
cupies no more space than an ordinar 
desk trav. In the case it measures 17 
by 11 by 12 in 


Stencil Cutter 


You might have use for your own 
1 bin signs, general signs, pack 
lirections, etc., and you could 


Continued on page 242 


Brownings 
NEW CHAIN COUPLING 


USES SPLIT TAPER BUSHING SYSTEM 
no reboring « simple assembly ¢ individually packaged 


Browning’s chain coupling with pearlitic malleable 
sprockets, hardened teeth and standard roller chain provides 
maximum capacity and longer life. Employs same split taper 
compression bushing used in other Browning power trans- 
mission products. Choice of 10 sizes, 123 bores, 235 combina- 
tions, from stock. Ask for Catalog V169 and name of Brown- 
ing distributor near you. 


Browning’s Interchangeable 
Bushing System +++ Saves time and money 


SHEAVE 
AND 


Ne 


FLEXIBLE 
COUPLING 


RIGID 


COUPLING 
CHAIN AND 


SPROCKET 
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EXCLUSIVE New 

GUARD available to cut 4” deep ING HANDLES conveniently 
when heeded here's BIG-SAW tioned for portable use 
CAPACITY at smali-saw prices feature for b 








12 SAW AND EXCLUSIVE! New BUILT-IN CARRY 


New 6n) 


FFER YOU MORE 














No. I COMPLETELY NEW MODEL GWI - 


10” SIZE FULL 1 1/2 H.P. MOTOR 
...AT NO PRICE INCREASE! 


Here it is—the newest AMF DE WALT® “Power 
Shop” . . . specially-designed and specially-pow- 
ered for your industrial customers in the 10” 
saw field. Look at all the extra value they get at 
no extra cost... 

@ 50% GREATER HORSEPOWER to cut more, cut 
faster than any other 10” saw. 

@ ALL CONTROL HANDLES IN “STOP” RED for 
safer, quicker machine set-ups. 

GREATEST CAPACITY. 10” saw cuts 3” deep, 
cross-cuts 16”x1” stock, ripstocenter of 52” panel. 
@ SMARTLY STYLED WITH “EYE EASE” COLOR to 
meet industrial shop safety requirements. 

@ BIG, MAN-SIZED WORK TABLE for easier, faster 
materials handling. 

@ NEW EASY-ALIGNING ADJUSTMENTS to main- 
tain lifetime accuracy in all operations. 

PLUS MANY, MANY MORE operating and selling 
features all fully illustrated and explained in the 
new AMF DE WALT 20-page multicolored bro- 
chure “The Greatest Invention Since the Hand 
Saw”. 

FREE BOOKLET... 20 pages full of new 

sales ideas. Also be sure to ask about 

the new AMF DE WALT SALES 

FRANCHISE . . . the greatest sales 

opportunity in the power tool business 

today. 


EXCLUSIVE New: POWER SAFETY EXCLUSIVE! New -POWERFUL 1', 
BRAKE tor blade without sing HP. single-phase AC MOTOR de- 


most-wanted feature livers full power direct no belts 


ears pulleys or inserts 
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No. 2 GREATLY IMPROVED MODEL 
MBC 9” SIZE FULL 1/2 H.P. MOTOR 
...AT NO PRICE INCREASE! 


And here’s your best-seller in the bigger-than- 
ever “Do-It-Yourself” market ... loaded with 


exclusive selling features that set it apart in its 


field. No other home workshop can match it in 
all-around performance. Ideal for light work in 
industry, too! 

BIG CAPACITY. 9” saw cuts 214” deep, cross- 
cuts 15”x1” stock, rips to center of 48” panel. 
“STOP” RED CONTROLS, “EYE EASE” COLOR, SAFETY 
KEY SWITCH, MAN-SIZED WORK TABLE plus DIRECT- 
DRIVE POWER for easier, faster, more accurate 
cutting. 50% MORE VALUE AT NO EXTRA 
COST! 


Both models backed by the greatest sales program in AMF De Walt history! 


1. Nation-wide, hard-hitting advertising in 5. Highly effective national and local exhibit 


MOST-READ industrial and consumer maga- 
zines. 

2. Factory-trained,aggressive demonstrators 
to help you sell right in your store. 

3. Effective cooperative advertising plan for 
local-level newspaper, radio, television pro- 
motions. 

4. Series of 16 mm. sound motion picture 
films to help you sell groups, civic, fraternal, 
school organizations. 


EXCLUSIVE! New FREE-FLOATING EXCLUSIVE! 
SAFETY GUARD available for schools 
ond industry automatically fol- 


ows any angle cut! 


UL-APPROVED SAFETY 
LOCK KEY SWITCH on all GW! AND 
MBC models means new sofety 


just take the key with you 


programs to pre-sell the markets for you. 


6. Attractive, attention-getting store, wall 
and window displays, streamers and counter 
cards to stop and sell your traffic. 


7. Highly effective sales brochures and aids 
... full of sales-closing illustrations and copy. 
8. Free Factory Training Program right in 
our plant to convert ordinary salesmen into 
creative, high-powered producers. 


PIVOTS 
s work table 


Walt 


EXCLUSIVE SOLID ARM 
AGAINST WALL 
mbly vses Only De 


n be built into workbench 
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POWER TOOLS 





Lancaster, Penna., U.S.A. 
In Canada: DeWalt Canada itd, 
Guelph, Ontario 





SHORT ARC 


blade behind fixed 


EXCLUSIVE 
PIVOT keeps 
and cut-off gauge 


guide fence 


nd need to move guide fence 








Be sure with the wrench that does 
the job best!...and keeps working 
through the hardest service...NYE! 
Nye wrenches are so well made that 
we guarantee them without excep- 
tion and will replace ANY part that 
fails in service without charge! 


@ Hardened forged jaws 


@ Exclusively designed hook jaw teeth ground 
to remove scale and prevent slippage 


Special alloyed malleable iron handle ends 
breakage 
Wide handle designed for comfortable grip 
Safety nubbin on end of handle 

@ Baked enamel finish 


This advertisement is appearing in leading 
industrial and plumbing publications. 


NY 


“The Jools You Swear Sy and Never At™ 
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probably use this 4 in. stencil cutting 
machine. It can cut 10 lines, 48 char 
acters per foot, on any weight stencil 
board and soft metals. It has ball 
bearings, stationary dial, spec ially 
hardened letters, automatic feed for 
any length stencil and interchangeable, 
easily replaced letters. It enables you 
to stencil all small parts, code marks, 
etc. 


Wire-Bound Boxes 


If you have to ship forged steel pipe 
fittings, bends, flanges, valves, and 
similar products of concentrated 
weight you can do it with plenty of 
assurance that they'll arrive at the 
destination safely by the use of wire 
bound boxes, according to the Wire- 
bound Box Manufacturers Association. 
The association cites the case of a 
forged products manufacturer who uses 
seven different sizes to pack about 
3000 different kinds, sizes and models 
of forged flanges, valves and fittings 
The boxes weigh from only three to 30 
Ibs., yet many such boxes are shipped 
out at 700 Ibs. The shipping super 
stressed that the use of the boxes 
permits a high degree of flexibility in 
the packing room. Before they are 
needed, the boxes are stacked, unas 
sembled, in a minimum of floor space, 
convenient to the packers and out of 
the way of ordinary operations. 


Flush Type Dock 


This new type of dock installation 
calls for no controls that project out 
from or above the dock surface. The 
absence of all levers allows easy truck 
ing across and in all directions over 
the surface of the board. According to 
reports of time and motion studies re- 
ceived from material handling person 
nel using this installation, the innova 
tion is highly desirable. It allows for 
an easy approach with hand trucks, 
dollies or power loaders. False starts 
and back-ups are eliminated and load- 
ing time is saved and cut to a mini 
mum. Complete specification prints 
giving information on the above type 
of installation are available 


Push-Pull Lift Units 


Improved, newly designed units to 
fit on the manufacturer’s fork trucks 
permits the use of a thin carrying 
sheet instead of the conventional type 
wooden pallet. A pusher device, which 
does not have a gripper jaw on the 
rack, eliminates manual unloading of 
cartons, lags, drums or other material 
stored on pallets. 





Loading Ramps 


\ new improved, modernized de 
sign of ramps for car loading, truck 
loading and yard loading operations 
described and illustrated in new litera 
ture just issued by this manufacture 
Safety side rails and reinforced safety 
curb ends are fully detailed. Con 
structed with slanting side rails to pi 
tect ramps from damage by steel wheel 
rims which cause jagged and sharp 
points that damage tires and also to 
prevent run-offs, protecting equipment 
ind workers, the designs are consid 
ered entirely safe. Maneuverability of 
equipment with utmost safety is per 
mitted by curb-ends cast of special, 
high-strength magnesium alloy giving 
double strength at vital shock points 
Safe, easy and sharp-angle turns in 
limited space are advantages. The car 
loading ramps are made in capaciti 
from 3.000 Ibs. to 12.500 Ib the 
truck loading ramps in capacities 1,000 
lbs. to 6,000 Ibs., and the yard ramps 
from 4.000 Ibs. to 16.000 Ib The 
ire all one-man operations, made from 
lightweight, heavy duty magnes 
diamond safety plate, specially 
neered and constructed to hold 
under rugged usage 


Display Stand 


A new model of an “‘assemble-your 
lf” display stand (which can be put 
together in 2 minutes without using 
nuts, bolts or screws) is now available 
It has wrought iron construction mem- 
bers—legs and supports. Despite its 
delicate modern design characteristics, 
weight based on an antique engineer 
ing principle. The more weight that 
goes on the rack, the more solid it 
becomes [here are onh ix basi 
parts—three black oxidized wrought 
iron heavy structural upright mem 
bers, and three shelves of 3 in. ph 
wood, graduated in size from 30 by 
60 in. for the bottom one to 22 bi 
0 for the top 


Numbering, Dating Machines 


Here’s a numbering and dating ma 
hine that, according to the maker, 
vill answer practically all requirements 
of larger offices that require flexibility 
in numbering their diff 
m ule] Is a\ vilable th if 
through carbon forms for a 
dozen carbon copies when 
ns are right. One model 
rm five movements, (1 
numbering, (2) dup 
te 4) quadruplicat 
The movem nt iT 
ontrolled by a dial wh 


Re 
ocked in positi 


Take a new look 


at ANG), 


Ransburg engineers needed 





a power takeoff between 
the motor and nozzles of 
a new electrostatic paint 
spray unit. They selected 
ANGlgeor for its compact 
design and low price. 


Photograph courtesy Ransburg Electro Coating Corp. 


Wir a product like ANGLgear, it’s the 
easiest thing in the world to talk technical vir- 
tues to the exclusion of another big feature 

price! In the past, we've told you that ours 
is the original right-angle bevel gear; that it 
intrigues engineers and designers; that the 
market for it is industry-wide. So we hope 


the price story is news to you. There may 





still be a territory near you that is open 


Write us. 








LOW COST, 
HIGH PROFIT 


List price on the small 
Vah.p. model, $19.50; 
price on the 1 h.p. 
model, $39.75. 

Distributor discount is 
30% on lots of six or 
more, 20% on lots of 


less than six. 


ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 
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accidental changes in setting. When a 

change is required, it is only necessary 

STANDARDIZED to press the reset lever to the right 
PRECIS/OM BUILT and downward, then change the dial 
D rm | U E G knob to the action desired. Action is 
completely automatic, minimizing fa 


tigue, performing as fast as you wish 


Dock Ramp 


A new model, 20,000 Ib. capacity 
hydraulic adjustable dock ramp is 
available in a standard width of six feet 
with a selection of lengths ranging 
from five to 10 ft. It is designed to 
bridge the difference in heights be 
tween a loading dock and any truck 
or trailer, and can be instailed re 
cessed in the loading platform, par 
tially recessed, or placed in front of the 
dock. In operation, the dock is raised 
| Or lowered to suit truck height by 

means of instant-acting pushbutton 
A COMPLETE LINE THAT BUILDS S-A-L-ES | controls. When not in use, it is posi 
tioned flush with the dock floor. A 


— les representa- | 
y Ay -4 Se eF ecialon bunt, = y ee ae oe half horsepow er motor prov ides eco 
rately-designed Pulleys For 36 years we 
Seve been axhine CENTRAL Products and for * V-Grooved Pulleys * Variable Pitch Pulleys 
36 yeors they have enjoyed nation-wide popu- * Bronze Bearing Pillow Blocks * Bronze 
larity with belt manufecturers. Your customers Bearing Mandrels . Flexible Couplings 
will find quality, service, and the right type * Round Belt Pulleys * Vv” Step Cone 
of pulley for every F. H. P. need in our line Pulleys * Crown Face V-Grooved Combination F . 
of V-Grooved Pulleys. Our catalog gives focts Pulleys * Shoft Collars * ork Lift Trucks 


CENTRAL DIE CASTING AND MANUFACTURING co. \ manufacturer has made available 
: | two new models of pneumatic tire 

2935 West 47th St., Chicago 32, Ill. ) fork lift trucks—gasoline and diesel 

Rated at 4000 Ibs. capacity at a 24-in 


load center, the trucks offer functional. 
modern stvle and many features that 


assure fast handling, operating econ 

§ T i a ad omy and low maintenance. Included 

ire: full, front-vision instrument panel: 

automotive type single lever gear shift 


p U RE MANIL A mounted on steering column; finger 


tip, flip-over parking brake; quick 
x Oo Pp F change heavy-duty clutch: full-floating, 
self-energizing brakes, and center point 

“WATER PROOFED” || 


and 


nomical operation 








Shelving Step 


“MILDEW PROOFED” \ little step that fastens on to metal 


For your protection when buying rope look for or wood shelving supports iS suppose d 
the Blue and Yellow Registered Trade Mark to save bending or breaking of the 
lower shelves by stepping on them, 
permit the use of high shelves nor 
Fitler research has developed a powerful mally left vacant, and generallv pro 
new substance for the control of mildew, mote utilization of all shelf capacity 
mo'd fungi and bacteria with which each FITLER | The maker claims it eliminates the us 











fiber of Fitler Pure Manila Rope is thor- of ladders to reach high shelving areas 
oughly impregnated. Now. these age-old 
scavengers of ce!lulose—digesting fungi 
which for hundreds of years have robbed 
good rope of useful service. can at last 
——- . Made of welded steel construction, 
these two-ton capacity heavy duty 


CELEBRATING OUR 150TH ANNIVERSARY 1804-1954 stacking box trucks are designed to 
ITLER facilitate storage and production oper 

THE EDWIN H. F Co. itions involving small parts or bulk 
NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. material. With storage problems kept 


in mind, these units may be casilv 


Stacking Box Trucks 
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Me 
Precision was built into every detail of 
this Nineteenth Century clock. 


Today, the finest gears are mechanically 
reproduced by means of precision-built 


hobs. For the best in hobs — demand 
precision hobs by Union. 


Renaissance 19th Century French Clock, 
mode in Paris by RAINGO, Circo 1840 


UNION TWIST DRILL COMPANY > ATHOL, MASSA ISE 
Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools g 


OWNERS AND OPERATORS OF: S. W. CARD MIANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 





Fon 7 0 Pipe Wronch, 


this Housing ever 
Breaks or Distorts we 
will replace it Free 


+ee your customers want that 
guaranteed trouble-free housing! 


Only the Rit2nI> has a world-wide rep as the finest pipe wrench 
made. Only Rtt@miD has earned and maintains this rep by building 
toughness and smart performance into these overwhelmingly popular 
wrenches, checking them part by part and hard work testing every last 
one before shipment. So it’s easy and profitable to sell the original 
genuine Rif{oi—your customers know the housing won’t break, 
jaws won't slip and adjusting nut spins easily to all sizes, 6’’ to 60’’. 
It pays you to carry a full stock . . . order now! 


Good market for the new RIGID Spud Wrench 


They like the deep narrow jaws for 
close work, break-proof housing, 
RIiGoi> jaw suspension, comfort- 
grip I-beam handle. Order today! 


) 


u 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U. S. A, 
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stacked to ceiling heights. They may 
be used singly or in combination as 
1 mobile parts carricr. Designed to 
withstand punishment, these units are 
made with corrugated steel sides 
Square tubular uprights with nesting 
caps provide maximum strength for 
safe stacking. Maneuverability is a 
sured with free-wheeling, six in. swivel 


casters, 


Lift Clamp 


Fragile cartons can be moved and 
stacked now without damage by a new 
hydraulic carton clamp developed 
cently. Hydaulically actuated clamps 
are mounted on an electric fork lift 
truck. The clamps operate with ac 
curately regulated pressure selected by 
the operator to fit the particular load 
characteristics without crushing o1 
damaging the cartons. Each clamp is 
equipped with rubber facings on the 
lifting surfaces, the pads being prop 
erly spaced to assure firm handling 
As the clamp is closed on the load, the 
self-equalizing and articulating features 
of the attachment automatically align 
pad surfaces with the sides of the load 
thus straightening any incorrect stack 
ing prior to lift. Efficiency in the 
handling operation can be increased by 
a side shifter attachment, optional at 
additional cost. The side shifter per 
mits lateral positioning of the load up 
to four inches either left or right of 
center. This eliminates unnecessary 
jockeying of the truck in previse load 
ing positioning or compact stacking 
operations. 


Storage Handbook 


A brand new booklet that tells how 
to lay out storage facilities, stockrooms, 

best heights, aisle spaces, space ar 
rangement for individual items, and 
how to survey your requirements—is 
now available from a manufacturer of 
storage equipment. The company 
claims that the fact-crammed, fully il- 
lustrated booklet will be a boon to all 
who plan, buy or use storage equip 
ment. It approaches the storage prob 
lem with system and organization, 
showing the reader how to make more 
efficient use of space and personnel 


File 

The manufacturer calls this model 
the “file with the extra drawer.” The 
line is available in three-drawer desk 
height, four-drawer counter height, 
five-drawer standard 5l-in. height and 
new six-drawer height designed to ac 
commodate an extra drawer in the 
same vertical space as standard files. A 
new folder, known as LBV-692 de 
scribing the line is available upon re 
quest. 





Light Lift Truck 


A new model, 2,500 Ib. capacity 
lightweight pallet lift truck has been 
developed for a broad number of ware 
housing, as well as industrial uses, 
where fast, easy, one-level mobility 1s 
required. Priced lower than most units 
of similar capacity and construction 
quality, this model is available in 24 
and 27-in. widths and 36, 40, 42 and 
48-in. fork lengths. It accommodates 
virtually any pallet size or type, sing)]< 
or double-faced. Most models weigh 
less than 300 Ibs. All wheels are of 
ball bearing design with extra ball 
bearing booster rollers to provide easy 
entry into double-faced pallets. ‘The 
all-welded unit has a full 270-degree 
lifting handle to permit load lifting 
from any angle. A safety spring pre 
vents the handle from dropping and 
an automatic handle release assures 
positive, accident-free operation. It 
revolves in a full 360 degree swivel 
for efficient handling in tight quarters 
or narrow aisles. 


Stock Carts 


Among the features of a special 
model of stock cart made by the manu- 
facturer are drop sides on either side 
of the unit which allow freer access 
during storage operations. The unit 
is made with heavy duty cast malleable 
legs on built-up mounts. The mounts 
provide greater strength and allow safe 
stacking when material protrudes 
above the top of the unit. Additional 
strength and accessibility is added by 
use of a clearview type grid iron chan 
nel base. A new locking device holds 
the sides without danger of accidental 
release. The lock is conveniently lo 
cated for simple, fast release when de 
sired. Units are made in one, two and 
three-ton capacities. They fold to one 
quarter of the open size assuring re 
duced shipping costs and space savings 
when empty. 


Duplicating Process 


A new short-run duplicating proc 
ess which, the manufacturer says, 
means speed and economy for em 
ployers, and cleanliness and better 
working conditions for typists and ma 
chine operators, is being introduced 
[he process makes possible produc 
tion of up to 50 clearly legible copies 
without staining hands, clothing, or 
the work itself, and eliminates ex 
pensive cleanup time. It achieves 
positive cleanliness by chemically sep 
arating the two color forming com 
pounds within the coating of the 
transfer sheet. These compounds can 
not unite to form color until a third 
element, a reactant in the fluid, is in 


Carbide Drills S clockad For 


Long-Life and Increased Production 


Illustrated above is a fifteen station vertical automatic indexing machine 
using sixteen Whitman & Barnes carbide drills ranging from %”" to %e” 
diameter, two carbide core drills and one carbide reamer. Simultaneous 
vertical, horizontal and angular drilling of oil pump bodies is done 
on this machine. 

This large manufacturer of automobiles selected W & B carbide drills 
as a means for increasing production of these cast iron oil pump bodies. 
Because W & B carbide drills have extra-long-life and provide more 
holes per grind, his drilling cost is reduced, there are fewer shut-downs 
for changing drills and maximum production time is obtained from each 
machine. 

More and more industries are discovering that W & B carbide drills are 
the cost cutting answer to tough drilling problems and operating effi- 
ciency. Why don't you investigate the unusual potentials of these high 
quality drills and see how they will increase production, reduce machine 
down-time and keep drilling costs to a minimum on your jobs. 


———— 


Carbide Reamer 








Carbide Drill 


YOUR INDUSTRIAL DISTRIBUTOR 
Can Give You Quick Service 
On Whitman & Barnes Tools. 


Contact Him Today! r% A» 
TTT ee 


40010 Plymouth Road * Plymouth, Michigan 


NEW ANT A 
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the Universal Sheet 
Industry is “sold on.” 
Palmetto Supersheat #2900 is the indus- 
try-wide choice as an all-service flange and 
joint packing for super-heated and saturated 
steam at all pressures and temperatures, 


Recommended also for oil, air, ammonia 
gas, acid, alkali and other applications 


“PALMETTO —o synonym for “quality 
packing” 

What's in a name? Lots in a name! The 
Palmetto trade-mark has been a mark of 
quality through 90 years of industrial expe 
rience. “Palmetto” means the packing has 
been designed by, and received the con- 
stant attention of, packing experts. The 
man knows what youre talking about— 
when you say “Palmetto.” Current adver 
tisements in Power, Mill & Factory, Plant 
Engineering, etc., back you up 


“*SUPERSHEAT'’—the last word in com- 

pressed sheet packings 
Made of selected long-fibre asbestos pres 
sure-bonded with special heat- and chem 
ical-resisting bonding materials, Supersheat 
#2900 achieves the ruggedness that every 
heavy-duty packing must have. No ply 
separation—resilient to compensate for 
expansion and contraction of flanges. Ex 
ceeds spec. MIL-A-17472 


Investigate! Write for new bulletin PC 
102 for details on Supersheat—eond other 
sheet packings in Pal- 

metto's compressed 

asbestos line. 


Spaumern 


\ [er 


4 


packing wow performance wmto her application 


GREENE, TWEED & CO. 


North Wales, Pennsylvania 
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troduced within the duplicator. ‘Thus, 
it is impossible for typists or other 
people handling the masters or trans 
fer sheets to get stained. ‘Two dupli 
cators are being made for the process 
An electrically operated machine was 
displayed recently for the first time. 
A hand-operated model was intro 
duced last year and may be readily 
adapted to the process. 


Stencil 


A new time-saving stencil that is 
prepared by typewriter is now being 
offeredyon the market. It can be in- 
stantly attached to any invoice, bill of 
lading or shipping order and is auto- 
matically prepared when the paper- 
work is typed. It is then used to ad 
dress labels, tags or shipping container. 
The manufacturer claims the system 
ties in with any shipping paperwork 
procedure, eliminates all the special 
work required usually to prepare sten- 
cils for addressing shipments. It ends 
practically all possibility of error by 
eliminating the operation of cutting 
stencils separately or typing quantities 
of labels. Each stencil has an adhesive 
strip across the top. The protective 
covering of the adhesive strip is simply 
peeled off and the stencil is attached 
to any invoice, bill of lading or ship 
ping order directly over the “ship to” 
area. The stencil and paperwork are 
then prepared in one typing. 


Step-Ladder Platforms 


All-steel portable and_ stationary 
step-ladder and platform units can be 
of considerable service in a warehouse 
with overhead storage space. Increased 
production, safety and convenience 
in working at high levels are claimed 
by the manufacturer. The units are 
all-welded tubular steel constructed, 
have non-slip, non-clogging expanded 
steel stair and platform treads, are 
equipped with rollers and floor locks 
for greater stability. They have guard 
rails along stairs aand around working 


areas 


Charts 


\ sixteen-page brochure describing 
this manufacturer’s method of prefab 
ricated charting of statistical charts, 
organization charts and office layouts is 
now available. The brochure contains 
material explaining this prefabricated 
method of charting plus facsimiles of 
the pressure-sensitive components. It 
is designed to aid chart makers with 
helpful hints combined with full de 
scription and prices of the items. 
Copies are available on request. 
(Chart-Pak, Inc., 100 Lincoln Ave.., 
Stamford, Conn.) 


Demonstration Board 


A new demonstration board for 
visual presentations of sales data, re 
search findings or new products is 
made of sturdy composition black 
board laminated with high quality flan 
nel. The board is used with the man- 
ufacturer’s special paper. 

One side of the paper is coated with 
a velour finish made of rayon fibers 
while the other side has a self-adhering 
surface. Displays are prepared by 
cutting the paper to size, peeling off 
the protective backing and pressing 
the self-adhering surface right on the 
back of a picture, diagram, charge or 
slogan. ‘Then, as the speaker gives his 
presentation, he presses the picture on 
the board at the precise moment of his 
talk. The pictures or diagrams stay 
right on the board until he is ready 
to lift them off. The board measures 
36 by 48 in. and has a built-in folding 
easel for table use. ‘The entire unit 
weighs under 14 Ibs. and is easy to 
handle. The board’s frame is natural 
kiln-dried poplar, treated with a wood 
preservative. The flannel surface of 
the board is jet black 


For information on where to obtain 
these items, write “Operation Ideas”, 
Industrial Distribution, 330 W. 42 St., 
New York 36, N. Y 





ANTIBIOTIC FISH 


Flake ice containing a tiny amount 
of aureomycin shows great promise for 
lengthening the storage life of fish, 
reports Food Engineering, McGraw-Hill 
publication. Of 15 antibiotics already 
investigated, only aureomycin and ter- 
ramycin were found effective in pre- 
serving flesh foods 
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“Any time you want to start hoarding 
some of these scarce items, Mr. Locke, 
I'll be glad to cooperate.” 
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J&L’s close quality control 

practices—-all the way from the 

ore mines, through the blast furnaces, 
rolling mills, and finishing mills 

assure the superiority of J&L Steel Pipe. 


In plumbing and heating applications, 
J&L steel pipe contributes to good workmanship and ensures 
a long-lasting trouble-free installation. 
J&L distributors are located in all principal industrial 
communities. Just call the one near you and you'll benefit from: 
1. Quick service. 
2. Complete stocks near at hand. 
3. The right pipe for every job. 
LDED PIP 7 . . : °_ as 
perm beng 4. Technical service by steel pipe specialists. 


Rn _ " : 


STEEL CORPORATION — Pittsburgh 


OVER 400 LEADING DISTRIBUTORS CARRY J&tl STEEL PIPE LET THEM SERVE YOU 
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Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’’ under the most severe 


conditions. Check these features: 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union 


3. Heat-treated carbon steel screw. .. 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body . . . to insure perfect align- 
ment, less stress and longer wear. 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, In a vise or pipe tool, if it's a REED... 


it's RIGHTS 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA e@ 


U.S.A. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Franklin Supply Co., Providence, R. L., 
has been appointed distributor for 
the following firms: 
¢ Cullman Wheel Co. 

@ Union Gear & Sprocket Co. 
© Walker-Turner Division. 
¢ Armstrong Bros. Tool Co. 


Firth Sterling Inc. has appointed the 
following distributors for its steel 
and carbide products: 
© The Cincinnati Supply Co. Cin 

cinnati. 
¢ The Noland Co. Newport News, 
Va. 


Hand Hardware Co., Elizabeth, N. J., 
has been appointed distributor for 
the following companies: 

@ Ideal Industries, Inc. 
@ Union Mfg. Co. 


Cowan Supply Co., Atlanta, Ga., has 
been appointed to handle the stand 
ard line of gages, magnetic chucks 
and toolroom equipment of The 
l'aft-Peirce Mfg. Co. in Georgia. 


Lincoln Hardware & Supply Co., New 
Brunswick, N. J., has been ap- 
pointed distributor for power tools 


of Atlas Press Co. 


I'he Stambaugh-Thompson  Co., 
Youngstown, Ohio, has been named 
distributor for the Illinite line of 
Illinois Tool Works. 


White Sales Corp., Scotts, Mich., has 
been appointed distributor for Chain 
Belt Co. 





BIRDS BLOW FUSES 


Thanksgiving turkeys played havoc 
with electrical systems, according to 
Electric World, McGraw-Hill publica- 
tion. In Detroit, the birds were held 
responsible for stopping an elevator 
on Thanksgiving Day when a fuse blew 
in @ six-story apartment building, 
stranding two men and a woman be- 
tween floors. in Washington State, 
so many birds were being roasted in 
electric ovens that systems ran into 
difficulty, with transformers in Seattle 
and Tacoma reported burned out 

















FROM THE 


ove FILES 


25 YEARS AGO 





Ihe three associations still hadn't 
chosen their 1930 convention city 
The Southern association had al 
ready invited the others to come to 
New Orleans, but many thought 
this too far South for good attend 
ince. There was general agreement 
on one thing—the three groups 
should meet in one big convention, 
not separately 


lhe Holo-Krome Screw Corp. was o1 
ganized as a Connecticut corpora 
tion to manufacture a line of pre 
cision made hollow set and cap 


screws, with William A. Purtell as 


president 


R. C. Duncan Co., Minneapolis, 
launched a new house organ in 
newspaper form called “Duncan’s 
Doin’s.” 


lhe Hardware, Contractors and Mill 
Supply Institute of New York City 
heid an outing at Rockaway River 
Country Club, Denville, N. J 


\ number of saw manufacturers 
rking on standardization of lines 
x the lumber industr 


| J. Rettig & Sons, Wabash, Ind 
took to the air for emergency d 
The compan: bought 


| light planes and also acquired 





TECHNITE 
POWER HACK 
SAW BLADES 


Nothing cuts quite like Capewell’s TECHNITE High Speed Power 
Hack Saw Blades. They will cut all materials, but the real proof comes 
when you've got a heavy feed through tough, hard-to-cut 
metals. The special alloy high speed steel from which this 
rugged blade is made is hardened and tempered under the 
most rigidly controlled conditions to give you maximum 

cutting efficiency and to make your blades last. Other brands 
manufactured include Capewell’s well-known HIGH SPEED 
and SAFETECH Power Hack Saw Blades. Write for Catalog 
Specification Sheets 1121A and 11211, and for 

Capewell’s “How to Use” book. 


SOLD ONLY THROUGH DISTRIBUTORS 
THE CAPEWELL MANUFACTURING CO. 


62 GOVERNOR ST. © HARTFORD 2, CONNECTICUT 
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BETTER 
WELDED 
CHAIN 


industrial purpose, 
every essential industry—-wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 


LOG CHAINS 
RAILROAD CHAIN 


WESTERN 


1819 


for every for 





( W. A. WHITNEY ) 





TEEL 
LITTING 
HEAR 


Another dependable tool from the 
well-known W. A. WHITNEY line 


This Shears slits long sheets and cuts 
steel bars, angle iron, brake linings, belt- 
ing, etc. and has a capacity of 3-1/16” 
x 2” Bors—10 Ga. Sheets. It is unsur- 
passed for cutting 's” angle iron—gives 
very little distortion. Adjustable hold 
down—main frame made of one piece 
steel drop forging. Blades made of high 
grade tool steel. 


@ See your jobber o: write for our complete 
catelog 





( W. A. WHITNEY MFG. CO. 


= RACE ST ROCKFORD, ILL 





CHAIN 


BELMONT AVENUE 


Write for the Wesco Industrial 
Chain Catalog 
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25 Years Ago (Cont'd) 





the agency for Swallow airplane 
sales plus an aviation parts business 
as a sideline. 


The proposal to drop the term “job 
ber” and substitute a more appro 
priate name for distributors was 
gaining increasing favor. A New 
England distributor pointed out that 
the term “mill supplies” was un 
derstood to mean supplies for textile 
mills only. A Southern distributor 
thought “supply dealer” suited him 
best. Said another Southerner *! 
am not in favor of the term ‘indus 
trial distributor’ because it 
leading.” He thought ‘distributor 
of industrial supplies’ would fit in 
most cases, leaving the individual 
house free for substitute ‘distributor 
of equipment and supplies’ or 
tractors supplies’, whichever best de 
scribed his. function. 


IS ls 


‘con 


The Woodbury & Wheeler Co., Port 
land, Ore., reported business up 
15% during the first half of 1929, 
with a brighter outlook generall 
throughout the Northwest. 


lhe National Association appointed 
a committee to confer with manu 
facturers on reasons for lack of ade 
quate net profits. 


Empire State Hardware & Supph 
Corp., Long Island City, N. Y.. 
moved into a new building on Jack 
son Ave. 


Griffith G. Jones was named president 
and treasurer of Mohr-Jones Hard 
ware Co., Racine, Wis. 


The M. F. Murdock Co., Akron, 
Ohio, was building a new two-story 
headquarters at 310 Water St 


C. W. Griswold was elected vice-pres 
ident and general manager of The 
Sidney B. Roby Co., Rochester, 
N. Y., following the death of W.S 
Roby. 


The Sterling Rubber Products Co. was 
organized in Dayton, Ohio, with 
William M. Husey as president and 
Fred O. Seelig, secretary-treasurer 


10 Years Ago 


of Washington’s big 
taking 


com 


The corridors 
government buildings were 
on the look of a ghost town, 
pared to a year before, as shortages 
turned into post V-F. surpluses and 

I | 





ALEMITE ELECTRICAL 
POWER LUBRICATION 


“* 


> works anywhere you can use 
alight bulb! 


Do you know of a plant where they 
need power lubrication —don’t have 
plant-wide air supply —but do have 
electric lights? Sure, you can probably 
“ name a half dozen. Well, they’re money 
Alomibe GLSCTEIC L in your pocket, because you can tell them 


400 Ib. Barrel Pump b h , f lubricati ll 
Dispenses lubricant direct about the savings of power lubrica — se 
from original 400 Ib. drum—lubricant stays them Alemite Electric Power Lubrication 
“refinery clean” from barrel-to-bearing : : 
Sustusve Dynenaie Peimer assuses positive ; Equipment. All the advantages—and savings— of 
prime. Delivers up to 3,000 Ibs. pressure g : power lubrication—none of the expense, delay 


and trouble of installing a compressor, air lines, 

For Heaviest Greases, the outlets, and so on. And you'll make sales, because 
ELECTRIC “Rockcrusher” there is an Alemite Electric Power Unit to fit any 
pera ther oy A epee plant, any lubrication need. All the way from a 


easily! Exclusive helix arm and 

worm gear priming. Delivers 6 big 400 lb. pump to an electric powered Porta- 
sar iene an PE Dan abae. Kart! Tell em about it — you'll make sales fast! 
capacity. 5,000 Ibs. of lubrication 

pressure brought right to the 

machine! Model 7175-R. 





12 Ib. Capacity ELECTRIC Porte-Kart FREE! New Sales Film! 


A light weight. portable power lubricator A hard-elling sales film, “No 

that delivers high pressure and high volume 4 Margin for Error,” is now available 

where it is needed, anywhere in the plant. for your sales meetings and plant personnel 

Overall width is only 18", goes through nar- meetings. A fifteen minute slide film presentation thet dro- 

rowest aisles with ease. Model 7182-B. matically tells, in full color, how modern lubrication 
methods cut production costs. A request on your letterhead 


will bring complete information. No obligation. Write: Ale- 
mite, Dept. H-94, 1850 Diversey Parkway, Chicago 14, Ill. 


Ask Anyone in Industry 
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af . . 7 10 Years Ago (Cont'd) 


Where super results g 





dollar-a-year men pulled up stakes 


re demanded for home. Visitors from the indus 
Ls er | try reported that they hardly saw 
any one they knew any more, except 
for an occassional glimpse of Andrew 
G. Carey and Franz Stone of th 
O.S.S. and Russell C. Duncan, head 
ing one of the Treasury's top su 

a plus disposal offices. 
= (f A af | A man named Levitsky was arrested in 
§ Milwaukee with $3,000 worth of 
PER | priority distributor goods in his pos 
¥ RB] session. Three Milwaukee distribu 
tors lodged complaints against him 
for picking up orders while allegedly 
posing as a purchasing agent and 


promising to send in priority cer- 
tificates by mail. 


Mills Supplies Corp., Lansing, Mich., 
acquired a new headquarters by bu 
ing the former Rickerd Lumber Co 
building. 


Glen H. Treslar was elected a director 


and member of the executive com 
mittee of the Black & Decker Mfg 
Co. 


H. K. Porter Co., Pittsburgh, pur 


Super Tool has always been proud to c 
chased Fort Pitt Steel Casting Co 


offer the most complete standard line 


of carbide tipped and solid carbide bos 1< 
palit ts Gin she tind r ; RH & LH Spiral Eric Johnston, president of the U.S 
é 1 i industry a type Ss am Chamber of Commerce, said Russia 


complete range of sizes stocked for your sient teste lace tennis if Annes 
. > . ” 5 
ee ican business was to cash in on the 
oe @ huge postwar orders it was expect 
NOW renee Type ing from the Soviet. 
A NEW CUSTOMER SER VICE Crerar-Adams Co., Chicago, moved 


SEMI - FINISHED REAMERS alle g gguaam on West 


— Shell Type 


Solid Carbide 


——— = 


Flute-Long Tip 





Stocked in a complete range of sizes in 
regular and flute-long types, in both 
straight and tapered shanks with 
allowable grinding stock. You can 
grind to required diameter specification Regular Tip 
with a minimum of delay. No need to 
worry over emergency break-downs 
or short run jobs. Simply maintain 
your own stock of selected nominal 
sizes. Ask for this new listing with 
substantially reduced prices and place 
your requirements now. 


TOOL COMPANY Martin P. Ostergard was elected presi 
dent of the White Tool & Supply 
Co., Cleveland 


ad Hoover Rd. Detroit 13, Michigan . 521Q Sen Fernando Rd. Glendale 3. Colifornie 
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D-A-T-E-§ 
TO REMEMBER 


Sept. 21-22—Regional meeting, Amet 
ican and National Associations, 
Sheraton-Cadillac Hotel, Detroit 

Sept. 28-30—Ninth National Indus 
trial Packaging & Materials Han 
dling Exposition, Coliseum, Chi 
cago. 

Sept. 28-Oct. 1—Iron & Steel Exposi 
tion and Annual Convention, Asso 
ciation of Iron & Steel Engineers, 
Public Auditorium, Cleveland 

Oct. 3-6—National Hardware Conven 
tion, Atlantic City. 

Oct. 31—Nov. 1—Central States In 
dustrial Distributors Association, 
22nd Annual Convention, Edge 
water Beach Hotel, Chicago 

Nov. 1-5—National Fall Meeting, 
American Welding Society, Inter 
national Amphitheater, Chicago 

Dec. 2-7—21st National Power Show, 
American Society of Mechanical En 
gineers, Commercial Museum, Phil 
adelphia 


1955 

Jan. 12-14—Annual Mid-Year Meet 
ing, Southern Industrial Distribu 
tors Association, Edgewater Gulf 
Hotel, Biloxi, Miss. 

March 14-18—Western Industrial Ex 
position, Shrine Auditorium and Ex 
position Hall, Los Angeles 

April 18-20—Annual Triple Industrial 
Supply Convention, Cleveland 

June 19-23—36th Annual International 
Cost Conference, National Asso 
ciation of Cost Accountants, Wal 
dorf-Astoria Hotel, New York City 


1956 


May 20-23—Triple Industrial Supph 
Convention, Atlantic City 





EMPLOYING A BOSS 


Salaried managers are replacing 
owner-managers in industry, reports 
American Machinist, McGraw-Hill pub 
lication. Today, four out of five work 
ing people are employees, compared 
with one out of five a hundred years 
ago. Although the manager is a hired 
hand, he is also the boss; he risks other 
people's money, and must balance the 
claims of employees who want higher 
wages, customers who want lower 
prices, and stockholders who want 
higher dividends. 











NOW. LET'S CARRY 


ON THIS 


VICTOR 
BELTING 


Any product. You name it —and there’s a Victor Beit that’s 
designed to convey it. 

Sound sales pitch? — the soundest. When you sell Victor, you 
sell the complete line of the best in textile belting. 

And that’s no idle statement, for every inch of Victor Belting 
is proved right for the job. Recommendations for use are issued 
only after our research department has conducted exacting 
tests under actual operating conditions. 

This policy has been proved by repeat sales of the whole line— 
solid-woven cotton—Neoprene impregnated—canvas-stitched— 
Balata—special treatments—plus every need in belting special- 
ties. All this, plus a full range of widths and thicknesses to fit 
every customer’s specification, makes the Victor line your best 
bet for conveying, elevating and power transmission sales. 
Send for Distributor Catalog today. 





A COMPLETE LINE * Neoprene Belting * Balata Belting 
Including * Solid-Woven Belting — untreated, 

impregnated, coated — many widths and plies 

* Canvas Stitched Belting + Belting Specialties 


1eror 


* 
‘ 


53 Pork, Pl, N. ¥. 7 *§ 300-6 W. Hubbor¥ St., Chicago 10 * Factory: Easton, Po 
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SKINNER 


POWER CHUCK 


SKINNER 


“JUNIOR” | 
POWER CHUCKING | 





NOW! 
Maximum production speed 
for your small lathes 


T00! 


This Skinner “Junior” unit can be 
adapted to almost any small lathe with 
1” to 1%” hole through the spindle. 
lt is light in weight, precisely balanced 
to minimize spindle bearing and brak- 
ing loads, and provides extreme repe- 
titive accuracy on internal and external 
work 

The Skinner 8” self-centering power 
chuck has gripping capacity from 4” 
to 6”. Its “%” jaw travel exceeds the 
capacity of any collet, and is partic- 
viarly valuable on production work 
where rough or finished holding diam- 
eters may vary beyond a single collet's 
ability to grip 

The Skinner “Junior 
lt contains chuck, 6” 
cylinder, adapters, draw bar, etc. 


unit is complete. 
aluminum air 


Write Skinner or your nearest 
Skinner distributor for illustrated folder 


THE CREST JOF QUALITY 


a SKINNER 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn. 


256 


Robert E. Pearsall 


Robert E. Pearsall, 


James McGraw, Inc. 


Robert Edward Pearsall, 60, presi 
dent, general manager and chairman 
of the board of James McGraw, Inc., 
Richmond, Va., industrial supply and 
equipment firm, died July i2 at a 
Richmond hospital. Mr. Pearsall had 
been associated with the company 
since 1920. He became president of 
the 88-year-old firm last year, succeed 
ing the late Stanley R. ‘Tucker. 

Mr. Pearsall’s first position with Mc 


Graw was purchasing agent. In 1929 | 
he became vice-president in charge of | 


purchases and two years later was made 
vice-president and treasurer. He was 
named executive vice president and 
chairman of the board in 1944. 

\ member of the Overbrook Presby 


terian Church for more than 30 years, | 


Mr. Pearsall served as deacon. More 
recently, he joined Tuckahoe Presby 
terian Church. He also was a mem 
ber of the Sons of the American Revo 
lution and a life member of the Vir 
ginia Boat Club. 

Surviving are his wife, Mrs. Ona 
Floyd Pearsall; a daughter, Mrs. Wil 
Kayhoe of Richmond; three 
Robert E. Pearsall, Jr. and 
Pearsall, both of Rich 
William J. Pearsall of 
Oklahoma City, Okla.; a_ brother, 
Kirby F. Pearsall of Richmond, an 


yunt and five grandchildren 


liam 
SONS, 
Thomas C 
mond, and 


Francis D. Bovaird, 
Bovaird Supply 


Francis David Bovaird, 67, execu 
tive vice-president of Bovaird Supply 


FIXTURE 


| (NON-ROTATING) 


POWERFUL! 
ACCURATE! 
FAST! DURABLE! 


Close coupling makes this Skinner 
Power Chuck Fixture the lowest, 
most compact unit of its type! Air- 
operated, it can be used on drill- 
ing, milling and transfer machines, 
and for assembly operations. 

Special wedge action provides 
tremendous gripping power. Self- 
centering, self-locking. Available 
in 8”, 10” or 12” dia., with 2 or 3 
jaws. Operable with either a 
Skinner hand valve or a 4-way 
solenoid or foot valve. %” pipe 
connections. Maximum cir pressure: 
100 Ibs. 

Write for Bulletin PCF 67 


THE CREST 
Suet 


au SKINNER 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn. 
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SPECIFY CLEVELAND REAMERS 


Y a > aes 
Der ¢ Sin00 ¢ Mh e BP yitite and OC COR wy 


A complete line of Reamers, offering a wide range of types and sizes 
for every requirement. All are correctly engineered to give 


you accuracy, efficiency, long life and more holes per grind. 


THE CLEA TWIST DRILL CO. 


—_— East 49th Street Cleveland 14, Ohio 
Sto oms. New York 7 + Detroit 2 + Chicego 6 + Dalles 2+ Son Francisco 5* los Angeles 58 
E.P. Barrys, ltd. London W 3. England 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





PERFECT CONTACT 


TO ASSURE LASTING GRIP 


=——— USE REPUBLIC BOLTS AND NUTS 
—— 
—_— 


ote @ With threads accurately machined to minimum 
tolerances, Republic Bolts and Nuts run on smoothly, 


uniform in size—tough and strong to withstand shock 


= and vibration. 


Pictured here are just 2 of over 20,000 regular items 
manufactured and stocked by Republic. Highest quality 


steel plus rigid production controls assure you maxi- 


— 


a are snug fitting—yet easy to take apart. They are 


mum service and dependability. You can count on 


Republic fasteners to hold tight, satisfy all requirements. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES - CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBLIC 


REPUBUG 
2005 Wo) WU | 
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18, after 


Co., Tulsa, Okla., died June 
a long illness 

Mr. Bovaird belonged to the third 
generation of the Bovaird family that 
founded the oil supply business in 
187] Born in Bradford, Pa., he 
moved to Oklahoma in 1923 

He member of the 
Presbyterian Church and th« 
Club, and was also a Mason 
and Jester 

Mr. Bovaird is survived by his wife 
1 daughter, Mrs. Janet B. Roberts 
1 grandaughter, Sharon Roberts; a 
brother Davis D. Bovaird, 
of Bovaird Supply Co., and four sist 


First 
: 
l‘ulsa 
Shriner 


Was a 


president 


Herbert Parrish Cook. 
Smith Bros. Hardware 


Herbert Parrish Cook, retired \ 
president of Smith Bros. Hardwatr 
Co., Columbus, Ohio, died July 29 

Active civic affairs, he was a 
former board member of Bexley 
Methodist Church and past president 
of the Columbus Optimist Club 
Biddle 
Ik. 


ind i 


Mm 


Surviving are his wife, Grace 
man Cook; a brother, Erwin S. Cov 
- 2 three ni 


phew 


ncinnati: 


Samuel J. Gibson. 
Bigelow-Gibson, Inc. 


Samuel J. Gibson, 42, president of 
Bigelow-Gibson, Inc., ‘Toledo, 
August 1 in Toledo Hospital 
heart attack. 

Mr. Gibson and Warren C. Bige 
low started the company in 1946. Mr 


formerly with Hewitt 


died 


iter a 


was 


Inc 


Gibson 


Robin 


Charles S. Davis 
Borg-Warner Chairman 


Davis, 7/7 hai mal I 
the board and former president of 
Borg-Warner Corp., died in Paris J 

le on a European t 
Besides his wife, he 1 
ns, Johnson S. Davi 
ind Charles S. Davis, J1 
ind a daughter, Mrs. | 


Ind 


Charles S 


ViLiit 


f Ch 
f D 
} 1) 

FM 


Charles F. Roth 
Exposition Manager 


( rles Ferdinand Rot! 

f the International Exp 
manager of the Nati 

n of Power & Mechar 

g and other prof 


ic 


MORGAN 
VISES 








MACHINISTS 


’ BENCH 
Solid Jaw and Stationary Base 








COMBINATION 


PIPE 








SHEET METAL VISE 
Solid Jaw and Swivel Base 





MACHINISTS’ BENCH 


SOLID JAW & SWIVEL BASE 


Since 1892 Morgen Vises have been pre- 








ferred by Industrial Buyers the world over. 








UTILITY BENCH 
With Pipe Jaws 


This preference means more profitable 
sales, and easier too, for Morgan distriby- 
tors. Morgan's engineering and production 
facilities have always been devoted ex- 
clusively to the manufacture of the best 
vises that can be produced. Look to Mor- 





gan for these plus features: Accurately 





| 
WOODWORKERS’ VISES 


machined semi-steel castings—replaceable 
jaws—nickel plated handles and side 
locks on machinists’ vises—tubular steel 
handles on woodworkers’ vises—individ- 
vally packaged—nationally advertised— 


ov UNCONDITIONALLY GUARANTEED. 











HINGED 
PIPE VISE 











INDUSTRIAL DISTRIBUTION 


By stocking a range of types and sizes of Morgan 
Vises you can fill the Industrial Buyer's ‘““WANTED: 
AT ONCE” orders from your stock. Morgan vises are 
sold only through authorized distributors. Write today 
for the Morgan Distributor’s Plan. 


MORGAN VISE COMPANY 


110 N. JEFFERSON ST. « CHICAGO 6, ILLINOIS 
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ings, died June 24 as the result of an 
automobile accident. 

Mr. Roth organized the Chemical 
Exposition during World War I and 
during his career organized and man- 
aged more than 60 industrial exposi 
tons. 

He is survived by his wife, Carol 
lhrall Roth; a sister, Anita Roth, and 
a grandson. 


Charles A. Crane, 
Templeton, Kenly 

Cup Flange “> 

Leather Leather Charles A. Crane, 73, former engi 


g 


neering chief of Templeton, Kenly & 
Co., died July 21. 

He had been connected with ‘Tem 
pleton, Kenly for virtually all of his 
business career, starting with the firm 
when it was founded in 1899. A 
former member of the board of di 
rectors, he was active in both railroad 
contacts and plant production work. 

A brother, Russell Crane, survives 


Send Us Specifications or Samples for Prices! 
um. 





Book Reviews 


EXCELSIOR LEATRER WASHER MFG. CO 


nOors 





HOW TO RUN BETTER SALES 
CONTESTS, by Zene Kaufman, 
Harper @& Bros., New York City, 
| $5.00—Most men, says the author, 


for your customers don’t work as hard as they could. He 


claims that sales contests are the best 


; antidote for the malady of procrastina 
tion because (1) men would rathe 
play than work and play harder than 
they work; (2) men are boys at heart; 

3) every one likes a change of pace 
and a good show; and (4) most men 
like good fight at fair odds and covet 
the honor of winning. 

His emphasis on the showmanship 
‘f contests perhaps would not find as 
much favor in industrial as consum« 


GENERAL SERVICE EMERGENCY PROTECTION selling. Much of the book is 


to 300 psi Have outside action with weighted pendulum 


STEAM JACKETED Foe ey Oe cas Pat Pressures Assures immediate end positive | cerned with contest “themes,” rangi 
Assures continued free flow of stuffing box and gland. stop from the ingenious and genui 


any moterial which congeals at a: 
CSRS CNC Quick-Action . . . opened or closed with less than a quarter 
turn of the operating lever com. 
Straight-Through Flow ... the disc cannot become loose Still, other elements of a 


and accidentally check the flow ire stressed. Besides showmanship and 


Drop-Tight Seal constant contact of disc and seat the theme, he points out, the su 


, , 
at all times prevents dirt or scale from getting between cess of a contest depends on timing 


humorous to horseplay or just plain 


Self Regrinding . . . the disc rotates on the seat with each | on the scoring plan, and on the fol 

operation, thus regrinding the sealing surfaces low-up and prizes. The author bareh 
CYLINDER-OPERATED VALVE \V., ». ae ' 3 

No wedge action . . . all parts move between parallel faces : byjec s t mn 
eee Siaikd of ae e [ ove between parallel face: mentions the main objections to cot 
work. Streight-through flow, drop- [i7rite for bulletin describing EVERLASTING VALVES *&sts that they encourage pre-contest 


tight 1 j j . : 
trol A, & if, tq EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. stalling, overselling, or a post contest 


slump—and feels that advantages 
a well-managed competition far out 
Everlasting Valves 
One of his main points is worth 
TRADE MARK “EVERLASTING REG U.S PAT OFF ev367a_—s reflection: quantity and quality of con 
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When you sell 


MILWAUKEE 


POWER BRUSH TOOLS 
You sell 
customer satisfaction 








The Milwaukee line of Power Driven Brushes is com- 
plete in types and sizes. You are able to meet the 
many requirements of plants and factories for 
brushes that are exactly right for the application. 
The Milwaukee line includes brushes for severe 
removing operations—for general cleaning purposes 
—for brushing sheet metal—for polishing or produc- 
ing special finishes—for reaching into grooves, angle 
bends, etc. and for light work. 


Regardless of the number of brushes ordered—of any 

one type—the quality throughout the lot is of the MONO-BILT 
same high standard—there are no variances. That 

is SO in repeat orders also. 


We will work with you when specials are needed so 
that you can meet unusual requirements. Make 
MILWAUKEE your one source of supply—get the 
cooperation and service that pays off. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 North 30th Street Milwaukee 45, Wisconsin DURA-BILT 


Write for Bulletin 42-61R 
which describes the comp'ete 


Power Brush line. 
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\’ou can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don’t 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all the big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and the 

Recalibrator”™ too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information 


MARSH INSTRUMENT CO. 
Seles offilicte of Jos. P. Marsh Corporation 
DEPT. C., SKOKIE, ILL 


with the ” 


GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


tests alone do not assure success, as 
the honor of winning is a commodity 
that cannot be bought. One firm, he 
points out, offers no more than the 
honor of having a salesman’s name in 
scribed on a “President's Cup 

Even if you don’t feel quite up to 
transforming your sales force into an 
Indian ‘Tribe, a Big Game Safari, or a 
Baseball Team for a month, as the au 
thor suggests, you may still find this 
book useful for heckpoints of contest 
management ind there are plenty 
including distributors, who 
results out of old 
contests 


of hrms 
gct both fun and 
fashioned hoopla in sales 

This is the second revised edition 
of the book 


some of the reference 


first printed in 1935, so 
ire dated, and 
perhaps even some of the methods 
The 1930's wa 1 hard-sell era, and 
ballyhoo and high-pressure jargon was 
perhaps a hangover from the 1920's 
One chapter is devoted to a numbe: 
studies 


of new case conspicuously 


more restrained in approach 


VNP 


COST ACCOUNTING PEXT, 
PROBLEMS and CASES, by Cla 
ence B. Nickerson, McGraw-Hill Book 
Co., 330 W. 42 St., New York, $7.00 

(his professionally organized text 
by a Harvard Business School profes 
sor uses the case method to throw 
light on cost-accounting problems in a 
large number of typical businesses 
While most cases involve manufactur 
ing, a number of service businesses are 
included, along with one distributor 
who remains anonymous Cases are 
introduced by text explaining the 
background and various phases of cost 
iccounting from the Lifo 
method of inventory evaluation to the 
idmunistrative 


science 


inalysis of selling and 


expenses in a wholesale establishment 
Included are sections on budgeting, re- 


lationship of costing procedure and 
pricing, cost-price-volume relationships 
break-even marginal in 
ome ratio), and alternative choices of 
which every distributor's 


they 


point and 


equipment 
ustomers have to make when 


“wer ; 
uv a machine perishable too 


SALESMAN’S COMPLETE IDEAS 
HANDBOOK, by Emille Raux, Pren 
tice-Hall, Inc., 70 5th Ave., New York 
1] N y . Lhere ire two 
kinds of 1uthor 

those who sell only goods, and those 


S485 


salesmen, savs the 


Obviously. only the 
Having ideas, 
definite skill, 
count, 


who sell ideas 
ide / salesmen succeed 
he maintains, is a 

book contains, by 
suggestions for meeting 
from How to 
Should You Ever 


concrete 
speciic situations 
Open a Clam” to 





Jime to Discard 
GLD-FASHIONED WAYS 


Jocks . . props . . shores 

horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN 
EFFICIENT WAY! Reel or 
vnreel wire, cable, rope with 





7, ROLL-A-REEL 


| 
| 
| 


ily handled stand | 


aia 


Simple, strong, eas- 


} 
for your reels to! 


| 
save time and labor 


Adjustable slots for | 


wide voriety of reel 
sizes. 
Style A: 2,000 Ibs. cap. 37.50 


Style B: 4,000 Ibs. cap. 75.00 
f.o.b. Cincinnati 


Write for details of jobbing 
proposition. Generous discounts 


ROLL-A-REEL 


1100 SYCAMORE AT CENTRAL PARKWAY 


CINCINNATI 2, OHIO 











elm lehymae) | kaise ielll ia 


1mPo t 


SCREWS 


BOLTS NUTS 


WASHERS - RIVETS 

FASTENING DEVICES 
IN ALL METALS 
STEEL @® BRASS 
EVERDUR © MONEL 
STAINLESS-STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 
AUTHORIZED DISTRIBUTORS a 
PARKER-KALON 
PRODUCTS 
\an/ 


PRODUCTS 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST * NEW YORK 7 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1954 








As the author savs, “Some salesmen, 
I know, will tell you no salesman ever = 
learned salesmanship out of a book, ' 0 N £ C b E C K VA LV i 
but no salesman ever had a corner on , 
ideas either. He has to rely on other " 
salesmen for their good ideas, ‘pick a y and all requirements 
their minds,’ in effect, and take the - 
best of their ideas and use them in 
his own selling life.” Included arc 
105 Ideas for Improving Your Selling 
Personality, Ways to Become a More 
Scientific Salesman, Ideas that Will 
Add to Your Persuasiveness, 33 Way 
to Raise Your Enthusiasm, Ideas fo 
Increasing Work Output, Ways to 
Manage Your Time Better, Ideas for 
Getting Your Story Across, Ideas on 
Finding More Good Prospects, Ideas 
that Will Hold More Customers, 128 
Wavs to Insure Your Future 
It’s not a book for one reading only, 
but affords a salesman a good continu 
ing reference and a checklist against 
his faults and omissions 


Smoke?” Some of the ideas may ap 
pear obvious, some ingenious, but all 
are practical for some one, somewhere you can stock 


VNP 


SUPERVISING PEOPLE, by Georg: 
D. Halsey, Harper & Brothers, 49 | 
33 St., New York, $3.00—Mr. Halsey 
who is employment manager of Cin 
cinnati Milling Machine Co., believes 
that the kev to understanding human 
behavior lies in recognition of five 
basic wants: feeling important; s« 
curity; family and race perpetuation 
urge; curiosity and newness; and play 


or escape from reality. Good super . 
No matter what the check valve requirements 
vision follows from this understanding 


plus the application of proven leader ’ ey ali of —e pomate 3 ard oe SS Gay industry ht: 

ship techniques, he says he book . nape ey 4 a tr h ; _— — mA 

includes chapters on job spec incations, leans S Vane ae ae wuss one sae 
testing, interviewing, salary administra . —— y 

tion, how to conduct meetings, rat : What's anew poe don’t need to “= 

ing performance, and development of large and varied line of check valves to meet 

this demand. You just stock the one basic unit 

in line sizes from ¥%”" to 2”, This unit, added 

to any standard fitting (such as the reducing 

: coupling shown above), gives you a complete 

EXPERT ADVICE 4 ’ check valve, ready to install in any position, 

, for all temperatures and pressures. 
Send for complete information about these 
unique check valves. 


issistants 





The advanteges of a specialized 
education were clearly demonstrated 
by an expert called in by one com 
pany to fix an office machine, re 
ports Fleet Owner, McGraw-Hill pub 
lication. The expert turned on the 
machine, listened one moment, turned 
one screw a quarter turn, and the 
machine was repaired. The end of 
the month brought a bill from the 
expert for $200, for which the out 
raged office manager demanded an 
itemized statement. The bill was paid 
upon receipt of the statement, which 
listed three cents due for turning the 
crew. The remainder, $199.97, was 


PRS pete Cee RS: — | DURABLA MANUFACTURING COMPANY 
- = 114 LIBERTY STREET © NEW YORK 6, N. Y. 
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NEW, IMPROVED TYPE 


screw anchor 
expanders 


quickly set anchors in 
masonry of any thickness, 
holes of varying depth 


Here's a brand new tool 
with a big market for you 
Answers the problem of 
setting screw anchors in 
masonry walls. New Green- 
tee Screw Anchor Expander 
rapidly and securely sets lead 
screw anchors flash with the 
surface of masonry re- 
gardless of its thickness, re- 
gardless of bole depth. Elimi- 
nates all guesswork 
positions anchor positively 
every time. Easily, quickly 
operated. Needed by elec- 
tricians, plant maintenance 
crews, builders, homeowners, 
to set screw anchors in 
masonry for holding meter 
boxes, fixtures, hangers, 
racks, etc. In three sizes. 
Stock now forextra 

sales. Write for de- 

scriptive literature 

and prices. 


= 
GREENLEE 


GREENLEE TOOL CO. 


1929 HERBERT AVE, ROCKFORD, iLL. 


PA 











INDUSTRIAL DISTRIBUTION 


NEWS 





(Starts on page 148) 


J. A. Macintire, Jr. 


Republic Rubber 
Names District Head 


J. A. MaclIntire, Jr., has been ap 
pointed Chicago district manager for 
the Republic Rubber Division, Lee 
Rubber & Tire Corp., succeeding 
M. W. Clark, retiring after 40 years’ 
service with Republic 

Mr. MaclIntire has recently been 
assistant manager of Wire Braid Hose 
Sales at Republic. He started his ca 
reer in industrial rubber products in 
1928 as a salesman for L. H. Gilmer 
Co., then spent 14 years with Quaker 
Rubber Co. in various sales executive 
posts. He left Quaker, where he was 
vice-president in 
harge of sales and merchandising 
manager, in 1951, and spent the fol 
lowing vear in Washington, D. C., in 
the Rubber Division of the National 
Production Authority 


issistant to the 


To Sell for Republic 


Republic Rubber Division has ap 
pointed The Starline Equipment Co., 
Boise, Idaho, to handle the division's 
line of hose, belting and packing. ‘The 
firm will be responsible for sales, serv 
ce and stocking of the Republic lines 
in its terntor 


Carboloy District Head 
Gets Manufacturing Post 
Peter J. Jensen, manager of the 


Michigan sales district of Carboloy De 
partment of General Electric Co. since 


MORE RUGGED!) 


OLGALL 


WINCH HOIST) 


NEW MODELS 


...plus new, 


LARGER 


DISCOUNTS 


Now, Lug-All, the leading portable winch 
hoist, introduces newly designed, job 
tested models—huskier than ever! Not a 
“warmed-over” design, but THE really 
new portable winch-hoist. 


3 CAPACITIES 


All improvements are included on every 
model without any increase in price—on 
the 1% ton, the 1\% ton ard the % ton 
Lug Alls. 


MARINE MODELS OPEN 
NEW SALES OPPORTUNITIES 


All three capacities also available in rust 
resistant, corrosion resistant models that 
have passed severe salt-spray tests. Open 
up new hoist accounts with mines, chem 
ical plants, ship owners . . wherever 
corrosion is a problem. 

Some territories still open for aggres 
sive, established distributors. 


WRITE TODAY ... 
THE LUG-ALL COMPANY 


WYNNEWOOD 11 PENNA. 
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Industrial 
Distribution . : 


Linco/n 


Engineering Company 


MORSE 


Twist Drill & Machine Company 


(NORTON) 











And THREADWELL TAP & DIE COMPANY... STERLING ABRASIVES DIVISION, CLEVELAND 
QUARRIES COMPANY ... MORSE CHAIN COMPANY .. . THE GOODYEAR TIRE & RUBBER COM- 


PANY ... VICTOR SAW WORKS, INC. ...UNION TWIST DRILL COMPANY ... REPUBLIC STEEL 


CORPORATION ... 


FOR CREATING advertising campaigns which won 
the highest honors in the Third Annual Advertising 
Awards of the National and Southern Industrial 
Distributors Associations. 

FOR BELIEVING in the industrial distributor’s im- 
portance to the industrial buyer. 

FOR PROCLAIMING this belief to industrial buyers 
in your advertising. 

FOR PROMOTING not only the quality of your 
products, but the quality of your distribution as well. 


SIMONDS SAW & STEEL COMPANY... 


FOR GIVING generously of your time and money 
to make your distributors partners in practice, part- 
ners in progress. 

FOR MAINTAINING a distributor program as an 
integral part of your business. 

FOR DEMONSTRATING that a distributor pro- 
gram, conscientiously conceived and conducted, can 
mutually benefit both manufacturers and industrial 
distributors in better serving industrial buyers. 


For this, we salute you. 


Industrial Distribution o@ 


The McGraw-Hill Publication edited exclusively for industrial distributors and their salesmen 


330 West 42nd Street, New York 36, New York 
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Th f; 1948, has been named manager of 
cy come rom manufacturing of Carboloy. 

John A. Muldoon, mz anufacturing 
manager since 1950, succeeds Mr. Jen- 
sen as manager of the Michigan dis- 
trict. 

Mr. Jensen joined Carboloy as a tool 
engineer in 1937. During World War 
II, he served as lieutenant colonel! and 
chief of the weapons branch of Detroit 
Ordnance District. 

Mr. Muldoon, who joined Carboloy 
in 1937 as die department foreman, 
became assistant to the vice-president 
in charge of manufacturing in 1944. 


Five Outside Salesmen 
Added by Ducommun 


Ducommun Metals & Supply Co., 
Los Angeles, has appointed five new 
outside salesmen to split-terzitories 
for more intensified coverage 

hey are John Kendrick, Ralph Jen- 
sen, Hubert Hunter, Norm Gray and 
Dan Rogers, all formerly on the inside 
staff. 

Mr. Kendrick, who started as a 
warehouseman in 1948, has worked 
in pricing and inside sales since 1951. 
Mr. Jensen joined the company’s ware 
house staff in 1949, and the inside 
office staff two years later. Mr. Hunter 
also started with the company in 1949, 
working first in the warehouse and 
later as an assemblyman for die sets 
until he joined the office force in 
1951. Mr. Gray started as an order 
The Home of Packin 5 ecialists filler in 1949, in 1951 went to pricing 

g Pp and inside sales. Starting as a packer 

in 1949, Mr. Rogers became a counter 

Any BELMONT Packing, properly fitted, outlives its original cost value clerk = the will call department_in 
; F ; = ia ha 1950 and went into the shipping office 

many times over because of its longer lasting endurance and reliability. the following year, then pricing and 
inside sales. "In 1952 he became bid 


Where GOOD LONG-LIVING QUALITY is a MUST — THERE IS A 

‘ owt a a Us Gey A sly gRitaeles. ABerjec com grates ; clerk, responsible for compiling and 
BELMONT PACKING OR GASKET TO FIT YOUR EVERY NEED! submitting bids 
Whether for minimum hot or cold oil penetration and saturation . . . . 
For maximum resistance against extreme temperature changes .. . For a 
higher flexibility and resiliency on high pressure steam rods and ham- 
mers, expansion joints, air rods... For more continuous free motion of 


ai 
at 
of 
; 


Earnings Up 

Earnings of Ducommun Metals & 
Supply Co., Los Angeles, were slightly 
: large the fi ths of 195 
shafts working against steam, wy or cold water, oil, acids . . . in fact, for pag tag tie Si rst six months of 1954 

é than in the first half of last vear despite 
all types of Packing services, you'll always find a BELMONT standard » lower volame of sales. Elimination 
or specially constructed BELMONT PACKING to answer your problem. of the excess profits tax accounted for 

, sidia di — , vr ‘aren ais ad the increase, President Charles E 
WRITE US FOR THE NAME AND ADDRESS OF YOUR NEAREST ecient teh sbuciiables 

BELMONT DISTRIBUTOR. 4-P-5 Net sales amounted to $15,407,746 
in the first half of this year, compared 
with $16,515,666 in the first. six 
months of 1953. 

After all charges, including pi 
sion for $585,312 in taxes, net inco 
for the first six months of 1954 
. , $478,892. In the first half of 

Philadelphia 37, Pa. = ashy , vear. it was $462.182. 
Mr. Ducommun said the six 
<= ee: oS months’ statement reflects expenses of 
oid SPOOLS + SHEETS - GASKETS . é 
starting two new divisions, in San 
THERE'S A BELMONT TTT Tt FOR EVERY SERVICE 
Diego and Arizona 


Butler and Sepviva Streets 
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Maintenance Costs 
May Double in Decade 


American industry will double its 
maintenance expenditures in the next 
ten years, executives of two national 
manufacturers predicted recently 

H. F. McCullough, of General 
Electric Co., told a group of executives 
in Cleveland recently that present 
and future production demands will 
require highly skilled and well planned 
maintenance to prevent idle ma- 
chinery 

Ultimate aim of any maintenance 
program, he said, is to reduce unit cost 
of goods sold. Planned maintenance 
helps a manufacturer do this by get 
ting the maximum use from his equip 
ment and reminding him to make 
modifications or renewals on a planned 
rather than hit-or-miss basis 

loday’s stepped up prt 
combined with increased 
terials and equipment costs 
a scheduled maintenanc« 
he said. This is especially n« 
some industries where th 
toward automation is evident 

| P. Maxwell, vice president 
Delta Power Tool Division of Rock 
well Mfg., said in a statement in Pitts 
burgh recently that increased main 
tenance expenditures over the next 
decade should provide a_ relatively 
stable market for industrial production 
tools. He cited the survey prediction 
that maintenance expenditures in ten 
years will total $22 billion annually, 
double the present rate. A strictly en 
forced maintenance schedule will be 
a must in any industry approaching 
automation, he predicted 


Division Head Named 


Allegheny Ludlum Steel Corp. ha 
appointed Marlin R. Hemphill as gen 
eral manager in charge of its Carmet 
Division in Ferndale, Mich. He was 
formerly assistant plant manager of 
the corporation’s Forging & Casting 
Division 





NEW TYPE BACON 


Using electric emersion heaters to 
heat a brine solution to 127 F cooks a 
new type of bacon in ten hours, Elec 
trical World, McGraw-Hill publication 
reports. This thermo cure process is 
said to give bacon a brighter and 
more uniform color and uniform cure 
penetration throughout, making for a 
more palatable product. Cooking time 
of ten hours compares with old curing 
processes, which required from eight 
to ten days 

















a quality line that is really complete 





Opportunities for sales are wide open for every 
“Shaw-Box" Distributor. No other line of over- 
head load-handling equipment is so complete. 
No other line has won such a fine reputation for 
outstanding quality; easy, economical operation; 
superior performance; and freedom from costly 
maintenance. 


But that isn't all. Every “Shaw-Box" Distributor 
is backed by a continuous sales-training pro- 
gram, down-to-earth co-operation in the field, 
consistent advertising, effective sales-promotion 
materials and a rigid sales policy that protects 
the distributor and makes every ‘“Shaw-Box" 
Product profitable to sell. 


Only “Shaw-Box" Distributors have ail these 
sales and profit advantages because “Shaw-Box"’ 
builds nothing but load-handling equipment in a 
plant thet covers 8 acres. Standardization and 
mass production methods are so highly devel- + 

oped at “Shaw-Box"” that every distributor can er oh 
carry adequate stocks for off-the-shelf delivery = wail 
to customers. Tip / T 
Our Distributors are geared to the needs of et 8 
today’s market. They can depend on ‘‘Shaw-Box" “ede 
for new and improved products that ore easy 
to sell — profitably! 


] 
MANNING, MAXWELL & MOORE, INC. 
imal Shaw-Box Crane & Hoist Division 
\ Muskegon, Michigan 


Builders of ‘‘Show-Box"’ and ‘Lood Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ 
Hoists and other lifting specicities. Mokers of ‘Ashcroft’ Gauges, ‘Hancock’ 
Valves, ‘Consolideted’ Sofety ond Relief Valves, ‘American’ Iindustricl 
Instruments, ond Aircrofi Products 
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CONGRATULATING E. M. Eadie 
right) on 45 years with Lufkin Rule Cc 
is G. R. Carpenter, New York manager 


Former Lufkin Salesman 
Retires after 45 Years 


E. M. Eadie, manager of export 
operations for The Lufkin Rule Co., 
has retired after 45 years with the 
firm. 

Mr. Eadie started as a salesman in 
the New York metropolitan area. In 
1912, he went to work in purchasing 
at the firm’s Saginaw, Mich., offices, 
and 1915 joined the export depart- 
ment in New York City. Between 
1928 and 1938 he travelled as a sales 
man in central New York State, east- 
ern Pennsylvania and Maryland. Since 
1938 he has been connected with ex 
port operations. 


Bell & Gossett 
Names Vice-Presidents 


eee ' Bell & Gossett Co. has appointed 
cold forming of Blue four new vice-presidents and clected 
Devil socket head SF them to the board of directors. They 
a FLAT HEAD CAP SCREWS are: W. A. Boone, H. A. Lockhart, R 
vat \. Marquardt and C. R. Smith 
BLUE DEVIL Mr. Boone, who becomes vice 
president and assistant treasurer, has 
SOCKET SCREW PRODUCTS been with the company since 1947 
and for the past seven vears has been 
assistant sales manager in charge of 
industrial heat exchanger products 
Mr. Lockhart, vice-president and 
chief engineer, has been the firm’s en 








When you sell Blue Devil Socket Screw Products, Sc 


you can always be sure of better manufacture, 
better performance, maximum all-round satisfac- 
I — SOCKET 


tion. The Blue Devil line is a complete one, too, STRIPPER BOLTS gineering head since 1934. Mr. Mar 
quardt, who has been comptroller and 
P Mit a assistant secretary since 1940, will con 
whatever your customers’ socket screw needs, help 
if ) ith ) lj . B tinue in those posts as vice president 
yourself (and them) to quality with Blue Devil Mr. Smith, vice-president in charge 


<=) 
Socket Screw Products! SOCKET E of industrial relations, has been the 


which is another good reason for saying that . . . 


ce 


SET SCREWS company’s personnel director sin 
SOCKET SCREWS EXCLUSIVELY! 1943. 


SOCKET CAP SCREWS CO) 
SOCKET PIPE PLUGS 
Benjamin Official Named 


Car f ’ Cocker Corew Company Benjamin Electric Mfg. Co. has ay 


6500 AVONDALE AVENUE © CHICAGO 31, ILLINOIS pointed James R. Mahe: 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS manager 
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CT ee 


THIS “SELLING PACKAGE” 
MEANS MORE SALES FOR YOU 


Advertising: Ads like this, appearing 
consistently in numerous business 
magazines, pre-sell your customers 
on the American Pulley line. 
Delivery: Fast deliveries are more 
than just a claim. Over 90 & of stand- 
ard items are delivered from stock. 
Technical Service: On-the-spot en- 
gineering aid when you need it, is 
available to help you solve customers’ 
transmission problems . . . and make 
extra sales. 

Full Product Line: American Pul- 
ley’s broad line of power transmission 
equipment offers one source of supply 


for your customers’ needs. 


¢ Increased Production 

¢ Improved Product Quality 

¢ Lower Maintenance 

¢ More Efficient Plant Layout 

¢ Working Conditions Improved 

° Safer 

¢ Greater Flexibility 

¢ Reduced Belt Cost 

» No Risk of Shut-Down From 
Main Drive Failure 


. 


)\ 


NN 








A Packaged Card Drive 
9 ways better 


Any mill man will tell you— “get rid of 
line-shafting and you'll get rid of card 
room headaches”. 

The American Individual Card Drive 
does exactly that. An adaptation of the 
widely used American Shaft-Mounted 


Speed Reducer, the American Card 


Drive mounts directly on the extension 
of the card shaft—no possibility of card- 
arch deflection—eliminates the jungle 
of belts and overhead shafting that cuts 
into quality and production. 

Result: no falling lint or fly, better 
lighting and air-conditioning possible, 
greater flexibility of machine speed and 


machine location, increased operating 
efficiency. 

Floor space is saved, cleaning made 
easier. But more important, safety is 
yours because the belt drive is com- 
pletely enclosed. No special motor or 
starting mechanism is required, no ex- 
pensive belting needed...one V-belt 
does the work of flat-belting costing 15 
times as much. And 25% card speed vari- 
ation is provided with no efficiency loss. 

Write today for details on American 
Individual Card Drives. No obligation. 
The American Pulley Co., 4216 Wis- 
sahickon Avenue, Philadelphia 29, Pa. 





transm 


+ 9 
It's par 2 
sliey company» . 






















power 


e extra sales.- 


Tne American 


Pa. 


“At the profit end of the machine”’ 


Power Transmission by 


AMERICAN CARD DRIVE WITH BELT GUARD REMOVED 
tch brings card: up to speed 


MERICAN 


PULLEY COMPANY 


Centrifuge 
n approximately 45 seconds—permits hand 
tripping while card is coming up to speed 
ninates necessity of jogging. (Can be 

pped for contin stripping] : ‘ 

; * ‘ ; \ 

\ 
\ \ 


TOOLS FOR INDUSTRY 


Your customers want tools that stand 
up to hard day-in, day-out usage... tools 
they can use with confidence. With the 
MALL line you can satisfy that demand 
..and fortify your own confidence know- 
ing that you are selling tools of highest 
quality at attractively lower prices. You 
can present the most complete line of 
portable eleciric tools ever made— drills, 
screwdrivers, impact, wrenches, grind- 
ers, sanders, polishers, saws and flexible 
shaft machines with their many acces- 
sories...over 1000 tools for a million 
jobs. Clip the coupon at bottom and get 
full facts about a factory-to- you dealership. 


---Ce 4 
! 


MALL TOOL COMPANY Chicos is, teas | 


Send me full facts about a high-profit MALL | 


dealership 





Firm 








| 
| 
! 
! 
| 
| Name 
! 
! 
I 
! 
! 





Star Stainless Screw 
Opens New, Larger Plant 


Star Stainless Screw Co 
moved into a new plant at 655 Union 
Blvd., Paterson, N. J., which doubles 
its former space. 

Che company’s old address was 190 
Union Ave. The new building, a 10, 
000 sq. ft. structure, includes office, 
warchouss manufacturing space 
provides stacking bins for the 
3,000 standard sizes 


and 
ind 
iddition of some 


| of screws to the company’s line 


marks the 
the company 


The 


pansion of 


first major ex 
which was 


move 


| founded eight vears ago by B. Golden, 


Morton Gash 


present sales manager 


| is general manager 


| Buyer Named 


Star Stainless Screw has promoted 
lony Jansenn to purchasing agent. 
He has with the firm for five 
vears, working mainly in_ telephone 


been 


sales. 


American Machine to Buy 
Potter & Brumfield 


American Machine & Co. 
has exercised its option to acquire Pot 
ter & Brumfield Mfg. Co., Princeton, 
Ind., manufacturer of fractional horse 
ind electrical compon- 


Foundr 


power motors 
ents 

The firm is expected to become a 
subsidiary, without 
following a 


plants 


OW ned 
management, 
has 


wholly 
change in 
stock exchange. It 
emploving 600. 


three 


Plans Puerto Rico Plant 


he Carborundum Co. has virtually 
ompleted plans for its new Puerto 
Rico subsidiary to be known as the 
Carborundum Co. of Puerto Rico. A 
new 150,000 sq rt plant will be built 


it Mavaguez 





SLICING IT THIN 


A device that measures variation in 
the thickness of paper down to five 
inch hos been de- 
corporation, 


millionths of an 
veloped by a Brooklyn 
Product Engineering, McGraw-Hill pub 
lication, reports. The device uses or 
dinary air under pressure, and it is 
claimed that the instrument will give 
makers of metal foil, plastic sheeting 
and other manufacturers a continu 
ous check on the thickness of their 
products 
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4 SIZES 
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3.M- 


332 Midland Ave. + Detroit 3. Mich. 


MERRILL 


MATERIALS HANDLING 
DEVICES 


4 
SIZES 


TWIN LIFTER 
eeeeeeee 


LIFTING CLAMP 
eees 


DRUM TILTER 
eeeeeeee 


ad 


, DRAG CLAMP DRUM OPENER 


MERRILL BROTHERS 
56-16 ARNOLD AVENUE 
MASPETH, N.Y. 


HAND GRIP 


ar 





J. H. Walters 


Rockwell Names 
Product Manager 


Jack H. Walters, Houston district 
sales manager of Rockwell Mfg. Co.’ 
Meter & Valve Division since 1951 
has been named gas products manage1 
for the division with headquarters at 
the company’s Pittsburgh home office 

Thomas I. Stacy, a sales engineer 
in Houston since 1940, succeeds Mr 
Walters as Houston district head. 

Mr. Walters joined Rockwell in 
1943 and from 1948 until 1951 served 
as sales engineer covering the Lake 
Charles, La., area. 

Mr. Stacy joined the company in 
1938 and became a sales engineer after 
two years as a shopworker and servic« 
man at the company’s Instrument Di 
vision plant in Tulsa. 


T. 1. 


Stacy 





Aluminum Warehouse Opened 


U.S. Steel Supply Division f 
United States Steel Corp. has opened 
1 new warehouse in St. Louis for the 
St. Louis area and seven South-Central 


cities 


because 
they serve 


your customers 
better... 


Grinding forging 
dies on the press 


These two STOW Variable 
Speed Machines are highly 
versatile... permit a choice 
of operating speeds...are 
specially designed to provide 
the highest efficiency wherever 
applied. Constant speed and 
other variable speed models 
also available. Stow machines 
SPEED JIFFY feature modern design with 


$J-38 metal pulley housing. 


STOW FLEXIBLE SHAFTS are 
Stow STREAMLINER N-40 the result of 79 years of 
specialized knowledge and 
experience. Reliable, efficient 
—they’re famous for long 


trouble-free performance. 


Don't delay—write today for \ 
your free copy of CATALOG #5) 


MANUFACTURING CO. 


5 Shear Street Binghamton, New York 


STOW 
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3 BIG REASONS WHY 


it's such a fine profit line 
for Industrial Distributors 


a popular, oe 


highly profit- 


able leader. ** America’s first, safest and best-known alloy steel Sling Chain 


William T. Cherry 


Formsprag Names 
Application Head 


Formsprag Co, has named William 
I’. Cherry as manager of application 
engineering. 

Mr. Cherry has been connected with 
the company’s sales, engineering and 
production departments for the past 
five years. His former duties will be 
assumed by Robert B. Madonia. 





To Handle Formsprag Lines 


A type of 
industrial chain 


to satisfy every eecmmummy 
buyer 


Formsprag Co. has appointed West 
ern Machinery Corp., Portland, Ore., 
and Bay City Bearing Co., Long 
Beach, Calif., to sell the firm’s line of 
clutches in their respective areas. 


BBB 

Grab Hooks 

Iron Slip Hooks 

Proof Coil Cold Shuts 
Available in all sizes 


Herc-Alloy 
High Test 
Swain, “‘Power” Editor, 


Retires After 33 Years 


Philip W. Swain, editor of Power, 
McGraw-Hill Publication, is retiring 
Sept. 1 after 33 years on the maga 
zine’s staff. Louis N. Rowley, execu 
tive editor, succeeds him. 

Mr. Swain will continue with Mc 
Graw-Hill on a part-time basis, as con 
sulting editor and aiding Ralph Smith, 
vice-president and editorial director, in 
recruiting and training. 

Mr. Swain, born in 1889 in Wester 
ville, Ohio, had experience as a ma 
chinist, college instructor and artillery 
fhcer and field engineer before joining 
McGraw-Hill in 1921. He _ became 
managing cditor of Power in 1933 and 
ditor the following yea 





Demand 
is sustained 
by intensive 
advertising 





Detroit Tap Appointed 


Automatic Methods Inc. has 
pointed Detroit Tap & Tool 
Baseline, Mich., to handle sal 
lead screw tapping tools in 


Western states and California 


7577 qj COLUMBUS MCKINNON 


CHAIN CORPORATION 
TONAWANDA, NEW YORK 


Cr 
HOISTS AND CHAIN eS OF ITS 
six Mid 


DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
in Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
© SEPTEMBER 
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Black & Decker 
Names District Head 


The Black & Decker Mfg. Co. has 
promoted Edwin J. Bernau to central 
district sales manager responsible for 
seven North Central states. He suc 
ceeds R. G. Homer, who recently 
moved to the company’s Townson, 
Md., headquarters as vice-president 
sales planning 

Harrv L. Bullock succeeds Mr. Ber 
nau as manager of the Chicago sales 
ind service branch, which Mr. Bernau 
has headed since 1952. The new Cen 
tral district head has been with Black 
& Decker 15 vears. 

A. Ralph Cooper, former head of 
the company’s branch in Denver, has 
been named manager of the Dallas, 
lexas, branch. Joseph D. Kindred, re 
cently at Peoria, IIl., will succeed M1 
Cooper as Denver manager 

Mr. Bullock is former Atlanta 


branch manager. 


Crucible Steel 
Names Branch Head 


Crucible Steel Co. of America has 
appointed Richard J. Rand as man 
wer of its Cincinnati branch sales of 
fice 

With the company since 1940, M: 
Rand has been office manager in St 
Louis and Pittsburgh, assistant branch 
manager at Pittsburgh, and since last 
vear assistant manager at Cincinnati 
He succeeds H. E. Friedlein, now 
special sales representative and con 
sultant. With the firm 45 vears, Mr 
Friedlein has managed the Cincin 
nati branch for the past 15 years 





BRANCH MANAGER in Oklahoma 
Citv for Marshall Supply & Equi 
t Co., Tulsa, M. A. “Bill” Winter 


. ' 
I ni 


Robert 


OVERHEAD 


MATERIALS 
HANDLING 
EQUIPMENT 


HOISTS « TROLLEYS 
TRAVELING CRANES 


Cif COMET 


Y% to 2 ton capacities. Portable, 
compact and rugged electric chain 
hoist. Available in push button 
and pendant rope control models. 
Plug in on 110, 220 or 440 volt 


power lines. 


GOOD... because you can recommend 
— without reservation —the CM Electric or 
Hand Hoist exactly right for your cus- 
tomer’s needs...and every industry is a 
customer. 


STEADY... becouse hoists are in year 
‘round demand. Convircing ads in lead- 
ing industrial publications maintain con- 
tacts...hold established CM prefevence... 
direct new customers your way. 


PROFITABLE... becouse !ndustrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 years of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


Cif CYCLONE 


% to 10 ton capacities. 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life. 


Cf PULLER 


%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low- 
cost. Safe and easy to 
operate. 








Cif TROLLEYS 

Low headroom. Tandem, Matchless 
and Moore styles. Plain, geared of 
motor driven. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 


DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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HERE'S WHY THERE'S 


CUALITY 


IN PEORIA CHAIN 


Metal entering and leaving plant receives 
chemical analysis to insure quality. 


Flaw detection by Magnaglo “black light” 
unit is routine operation 


Even the molding sand is tested to insure 


a better finish for castings a 


Tests for tensile strength, impact resist- 
ance, bending assure maximum safety 


@ In production lines there’s no 
substitute for “quality.” PEORIA 
CHAIN, a high quality malleable iron 
chain, prevents breakdowns .. . keeps 
production profitable and safe. Keep 
your customers . . . and keep them 
happy with PEORIA CHAIN. You 
will be happy with Peoria Malleable’s 
sound factory policies which protect 
distributor’s profits, too! Order now 
or write for FREE catalog. 


Load-testing before shipment assures you 
a chain of maximum strength. 
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Firth Sterling Names 
Three Field Engineers 


Firth Sterling Inc. has appointed 
three carbide service engineers to its 
field engineering force. 

They are W. R. Sutton in Detroit, 
J. F. Kroeger in Los Angeles and J. J. 
Journeycake in Houston. 

Mr. Sutton, who studied metalwork- 
ing at the Ford Trade School in 
Detroit, has been employed in the pro- 
duction department of a carbide man- 
ufacturer for the past 20 years. He has 
been a sales and service engineer since 
1936. 

Mr. Kroeger, a graduate of General 
Motors Institute, worked for eight 
years as a tool and methods engineer 
with General Motors Allison Division. 
For the past three years he has been 
with Hydro-Aire and Turbo-Products 
in engineering posts. 

Mr. Journeycake spent ten years 
with Halliburton Oil Corp. as a 
carbide engineer. He was connected 
with Machine Tool & Supply Co., 
Tulsa, Okla., for two years and later 
with a carbide manufacturer as sales 
engineer and district supervisor. 


Develops New Material 


Firth Sterling has announced the 
development of a new carbide cut 
ting material which the company 
says contains no tungsten and no co 
balt. The material has a titanium cat 
bide base in place of tungsten carbide, 
with nickel used as a binder instead of 
cobalt and molybdenum carbide as an 
alloy carbide addition. Officials savy the 
development will release tungsten for 
other purposes in critical times. 


Sell Firth Sterling Lines 


Firth Sterling has appointed K. P 
Wesseling Co. to handle its lines in 
the St. Louis area and The Phoenix 
Steel Supply Co. to distribute its 
products throughout the Midwest, pri 
marily in the Chicago area. 





SUPER SPEEDWAY 


Italy's auto-racing treck, the 
Monza Autodrome in Milan, will be 
modernized to permit what is re- 
portedly the highest average track 
speeds in the world—over 190 mph, 
Engineering News-Record, McGraw- 
Hill publication, says. The moderniza- 
tion project will include rebuilding 
the ring track with the bends raised 
in a radius of over 1,000 feet. The 
length of the track tour will be al- 
most doubled to about six and one- 
half miles. 














WELL BUILT HANDLES 


All handles on Jackson bar- 
rows are built for hard usage. 
Wooden handles are of select, 
high- grade hardwood, finished 
in weatherproof varnish . . . 
tubular handles are of first 
quality steel pipe with durable 


L. Jack Clarke 
enamel finish. 





Leschen Wire Rope 
Names Sales Manager 


L. Jack Clarke has been named g 
eral sales manager of Leschen W 
Rope Division, H. K. Porter Co., Pitt 
burgh 

Mr. Clarke has been field represen 
tative in the New Orleans area and 
manager of the New York sales district 
Previously he mor 
ing contractor. 

He will make his headquarters at the 
division’s main offices in St. Li 


was a heavv-earth 





FRAMES ENGINEERED 
FOR HEAVY-DUTY 


The frames on all Jackson 
barrows are designed to give 
better balance and proper 
wheeling levels. Legs are of 
heavy riveted channel steel 
with thick steel shoes. 


Plan Cost Meetings 


The National Association of Cost 
Accountants has announced the fol 
lowing schedule of meetings through 
June 1955: Oct. 28-30, Mid-Western 
meeting, Des Moines; March 24-26 
cost conference, Memphis 
April 14-16, regional confer 
36tl 


New 


regional 
lenn.; 
ence, Dayton, Ohio; June 19-23, 
annual international conference 


York City. 





Other Jackson 
items are: 
Concrete Carts 

Mortar Pans 


Mortar Mixing 
Boxes 


Brick and Tile 
Barrows 


THIS IS THE WAY TO 
BUILD A RUGGED 
WHEELBARROW! 


DURABLE, NON-LEAKING 
TRAYS 


All trays are pressed or formed 
and spot welded from heavy- 
gauge carbon steel. Rolled 
top edges ore reinforced with 
continuous steel rods. Water- 
proof enamel finish is applied 
by dipping. 


STRONG FRONT-BRACING 


Strong steel front braces fur- 
nish additional support for 
the front of the tray. 








Model M11-24 





CHOICE OF PNEUMATIC 
OR STEEL WHEELS 


All wheels ore manufactured 
to strict specifications that give 
you years of wear. Steel 
wheels are of high carbon 
steel—electrically welded. 
Pneumatic-tired wheels have 
zerk fittings and are available 
plain (powdered metal), 
ball, or roller bearings. 


a] 


The OMY ONE like it ic 


Jackson 


Jackson combines the skill of 


master craftsme 


*n with the ex- 


perience of 78 years of wheel- 


barrow making 
for youma supe 
barrow that will 
of trouble-free 
under all condit 


to produce— 
‘rior, low-cost 
give you years 
performance 
ions. 


Write, wire or phone, today, for complete details on Jackson equipment. 


1OVING int 
Walter Ehrenf 
Ehrenfeld, 
out on floor-plan « 
mall ] 


PRIOR TO 


\ 


ardboard tem 
shelving, de 


sent 


Jackson 


Oldest and largest wheelbarrow maker in America 


HARRIS BYU 
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MANUFACTURING COMPANY 


RG, PENNA 


* 57 





No. 118 Combination 
Bench Furnace 


No. 142 
Hi-Speed Steel 
Heat Treating 

Furnace 


Harold E. Lewis 


GIVE YOUR SALES A BOOST 


with tHe HOT PROFIT LINE 


Parker Appliance 
Names Training Head 





It’s good business to sell Johnson Gas 
Burning Equipment to industrial 
users. You profit and your custo- 
mers profit. The Johnson Line of 
Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are 
famous for efficiency and economy in 
heat treating tools, dies, and small 
metal parts. They are speeding pro- 
duction and cutting costs in hun- 
dreds of plants. National trade paper 
advertising helps you sell. Consult 
your complete Johnson Catalog for 
additional profit-making items. 
Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, lowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 


= 


No. 101 Bench Furnace 


No. 1202 Blower 


No. 706 
Annealing Furnace 


~ 


INDUSTRIAL GAS EQUIPMENT 
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The Parker Appliance Co. has ap- 
pointed Harold E. Lewis to head its 
hydraulics training program in the field 
and at the main plant. 

He will report to Kenneth E. Jen 
kins, sales manager, Industrial Hy- 
draulics Division, and will be responsi- 
ble for a complete training course in 
industrial hydraulics for district man 
agers and sales engineers. 

Mr. Lewis was formerly an applica 
tion engineer with Vickers, Inc. Be 
fore that he had been with North 
American Aviation and Pacific Steel 
Boiler. 


Names District Head 


The Parker Appliance Co. has pro 
moted Dave N. Allensworth, former], 
sales engineer in Seattle, to manager of 
the company’s Indiana district, with 
headquarters in Indianapolis. 

Mr. Allensworth attended the Uni 
versity of Texas and the University 
of Houston and served as works mana 
ger for OTM Co. before joining 
Parker in 1952. He has also been with 


National Supply Co. 


Avels Handles Lines 


Parker Appliance has appointed 
Avels Sakes & Engineering Co., In 
dianapolis, to distribute Hoze-lok fit 
tings and hose assemblies. 


To Sell Plastic Pipe 


Alpha Plastics, Inc., has appointed 
Whitehead Metal Products Co. t 
distribute its line of vinyl plastic pip 
and fittings in 12 Eastern cities. Th 
pipe is made from B. F. Goodrich 
Chemical Co.’s Geon polyvinyl m 
terials 





American Chain & Cable 
Opens Portland Warehouse 


American Chain & Cable Co. has 
opened its third West Coast warehouse 
and office at 2210 N. W. Roosevelt 
St., Portland, Ore. Earlier this year 
the company occupied new warehouse 
facilities at San Francisco and Los An 
geles 

Phe new 8,000 sq. ft. building will 
serve Oregon, Washington and part 
of Idaho, carrying complete stocks of 
the company’s lines of wire rope and 
wire rope slings for loggers, contractors 
ind various industries. A demonstra 
tion truck will be for outlying 
sections 

I. L. Schobert will be 
Wire rope sales 
While no other company lin 
stocked at Portland at present 
ders for the firm’s American Chain 
Division, Manley Division and Penn 
svivania Lawn Mower Division will b« 
handled from the office, with Robert 
L. Kleeb in charge of sales, the m 


used 


charge 


In 


be 


in 


agement announced, 





Truman Young 


Walter Kidde Names 
Marketing Executive 


l'ruman Young has been appointed 
to the new post of manager of market 
development for Walter Kidde & Co 
with particular responsibility for pro 
moting and enlarging the company’s 
ictivities through distributors. 

Recently advertising manager fot 
Mfg. Co.. he was with Pvren 
He is a member of the Pul 
Information Committee of the Ameri 
in Supply & Machinery Manufa 
Association and director of 


strial Market f N | 


Pyrenc 


21 Vears 


turers 
the Ind 


Se 


The Line to Sell 
is the Line that Leads 





Steel-Grip 


INDUSTRIAL 


Safety Apparel 


DEMAND THIS TRADE MARK 


GLOVES 
MITTENS 
HAND- 
GUARDS 
ARM- 
PROTECTORS 
LEGGINGS 
SPATS 
SHINGUARDS 
APRONS 
COATS 


perenne 


=> Nationally advertised 
=> Nationally recognized 
=> Universally respected 


Industrial’s know-how gained through 
nearly 50 years of leadership in coping 
with the problems of industrial hazards 
assures better design, better protection, 
longer service .. . more for the money. 
Steel-Grip Industrial Safety Apparel is 
nationally advertised, nationally recog- 
nized, the nationally accepted standard 
of quality. Industrial’s Steel-Grip quality 
not only builds sales volume, it protects 
your profit by staying sold. And your 
repeat business is assured. It is more 
profitable to sell Steel-Grip quality than 
to compete with it. Write for our catalog 
now. 

INDUSTRIAL GLOVES COMPANY 

A CORPORATION 
1643 Garfield Street Danville, Illinois 
(in Canada: Safety Supply Co., Teronte) 





Safeguards furnished in Leather, Asbestos, Flame- 
proofed Duck, Woven-Gard, Wool, Dynel, Vinyl, Plastic 
coated duck, as required. 





INDUSTRIAL § 
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STEEL-GRIP 
OPEN END FINGER GUARDS 


The Finger Guard demonstrates how close 
Industrial is to the safety needs of industry. 
Since Industrial introduced Steel-Grip open 
end Finger Guards, they have been used suc- 
cessfully in every type of American industry. 
Made in open and closed end styles, in a 
choice of materials. Ask for literature de- 
scribing the various types. SIZES FOR 
MEN AND WOMEN. 
(U.S. Patents No. 2,351,906. No. 2,461,872.) 
Write for INDUSTRIAL’S CATALOG of Sofety Appore! 
The Nation's Leader in industrial Safety. 
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BEST SELLERS 


Order both and 
increase your sales 


HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 


are bored and threaded on special 
machines .. . assuring highest accuracy 
of form, height, angle and lead. 
Manufactured to A.P.I. and A.1S.I 
specifications 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 


meet the most exacting requirements of 
power piping users for oil field, utility, 
and industrial use. Manufactured to 
A.S.A. specifications 


WRITE TODAY FOR CATALOGS AND 
CURRENT DISTRIBUTOR PRICES 


HSC-ID-3/54 


161 Years tn PENNSYLVANIA'S CAPITAL 


Harrisburg Steel 


CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


276 
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Goodrich Planning 
Sponge Rubber Purchase 


The B. F. Goodrich Co. is plan- 
ning the assets and business of The 
Sponge Rubber Products Co. with 
three plants in New England and a 
Canadian subsidiary 

The deal will involve payment of 
Goodrich common stock in exchange 
for Sponge Rubber’s assets and good- 
will, officials announced. It has been 
submitted to stockholders for ap 
proval. 

Sponge Rubber Products was 
founded in 1923 by Frederick M. Da 
lev now president, and William R. 
Todd, vice-president and treasurer. It 
has plants at Shelton and Derby, 
Conn., and Fall River, Mass., and a 
subsidiary in Waterville, Quebec, man- 
ufacturing chemically blown cellular 
rubber products of crude and man 
made rubber, latex foam and expanded 
plastics. 

Under the new ownership, the com- 
pany will operate as the Sponge Prod- 
ucts Division of B. F. Goodrich, with 
Mr. Daley and Mr. Todd retaining 
their present posts 


Heads Purchasing Agents 


Stanley W. MacKenzie, director of 
purchaases of United States Rubber 
Co., has been elected president of the 
Purchasing Agents Association of New 


York. 





Victor Ladetto 


Continental Screw 
Names Vice-President 


Victor Ladetto, sales manager of 
Continental Screw Co., has been 
elected vice-president and sales man- 
ager 

With the company for the past 30 
years, he has been sales manager for 
the past five years 








An aid to greater 
sales volume 


MORE POWER 
PULLER 


Here is a strong, durable utility tool for 
heavy duty work. Its every day uses 
are myriad. A number of trucking com- 
panies carry a More Power Puller on 
each of their trucks. They find it an eco- 
nomical, time saving unit for handling 
heavy crates and packages. 
Because of its wide adaptability — its 
light weight and one man operation, it 
is easily carried by distributors’ sales- 
men. They can give on-the-spot demon 
strations and prove its wide utility 
range. 
Distributors’ salesmen will find this con- 
venient device an aid to greater sales 
volume—will provide more profits for 
them and for the house they represent. 
The More Power Puller comes 
equipped with 20, 30 or 40 feet of 
cable 
List Price $22.75 to $33.80 
F.0.3. Factory 
Distributor and 
Dealer openings 
Write, Wire or Phone 


The Wyeth 
Scott Co. 


NEWARK, OHIO 
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THE TRADE CALLS 


for 
DYKEM | 
STEEL BLUE’ 2. 


Dies and |S 
Templates 


i! 


3 
t 
Me 


C+o0 R 
wt DYKEM Ste 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North llth St. «© St. Levis 6, Mo. 
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PHIRTY-ODD vears in th 
pply field is the experien ’ 
}. W. Graf, industrial purchasing agent 


pre ee 7 STANDS UP STRAIGHT 
Hewitt-Robins President VW | Aint for UPRIGHT 
“Netw \ | ./* __ MEASUREMENTS 


Predicts Belt Networks 
Those long upright measurements are easy 


The day will come when man | and accurate with this new EVANS King-Size 
| 10-ft. White-Tape. The 33° wider blade 
connected by conveyor networks bring : (full %4°) stays straight up without bending 

: or buckling. You get a free belt clip and Tenite 
ing in raw materials and carrying fi —\———— _ utility case with every tape. Sliding end hook 
for inside or outside measuring and... 


turing plants in large cities 


ished goods to central warehou 





homas R sident o ; 
Ls ¢ 4 R nag Jr., s - “ it's marked so you don’t have to figure! 
ewitt-NODINS, inc., predicted 1 no other tape is marked this Evans way. 


recent talk before the Buffalo, N. Y 
Chamber of Commerce 
Developments like this would aid 





greatly in relieving city trafhx on 
gestion, he said. 

Citing the projected Riverlake con 
vevor between Cleveland and a point 
on the Ohio River near Pittsburgh 
he stressed the lower transportation 
costs it is expected to make possible 
Ihe project is scheduled to get under 
way as soon as approved by the Ohio another 
legislature, which meets in Januar\ EVANS 

Mr. Robins said his company’s en value — 
gineers are working on development THE 
of a passenger convevor that would ONLY 


be suitable for use at the New York 
Central R.R. Buffalo to 12-FOOT 


station in 


carry passengers up one or more long POCKET 
ramps from the train platforms WHITE-TAPE 


Standard Blade 


2" wide \ ag on 
— > This L-O-N-G-E-R 
Now, a pocket steel Z 
SEASICK SECRETARIES tape that measures a {2 Pocket White-Tape only $] 89 
full 12 feet — elimi- , . 
h Retail everywhere in U.S.A. 

Seasickness is the latest hazard for nates the inconve 

nience and inaccu 
construction office workers, according racy of adding two 
to Construction Methods and Equip measurements as you do with shorter tapes. Exclusive EVANS double markings 
(same as King-Size above). Chrome plated case is no bigger than cases for 
ment, McGraw-Hill publication A shorter tapes. Self-adjusting sliding hook for 100% accurate inside or outside 
New York construction firm, working measurements. Each tape packed in FREE transparent Tenite utility case 











Whichever way you work, in inches or feet and inches, 
you read instantly without having to stop and figure. 
The EVANS King-Size White-Tape Is the Tow 10-ft 

Tape Value at only $922 Retail everywhere in U.S.A. 








on a substructure for a Hudson River Let us help you sell more tapes. Write for free supply of leaflet 10-ID 
bridge, has installed its project offices 
on a barge moored to shore The 
slight rocking motion of the barge @ 27 
has made some of the secretaries & co. 

queasy, the magazine says 


400 Trumbull Street, Elizabeth, N. J., U.S. A. 


Makers of Evans “Long Tapes’’—25-50-75-100 {t. and Evans 6-(t. Folding Rules 
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Jf, — YOUR KEY TO BETTER PROFITS 


Metalworking—47% of all industry with 50,000 plants producing 
$120 billions worth of products—is a mammoth market for 
socket screws. 

In this industry, high-strength alloy steel screws have become 
indispensable fasteners to assure better original equipment. In all 
industries, these screws are preferred for maintenance requirements. 

To get maximum profits from this expanding “‘gold mine” 
market, investigate the Mac-it line of alloy steel socket screws. 
Here’s what Mac-it offers distributors: 


@ Complete line—Mac-it has a complete line, including socket 
screws, square head set screws, tool post screws and others, 
so that you can service every customer requirement. 


@ Specials—Mac-it’s engineering and production are geared to 
solve tough fastener problems fast. Mac-it’s speedy service 
on specials means better service for your customers. 


@ Promotional program—Mac-it’s “distributor-profit” program 
gives distributors real assistance, includes proved selling tools. 


You can obtain more alloy screw sales with Mac-it—‘‘your key to 


better profits” 
ey > ST Ey 


| Mac-it distributorships are available in == 
several marketing areas. You are in- | 

| vited to write for complete information. 
Also, send for new Mac-it Catalog. | 


— 
e 


ee ee es ee ee ee ee 


aan AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 3RD STREET ° CLEVELAND 13, OHIO 
Meonufactured by Mac-it Parts Co., Lancaster, Penna. 
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Gene A. Zwerner 


Washington Manager 
Named by Link-Belt 


Link-Belt Co. has appointed Gene 
A. Zwerner district manager of its 
Washington, D. C., office, succeeding 
C. R. Heller who retired in July. 

Mr. Zwerner for the past four years 
has been sales manager for Link-Belt 
Africa, Ltd., a wholly owned subsidi 
ary. He started with the parent com 
pany in 1946 and served in the Chi 
cago Pershing Road plant and the 
Moline and Detroit districts 
going to South Africa 

He served at one time with the Wat 
Production Board and in the Depart 
ment of Agriculture in Washington. 

Mr. Heller had represented Link 
Belt in Washington since 1947. Be 
fore that he had been with the War 
Production Board. 


ne rore 


California Shows Rise 
As Automobile Center 


California is giving Detroit increas 
ing competition for the title of auto 
mobile capital of the United States, 
American Machinist, McGraw-Hill 
publication, reports. At present, Cali 
fornia plants assemble all but four of 
the 18 American automobile models, 
whereas Michigan soon will be pro 
ducing only 13. 

On the other hand, it is pointed out 
that all styling and engineering, most 
purchasing, sales and administrative 
policy, and top decisions originate in 
Detroit. Moreover, a recent report in 
dicates that Michigan plants in 1953 
assembled 35.8 percent of all US pas 
senger cars, contrasted with Califor 
nia's 9.4 percent. 

Although California’s 
plants constitute a growing market for 
auto parts and Coast 
plants are not equipped to produce 
such major parts as engines, rear axles, 
frames, transmissions, and bodies. In 


issembh 


accessories, 











stead, they have concentrated on such 
items as upholstery, springs, tires, 
paint, radiators, wheels, bumpers, bat 
teries, window runs, and some forg 
ings and die castings. The assembly 
plants on the Coast are buying these 
items at an increasing rate from nearby 
plants; however, the volume of buy 
ing in the West still is small in com 
parison with over-all auto parts buy 
ing. For example, sales from West 
coast plants to auto firms in 1953 to 
taled $250 million, as compared to 
the $5.3 billion that just one major 
utomobile firm spent on parts last 
vear, the magazine says 

Some auto executives think that the 
time will come when West Coast pro 
duction of cars and trucks can be ca 
ried out independently of the Mid 


west; however, the tremendous 


expenditures necessary for duplicating 
tooling and dies prohibit production 
facilities on the West Coast until 
such time as the car makers are as 
sured of savings equal to such vast 
amounts of money. 

Despite existing financial obstack 
however, automobile concerns are con 
tinuing to expand their West Coast 
purchasing—one major concern, for ex 
imple, has increased its buying from 
600 to 950 items in five years, whil 
two other car manufacturers use about 
1,300 West Coast suppliers apiece. In 
California, General Motors has a to 
tal of seven plants, Ford will have six 
by next year, Chrysler has two, and 
Studebaker, American Motors and 
Willvs, one each, the magazine re 
ports 


Allis-Chalmers 
Names District Heads 


Allis-Chalmers Mfg. Co. has ap 
pointed S$. M. Osthagen as manager 
of its Providence district office, gen- 
eral machinery division, and L. B. 
Gay as Denver district manager of the 
division. 

Mr. Osthagen, a representative in 
Boston since 1946, succeeds R. H. 
Porterfield, recently named manager 
at Hartford, Conn. Mr. Gay suc 
ceeds Paul R. Pollock, now Mid 
Atlantic regional representative in 
Philadelphia. He has been New Or- 
leans representative since 1946 


To Sell for Morse Chain 


Morse Chain Co has appointed the 
following firms to handle its complete 
line of mechanical power transmission 
equipment Manufacturers Equip 
ment & Supply Co., Flint, Mich.; 
Schuman Steel Products Co., Belling 
ham, Wash.; and Jack Lee Machine & 
Supply Co., Attalla, Ala 


BRINGING HOME 











You can bring home the bacon in vise sales with 
Parker's. Backed by 122 years of time proven 
service to industry. 


HERE are your PROVEN Selling Points 


) f 
(Our Hanoves | LIKE AGRIZZLY | & OUR TOOL STEEL LOOK AT OUR 
| STAY PUT.Z . ———_—_A 4% eff JAWS COVER THE. SOLID STEEL 


(Toor sTeci-) 
== | THE VISE and ARE 
PINNED on . | RENEWABLE (CurEn ion. 
Loose/ 
(We MaKe 
ourOwn \_ 
| CASTINGS of \ 
| PARKO-METAL) 


Sold 100% through distributors 


THE COMPLETE LINE 


MACHINIST’S COMBINATION PIPE 
TOP SWIVEL JAW HINGE PIPE 
DOUBLE SWIVEL SHEETMETAL WORKER'S 
UTILITY FILER’S 
HEAVY DUTY WOODWORKER’S 
SMALL ANVIL 


PARKER 
= VISES ~ 


THE CHARLES PARKER CO. MERIDEN, CONN. 
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RAILROAD ELECTRICIAN SAYS: 


“| am sending you a sample (see photo above) of what they (Rawiplugs) are 


capable of doing . . . We were removing some old conduit from an outside 
wall and this piece of brick was pried off with the 1” conduit used as a lever. 
| cannot remember how long these plugs had been installed, but believe 


it to be between twenty and thirty years.” 
J. G. COLWALL, Montgomery, Alabama 


When you require maximum holding power and the least drilling time (you 
drill smaller holes) use Rawlplugs 


Do You Stock the Complete Rawlplug Line? 
VOTE HERE...GET SAMPLES... 


Request samples by attaching coupon below to your business letterhead. 
MARK X for the products you have used. 


MARK o for the products you have not used and of which you would like 
to have samples. 





) RAWLPLUGS: Universal screw anchor for }] RAWL CARBIDE DRILLS: Spiral precision 
any moterial. The original fibre plug for tool for rotary drill or hand brace. Sizes 

wood and log screws. %" to 1%". 

RAWL-DRIVES Drives like a nail into a ] RAWL HAMMER-SETS: Heavy duty 

drilled hole. Holds like a bolt. Use only threaded type machine bolt anchor 

in hard materials. 

RAWL-TAPERS: A machine screw anchor 

that fits the hole drilled either by a new 

or worn drill. 

RAWL TOGGLE-BOLTS: For anchoring [}] RAWLDRILLS: For drilling holes in all 

any fixture or utility in hollow walls or masonry. Easily shorpened. For hand and 

ceilings. power drilling. 


[) DIMENSIONAL CHART of above products 


THERAWLPLUG COMPANY, inc. 


271. CHURCH STREET . NEW YORK’ 13,N. Y. 


} RAWL-ANCHORS: For holding bolts per- 
manently in materials such as concrete, 
marble, stone, brick, etc. Heavy duty type 
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New York Air Brake 
Opens New Office 


New York Air Brake Co. has opened 
a combined sales office for all its divi 
sions at 90 West St., New York City 

The management said the purpose 
is to give Eastern customers the bene 
fit of centralized facilities for the 
Kinney Mfg. Co., Dudco, Hydreco, 
Aurora Pump Co. and Watertown 
Divisions, but is not a departure from 
the company’s standing policy of con 
ducting sales through division sales 
organizations. 

Lynn R. Parrish, vice-president and 
regional branch manager cf the 
Aurora, will head the sales force for 
Aurora Pump Co. William Chester 
will represent the Kinney Division as 
branch manager, and William Amory 
will handle the Eastern territory for 
both Dudco and Hvdreco. 

I'he warehouse will contain a com 
plete line of all the company’s stand 
ard hydraulic and vacuum pumps, it 
was announced 


Binks Paint School 
Plans Fall Courses 


Binks Mfg. Co. has announced the 
Fall schedule of its Spray Painting 
School. 

The first course will be held Sept. 
13-17. Others are scheduled for Oct. 
4-8, Nov. 8-12 and Dec. 6-10. 

Ihe school, directed by William 
Beacham, is free. Applications should 
be addressed to E. F. Watts, Binks 
Mfg. Co., 3122 Carroll Ave., Chicago 
pa 


Names Technical Director 


Acme-Hamilton Mfg. Corp. has ap 
pointed William E. Wade as technical 
director. He was previously with U. S. 
Rubber Co.’s Mechanical Goods Di- 
vision for 19 years. 





TUNNEL FOR TIMBER 


A tunnel through which logs can 
pass on their way downstream to saw- 
mills has been installed in a Wash- 
ington dam, according to Electrical 
World, McGraw-Hill publication. Be- 
lieved to be the first such provision 
on a dam, the 50 ft. tunnel has gates 
to govern elevation and velocity of 
water passing through and to adjust 
the operation for varying river condi- 
tions. The logs are guided into the 
upstream opening of the tunnel; when 
they emerge, a reinforced concrete 
trough 400 ft. long, six ft. wide and 
ten ft. deep carries the logs to quiet 
waters below the dam. 














AnotherKALAMAZOO "F222" 


which will stimulate your sales! 





William J. Fabish 


Hammond Machinery 
Names Representative 


Hammond Machinery Builders, In 
has appointed William J. Fabish as 
Eastern representative handling the 
firm's complete lines. 

He has been working with th 
metalworking industry in the East for 
the past 12 years 


Standard Pressed Steel 
Widens Product Coverage 


Standard Pressed Steel Co. has put 
its Sel-lok spring pin products into 
national distribution by starting cover 
age in the Suuth, Southwest and West 
for the first time. 

rhe line was prevously handled by 
eight exclusive dealers, but is now 
available to distributors of other com 
pany products. The company bought 
the line in last year from Rafter Ma 
chine Co. in a transaction involving 
machinery, inventory and patents of 
Self Lock Fastener Corp Standard 
Pressed Steel set up a new Sel-lok man 
ufacturing and sales division at its Jen 
kintown, Pa., plant 

James F. Regan has been assigned 
to provide engineering service in the 
line in the Midwest, with headquarters 
in Detroit 


Named by Cleveland Welding 


Stanley C. Amren, since 1950 man 
ager of the Little Rock, Ark., plant 
of the U. S. Time (¢ orp., has joined 
Cleveland Welding Co., Ar 
Machine & Foundry bsid 
vice-president and gener 
David S Meikle john h 
the company’s treasure 
ments follow the retirement of . 


KALAMAZOO 
METAL CUTTING 
BAND SAW MACHINES 


MODEL 8C 
cuts 8” round, 16” flot, 8” pipe 


MODEL 1220 


cuts 12” round, 20” flat 


MODEL 610 4 


cuts 6” round, 10” flat 


The Kolamazoo line is being advertised in American 
Machinist, Mill ond Factory, Modern Machine Shop 
Machine & Tool Blue Book, industrial Equipment 
News, Electrical Construction & Mointenonce, in 
dustrial Arts & Vocational Educction, Machine 


Production & Conodion Mill Supply 





AUTOMATIC 
BAR FEED ATTACHMENT 


A completely hydraulic, self-con- 
tained unit which converts Ka/ama- 
zoo Metal Cutting Band Saws to fully 
automatic cut-off machines. For 
Models 8C, 816, 824 and 1220. 
AUTOMATICALLY FEEDS HEX, 
ROUNDS, FLATS, PIPE, TUB- 
ING—ANY LENGTH FROM 
3/16 INCH TO 12 INCHES* 

Sell Kalamatic in conjunction with 
new Kalamazoo saws or as an attach- 
ment for Kalamazoo saws already in 
use. Either way, the Kalamatic Auto- 
matic Bar Feed Attachment means 
greater sales opportunities for you. 


*Additional feeding length to 30° avail- 
able at extra cost 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO. COMPANY 


918 HARRISON ST., KALAMAZOO, MICHIGAN 


Mellman as Cleveland Welding 


utive vice-president and treasur 
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Let 'Die-less Duplicating” 


OPEN DOORS - 
BUILD ORDERS 


for you in any 


metalworking plant 


A Message to Di-Acro* Distributor 
Salesmen (and Sales Managers too) 


Through experience you know that ma- 
chines which in performance give users 
added speed, production short cuts and 
time and cost savings are the ones that 
bring buyers to you. 

In the Di-Acro line and the “Die-Less 
Duplicating” technique you have exactly 
that—you sell machines which, operated 
singly or in combination, have demon- 
strated their value to users. 


More than 40 models of Di-Acro Pre- 
cision Metalworking Machines are now 
available to meet many needs in design 
and model shop work and short run or 
steady production. 


Di-Acro Machines have excellent per- 
formance—wide usage—a growing de- 
mand—and consistent advertising support 
in 34 business papers. So push where it 
pays off . . . mention Di-Acro and “Die- 
Less Duplicating” on every call. You'll 
find they make an effective “lead” line, 
one which also opens the door to the sale 
of other equipment. 


TO THE SALES MANAGER 
Immediate delivery and product demon- 
stration. Those are two big services you 
offer customers. Always keep a supply of 
Di-Acro Precision Metalworking Ma- 
chines on hand and you will make the 
most of your sales opportunities. 


Open new doors — 


build new orders 
with Di-Acro* 


*pronounced Die-ack-ro 


qi-ack Oo 


PRECISION 
METALWORKING 
MACHINES 


BENDERS . 
5 hand models 
2 power models 





SHEARS 
4 hand models 
4 power models 





ROD 
PARTERS 
2 hand models 
| power model 





NOTCHERS 
1 hand model 
1 power model 





PUNCH 
PRESSES 
2 hand models 
2 power models 








BRAKES ROLLERS 


10 hand models - 8 hand % 


Creators of “DIE-LESS DUPLICATING” 





O'NEIL-IRWIN MANUFACTURING CO. 


312 Sth Avenue, Lake City, Minnesota 
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J. C. Miller 
Hanson-Van Winkle 
Appoints Directors 


Hanson-Van Winkle-Munning Co 
has elected J. C. Miller and G. H. 
Walgren as directors. 

Mr. Miller, until his organization 
became a division of Hanson-Van 
Winkle-Munning, was chairman of 
the board of the J. C. Miller Co. 
Mr. Walgren was president of J. C. 
Miller. 

Mr. Walgren has been named vice- 
president of Hanson-Van Winkle 
Munning and has been placed in 
charge of the J. C. Miller Division. 
Also named to the Miller Division 
were: J. A. Badalucco, assistant general 
manager; F. W. May, manager of 
sales, and C. E. Jackson, purchasing 
agent. 


G. H. Walgren 





Retires from Chain Belt 


William H. Brandt has retired as 
assistant secretary of Chain Belt Co. 
ifter 44 vears’ service 





Automation Not Costly, 
Instrument Group Told 


There has been too much emphasis 


on the fantastic in prophecies about 
automation, Henry F. Dever, president 
of Brown Instruments Division of 
Minneapolis-Honeywell Regulator Co., 
told a recent meeting of instrument 
specialists 

Rather than predict robotized labor, 
he said, automation enthusiasts should 
point out opportunities for less spectac- 
ular and much less costly devices which 
are available to make industry more 
automatic 

Mr. Dever addressed a recent lunch 
eon of the Instrument Society of Amer 
ica, mecting to map plans for its First 
International Exposition and Congress 
in Philadelphia September 15-21 

He added, however, that possibili 
tics for automation were vast. Most of 
it so far, he said, has been concerned 
with taking the heavy muscle work out 
of human labor. The next task is to 
have machines take over the sensor 
perceptions, so men and women wi 
be conserved to make the decisions 
and do the thinking 

W. A. Wildhack, chief instrument 
engineer, National Bureau of Stand 
ards, said industry must acquaint itself 
with developments in automation ot 
risk being left behind in this fast 
moving technical era. ““To grasp the 
impact of such controls upon out 
economy we must realize that without 
automatic control equipment, efficient 
and economic production would be 
impossible in most industries,” he said 
“To match today’s petroleum refining 
industrv’s output, using manually oper 
ated equipment, would require four 
times as much crude oil and cost about 
five times as much.” 


Germanow-Simon Buys 
Harvey Mfg. Corp. 
lhe Harvey Mfg. Corp., New York 


City surface grinder and die-filing ma 
chine manufacturer, has been pu 
chased by Germanow-Simon Machin¢ 
Co. of Rochester, N. Y. 
Germanow-Simon, which mak 


temperature indicating products, aut 
LL 
rii 


motive products and houselhy 
will continue operating 
plant as a subsidiary at 
location, officials announ 


of new machine t 


To Sell for Owens-Corning 


Owens-Corning Fiberglas, Fiberg 
Corp. has appointed The Rube 
Co., New York City, to sell its roof 
insulation lines in 37 states Ea f 


the Rock 


FOR 72 
YEARS 


HOME 


RUBBER 


Y, —Seld 
Yj nl Al 
4A Yi y} ‘ | \ 


HAS BEEN CURING 


SERVICE HEADACHES 
FOR DISTRIBUTORS 





BELTING 


Transmission Conveyor 
Elevator 


PACKING 


Sheet and Rod Packings 
for every purpose 


OF MECHANICAL RUBBER GOODS 


What a headache SERVICE can be when 
it’s more promise than performance! But 
you can cure such headaches (in fact, 
escape them altogether) with one sim- 
ple remedy. That's the HOME treatment 
. . . let Home Rubber take care of you, 
and your industrial customers; and the 
biggest service emergencies and unus- 
ual situations will be handled promptly, 
smoothly and painlessly—because that’s 
exactly what we're geared to do, 24 
hours a day, every day in the year any- 
where in the U.S.A. You have an un- 
beatable combination when you team 
up the QUALITY of Home Mechanical 
Rubber goods with Home Service. 


ERVING U.S? 





HOSE 


Steam—Acid—Mill 

Chemical—Creamery 

Suction—Water—Air 

Jetting—Sand Blast— 
Fire 


"N.B.O.” 


the original 
BLACK SHEET 
PACKING 





INDUSTRY 
SINCE 1880 


or wow How ©. RU BBEERR CO. 
Factories and Main Office 
TRENTON 5, N. J. 


Branches: New York © Chicago 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades . .. slitting saws . . . cutoff blades .. . key- 
seat cutters . . . and the famous ““M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Southern Screw Opens 
Dallas Branch Warehouse 


Southern Screw Co. has officially 
opened a new branch warehouse at 
2131 Farrington St., Dallas, Texas 

The 27,000 sq. ft. establishment in 
cludes air conditioned offices and mod 
em warehousing facilities. Harold 
Golleland, formerly at the company’ 
home office in Statesville, N. ¢ Vas 
been appointed manager Allen 
Sprinkle is sales representative for the 
area 

The management said the wa 
house does not change the company’s 
distribution policies in any way, but 
is designed to help speed and 
service through distributors 
ilso has warehouses at Los 


Chicago and North Bergen, N 


Minneapolis-Honeywell 
Names Branch Head 


Minneapolis-Honevywell Reg 
Co. has appointed R. B. Grant 
Angeles branch manager 

Regional industrial manager t¢ 
company’s Pacific region since : 
Mr. Grant started as a sales engineer 
with the company in San Francisco 14 
vears ago. He became, Los Angeles 
sales engineer, in 1941, and later Los 
Angeles branch industrial manag 


Herbrand Names Analyst 


Howard Geer has been named prod 
uct and research analyst in charge of 
tool development and research tor Her 
brand Tools Division, The Bingham 
Herbrand Corp. He was formerly with 
4. O. Smith Corp. and Electric Auto 
I ite 





Gorham TOOL COMPANY 


1% 
[_¥ “EVERYTHING IN STANDARD AND SPECIAL CUTTING no GT BILL BRIDGES. salesman for Camp 
lees bell Industrial Supply Co l'aco1 
14400 WOODROW WILSON + DETROIT 3, MICHIGAN A genet ing «Men ier 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. f. R. Nelson, A. Schraeder’s Sor 
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For fast easy sales — Sell the 
Leaders in the Complete Line of 








TAYLOR MADE 


Edward H. Weitzen 


American Machine 
Names Marketing Head 
ke rd H. Weitzen, forme 
nt of the Bulova Wat 
yjomed American Mach 
Irv Co is ViICe-presi t I 
of marketing , 
fills a new post in = TAYLOR MADE ALLOY STEEL CHAIN has twice the strength 
| POs : e . . . 
ponsibility for plannit of wrought iron. It’s heat-treated and never requires annealing. 
md controlling all marketing Great resistance to grain growth, work hardness and shock at all 
ns of the company and it i nied : : 
ramp came temperatures are additional factors that build satisfied customers 


Weitzen joined Bul throughout industry— build profitable repeat business for you. 


d War II army service 
eral staff headquarters officer 


Russell, Burdsall & Ward 
Elects Baker a Director 


Richard D. Baker, vice-president i , 
th "Pittsburgh fin of Russell B rd. TAYLOR MADE HI-TEST CHAIN is made from (C1017) high 


sall & Ward Bolt & Nut Co., has been carbon steel. It’s heat-treated to produce a finer grain ... greater 
} , , ' : : 
elected a director of the compan tensile strength and longer lifethan ordinary low carbon steel chain. 
Associated with the fastener indus 
since 1919, Mr. Baker joined Ru 
. Burdsall & Ward in 1952 foll 
2 years as vice-president 
iles for Pittsburgh Screw & 
ind its Western divi 
& Bolt 
TAYLOR MADE BBB CHAIN has a close link for great flexi- 
bility. A volume item for bundling, tiedowa and tow chains. 
Ideal for farm implements too! Packed in handy Tay-Keg Con- 


tainers. Not recommended for lifting purposes. 





THREE--MINUTE BOILING 
POINT 


A three-minute egg-timer has re 
placed the time-honored nasty memo 
on overlong phone calls from the con y Send Coupon for FREE CATALOG No. 25 





troller’s office, reports Factory Man 
agement and Maintenance, McGraw 
Hill publication. The egg-timers, pre | S. G. Taylor Chain Co 

4 P f h | Dept. 6, Hammond, indione 
sented as one companys gift to eac Rush copy of Catalog No. 25 and Prices 
of its executives, serve to remind the 


| Firm Name 


conversationalists that the “sands of 
| Address 


time’ are running out on long-distance lc 
ity 


phone calls, the magazine says is 
y 
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DIETZ TUBULAR 


SAFETY 
LANTERN 


“Magnified beam” seen 
for great distances — 
burns 100 hours on a 
pint of kerosene. Non- 
tip base. 


DIETZ 
HIGHWAY 
TORCHES 


Complete line of 
bomb and flat 
base types in 
DIETZ Blue 
threaded collar 
burner models 
and DIETZ - 
EMBURY Red Cam 


lock burner models. Made to give faultless serv- 


LANTERNS 


RED says DANGER. 
DIETZ LANTERNS say 
STOP. Light as needed, 
bright, or controlled 
without diminishment 
or failure till the last 
drop of kerosene. Rug- 
ged quality, economical 
performance. Backed by 
the oldest and largest 
manufacturer of porta- 
ble light. 


DIETZ 
“NIGHT WATCH” 
SAFETY 
LANTERN 


A miniature beacon 
with the new “Pencil 
Beam” visible from 
any direction close by 
or at long distances. 
Rugged, inexpensive, 
longest-burning, over 
100 hours. 


ice under most severe conditions. 


Send for Descriptive Folders 


R.E. DIETZ 


COMPANY 


SLE SYRACUSE 1, N. Y. 


286 
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William A. McMahan 


Carver Pump Names 
Western Sales Head 
William A. McMahan has been ap 


pointed Western district sales manager 
tor Carver Pump Co. covering Arizona, 
California, Oregon, Washington, 
Nevada, Utah, Idaho, Wyoming and 
Montana from headquarters at Rolling 
Hills, Calif. 

Mr. McMahan was previously in 
but left 
is a commander. He 


sales work with the company 
for Navy service 
has been at the company’s Muscatine 


headquarters for several months 


Hard Selling Will Cure 
Troubles, Says Barnes 


is nothing wrong with the 
that hard 
selling will not cure, according to 
Wendell B. Barnes, Administrator of 
the Small Business Administration 
Mr. Barnes told a recent meeting of 
the National Industrial Conference 
Board that “old fashioned salesman 
ship will do more for today’s busines 
man than all the 
Government 


here 


present econom«K picture 


government supports 
lending, Government 
vernment 
feeding could possibly do.” 

Inventories, h« 
melting with a 
upturn in business soon. He credited 
1 “fund of public confidence” with 
preventing business panic and inspit 
ing businesses this continue 
ordering and planning for the future 

Small business, he said, would bene 
fit as a part of the “Unless 
small business is in a state of health 
the whole economy is sick.” 

Ihe recent tax changes, he said, 
should particularly benefit small firms, 
and had been urged by his agency as 
need He cited relaxed 
retention of earn 


hand-outs and Gi spoon 


to be 


promise or an 


said, appeat 


iway, 


vear to 


whole 


1 pressing 


provisions on the 








Pe. C. 





COLTON’S 


Ree. U.S. Pat. OFF. cman 


NO. 10 FILE CLEANER 
POPULAR With Distributors 


Back, Frame, and Face 


CLEANS 
ALL TYPES OF FILES 


Because a good file is worth cleaning, 
skilled workmen in railroad shops, air- 
craft factories, mills, mines, shipyards, 
vocational schools, and industrial plants 
of all kinds use the COLTON’S No. 10 
File Cleaner. The soft steel tapered pick 
is furnished to remove the more obstin- 
ate substances. The COLTON’S File 
Cleaner is of strong metal construction 

no wood—no nails—no glue ... 
handy and light. SOLD ONLY THRU 
DISTRIBUTORS. Write for prices and 
samples. 


Steel 


Tem pered 
steel bristies 


MANUFACTURER 
Dept. M—616 W. Randolph St. Chicago 6, III. 








BOLTS & CAP SCREWS 
SOCKET, SET & CAP 
NUTS, WASHERS 
MACHINE SCREWS 


WRITE, 
WIRE or 
PHONE 
FOR YOUR 


CATALOG SHEET METAL SCREWS 


WOOD SCREWS 
PIPE FITTINGS 


Screws 


AN Drilled 
Fillister Heads 


Dowel & Taper Pins 


Studs, Standard & 
Special 


Ww 
Star Stainless § 


screws have - 
CLEAN, BRIGHT-AND 
SHINY HEADS 


San, STAINLESS SCREW CO. 


‘ <4 fam stomp fom Little Falls 4-2300 


Screw Machine 
Products 


@ Piano Hinges 


Totowa Boro) Paterson 2, N. J. 
Wisconsin 7-9041 


645 Union Blvd 


Direct New York ‘phone 
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ings and depreciation allowances as 
especially important. 
Free Help Not Being Used 

Citing S.B.A.’s special services to 
small firms, Mr. Barnes said business 
failed to make full use of government 
facilities. ““You would be astonished 
too if you looked over the list of books 
and pamphlets on almost everything 
under the sun—the vast array of in 
formation which is available in ow 
agency as well as other Government 
agencies—but so rarely fully used by 
the American businessman.” 

(hese facilities and aids, he said, 
were supplied to help small firms tak« 
advantage of research and other serv 
ices which they cannot afford them 
selves on the same scale as their large 
competitors. 

Mr. Barnes said the agency had 
made 442 loans up to July, for a total 
of $26.3 million, and that loans were 
being approved at the rate of about 
$24 million a week. About two thirds 
of the loans are participation in 
with banks, he reported. — 

The S.B.A.’s function, he said. i 
to aid small firms under certain 
cumstances, but not to run a give-awa' 
or hand-out program or to compet 
with banks 


Loan Policy Liberalized 


Administrator Barnes of the S.B.A 
announced recently that the agenc 
14 regional directors have been autho: 
ized to make loans of up to $50, 
without the prior approval of the 
Washington office 

One provision is that each k 
one-quarter participation b 
with not less than half the 
share representing new mone‘ 


Booklet Tells Where to Borrow 


How and where to get money from 
the Government is explained in a nev 
booklet. “‘Loan Sources in the Feder 
Government,” published recent] 
the Small Business Administrat 

Sources described. besides tl 
Business Administration. in 
Veterans Administration, the 
ury, the Federal Reserve Svstem 
Interior Department, Maritim 
ministration, and various agen 
the Department of Agriculture 
ing & Home Finance Agen 
Export-Import Bank 

In general, savs the booklet 
ire three requirements for 
loan from the Government 

1. Financing from privat 


cial sources must not be avai 


reasonable term 
There must b 
ce of repayment 
3. The loan must 
interest 


Herbrand 


makes ’em all! 


BIG 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 











Herbrand can supply carbon steel 
wrenches in all popular sizes from 4" 
to 34%” openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon steel 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products. 

Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel. 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 


Herbrand produces forgings in ony size or shape up to 200 Ibs. 


Quality Tools since 1881 


THE BINGHAM-HERBRAND CORPORATION 


Fremont, Ohio 


Other Herbrand products include a complete line of Van-Chreme Tools..Ball 
Pein Hammers..Snips..impact Sockets..%" Nrive Sockets..Complete Too! Sets 
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SS 
/ car PLASTIC DISPLAY 


it’s Free! 


SEL-FAST DISPLAY 
TD-48 


Here's the most attractive, 
practical and sales produc- 
ing Display Assortment ever 
offered! Sparkling new and 
unique permanent self-ser- 
vice Display holds minimum 
stock of 48 fast-moving 
Hold-E-Zee numbers. Takes 
only 5" x 14” counter space. AN ORDER is alwavs good to look at, 
Each driver clearly marked E. H. (“Bing”) Miller points out to 
on Display for number and Earl A. Brooks. Mr. Miller is head of 
price. Packed filled as the industrial division of Monroe Hard 
shown—goes right to work! 

ALREADY AN OUT- ware Co., Monroe, La 

STANDING SUCCESS! 
Order from your Jobber. 





Graton & Knight Opens 
New Detroit Office 


® 
H LD-E-ZEE Ihe Graton & Knight Co. has 
opened a new Detroit branch office at 
16146 W g St., replacing the 
UPSONBROS.,In. .\ SCREWDRIVERS silts anticline ax Wer Per 
company s former offices on est Fort 


ROCHESTER 14, N.Y. St 





Ihe new quarters will also serve as 
branch office for International Pack 
ings Corp., a Graton & Knight sub 


SALES TIPS oo C. Kerr is branch 


FOR PROFITABLE The office will handle Graton & 
SELLING Knight's full line of industrial leather 
products as well as the leather and 

synthetic rubber packings, oil seals 


what does a MULTI-DRILL do? and molded products of International 


A MULTI-DRILL will drill 2 to 8 holes at 1 Packings 
stroke—cut production time . .. reduce tool 
investment . . . lower hole costs. Fits any 
drill press without use of special tools 

or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped. 





features that help you sell 


Extremely flexible—quickly adjustable to drill any 
Aole pattern within a 9” circle. 


Centers as close as ‘2. 


Standard Extension Spindles available to 
ncrease working area to 22'2". 


Precision spindle assemblies .. . 
enclosed boll thrust bearings . . . heat 
treated alloy gears heavy duty universal joints 
gvarantee long, trouble free service. 
Fit any drill press 
See us at Booth 1309, 


National Metal Show, 


Chicage Manufacturing Company PERSONAL attention to 
4217 W. Kinare:Street « Chicago 24 no . cupies Arthur ] Hanson. sale S 


Peterson Wholesaie Hdwe. Co 
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Here’s the Very Latest 

on Roller Chains 
Tiieieeem 04 Pages of Important 
a | Data and Information 


DIAMOND 
Stock 


3) | __- ROLLER CHAINS 
cen” AND SPROCKETS 


DIAMOND Om Le smmsaRA, 


@ In this new complete catalog 
are data and information compiled 
by our engineering department—in- 
formation based on 65 years of experi- 
ence in the production and application 
of Roller Chains and Sprockets for 
power drives, secondary drives, tim- 
ing, lifting, conveying, coordination 
of several machinery functions, etc. 


A CONSTANT HELP— 
A READY REFERENCE 


Here is a compact source of information 

and data on stock Roller Chains and 

Sprockets. Engineers and production 

men will find this comprehensive 64- 

page Catalog 754 is a time-saver in ge | 
selection and correct application. Write CLIP COUPON AND MAIL TODAY! 


today, or mail the coupon for a copy. 


P| 
Diamond Chain Compariy, Inc. 
DIAMOND CHAIN COMPANY, Inc. Dept. 480, 402, Kentucky. Ave. 
Dept. 480, 402 Kentucky Ave., indianapolis 7, Ind. Indianapolis 7, ind. 
Offices and Distributors in All Principal Cities : ; : 
Please mail a copy of your New Catalog 754 to: 


Please refer to the classified section of your local telephone 
directory under the heading CHAINS or CHAINS-ROLLER Nome 





Firm Name 


DIAMONDS Peet Ader 


ys 

















Distributor Gets Together with Suppliers 


C. Carter Bond, Jr 


urrent problems with H. R. Hansen, I. I 
nt trade gathering 


Balata & Textile Belting Co., at a ree 


second from left), of Chas. Bond Co., 


Philadelphia, talks over 
Rush, and M. P. Kleinhans, all of Victor 





New England Representative 
Named by Cushman Chuck 


Che Cushman Chuck Co. has ap 
pointed Frederick H. Fippinger as 
New England sales representative. 

Mr. Fippinger for the past eight 
factory manager in 


years has been 


charge of the company’s entire manu- 
facturing operations and personnel. He 
joined the Cushman Engineering De- 
partment in 1936, where he designed 
chucks, tools and fixtures. Later he 
became a sales engineer, and during 
World War II returned to manufac 
turing as a shift supervisor. 





The finest fittings 
you can stock and sell! 
Fro billet — to tube — to fitting . . . Globe 


welding fittings are manufactured in the Globe 
plant — under exacting Globe requirements and 
subject to complete control at every step. Special- 
ized men and machines pilus years of broad met- 
allurgical experience assure fittings that meet the 
most rigid specifications. That's why you can guar- 
antee customer satisfaction when you sell Globe 


Welding Fittings. 


Get acquainted with the line that 
assures uniform high-quality seam- 
less welding fittings. Contact your 
nearest Globe sales office. 


For complete information on the 
fimest welding fittings 
anywhere, send for 

Welding Fittings Catalog. 


eveland Detroit New York 


Houston, San Frar 


the Globe 


available 








niadeipwa 


GLOBE STEEL TUBES -CO., mitwaukee 48, Wisconsin 
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Crane to Celebrate 
100th Anniversary 


Crane Co. will be 100 vears old 
next year. 

The company, which opened for 
business July 4, 1855 in a one-room 
shop in Chicago, will celebrate 
the centennial in special events 
throughout its plants, branches and 
subsidiaries. 

Founded by Richard Teller, then 
23, the firm started out supplying brass 
lightning rod tips to a small local 
market. Chicago then had a popula 
tion of 75,000. The company now 
manufacturers some 40,000 products, 
including valves, fittings and fabri 
cated piping; plumbing equipment; 
heating equipment; and aircraft acces- 
sory equipment. It has plants in Chi 
cago, Chattanooga, Trenton, N. J.; 
Maumee, Ohio; Burbank and Colton, 
Calif.; and in Canada and England. A 
new plant is under construction at 
Chattanooga to manufacture titanium 
There are 165 company branches 





Charles C. Atwell 


Lavallee, Threadwell 
Name Representative 


Lavallee & Ide, Inc., and Thread- 
well Tap & Die Co. have named the 
C. C. Atwell Co., New York City as 
manufacturers representative in the 
New York metropolitan area 

The firm, headed by Charles C 
Atwell, will also cover Long Island 
and northern New Jersey for Thread 
well and New Jersey and the territory 
extending South to Baltimore and 
Philadelphia for Lavallee & Ide 

\ former tool designer for Buffalo 
Arms Co., Mr. Atwell was later with 
Houde Engineering Division as tool 
buyer. For the past six and a half 
years he has been sales engineer and 
New York State representative in cut 
ting tools. 





The Johns-Manvi 
Packing of the Month 


rs in a quality li 
profit ; y line th i 
itable business in replacement —— neem 
ings 


j-M INTERLOCKED 
BRAIDED ROD PACKING 


STYLE #255 


... For customers who want 
a packing that stands UP 
under the severest service 


t; This staf order-getter cause Interlocked is braided square, not 
wherever @ tough, just pressed into shape, it provides @ maximum 
i of contact area, making @ tight seal with 

minimum gland pressure. 


How itis furnished: interlocked Styl 

is supplied in both coil and ring form, 

cated and graphited, in sizes from yu" 

diameter. (Style No- 253 is lubrica 

graphited.) 

Backed by al advertising: Through 

What its selling points are: Thanks to 4 unique leading nati icati ohns-Manville 

method of braiding asbestos yarn, interlocked advertisi ki ers in every im- 

has no jackets f° wear through; 9° plaits to Pp i fers them to their 
The long-fibre asbestos yarns are local J-M Fac i istri as the place to 


strongly interlocked into a dense structure buy. Your selling job is easier when you push 
that cannot come apart in service. And be- Johns-Manville Packings! 


tight, lang-lasting seal against satu 
superheated steam to sQ0F; and hot, cold, 
fresh and salt water. (For service against caus- 
tics, Style No- 254 is furnished. For hot oil 
service, Use Style No- 270.) 


Note to Salesmanagers* For copies of this advertisement for distribution 
to your sales organization, write Johns-Maoville, Box 69, New York 16, N.Y. 


INDUSTRIAL D - 
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sell shim stock 


by 


... not by the inch! 


This handy storage rack holds four cartons 
of 6x 100" brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 


for 25 or more racks. 


SIMPLE TO USE 
Customer simply snips stock 





© LAMINATED oO 


off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 











© COMPANY, INC. O 


a —— 

















THE TOOL 


YOU CAN SELL > 


TO ALL 
INDUSTRIES 


Key-Hok SELLS FAST because it cuts wood, 
metal, cuts costs on all types of installation 
maintenance work. Cuts steel plate, transite, 
pipe, corrugated metals, all kinds of building mate 
rials, etc. Can’t be beat for heavy duty cutting jobs, 
in ‘e” and heavier steel and other alloys—even 
stainless steel! Here is a tool thot makes ALL 
industry your ready customer. Key-Hok fits any 
heavy-duty ‘4” electric or air drill with chuck 
speeds of 2000 to 3000 R.P.M 


KEY-HAK DIVISION 


PRODUCERS & DISTRIBUTORS Inc. 


714 South Sixth St- Allentown, Pa. 


The 
cuts 
and 


4109A Union Street. Glenbrook. Conn. 


POWER SAW 








a 


ne 


AND BUILD 
REPEAT SALES ON 
PAD 
POWER SAW BLADES 


Especially designed for use With 
Key-Hak Power Saw 


And for every Key-Hak Saw you 
sell, there are continuing sales of 
PAD Power Saw Blades. There is 
@ PAD High Speed Blade for every 
cutting purpose, especially designed 
for use with the Key-Hok. The 
combination of the Key-Hak Porta- 
ble Power Sew plus PAD Blades is 
@ dependable source of profits for 
industrial distributers 











J 
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SHIRTSLEEVES beat the heat when 
Chicago and Rockford members of 
Samvel Harris & Co., Bud Hughes 
Sam Clark and Burr Hughes, meet 
with Walter R. Barlow, The Jacobs 
Mfg Co 





Phillips Drill 
Opens New Factory 


Phillips Drill Co. has moved its 
headquarters and production facilities 
from Chicago to a new factory in 
Michigan City, Ind 

Part of an expansion program, th¢ 
move provides enlarged facilities. Com 
pany officers also announced the de 
velopment of a new sales program o1 
zanized around 36 recently appointed 


a 


tactory representatives. 


Taylor Names Executive 


George Saum has been appointed 
manager of the Taylor Forge Aircraft 
Products Division, Taylor Forge & 
Pipe Works. T. E. Marston has been 
named general sales manager of the 
division, 


| on ane 


“a 
THREE OFFICIALS of Weaks Sup- 
ply Co., Monroe, La., get together m 
the office of W. R. Crow (seated), vice 
president, for a conference. Standing 
are Owen McCleary, vice president, 
and Herman Chapman, sales manager 





missing this 


pot o gold? 


Our recent announcement of U.S.G.’s 
Industrial Distributor merchandising policy 
and plan has met with nationwide interest. 
And no wonder, when you consider the 
highly sought-after products that are included: 
A complete line of gaskets, packing, 
expansion joints and other piping acces- 
sories made of duPont TEFLON—the won- 
der plastic no chemicals can attack. 
TEFLON Stock including sheets, rods, tub- 
ing, tape, bars, cylinders, etc.—the most 
complete line in the country. 
Spiral wound metal-asbestos flange and 
boiler gaskets— most popular of all gasket 
types for such services. 
Have you given this unusual opportunity 
careful consideration ? Some worthwhile ter- 
ritories are still open but we suggest you 
act promptly. 


Write Harry Stott, General Sales Manager, 
for complete details. 


iP 
UNITED cAmvEn!. wew sersey 
STATES  fAsricarors OF duPont reriow. 
SASMET  ‘*lloce KEL-F Ano orneRr PLastics 


Representctives in Principal 


COMPANY Cities Throwghout the World 


Tefion Stock 
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Yes, we’re celebrating our 
100th birthday this year at 
Nixdorff-Krein Mfg. Co., the old- 
est manufacturers of chains in 
America. Of course, in the life of an 
elephant (that’s our brand) we're just 
getting a good start. So you—our valued 
customers—can continue to rely on us 
for highest quality chains of all kinds, for 
prompt service and for the progressive 
thinking that has enabled our company to 
make important contributions in package 
development and other fields. Meanwhile, 
accept our sincere thanks for the trust you 
have placed in us over the past century. We 
realize that your confidence is what has made 
our anniversary possible. 


NIXDORFF-KREIN 


MANUFACTURING COMPANY 


916 HOWARD ST., ST. LOUIS 6, MO. 


Manufacturers of 


Welded and Weldless Chains—Tire and Tractor Chains — Chain Accessories, 
Wagon and Truck Hardware 


George E. Kemper 


Welding Products Manager 
Named by A. O. Smith 


A. O. Smith Corp. has appointed 
George Kemper, former manager of its 
LPG Division, as general manager of 
its Welding Products Division. 

Succeeding J. J. Bohmrich, who re 
signed, Mr. Kemper has had ten years’ 
experience with A. O. Smith. At one 
time he was sales manager for the 
corporation's Permaglas Division in 
its Southwest District. His first as 
signment with the company was to 
establish a national distributor organ 
ization for the firm’s welding prod 
ucts. 

The Welding Products Division 
makes electrodes at Lancaster, Pa., 
and Milwaukee and welding machines 
at Elkhorn, Wis. 


Worthington Names 
Pump Division Head 


Fenmore E. Dunn has been named 
general manager of the reorganized 
Vertical Turbine Pump Division of 
Worthington Corp., Harrison, N. J. 

The division’s manufacturing is be- 
ing transferred from Harrison to the 
company’s Succasunna, N. J., works, 
as part of an expansion move. 








BORING TECHNIQUE 


San Francisco traffic suffered no ill 
effects when a 42-inch diameter pipe 
was laid under a mid-city street. A 
boring machine, working from both 
sides of the street, pushed 12 foot 
sections of the pipe under the street 
without disrupting the pavement, Elec- 
trical World, McGraw-Hill publication, 
says. The sections were welded to- 
gether from the inside and met in the 
middle, 20 feet underground 
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This NEW }4” Drill has the power 

for heavy duty work. It’s shown 

here equipped with diamond drill 

going through the high carbon steel 
of a bumper. Side handle is movable. It’s 
Model No. 1498! 





SIOUX 


all the 
way through! 


Electric Drills, 
Sanders, Polishers, 
Bench Grinders, 
Carbon comes out of combustion cham- Portable Grinders, 
bers in a hurry with this NEW \4” Drill Valve Seat and 
shown here equipped with wire brush. It’s Face Grinders 
lightweight, compact, ideal for mechanics’ ; Electric Hand 
tool kits. Ask for the NEW Sioux Model | Write for Saws, Flexible 
No. 1475! Shafts, Abrasive 
the new i Discs. 
' 








| 





ALBERTSON & CO., INC. 


There’s an answer for those hard to get 
at places in automotive, aircraft, and in 
dustrial work—it’s the popular Sioux }4” 
all-angle Drill, designed especially for 
working in close quarters. 
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yEJOY 
gtk \ . 


Transmission 
Equipment 


¢ Economical In Cost 
¢ Easily Installed 


¢ Efficient, Long Lasting 


= 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive protection against vibration, 
torque, shock of intermittent loads. 
Cushions changed without shut-down. 
Every duty from fractional hp. at up to 
1750 rpm. to over 2400 hp. at 1200 
rpm. and higher 


& 


VARIABLE SPEED PULLEYS: 


Quickly instalied on new or old equip- 
ment. Change speed while machine is 


running. Ratios to 3 to 1. Fractional 


to 10 hp. 


SELECT-O-SPEED TRANSMISSION: 
Economical as compared to other vari 
able speed transmissions. Instant ad- 
justment over wide range of speeds. 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel 
No binding, backlash or end play. 13 
sizes. Bores 44 to 2 in. Lengths 2 to 
10% in. Diameters ‘4 to 4 in 


Send for catalog and engineering dota 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Loke St., Chicago 44, IIlinois 
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SELECTING a sample grinding wheel 
to show prospective customer, Joe Goz 
ut, salesman, L. G. Isaacson Co., Aber 
deen, Wash., prepares for calls 





Joseph F. Whitaker 


Weller Electric Names 
Sales Vice-President 


Weller Electric Corp. has appointed 
Joseph F. Whitaker as vice-president 
in 2 wed of national promotion and 
sales of the company’s line of soldering 
guns and kits and power sanders 

Formerly with International Resis 
tance Co., Mr. Whitaker has been 
ictive in clectronic components sales 
for the past ten years. He 
Weller Electric last vear as sales man 
wer 


joined 


Erie Tool Works 
Names Sales Head 


Denison Groves has been appointed 
national sales and advertising manager 
of Erie Tool Works 

He was recently district manage 
for Tilden Tool Mfg. Co. covering 37 


| states East of the Rockies 





NEW! 


BUSINESS CARD 
BUYERS’ GUIDE 


Get your free copy of this valuable folder of facts, 
now available for the first time. Extremely useful 
to all who buy business cards in quantity. Contains 
these and many other interesting features 


@ BUSINESS CARD ANALYSIS CHART 
enables you to gauge the effectiveness of your 
firm's business cards 


@ GLOSSARY OF TERMS 
when ordering; 


helps avoid errors 


@ SELECTION OF SAMPLES lets you see 
how other firms are using their business cards 


as sales boosters 


This unique Business Card Buyers’ Guide is free 
without obligation —to users of 5,000 or more busi- 
ness cards a year. Simply note the quantity your 
firm uses, on one of your present cards and mail it 


to HILL now. Write 


r.onHILLine. 


Fine Business Cards and Letterheads 
270V Lafayette St., New York 12, N.Y 





CHICAGO 31 


Flux 


TE _3 Sodering Paste 


SAVES TIME—SAVES LABOR 


Safest—fast working 
sodering paste made. 





pALLEN S 
Sodering liquid | : 5prggin® 
Double strength, | 7 A ieenn 
non-evaporating. | 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Call Your Distributor ? , 

or Write to — 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE 
ILLINOIS 
@ Sold thru Distributors 

@ Send for Catalog 























for 
Complete 
Line & 
Repeat 
Sales of 
Quality 
Reamers 


O. Wayne Prince 


Boice-Crane 
Names Representative 


Boice-Crane Co. has appointed ‘Ihe [. [ 
Nichols Co., Kansas City, as district 
factory representative in Missouri and 
Kansas, succeeding Eayne Larson of 
St. Louis, the company’s representa stands 
tive for the past 17 years, who resigned 
to devote all of his time to hardware 
lines. 

The Nichols Co. is a partnership of 
O. Wayne Prince and Carroll S$ 
Nichols 


Olympic Screw & Rivet 
Names Vice-President 

E.. H. Stau has been appointed vice 
president and director of sales of Olym 
pic Screw & Rivet Corp. 

Formerly with Cherry Rivet Co. and 
Townsend Co., Mr. Stau has been ac 
tive for some time in aircraft industry 
sales work 


OTM MN Le 


LAVALLEE & IDE, INC. 
VETERAN of distributor sales, Jin 
Stafford (ex-Union Twist) is now ger 4 : CHICOPEE MASS. 


eral manager of Davis Industrial | 
ucts of Portland, Ore 
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“rough stuff’s” 


OUT, 


. N” 
with SPROUT-WALDRON 


BELT-SAVER PULLEYS 


Sharp lumps and abrasive materials are cast out of Belt-Saver 
Pulleys by the exclusive cone and wing design . . . without 
lodging between belt and pulley. This protects belts so ef- 
fectively that belt life is increased 50% to 400%, according 
to actual case histories. 

When you provide such tremendous sav- 
ings for your customers, you gain an “in” that 
pays off in steady sales for your entire line. 
Let Belt-Savers build business and good will 
for you now with quarries, foundries, mines, 
sand and gravel plants, contractors, and other 
businesses that transport abrasive bulk mate- 
rials by conveyor belt. 

In addition to Belt-Savers, Sprout- 
Waldron offers the “Blue Face” line of 
sturdy, cast iron pulleys for transmission and 
conveyor use in a wide selection of sizes and 
types. Write for free bulletins 
containing full information 
about Sprout-Waldron pulleys. 
Sprout-Waldron & Co., Inc., 3 
Logan St., Muncy, Pa. 





Write for free booklets! 








CAST IRON PULLEYS 


S <i SPROUT-WALDRON 


MUNCY, PA. 277 
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Executive Problems 
Described in Booklet 


“Finding the right executive today 
is a problem all businessmen live with, 
whether they run a large or small com- 
pany,’ according to a new manage 
ment booklet published recently by 
the Small Business Administration. 

Titled “Executive Development in 
Small Business,” the booklet described 
methods of selecting and appraising 
executive performance and fitting can 
didates for management posts. 

“Industry is actually short of well 
trained men, particularly at the level 
of junior and middle management,” 
the booklet points out. “Operators of 
small companies, not those of large 
firms, are the ones who need the most 
help in selecting, holding and develop- 
ing the kind of executive talent their 
companies need.”’ 

“The reasons for this vary, of course, 
from company to company, but two 
factors seem to recur time and again 
many small business owner-managers 
don’t recognize their deficiencies in 
developing executives, and many don’t 
know how to develop executives—even 
when they want to.” 


Small Firms Losing Ground 


“The net result of this situation is 
that many small firms are losing 
ground just at the time when general 
business conditions point to stiffening 
ompetition in the future.” 

Featured in the booklet are sugges- 
tions for assisting small firms in dealing 
with the problem, such as: (1) a yard- 
stick for judging executive develop- 
ment programs; (2) a guide for locating 
potential management talents; and (3) 
a blueprint for planning effective ex- 
ecutive training. 

Designed primarily for smaller man 
ufacturers, the booklet is also useful 
to other businesses, the authors claim. 
Ideas which can be adapted to specific 
situations are included. 


Welding Leaflet Published 


Techniques for welding grey iron 
castings are described in a new leaflet, 
“Gas Welding of Cast Iron,” pub 
lished recently by S.B.A. 

The leaflet points out that until 
recently it was generally believed that 
gray iron castings could not be welded. 
Now, with proper precautions, broken 
castings can be successfully handled 


Taft-Pierce Moves Office 


I'he Detroit sales office of The Taft 
Pierce Mfg. Co. has been moved from 
10700 Puritan Ave. to 10243 Puritan 
Ave. The sales engineering staff con 
sists of Raymond-Jalbert, K. Thomas 
Bryant, and Roy R. Winn 





: 


‘ ARO 


ee variable SPEED 
oi] 
% AIR 


Faster. ee Zuieter. -- wide speed range, 3 


sizes. 
300 Ib.—lift rate 75 ft. per min. 
500 Ilb.—60 ft. per min. 

1000 Ib.—40 ft. per min. 


Smaller. ++ One man can easily install. 
Safer. ++ no spark hazard .. . betters all safety 


requirements. 


Wore Useful. + Saves time and labor for 


shipping docks . . . heat treating departments 


HOIST TROLLEY 


. refineries, chemical plants and plating de- 





partments... machine shops and foundries. . . 





appliance, furniture, textile, automobile and 


aircraft assembly lines . . . stock rooms. 
SEE YOUR ARO DISTRIBUTOR 


The Aro Equipment Corporation, Bryan, Ohio 
Offices in All Principal Cities 


In Conado—Aro Equipment of Coneda, Lid. Toronto, Ont 
’ 


- AIR HOIST 
Also... . Air Tools . . . Lubriceting 
CHAIN BASKET , \\ a AE Aircraft Products .. . 
The Aro Equipment Corporation, Bryan, Ohio 


Please send full details on the new ARO Air Hoist, without obligation. 


Nome 





Company 


Street 





% This Ad working for YOU 
in leading industrial publications. 





City 
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Riggers, too, use Harrington Peerless Hoists 


Lowering heavy machinery from a multistoried building was 


greatly simplified when the riggers used a Peerless Model C Hoist 
on one leg of the sling. This unique arrangement permitted them 
to keep the load in balance during the entire operation, saved them 
much time and labor leveling and moving the equipment. There 
is a broad market for hoists, and when you sell Harrington 
Peerless Hoists you can satisfy most of the hoisting requirements 


of industry. For more information, write us. 


Peerless Peerless Bearcat Model D 
Packet Model C } Electric ) |-Beam 
Hoist Hoist Horst v Trolley 


THE HARRINGTON company 


Makers of Hoists Since 1876 


Gravers Roap at Tue Turnpike, PLymouta Meetina 11, Pa. 
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Robert Bader 


Bonney Forge Names 
Texas Representative 


Bonney lorge & ‘Tool Works has 
ippointed Robert Bader as sales en 
gineer at Houston, ‘Texas, for its 
Welding Fittings Division. 

Formerly with Bonney’s Eastern 
sales division, Mr. Bader is a Prince 
ton University graduate. He served 
in the U. S. Merchant Marine. 


Merit Products Names 
Sales Representatives 


Merit Products, Inc., has appointed 
three new sales representatives for its 
line of Sand-O-Flex contour sanders 
and Grind-O-Flex flexible grinding 
wheels. 

I'hey are: Norman Dahley, Chicago, 
for Illinois and Wisconsin; The Her 
ren-Sims Co., Cleveland, for Ohio and 
West Virginia; and W. J. Holtmeier 
Co., New York City, for New York 
State. 


Ahl Heads Purchasers 


G. W. Howard Ahl, general pur 
chasing agent of Philip Morris & Co., 
has been elected president of the 
National Association of Purchasing 
Agents, succeeding FE. F. Andrews, of 
Pitman Moore Co. division of Allied 
Laboratories. 


Named by K-G 


K-G Equipment Co. has appointed 
Atlantic Acetylene Co., Morrisville, 
Pa., to handle the K-G line of weld 
ing and cutting apparatus, accessories 
and supplies in eastern Pennsylvania 
and western New Jersey 





Goodrich Opens 


Columbus Center 
The B. I Goodrich Co.’s largest dis 
tribution center was opened recently 


at 3770 Indianola Ave., Columbus, 
Ohio 

The 200,000 sq. ft. building, lo 
cated on a ten-acre tract, includes a 
warehouse and newly established dis INDUSTRIAL 
trict offices of the company’s Industrial 
Products Division, as well as district 
offices of the Tire & Equipment Divi 
sion formerly located in Cleveland 

Ihe new center will make deliveries 
to an area comprising parts of Pennsyl- | 
vania, Ohio, West Virginia, Indiana | 
and Michigan. It is the company’s 
12th major distribution center estab- | 
lished since 1950 

L. W. Hinkle, Industrial Products 
district manager, is located in the 
building with his staff. 





| 


Detroit Stamping by... 


Names Sales Head ROCK ISLAND 
Harr i Robeson. former tact MILLWORK 
manager at Detroit Stamping Co COMPANY 


has been named sales manager of the 
company's Stampings Division. Her 


bert S. McMillan was appointed 
sistant sales manager in St impings * 30% HARDER THAN MAPLE %& MUCH LOWER IN COST 


, - ge has had other sales | Je SMOOTH, SPLINTER PROOF Yk CORE OF KILN-DRIED PINE 
Osts with 1c company since i¢ 


‘oined it 12 vears ago. He was at one | 3 WON’T CHIP OR WARP ‘YX PRACTICALLY NON-INFLAMMABLE 
t tl sales dep: ¢ O lec 
dae eae ees eee een et nice | Je BONDED WITH WATER RESISTANT GLUE e WILL NOT PEEL 


the company 19 years, has served in 


vaieas SN bed jection pooh fer...NEW. WORK BENCHES 


Dominic J. Damm, former plant 


engineer, succeeds Mr. Robesoh fer...REPLACEMENT BENCHES 


factory m inager. 





ri bg < 

eet ee Tee | INDUSTRIAL DISTRIBUTOR: 

[he Copper & Brass Warciio ShopTop and CrafTop resist 
Association has awarded honoran acid, alkali, oil, and grease. : 
membership to Mrs. Ivv Baker Special solid core construction Let us send you full information about 
l'reasurer of the United States, { provides a built-in impoct this revolutionary new work bench top. 
woman to be so honored in the histo cushion for harder use ond 
of the warehouse group. Mrs. P: longer wear. ShopTop and CrafTop 
iddressed the association recent] Sold only through Selected Industrio! Distributors 


its annual meeting in White Sulphur IDEAL FOR: Complete support includes monthly ads in the six lead- 
< ° R 7 ; ing shop magazines illustrated below over 250,000 
. y 
prings circulation 


SALESMEN’S HELPS 


Colorful circulars, imprinted mailing pieces, catalog 
sheets, price lists, sample tops—for a complete program 


PROPANE-OPERATED BUSES woah Write today while territories are still open 


The experimental use of propane 





operated buses is being considered by 
authorities in Seattle, Wash., accord to meet all requirements. 
ing to Bus Transportation, McGraw 
Hill publication The buses, which A Product of 
could be supplied with propane by two ide 

big refineries in the area, would be 
used for comparison with gas and 
Gees wehicies hi not Ml RESINWOOD DIVISION 

ESTABLISHED 1868 ROCK ISLAND 2, ILLINOIS 
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CORRECT 
IDENTIFICATION 
OFTEN MEANS THE 
DIFFERENCE 
BETWEEN PROFIT 
AND LOSS! 











INSIST ON AMERICAN 
AND OLD FAITHFUL 
MARKERS. 

From raw material to fin- 
ished product . . . from 
factory to point of distri- 
bution . . . clear, legible 
markings are important to 
profitable production. 
You're sure of top-quality 
markers to meet every 
need... when you choose 
from the complete ‘ine of 
American and Old Faith- 
ful Markers. 

Write today for your Free 
Marking Booklet. Dept. 


<a ba 


' 
SANDUSKY.H10 =: EW YORK 
| 
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Empire Machinery Plays Host to Customers 


Social meeting of Winston Lawley, inside sales, and Lawrence Eley, assistant sales 


manager, Empire Machinery & Supply Co., 


customer, proves entertaining at a clinic 


Norfolk, Va., with W. J. Rountree, a 


Flanked by R. J. Eichner and A. L. Wadsworth, Proctor & Gamble, Frank Motley, 


Empire Machinery, jots down a few notes 


d 





Sales, Accounting 
Must Work Together 


lo get more for their money in dis 
tribution, modern companies must see 
to it that their sales managements 
work very closely with accountants, 
the National Association of Cost Ac 
countants was told recently at a con 
ference in New Haven, Conn 

Davis S. Moffitt, of Connecticut 
Hlard Rubber Co., said the field of 
distribution is divided into two phases 
order-filling and order-getting activi 
ties. Order-filling, he said, is of such 
a nature that the accounting tech 
niques established for manufacturing, 
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such as periodic budget, standard costs, 
ind after-the-fact control can be used 
Order-getting work cannot be 
trolled by the same techniques, but 
cost-control and the following of defi 
nite plans must be practiced all the 


con 


Same 


Heads Research Board 


Gene Wedereit has been re-elected 
chairman of the board of trustees of 
the National Industrial Advertisers As 
sociation’s Research Institute. He 
director of advertising of The Girdler 
Co. and Tube Turns, divisions of Na 
tional Cylinder Gas Co 





FOR WOOD, PLASTICS, PLYWOOD, AND NON-FERROUS METALS, 


here’s a new band saw with hard teeth and a flexible back designed to give your 
customers extra long life and fast, free cutting. Simonds new Sabre Tooth 
Blade cuts so easily work practically feeds itself 


Made of tough alloy steel, this specially designed tooth with a hook actually 
holds a keen cutting edge far longer, gives better service all along the line. 

Your customers will find a Simonds Sabre Tooth does more work at lower 
cost than their present blades. Get them to try it on their next job, and see 
how it cuts their blade and production costs. All standard sizes in coils or 
welded-to-length are now available. Stock up now so you can cash in on these 
superior Sabre Tooth Saws. 


SIMONDS 


SAW AND STEEL CO. 
Foctory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
Canodion Factory in Montreal, Que., Simonds Division: Simonds Stee! Mill, Lockpert, N. Y. 
FITCHBURG, MASS. —_ Simonds Abrasive Co., Phile., Pe, and Arvida,.Qve., Conede 
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GENUINE 


CROSBY CLIPS 


THE NAME THAT 
GUARANTEES QUALITY 


¥V Extra Margin of Safety 
Built In Every Feature 


v Drop-Forged Steel 
¥V Hot-Dip Galvanized 


v¥ "Vise Tight"’ Grip 


Crosby Products 
Division 
American Hoist 
& Derrick Co. 


St. Paul, Minnesota 


GENUINE 


CROSBY CLIPS 


THE NAME THAT 
GUARANTEES SALES 


CROSBY CLIPS, the leading seller among drop- 
forged wire fasteners, are backed by the hardest 
hitting merchandising program in the industry! 





What better proof of its sales potential! 


What better reason to ask for your CROSBY CLIP 
order on every call! 


CROSBY PRODUCTS DIVISION, Dept. ID-1 
American Hoist & Derrick Co. 
St. Poul 1, Minnesota 





OPPORTUNITY 
FOR NEW 
CROSBY 
CLIP 
DISTRIBUTORS 


Please send me full information on the Crosby franchise 
in my area 


NAME 


FIRM 


ADDRESS 


cITY ZONE STATE 
oo ee oe ee ee ee ee ee ee ee ee oe oe ee oe oe 


Dea w ae eeeeee 
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» Thompson 


Buda Co. Names 
Handling Sales Head 


C. L. Thompson has been named 
sales manager of the Material Han 
dling Division of The Buda Co., di 
vision of Allis-Chalmers Mfg. Co. 

Formerly general manager of the 
Buda Oregon branch, he has been with 
the company since 1952. Closely iden- 
tified with the aluminum extrusion 
and tubing industry since the war, he 
managed a Reynolds Metals Co. divi- 
sion and supervised industrial rela- 
tions at CEW-TEC in Oak Ridge, 
lenn., before joining Buda. At one 
time he was vice-president of Chicago 
Materials Co. 


H & N Mfg. Expands 
Selling Organization 


H & N Mfg. Corp., Los Angeles, 
is expanding its distribution setup on 
a nationwide scale, Sam Teitler, presi- 
dent of the company, has announced. 
He said the firm was appointing fac 
tory representatives in industrial area: 
for its line of couplings. 

New and larger plant facilities were 
recently completed. 





SMOKE STACK WITH 
BISTRO 


Perched at the top of a factory 
smoke stack in Germany is a small 
cocktail lounge, reports Engineering 
News-Record, McGraw-Hill publica- 
tion. The lounge offers an unob- 
structed view of the surrounding terri- 
tory, and is reached by means of an 
elevator installed inside the stack 
Patrons are not bothered by the 
smoke, which rises in a flue running 
through the lounge and terminating 
on the roof. 














ALLEN OFFERS YOU 
ALLENPOINT SET SCREWS pews 


TO-THE-POINT SELLING HELP 


Allen engineers have developed a scientifically designed smaller cup point 
that gives increased resistance to vibration, rotation and sliding movement on 
a shaft. Write our advertising department for the technical brochure with all 
the facts. 


By constantly improving products, advertising widely, stocking wisely, 
shipping quickly -and selling only through leading industrial distributors, 
Allen holds its leading position in the fastener industry 

. makes your Allen franchise the most valuable 
among fastener lines. 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 


> 
id 


INDUSTRIAL CISTRIBUTION © SEPTEMBER, 1954 





“= 


Earl A. Oldham 


Western Salesman 
Added by Lufkin 


The Lufkin Rule Co. has appointed 
Earl A. Oldham as representative in 
San Francisco, Northern California 
and Nevada. 

Since World War II, when he 
served in the Marine Corps, Mr. Old- 
ham has worked for hardware firms 
in San Francisco and San Jose. 


Parker Sweeper 


AMERICAN BOSCH Names Representative 


Parker Sweeper Co. has named Wil- 


+ « « great name in automotive electrical equipment . . . _|iam H. White, of Wilwite Associates, 
Oakland, Calif., as regional sales rep- 


| 

| 

| resentative in Washington, Oregon, 
’ | Nevada and California with the re- 


sponsibility of setting up an expanded 


COSTS DOWN | group of distributors and dealers for 
| the company’s products. 
Mr. White has been in business on 
with Millers Falls Power Drivers the West Coast for the past ten years. 


When it comes to really rough competition, few busi- | 
nesses are tougher than manufacturing original equip- 
ment for the automotive industry. | 

For many years, American Bosch has been a highly | 
successful supplier of voltage regulators, electric 
windshield wipers and other automotive products. 
For years, too, Millers Falls No. 52 Electric Drivers 
with the patented “Adjustomatic”® Clutch have been 
standard equipment at American Bosch. 

In multiple and single-unit applications, scores of 
these rugged, vibrationless drivers help keep costs 
at a minimum, hold torque specifications to rigid 

“TRIPLETS”. Typo! standards, and maintain peak production. 

of the highly efficient In the industrial supply business, too, these power- 

— bs —_— ful, high-speed drivers with the super-sensitive “Ad- 

Bosch ore the ingeni- justomatic’’® Clutch can give you a big edge on com- 

ous three-driver oppl- petition. Write for full 

cations shown above derails on these and all the 


other high-performance 
electric tools Millers Falls INVENTORY CONTROL is handled 
makes for industry. - e it Mideke Supply Co., Oklahoma City, 


by John Dwyer but the records are of 


Mitters FALts COMPANY She Mark of fyporiorii equal interest to Jack Mideke, sales 


Greenfieid, Mass. manager of the firm 
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Sell the world’s most complete 
line of original Airfinishing 
and Aircoating Equipment 





FOR EVERY COATING 
COLORING, DECORATING 
AND FINISHING REQUIREMENT 














another Paasche first 


THE NEW SELF CLEANING WATER WASH BOOTH 


year depending upon booth size. 
( leaning takes Aes minutes com- 
pared to hours the old way. Paasche 
water wash booth users can now bene- 
fit by installing a SELF CLEANING unit 
and save more. 





Maintenance costs are CUT UP TO 
80% with the new Paasche patented 
SELF CLEANING water wash booth 
Automatic collection of sludge and 
off-spray eliminates costly shut-downs 
for cleaning. SAVE UP TO $1,800 per 








distributorships are available. 
Write for complete details on how 


to secure the Agency for this valuable 





profit making line 


Industry is now finishing more prod 
ucts, manually and automatically, than 
ever before with air power applica 
tions. Whether you presently sell air 
finishing equipment, or are interested 
in starting—Paasche offers you the 
most complete line of original 
patented airfinishing equipment and 
accessories. 


Paasche distributors can easily provide 
for every industrial requirement be- 
cause the line is complete. All Paasche 
equipment is made with the finest 
materials and workmanship. Users 
can be shown that Paasche equipment 
saves materials, saves time and 
produces a greater variety of better 
finishes at lower costs. 








Sales engineers in 13 factory branches help distributors build business 


PAASCHE AIRBRUSH COMPANY 
1915 W. Diversey Pkwy « Chicago 14 « Illinois 


50 YEARS experience designing air operated painting equipment and accessories. 
Covered by over 96 United States patents 
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Pe ! JUST A FEW in the famous series of Norton handbooks. 
These widely recognized authoritative guides are available to 


Norton distributors in any quantity. Distributor salesmen furnish 


these books to customers. 


NORTON 


ABRASIVES 


helps 
distributors 


SELL 


4 MAILING PIECES are available, imprinted, without 
charge. Other distributor sales aids, available at part cost, 
include folders containing memo-book or sharpening stone 


FACTORY-~- 


MANAGEMENT AND MAINTENANCE 





2 3 


NORTON ADVERTISING EXECUTIVES check opening SAMPLE KIT and folder on Norton products are 
sequence of one of the dozen Norton films available for cus- available to distributor salesmen for use in demonstration 
tomer and distributor use. (L) Russel A. Reed, Assistant Pub- in prospect's plant. Products can be easily mounted and 
licity Manager and (R) Publicity Manager C. Leonard Shaw. tested. 


new te BEG 4 = peters Whe 
- > * 
— a he ee 
I el lee Se ie ellis 


“TOUCH of GOLD” 


C. LEONARD SHAW, publicity 
manager, tells why Norton picks FAC- 
TORY as a key publication: “Someone 
once said ‘Actions speak louder than 
words.’ For over 27 years, FACTORY has 
carried Norton advertising. | think this 
‘action’ indicates our regard for FAC- 
TORY as a medium to carry our messages 
to a large and important segment of 
present and potential buyers.’ 





5 BACKBONE of support for distributors is powerful advertising 
campaign — addressed to important buying influences in industry. 
And Norton merchandises all advertising and sales helps regularly. 


Are you getting the powerful support that advertising 
in FACTORY gives —on the product lines YOU handle? 


volume for you on every product line you handle. Ask for sales support that includes advertising in FACTORY. 


A McGraw-Hill Publication, 330 West 42nd Street, New York 36, New York 





STOCK ‘EM... 
DISPLAY 'EM... 
AND YOU'LL SELL EM! 


Kleins—the standard of 
comparison by which 
other pliers are judged. 
Made of finest tool 
steel, precision fitted— 
individually tested. 
Biggest selection of 
patterns for standard 
or specialized service. 
Keep a representa- 
tive stock on hand for 
your customers who 
want the best. 


reo 


@_| 
ay 


Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
today! 


Ne. 203 


DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Standard 
Electric Corp., New York 


Mathias KLEIN & Sons 








Ray J. Dervey 


| American Hoist & Derrick 


i . + 
| Names General Sales Head 


Ray J. Dervey has been appointed 
sales manager of American 
| tioist & Derrick Co. succeeding John 
Carroll, new president of the firm. 
| \With the company since 1945, Mr 
| Dervey worked for a year in the indus 

trial equipment division in the St. 
Paul sales ofice and then became Pitts- 
burgh district manager. A graduate of 
the University of Minnesota, he 
tarted his career as a production en 
with United States Steel Co. 
course of five years of World 
Army service, he commanded 


gencrai 


gineet 
In the 
War Il 
an anti-aircraft battery 


Carpenter Steel 
Names Canada Agent 


John H. Pettit, of Gardenvale, Que 
bec, has been appointed sales agent in 
Eastern Canada for the Alloy Tube 
Division of ‘The Carpenter Steel Co. 

Mr. Pettit has had many vears ex 
perience in the chemical, acid and ex 
plosives industry and recently super 
vised construction of a high explosives 
plant in Canada. He will represent 
Carpenter on its full line of stainless 
ind specialty steel tubing and pipe 





THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GET YOUR SHARE! 


4 


STANDARD TRANSMISSION EQUIPMENT CO 
10 West Union Street, Pasadena 1. Calif 


STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 








RETRACTABLE 
CONVERTIBLE ROOF 


A true, hard-top convertible is in the 
advanced development stage at a 
major automobile company, according 
to American Machinist, McGraw-Hill 
publication. The retractable roof rolls 
back and under the passenger com- 
partment. The big problem is how to 
design the solid roof to retract without 
use of hinges which introduce water 
leakage problems and detract from 
smooth styling; but engineers say it 
can be done, the magazine reports 
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If you are 
moving! 


* YOU CAN HELP US GIVE 
YOU GOOD SERVICE 


Please try to notify us at least three 
weeks in advance if you are changing 
your address. This will insure uninter- 
rupted delivery of your valued copies of 
INDUSTRIAL DISTRIBUTION. 


Use the convenient form below. Many 


thanks for your cooperation. 


Director of Circulation 
Industrial Distribution 
330 West 42nd Street 
New York 36, N. Y. 


NAME 
OLD ADDRESS 


NEW ADDRESS 


NEW COMPANY 
CONNECTION 


NEW TITLE 
OR POSITION 
DON’T FORGET TO NOTIFY POST OFFICE TOO 
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COMPLETE 


LINE 


A QUARTER FOR QUICK DELIVERY 


CUNURT OF SERNEE PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 


Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


7 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
& 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


- 
“4 
HAE .M69.354 
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Make Bid for Markets, 
Southern Industry Urged 


The South's continued growth d« 
pends on how effectively Southern in 
dustry bids for a larger share of the 
national market, not on more intensive 
use of its human and physical re- 
sources, according to a recent economic 
report. 

In spite ot spectacular economic 
progress, the South has failed to keep 
pace with the rest of the country’s in 
crease in the value added by manufac 
ture since 1947, according to a study 
by Alderson & Sessions, market coun 
sels, in “Cost & Profit Outlook.” ‘This, 
in spite of the fact that the region far 
surpassed the rest of the country in 
manufacturing increase during the 
previous 20 years. 

Ihe remedy, it is suggested, is for 
Southern industry to make a more 
aggressive bid for national markets, 
not merely to expand because of a feel 
ing that physical, human and climatic 
resources are favorable. 

The report cites the vast potential 
both in the nation as a whole and in 
the South itself, where greatly in 
creased living standards as a result of 
recent industrialization provide new 
markets for consumer products. “It is 
an unfortunate fact,” the article points 
out, “that the diversification and the 
dynamic character of the American 
market are too frequently discouraging 
for small or middle-sized concerns. The 
point is, however, that properly under 
stood and approached, these are the 
same characteristics which spell out a 
full range of opportunity for goods of 
every sort from companies in every 
category and size.” 


Size not the Goal 


The goal is not larger plants, the re 
port states, but a larger share of the 
national market which will in time be 
mirrored in larger plants. “The heart 
of the problem is not met head-on by 
new product research—but rather by 
researching the market for exact knowl- 
edge with which to capture a competi 
tive position in the national market 
and a strategy for increasing it.” 

The report points out that, contrary 
to general belief, availability of labor 
is not the prime reason most firms 
move South. In a 1949 survey, it was 
found that 45% of the plants moving 
South had done so primarily to serve 
the new Southern market from a bet- 
ter location. Also, the plants moving 
for this reason were larger than those 
moving for other reasons, such as labor 
and climate factors 


Past Progress Misleading 


While the South has grown tre 
mendously so far, the report states, its 





future poses a question of where new 
industrial potential is to be found 

“In reflecting on this issue,” s 
the authors, “‘a literal reading of tl 
South’s economic progress during this 
past two decades could be directly mis 
leading. At first glance one might con 
clude: (1) that the region’s most im 
portant asset is its resources—physical 
human and climatic; (2) that this prob 
Jem is, in the first instance, associated 
with the need for still greater outlay 
for product research; and (3) that th 
primary goal is greater and mor 
versified plant capacity.” 

hese considerations 


2\ 


vant, says the report, but more unde 


standing and utilization of the national 


market is now more important to th 


South. 


Research Group Set Up 


Permatex Co. has organize 
cial _research-consultant 
its industrial division to coor 
velopment projects for 
pounds. Under the direction 
Enders, vice-president in 
sales, the group will work with various 
industries on leakage, seepage and 
weather and temperature damage 
problems 


To Handle Wagner Lines 


Wagener Brothers, In has ap 
pointed Reynolds-Robson Supply C: 
Philadelphia, to distribute the con 
pany’s lines in eastern Pennsylvania 
southern New Jersey, Delaware, Mary 
land, Virginia, the District of Colum 
bia, North and South Carolina, eastern 
Georgia and Florida 





LITERATURI 


s 


wanted 
most 


for over 50 years 


~~ 


~ 
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VICTOR BLADES 
FOR METAL CUTTING 


Easy sales are profitable sales — and Victor 
sales are easy to make because industry knows Victor 
Blades for quality and uniformity — has known them for 
over 50 years. 

Victor Distributors get other advantages, too. 
They have a complete line which has always been sold 
only through recognized distributors. They have the help 
of trained, experienced factory representatives to help 
them solve customers’ special problems. They have the 
support of consistent advertising to industry, advertising 
that in 1954 won an honorable mention award for its 
support of Industrial Distributors. 


PUSH VICTOR 
Mob, fle.’ 


The newest Victor Hand and Power Blade — offers 
genuine “Moly” high speed performance, yet is so 
flexible it cannot be broken in use. COSTS NO MORE! 


i Are Invited 
eens Ave ts Industrial 
VI ‘ R Distributers. 


SAW WORKS, INC. * MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 
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ALBANY 


a time tested line of 


LUBRICANTS 


standardized and packaged _ 





to meet your customers’ 
everyday needs 





ALBANY PRESSUREGREASE 
UNIVERSAL 
For Cups — Ball Bearings — Water 
Pumps — Universal Joints. Woter- 
proof — Exceptionally high melting 
point. Soft enough for gun applica- 
tion 











ALBANY GREASE 


lubricant for operating 


A cooling 
temperatures from 110° F to 200° F. 











ALBANY PRESSUREGREASE 

A superior waterproof mineral oil 
rease of high viscosity. Comes in 
Licuid, Soft, Medium, Hard and 
Graphite Pressuregrease Soft and 
Medium. 














“| ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 
Will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 








ALBANY GEAR LUBRICANTS 


Retards wear, quiets gears. Water- 
proof, Will not drip when gears are 
idle or in motion. 











ALBANY PENETRATING OILS 


(Clear or Graphite) 
Quick-acting. Cuts rust as well as 
lubricates. loosens sticky valves, 
eliminates squeaks 














Albany RBR Wire Pulling Com- 
pound 


Albany Improved Cable Pulling 
Compound 


Stearine Candles & Flux 











1868 -1954 
BUT 


MORE MODERN THAN EVER 
ADAM COOK'S SONS, INC. 


Mfrs. of Albany Lubricating Products 
LINDEN, NEW JERSEY 


ELECTRICAL DIVISION q | 


Hayden Supply Holds Sales Meeting 


James Perry, Parker-Kalon Division, conducts training session at Hayden Supply Co., 


Grand Rapids, Mich 


In audience are Jack Plating, Loren Blackall, Lloyd Cooper, 


Jack Zigler, Dick Nelson, Don Shippy, Jack Todd, Jay Buist, Tom Fudge, Ermey 
Wixom, and Ralph Overholser. S. S. Kahn, Parker-Kalon sales manager, watches 


from rear 





Lunkenheimer Honors 35-Year Veteran 


H. E 


Lunken, vice-president of The Lunkenheimer Co., awards service pin to 


Margaret Howard, secretary at the company’s New York City office, for long service to 


the company and its customers in the East 





Grinding Engineer 
Retires at Norton 


Carl G. Flygare, grinding develop 
ment engineer with Norton Co., has 
retired after 47 years. 

Widely known as a grinding ma- 
chine designer, he has about 90 pat 
ents to his credit. He has also spent 
considerable time trouble-shooting 
grinding problems in industry. 

Joining Norton as a tool boy at the 
age of 15, he later served in various 
posts in the engineering department 
ind learned machine design under the 
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late Charles H. Norton, who developed 
the plain cylinder grinder which 
brought about the founding of Nor 
ton’s Grinding Machine Division. 

He is succeeded by Harbert A. 
Silven, a Norton machine designer 
since 1916. 





STALE BREAD SURPLUS 


Daily returns of stale bread in the 
United States could feed a city the 
size of Philadelphia, Food Engineering, 
McGraw-Hill publication, reveals. 














Here’s what your c 
ustomers | 
the Diek line... ers are reading about. 


Prime your plant for 
CONTINUOUS PRODUCTIVITY 


.»- with DEPENDABLE 


POWER TRANSMISSION and 
CONVEYING EQUIPMENT 








EXPERIENCE vo ron ot Di Comers, PT 
Steel Split Pulleys, V-Belt Driv Belting have the 
fortitude to give and take more. They offer you long, efficient, 
economical service - - - have the rugged ability fo absorb your 
repeated peok operating demands. 
That's why manufacturers 
for continuous productivity 
ch tan, Ad reds of trovsonde <t OBOTH ENS 
today’s increased production loads, are doing the very some 
thing. 
Whenever YOU need power tr 
equipment, be sure to ask your loca 
line. It’s the best by test! 


ee 


CHICAGO iu SAN FRANCISCO CALIF 


Dick 


“= 





IN 
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Here’s a product that tool engineers 
will buy again and again, SPEED 
VISE is a fast production tool that can 
be used without the need of expensive 
or complicated fixtures. Illustration 
shows two units being used on one mul- 
tiple spindle semi-automatic drilling 

for fast, low cost production. 
SPEED VISE gives your customers a 
hundred jigs in one. 


Write or wire now for information 


CARDINAL 


MACHINE COMPANY | 


1819 Dana Street, Glendole, California | 
| 








ACKLES 
Be STRENGTH 


BIG ORANGE 
Shackles Have It! 


D 
Forged of Hi-STRENGTH STEEL 


Es fra Strong 


Pe Tough 
ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 
Now Available in Sizes 
%" to 2” 
SELF COLORED or GALVANIZED 
Order from your Distributor or write 


MIDLAND INDUSTRIES, Inc. 
Cedar Rapids, lowa 


YOU’RE STOCKED 
FOR Quick Sales WITH 
P - =—_. 
Precision Graud 


SHIM STOCK 


packaged in dispenser cartons 
for over-the-counter sales. 


@ Large Market in almost all industrial 
plants and repair shops of all types. Sell 
the shim carton that really sells! Avail- 
able in largest range of sizes and ma- 
terials in the market. Brass, steel and 
stainless steel. Cellophane wrapped car- 
ton is moisture proof. Precision-gauged 
for accuracy. 


Stock These rélse 


@ Music Wire—in specially designed and 
patented dispenser carton — wire is drawn as 
" 


@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection. 


PRICES AND DISCOUNTS UPON REQUEST 
PRECISION 
STEEL WAREHOUSE, inc. 
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Sidney F. Kay 


Dallas Distributors 
Adds Seven to Staff 


Engineering Supply Co., Dallas, re 
cently appointed the following seven 
representatives to its sales staff 

Joe L. Dunlap, sales representative 
in the firm’s industrial Tool Division; 
formerly with Dresser Equipment Co 
of Dallas, he has also been a sales engi 
neer for Chicago Pneumatic Tool Co 

Jack J. McKenna, Industrial Tool 
representative for the company’s Tulsa 
store, formerly with Wholesale Radio 
Supply and Modern Distributors in 
Tulsa 

Robert W. Culmer, Industrial Too! 
salesman at ‘Tulsa, formerly with Lily 
Tulip Cup Corp. in New York Cit 
ind Bettis Co. in Houston 

Sidney I’. Kay, new specialty tech 
nician and salesman for Boston Gear 
products at Dallas, formerly with Bos 
ton Gear Works for two vears. 

Frederic K. Conley, Industrial Tool 
representative, until recently a sub 
contract buyer and contract 
trator at Convair aircraft plant 

Lee S. Chafhn, 
Safety Department after previous ex 


1dminis 


issigned to thy 





9 ways to 
lace increase 
PTE’ 
sales 


Lee S. Chaffin 


perience of six vears in th 

industry 

Phe apr " —— — yw Yes, count them. They're nine different types of power transmission 

sceaitinn all Gen Uinitaiedt Cinemas 1 equipment manufactured by Woods. And each one a good seller, 

of Sears, Roebuck & Co.’s Dallas st and why not. These products are backed by 98 years of skill and 

ind at one time with Atlantic Refining | experience in the design and manufacture of Power Transmission 

Co a pe Equipment. Each product is advertised regularly in leading Trade 

For additional details, see pag Magazines. Their exclusive sales features are pointed up to the 
reader. Woods products are pre-sold. As a result they're easier 

for you to sell. 

As a Wood's Distributor, you can also depend upon receiving 
the same thorough follow thru saleswise. All inquiries from our 
extensive trade paper advertising are forwarded to our distributor 
closest to the prospect. In addition, you are supplied regularly with 
helpful direct mail for your own prospect list. eg ae 
Sales Assistance are gladly given when necessary. 

ot you've inasbeahlid ts tneeeine Ga mcadtaaia aaa 
equipment, handle the well-known Woods Line. Write for further 
information on your business letterhead, please. 


1. 8. £44229 sons comPANY 


CHAMBERSBURG, PENNA. 
Robert W. Snipes Branches: Cambridge, Mass., Newark, N. J., Dallas, Tex., Cleveland, o. 
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BAND SAWS 


That Bring You Repeat Orders 


It's the results obtained from any product 
that bring repeat business and profits to 
you and Spartan results do just that. 


Spartans give increased efficiency, faster 
production and greater economy in Metal 
Cutting. Made of the best steel obtainable. 
Spartanized Heat Treatment and their 
teeth are milled accurately, evenly and 
carefully. 


Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 
ting and Wood Cutting Styles. 


The NEW .)p4" a" Package 


You will find this new rein- 

forced package easier to re- 

move stock when cutting 
off to weld, 


Spar-Kut Flexible Band 
Saw Coil is available 
in sizes one-half inch 
and under in 100-foot 
lengths for contour 
and die cutting. 





Sold only through Distributors 
mnie 


SPARTAN SAW WORKS, INC. 
SPRINGFIELD, MASSACHUSETTS 
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Frederick C. Hitchcock 
Thomas Laughlin 


Names Vice-President 


The Thomas Laughlin Co. has ap- 
pointed Frederick C. Hitchcock as 
vice-president with duties to coordi- 
nate activities of the company’s 16 
branch sales offices. 

Recently in charge of marketing for 
the Maxwell House Division of Gen- 
eral Foods, Mr. Hitchcock will work 
toward development of new markets 
for Laughlin’s complete line, a com- 
pany announcement stated. 


Copper Warehousemen 
Plan Pool Service 


I'he Copper & Brass Warehouse As- 
sociation has announced a new service 
to speed delivery of hard-to-get items 
by pooling information between mem 
ber firms. 

Hard-to-get items will be listed in 
regular association bulletins so that 
they can be located speedily anywhere 
in the United States, association ofh- 
cers announced. Delivery is expected 
to take not more than a week if the 
item exists anywhere in the country, 
they said. 





REFRESHMENTS FOR 
SHOPPERS 


Refreshments for the tired shopper 
are a good inducement for extra sales 
at an Arkansas appliance store, re- 
ports Electrical Merchandising, Mc- 
Graw-Hill publication. After selling or 
demonstrating a major appliance, the 
salesman frequently invites the cus- 
tomer into the store’s model kitchen 
for a soft drink or a cup of coffee. 
The kitchen, of course, is well-stocked 
with the latest in kitchen appliances, 
which easily become the topics of 
conversation, leading, in turn, to dem- 
onstrations and increased sales. 














IS LOOKING FOR 
AGGRESSIVE 
DISTRIBUTORS 


here is 
what we 
offer 


A COMPLETE LINE OF 
PRECISION BRONZE BUSHINGS 


® UNIFORMLY EXCELLENT 

® ECONOMICAL TO BUY 

® OVER 800 STOCK SIZES 

® READY FOR IMMEDIATE USE 








PILLOW BLOCKS © BRONZE BARS * BRONZE BUSHINGS * GRAPHITED BUSHINGS © SHEET LUBRICATORS © SAFETY COLLARS © BALL ASSEMBLIES 


Write today for details on how to become a Randall distributor! 


RANDALL GRAPHITE BEARINGS INC., 1009 S. GREENLAWN AVE., LIMA, OHIO 
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sell shim stock 


by 


...not by the inch! 


This handy storage rack holds four cartons 
of 6 x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 of more racks. 


SIMPLE TO USE 

Customer simply snips stock 
off roll. Handy, saves time, 
© LAMINATED oO prevents waste and protects 


shim stock too! 








41098 Union Street, Glenbrook. Conn, 








O COMPANY, INC. O 








Jules F. Fritts 


Mercer-Robinson 
Names Executive 


Jules F. Fritts, formerly works man 
ger of Philadelphia Gear Works, has 
joined Mercer-Robinson Co. as execu 
tive vice-president. 

His duties involve the firm’s three 
manufacturing divisions, The Mercer 
Engineering Works at Clifton, N. J., 
and Hughesville, Pa., and Robinson 


Mfg. Co. at Muncie, Pa 


Butterfield Division 
Names Sales Engineer 


Robert L. Boggs has been appointed 
sales engineer for the Butterfield Divi- 
sion of Union Twist Co. in Southern 
California. 

Formerly with Hughes Aircraft Co., 
he will work with R. B. Kenzie from 
headquarters at the Los Angeles 
branch office. 








Heres a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock lime every month .. . they are being told 
and sold. Use display boards, stock the full line . . . for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 


THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. | 





MEADVILLE, PENNSYLVANIA 
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BEFORE LEAVING on a call, R. V 
Dickinson (right), manager of the 
Shreveport, La., branch of Hollis & 
Co., Little Rock, checks on stock with 
W. R. Latham. 





Employee Field Day 
Held By Starrett 


Ihe L. S. Starrett Co. recently held 
its 14th Annual Field Day for em 
ployees in Athol, Mass., featuring 
sports for all age groups, a variety show 
and a helicopter ride for some 300 
lucky-number holders. 

Arthur H. Starrett, president, wel 
comed the guests, with Donn Brackett 
serving as master of ceremonies. 

Che program included pony rides 
and races and pie-eating contests for 
the children, lunch for all attending, 
and a series of sports events for adults 
ranging from softball to egg-throws. 

New York Airways supplied the 
helicopter, the world’s largest com 
mercially certified aircraft of its kind 





Al E. Knazek 
Threadwell Tap & Die 
Names District Head 

Threadwell Tap & Die Co. has ap 


pointed Al E. Knazek as district sales 


ind service manager for the Cleveland 
Akron, Canton and Erie area. 

A native of Cleveland and graduat« 
of Western Reserve University, Mr 
Knazek has been in the tap field for 


20 vears. 





NO CHARGE TO CHURCH- 
GOERS 


Sunday church-goers in Buffalo, 
N. Y., are being offered free rides to 
and from their places of worship by 
a city bus company, for the fourth 
year in a row, reports Bus Transporta- 
tion, McGraw-Hill publication. The 
company has given over 200,000 such 
rides in the last three years and finds 
the plan has garnered a considerable 
amount of good will, as well as the 
infiuential support and praise of the 
city’s religious leaders. 











Here’s an idea to pass 
on to your customers. 


> er —_ w 


... fake a look 
at this —> 








HEIN-WERNER 


Remote Control “Push-and-Pull” 


HYDRAULIC JACK 


+. it Operates at a convenient 
and safe distance from the job 


Pulling a heavy main drive wheel off a shaft (as illustrated) can be 
done easily and safely. All a maintenance man needs is a Hein-Werner 
Model J-20 Push and Pull Hydraulic Jack with attachments. 

The pump works in any position, and is operated by remote control. 
It's fast... It’s safe .. . So—if you're looking for new ideas to push up 
your customers production and pull down costs—get details on H-W 
PUSH and PULL HYDRAULIC JACKS ... Available in models of 4, 
10, and 20-tons capacity, each with many handy attachments. 

Hein-Werner also manufactures a complete line of hydraulic indus- 
trial jacks of 114, 3, 5, 8, 12, 20, 30, 50, and 100 tons capacity. Models 
of 12 tons and larger have carrying and positioning handles. 

Write us for Bulletin PP 1051 


HEIN-WERNER 
CORPORATION 


Waukesha, Wisconsin 


Yi Me Mer 
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Convince YOURSELF in MINUTES: 


ee Te eT |) Se 


that it Pays to Sell . 
Punch-LOK HOSE CLAMPS 


Every dealer wants a repeater. 
That’s what Punch-Lok Clamps give 
you. Let this booklet show you 


the many uses your customers 


have for Punch-Lok Clamps 


and the reasons 
you should be 


selling them. 


“The Sign 
of a Good 
Hose Clamp" 


Punch-Lok Company 
Dept. U, 321 North Justine Street 


Chicago 7, Illinois 
Clampw 
send vols gributo 


Firm Name 





My Name 





Address 





City State 
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TIME OUT for a little chat is taken by 
William C. Gates, president of Gates 
Hardware & Supply Co., Tulsa, and 
W. L. Hicks 





Iron & Steel Engineers 
Plan Show This Month 


Ihe Association of Iron & Steel 
Engineers will hold its annual exposi- 
tion and convention Sept. 28-Oct. 1 in 
Cleveland. 

A total of 409 booths have been 
reserved by exhibitors in the Cleve- 
land Public Auditorium, where busi- 
ness and technical meetings will also 
take place. There will be 16 sessions 
for presentation of some 48 technical 
papers. 

The sessions will discuss electrical, 
mechanical, blast furnace, combustion, 
lubrication, protective coating, steel- 
making and rolling mill problems 
Technical sessions are open to non 
members. 


Minnesota Mining 
Files Patent Suits 


Minnesota Mining & Mfg. Co. has 
filed patent infringement suits charg- 
ing 13 concerns and six individuals 
with illegal manufacture and sale of 
its plastic electrical tape. 

Two suits were filed in Chicago, one 
in St. Louis and two in Greensboro, 
N. C. The Greensboro actions named 
Noland Co., Winston-Salem, N. C.; 
Sears, Roebuck & Co.; Pine State Elec- 
trical Supply Co., Durham; Scott 
Parish Electrical Supply Co.; Raleigh, 
aml Dixie Radio Supply Co. of Char 
lotte. 


Calls Salesmanship 
Lost Art Since °30’s 


Salesmanship is a lost art that will 
have to be retrieved to create more 
jobs in an expanding economy, Judson 
S. Sayre, sales consultant, told the an 





nual meeting of the United States 
Chamber of Commerce in Washing- 
ton recently. 

Since 1940, he said, real salesman 
ship has not been necessary. “Our 
sales people had orders laid in their 
laps. They lost the art of salesman- 
ship.” 

Baseball players, he said, don’t lay 
off practice when out of season. 

“Now let’s apply this same base 
ball theory to business. Dealers feel 
that business is bad all because the 
public are not breaking down the 
doors to take merchandise away from 
them. The dealer and average sales 
man today have been so accustomed, 
due to the 15-year span of business, to 
have the customer coming to them, 
that they don’t understand why they 
are still not walking into their place 
of business. 


Price Cutting the Result 


“So what does the average salesman 
do? He goes the price-cutting route 
as the easy wavy out. This reduces 
grosses and profit.” 

Mr. Sayre listed figures to illustrate 
“the folly of price cutting.” He 
pointed out that a dealer with a 30 
gross profit would have to achieve the 
following increases in volume to re- 
tain his gross under various price cuts 

A 5% cut requires 14% more dollar 
volume and the handling of 20% 
more merchandise. 

A 10% cut, 35% more volume, 


50% more merchandise. y YD ; 

A 15% cut, 70% more volume, “lll Yy 

100% more merchandise. “a f Wy Uf 
\ 20% cut, 140% more volume, | j 

200% more merchandise. 


The Weak Start It Off 


“Now, what happens when one 
dealer starts cutting prices? Another 
weak one does the same thing and 
very shortly a 10 or 15% reduction 
in price backs the standard down from 
which we know the dealer can make 


money. Our American people, thank 
goodness, have the highest standards ... there’s nothing better than a satisfied customer. We like it, you like it 


/ 


of living in the world. We Americans and the customer likes it. 


are willing to pay for comforts, labor , ; : 
| For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 


saving devices, and, in fact, most any samy 
. SPEED Hack Saw Blades. Griffin POWERFLEX and Griffin SHARPFLEX 


thing that will make for a better lif 
ind a more convenient one.” . better blades for better metal cutting 


Scleumen Shank’ Sell Beatuves Our factory trained experts are ready to help you with your service problems. 
Send for the Griffin Catalog Now! 
The best salesmen, said Mr. Sayre, - 
believe in selling the features of 
product. In the consumer field, he 
said, the fact that the buver is willing 
to pay for more comforts ind IMpro' 


ments is proven by examples from tix 
iutomobile industry One firm, hi 
reported, sells stripped down car for 
500, while the same model with 


cess ries sells for a price $350 higher G. W. GRIFFIN co. -« FRANKLIN, NEW HAMPSHIRE 


Seles Agenis: Johu H. Grohum & Co. tnc., 105 Duane Street, New York 6, N.Y. 


$2 


But the stripped-down model repr 
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THEY SATISFY 


The line is complete 
in sizes. shapes and cuts 


pv! GATo, 


BRAND 


FiteS 
SWISS PATTERN 


BELLEVILLE, 


are finer. 


TON 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 

CARSON NEWTON Alli- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
Made in Cuts 
from 00 to 6. 


mum 
Uy 








sents only 25% of the company’s 


sales. 
The same examples, he said, could 


be found in any consumer appliance 


field. “When we give the public 
something for more convenience with 
better eye appeal, they will buy it . . . 
it gets back to better selling when we 
have some thing definite to sell.” 


Needed—Better Sales Story 


Mr. Sayre called for more advertis- 
ing, properly directed, and the equip- 


ping of sales forces with a good sales 


story and good training. “Once a 
salesman gets sold on a product he 
can sell it with a lot more enthusiasm 
than he does on a product with 
which he is not familiar.” 

But knowledge of product must 
be backed up with proper follow-up 
and hard work, he said. He cited door- 
to-door sales of vacuum cleaners: 

“IT know a fractional-horsepower mo- 
tor manufacturer who sells his mo- 
tors to a vacuum cleaner company 
Che vacuum cleaner manufacturer sells 
his product under his own company 
name and also sells the almost identi 
cal product under a private brand 
name rheir own product is sold 
through appliance dealers, the brand 
name product through door-to-door 


salesmen 
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“This manufacturer analyzed his 
sales in one region and here is what 
he found. The brand name was out- 
selling his own product by almost 
three to one, and more amazing than 
that, the manufacturer's own product 
had a list price of $89.95 and the 
brand name product, which was al 
most the same, had a list price of 
$129.95, or a 50% higher retail price. 

“Now, why could this be? There 
is only one answer. The brand name 
product was being sold through door- 
to-door salesman. ‘Thev were having 
their good old sales meetings at eight 
o'clock in the morning, they were 
teaching their men all about the prod- 
uct, they were giving them sales tech 
niques and some inspirational talks so 
that when the men went out they 
really were enthusiastic. 


Sitting and Waiting Doesn’t Pay 


“What was happening to the dealer 
trade name product? The average 
appliance dealer was sitting and wait- 
ing for people to come to him. 

“We have really lost the art of 
salesmanship and not only that, the art 
of hard work. Those who are not will- 
ing to put forth effort and go out after 
business are going to be left behind 
and perhaps forced to close their 


ral »0TS 


Babcock & Wilcox 
Names District Head 


The Babcock & Wilcox Co. has ap- 
pointed G. H. Weight as southwest 
district manager of its Tubular Prod 
ucts Division. 

With the company since 1926, Mr. 
Weight started in the cost department 
and transferred to sales in 1935. Dur- 
ing World War II he worked for the 
tubing branch of the War Production 
Board’s steel division, on loan from 
Babcock & Wilcox. He returned to 
the company in 1946 as a member of 
the Cleveland district sales force and 
was transferred to Chicago the follow- 
ing year. 

In his new post, Mr. Weight will 
have charge of the division’s sales office 
in Houston, Texas, and Tulsa, Okla., 
and will supervise sales of the com 
pany’s seamless and welded steel tubu- 
lar products in the area. His territory 
includes Texas, Oklahoma, Arkansas 
Mississippi, Louisiana and southern 
Kansas. 


Mechanical Engineers 
Plan December Show 


The 21st National Exposition of 
Power & Mechanical Engineering will 
be held in the Commercial Museum, 
Philadelphia, December 2-7 

Exhibits are expected to cover the 
entire field of power plant enginecring 
and associated mechanical apparatus, 
from the cold fuel through to the 
turning shaft, including the applica- 
tion of power to the productive ma 
chine, the sponsors announced. Ex 
hibitors will include producers and 
fabricators of raw materials, boilers 
and generators, auxiliaries for steam 
production, mechanical and electrical 
drives and transmissions, material han 
dling equipment, and pipe and fittings. 

he show is held under the auspices 
of the American Society of Mechani- 
cal Engineers. 





BALL-POINT BONANZA 


The trend toward ball point pens in 
place of fountain pens has resulted in 
a boost in paste ink sales and a drop 
in fluid writing inks, Chemical Week, 
McGraw-Hill publication, says. While 
output of ball points in 1953 climbed 
to 122 million units per year, produc- 
tion of fountain pens declined to 
about 35 million units per year. Fluid 
writing inks now are down to about 27 
million two-ounce bottles plus one mil- 
lion pints and two million quarts annu- 
ally, while the paste ink business 
amounts to about 300,000 pounds per 
year, with a value of $1.5 million 














Industrial Supply Forms 
Charlotte Subsidiary 


Industrial Supply Corp., Richmond, 


Va., has formed a North Carolina sub 
sidiary, Mize Company, Inc., in Char 
lotte, N. C. It will specialize in power 
transmission equipment 

The new corporation has leased a 
modern, one-story warehouse at 415 
Atando Ave., containing 8,000 sq. ft. 
ot floor space. 

Ofhcers are Lloyd B. Mize, 
dent; W. Frank Hart, vice-president 
and general manager; and Quentin R 
Lindstrom, secretary-treasuretr 

Mr. Hart has been a city salesman 
for Industrial Supply Corp. since 1940 
except for four years in the Navy dur 
ing World War II. 

L. B. Cook, former purchasing agent 
for the parent company, will be assist 
ant to Mr. Hart handling inside 
Mr. Hart will devote his tim 


presi 


Op 
erations 
to sales 

C. H. Baker, formerl 
ager for Industrial Supply Corp 
been named purchasing agent at Rich 
mond succeeding Mr. Cook 

Mize Company will become dis 
tributors in the Charlotte area for Bos 
ton Gear Works. Davton Rubber Co 
Falk Corp. and U. S.. Electrical 
Motors. The management expects to 
other lines later 


ofhce man 


h iS 


idd 


Wholesalers Warned 
To Face Up To Problems 


Firms that face up frankly to their 
selling problems and take decisive ac 
tion to solve them during 1954 and 
1955 will be far ahead of some of their 
competitors, automotive wholesalers 
were told recently. 

The next two years may well be the 
vears that make or break a large num 
ber of companies, Dr. Charles Lapp, 
professor of marketing at Washington 
University, predicted at the St. Loui 
Business Conference of the Motor & 
Equipment Wholesalers Association 
‘Many of you will be faced with prob 
ind decisions of greater magn 
tude than you have faced in the last 
decade,” he said ; The wholesaler 
who meet these problems and situa 
tions head-on may gain significant 
ompetitive advantages.” 


lems 


Eight Problems Cited 


Dr. Lapp cited eight ma 
problems that must be 
1. Determination of 
Scientific method of for 


met 
obi tl 
ile S. 
Selection of specific products ar 
product lines to be inventoried 
+. Formulation of a pri 
5. How to attract, 


Quicker and Easier Sales 
with New Take-Down Feature f 
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CONSTRUCTION 


Container is drawn with 
a seamless bottom, is 
leakproof, wearproof 
and perfectly sealed. 
Finished in nickel or 
copper. 


BASES 


Oiler is provided with 
handy wall holder or the 
new patented detachable 
non-tip base. 
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Sect 


Completely 
Disassembled 
For Cleaning in 


50 Secouds 


The only line of oilers 
featuring complete 
take-down for cleaning. 
All moving parts may 
be disassembled. No 
need to throw away 
plugged oilers. Any 
parts may be replaced 
either individually or 
groups. 
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SPOUTS 
and NOZZLES 


are interchangeable. Noz- 
zles and spouts of the K-P 
Oiler line are of different 
shapes and sizes. They can 
be used for oil, cement, ad- 
hesives, ink, and other liq- 
uids. Both rigid and flex- 
ible spouts available 





L®& | 
JOBBERS 


K-P offers a complete 
Availablein 16 sizes: 60z. 
to 1 quart containers. 
Write for low prices. 


line. ee 
the amount of liquid to 


other industry. 





PRECISION CONTROL /: 


By making a simple adjustment, ~ % 


can be regulated from a fraction 
of a drop to a full stroke. Cuts 
down waste, reduces material 
spoilage, and saves money. Ideal 
for textiles, food processing, and 


be used 
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precision motor driven spindles or work heads 


all units dynamically balanced 


precision belt driven spindles or work heads 
= 
all units dynamically balanced 


. +. and precision machine tool attachments 
f 


Mr. Dealer: 


these SIH \ DHHD units 


are naturals for special 
Machine Tool Builders 


Shown here is only a small part of STANDARD’S complete line of 
precision spin {les and attachments including Traverse, Slides, Feeds, 
Tables ; manual, air, or hydraulic. Contact your customers who design 
or build special machine tools and show them how STANDARD'S 
versatile line will save time and cut costs on special equipment. 
Write for complete literature. 


SEE US IN BOOTH 1028, METAL SHOW, CHICAGO, NOV. 1-5. 


Slandardize with 
the STANDARD electrical toot co. 


MACHINE TOOLS 


2520 RIVER ROAD © CINCINNATI 4 © OHIO 
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buyers aggressively as permanent Cus- 
tomers. 

6. How to recruit, select, train, con- 
trol, analyze and motivate salesmen. 

7. Development of an expense con- 
trol system which would insure greater 
net profits. 

8. A program for meeting competi- 
tion without knocking it. 


Watch “Lost” Sales 


Among his suggestions to the auto- 
motive wholesalers were: 

1. Keep a record of every sale lost 
by telephone, at the counter, or by 
outside salesmen, because the firm is 
out of stock on an item. 

2. Test the sale of a new line being 
considered in one branch or in one 
salesman’s territory to see how it takes 
hold. 

3. Keep on file a record of the dis 
count schedule to different customers 
and make sure it is adhered to. 

4. Do not be affected by “gross 
marginitis.”” Figure the selling price 
based on inventory investment, stock 
turnover and how much it costs to sell 
1 specific item. 

5. Bring buyers into the establish 
ment as a group once a year. It will 
perk up the whole company to get 
ready for such an event. 

6. Develop a formalized initial train 
ing program by means of which the 
apprenticeship in the shipping, ware 
housing and order-filling jobs can be 
reduced for qualifying a man for out- 
side sales. 

7. Spend at least 30 minutes in 
preparation for every minute to be 
used in sales meetings for the staff 

8. Check on salesmen to find out 
the number of calls made per day, 
number of product lines sold to each 
customer, and the averge sale per call 

9. Secure the help of tax consult 
ints, office management consultants, 
marketing research consultants or an 
advertising agency when their help is 
neede d 

10. Emphasize mass display and 
self-service on accessories and operat 
ing supplies. 

Dr. Lapp is the author of a three 
part article, “You and Your Selling 
Job,” which appeared in the April, 
May and June issues of INpusTRIAI 
DISTRIBUTION 





GERMANS INCREASE TV 
OUTPUT 


Television production in West Ger 
many in 1953 totaled 54,475 sets of 
which 28,400 were built in the last 
quarter of the year, Electronics, Mc 
Graw-Hill publication, reports 














Edward Valvemobile 
Starts Second Tour 


the “Valvemobile” of Edward 
Valves, Inc., has returned to its home 
base in East Chicago after visiting 112 
installations in a three-month, 5,000 
mile tour of the Southeast. The mo 
bile valve school and display room 
will start soon on a trip through the 
Northeastern and Atlantic Coast 
States 

The truck includes numerous dis 
plays and demonstration setups. Onc 
showing the company’s Pressure-Seal, 
gives visitors a chance to build a 
Pressure-Seal valve on a stainless steel 
panel with different colored, magnet 
ized wooden replicas of the parts 

Included in the program are le 
tures by W. A. Oweiss, Edward valve 
engineer, question-and-answer sessions 
with users, pictures of installations 
ind a color-slide tour of the com 
pany’s plant 

I'he Valvemobile is the result of 
more than two vears’ planning, said 
company officials, and took eight 
months to build. Edward representa 
tives will be informed when the ve 
hicle is expected in various territories 
30 they can plan itineraries, it was an 


nounced 


Charleston Rubber 
Starts New Division 


Charlesten Rubber Co. has « 
lished a new industrial products 
vision for its line of rubber gloves 
ther safety equipment 

Present plant buildings are being 
nlarged and new ones added, William 
J. Prohaska announced. Personnel 
} } ] 


0th sales and prod 


ve added t | 


+ 


Founded in 1948 by Mr. P 
R. M. Evans and Paul A 


the firm has been manufacturing rul 


gloves and protective equipment 
: 


the utilities field. A nev 
for industrial use we I 


roduced 


Tool Engineers Plan 
First Western Show 


some 50,000 sq. ft. of exhibit space 
is being reserved for American Societ' 
of Tool Engineers’ first Western In 
dustrial Exposition, scheduled in Lo 
Angeles for March 14-18 

Companies expected included man 
ufacturers of tools, machines, indu 
trial supplies, processes and equip 
ment. Exhibits will be in the Lo 
Angeles Shrine Auditorium and Shrine 
Exposition Hall 


Ns 
BOLTED ASSEMBLIES Alam 


ELONGATION 


Designers and production men are weil 

awore of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 
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“Severe Recession Danger 
Seems Over”—Slichter 


Pressures for contraction in the 

FOR YO UR SPECIA [ Ad) SEL [ ING economy show signs of becoming 

weaker, and demand influences 

stronger, according to Professor Sum- 
ner Slichter of Harvard University 

“If this expectation turns out to 

be correct, the danger of a severe re 

cession will be pretty much behind 

us,” he said. 
Writing in the New York Times, 
Professor Slichter added up what he 


@ You'll find it a logical move to make Universal 

your source of supply for this standard line. 

Here’s why—you get quick deliveries—you sell 

top quality—you get full cooperation. 

Big point in your favor—you are not required to 

carry stocks—simply shoot your orders to us and 

we will fill them with greatest speed. We carry 

the stocks, you sell—we both do well. termed the deflationary forces that pro- 
Note this—we have pre- , ‘ . duced the present “‘mild’’ recession 

You can sell all industrial requirements—we 

the change in inventory policies, re 


d | . - 
— 7 very simple dis offer all types, plus pressure hose fittings. 
tributor’s price schedule 


It’s Kalamazoo punched 
and convenient 


sulting in sharply reduced stocks in 
Write for a copy of our Technical Data Book, warehouses; the cut in Government 
U-11T. spending; and a drop in retail buying 

by consumers 
Against these, he said, are balanced 
several sustaining influences which 
have held up “stronger than any one 
dared predict” a year ago. State and 
local government purchasing has con- 
tinued to increase; private outlays for 
construction and cquipment con 
tinued to run about the same as last 
year; and the total of personal income 


UNIVERSAL METAL Lehy: CO. lor has remained virtually un- 


2163 South Kedzie Ave Chicago 23, II! Although a continued high level of 
personal income did not prevent a 


« drop in retail trade, he said, it did 
influence an increase, in two impor 
tant fields, services and new houses 

THERE’S AN He credits the personal income tax 

cut, and the increase in pension pay 

EASIER that help you SELL ments, unemployment cubation 

and veterans’ allowances with offset 

ting the recent drop in payrolls. 





Stocks Now Near the Boom 
Save TIME and EFFORT 
“There is convincing evidence that 


By Using ; - 

most enterprises have cut their stocks 

SULFLO ne ere GRINDERS of goods on hand almost as much as 
Recsmmended tor Use cn Baste o they care to,” Professor Slichter said 
1. BALDOR Grinders have totally enclosed, splash. He pointed out that in the first half 


Corroded proof motors protected against dust, dirt, grit oo . 
and metal particles. (less servicing) of 1953. business concerns were build 


TOOLS, BOLTS, NUTS, pas hy Fy A - fh By Be ing up their stocks at the annual rate 
Sremeee erences) of $6.3 billion, and thus the nation 


tor frame for fast, 
Frozen STU DS, Etc . Large ball-bearings, tubricated for tife. 
Wide range; ‘4 to 3 hp., 6” to 12” individually 


was producing goods faster than it 
balanced heels. B h ‘ed f 
eee ne wen was using them. But a shift cam 
economy gallon cans " 

Sturdy-built for heavy-duty and fully guaranteed in the latter half of last vear, and by 


Comes in handy squirt spout pint cans and 


. by Baldor—a basic manufacturer of grinders for » ~ 
Companion more than 30 years. the first quarter of 1954, 


Maintenance —e 
c ' 
Other Quality Products Items ~~ ~~ A =) A aaa reducing their inventories at the an 


By SULFLO Pipe nual rate of $4.8 billion. The econ 


SULFLO Joint Compounds BALDOR ELECTRIC co. omy, then, was using up goods faster 


Regular and Oil 
NO. 1 CUTTING OIL Insoluble Types 4364 Duncan Ave ST. LOUIS 10, MO. than it was producing them 
(The preferred oil of . SULFLO But in the last few months, he 
Master Plumbers and oldering Fluxes > r 
Molshenmeen Bhen (Lewd me — out, a business poronen 
Paste Types) BULLETIN we ave increased the ratio of sales to 
SERVICE ITEMS rpAveiteble 321-) \ > goods-on-hand remarkably. He called 
SULFLO BOILER SEAL a” = the contrast between the periods Sep 
SULFLO FUEL OIL Supply House tember to January and January to 


TREATMENT SULFLO April “quite startling,” since during 
SULFLO BOILER INC. the Fall total inventories dropped bi 


WATER TREATMENT =— a Rag 
ELIZABETH 4 ABOVE: Baldor Bench Grinder, No. 8200 series $1.3 billion and sales dropped by $2.2 


4 hp. motor, 8” wheels, List 4° billion, while during the Winter and 


firms were 
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spring inventories continued to drop, 
but sales rose steadily. At the end of 
May, total inventories were nearly 
$500 million below May, 1953, the 
first year-to-year decline in nearly fou 


years 
New Orders Also Up 


[he recent increase in the new o1 
ders of manufacturers has been even 
significant than the in 
crease, he said. While still 11 per 
cent below a vear ago, new orders in 
during each of the fou 


THOTC 


creased 
months between January and June 

The inventory drop, he predicted 
will cease by the end of the third 
quarter (this month 


Tax Cuts Offset Defense Cuts 
While the Federal 


plans to cut spending by $3 billion, 
he pointed out, the full effect of tax 
cuts this fiscal year will amount to $4 
billion stimulus to the economy. The 
net effect, then, will be to increas« 
this stimulus. 


Government 


Better Quality Will Up Sales 

While retail purchases have declined 
more than 3°‘ in spite of the fact 
that consumers have as much money 
to spend after taxes as last year, Pro 
fessor Slichter is optimistic about a 
reversal of this trend. More than half 
of the drop, he points out, has been 
in consumer durable goods such as 
iutomobiles and _ refrigerators, but 
spending will increase as payrolls in 
crease and goods are made more at 
tractive in quality and price. How 
ever, since it will take a year to make 
significant improvements in quality in 
these lines, retail trade will continuc 
is a problem spot for some months 
to come, he predicted. 

Another influence will be the trend 
in repayment of consumer borrowing 
People are now repaying their short 
term loans at a greater rate than they 
ire making new borrowings, lh 
pointed out, but soon part of the large 
volume of debts contracted in_ the 
Summer of 1952 will be paid off and 
onsumers will be free to contract nev 


ones 
Public Works Demand Big 
Professor Slichter 


for state and local public work n 


classified the nee 


cluding schools, roads and institution 
is “enormous” and predicted that ex 
penditures for these projects, nov 
the rate of a billion a vear, will 
tinue to rise 

He called the outlook 
continued high level of spending 
business for new plant and equipment 

[he opportunities to cut labor cost 
by the use of better equipment a1 


great and are gradually being 


good” for 


KENNED 


gives you the answers 


to your Valve 


with the 
New 


KENNEDY 


questions... 


' Pt, ia val 


VALVE Check Charts... 
show you at a glance Macu, When, Where 


to use the correct valve to fit the job! 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . 
Check-Charts show you the important 
features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. Show you which 
list specific Figure 


. and why! These new valve 


valves go where ... 

Numbers for accurate selection 

describe why that valve should be used 
and even suggest additional uses 


for Kennedy Valves. 


One chart describes Kennedy Bronze 
Valves and its companion chart lists 
uses and conditions for lron-Body Valves. 


THE 


om) KENNEDY vaive mro. co. 


——" 1021 E. WATER ST 


Designed for fast, easy reference, con- 
tains the answers to most of your valve 
questions. Large enough (16%” wide x 
25” deep) for easy reading and hangs 
right on your wall in your office or shop. 


Here are long-needed valve Check- 
Charts that give you quick, correct in- 
formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 


ELMIRA, NEW YORK 


* VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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SHELDON 


CHICAGO 


It Pays to Sell What they Want 


Today’s machine tool buyers are looking for, (1st) 
production capacity per dollar, (2nd) greater precision 
—closer tolerances, (3rd) more convenience. 

Sheldon TS-56B Precision Lathes exactly meet these 
demands. (1st) They have sufficient capacity to handle 
the great bulk of lathe work—11}” swing, 1}” hole thru 
spindle, 1” collet capacity, 35” between centers. (2nd) 
Spindle bearings are “Zero Precision” Taper Roller 
Bearings—can work to the very closest tolerances, will 
hold their extreme accuracy. (3rd) Comes with 8-speed 
V-belt underneath drive—has quick change gears, power 
cross feed and all standard quality features . . . is of the 
new lighter, faster, handier and less expensive type 
precision machine tools, in such great demand today, 
for tool rooms, small part and second-operation produc- 
tion and general maintenance work. 


Write for Catalog showing Sheldon Precision Lathes, 
Sheldon Milling Machines and Shapers. 


SHELDON MACHINE CoO., INC. 
4232 North Knox Ave., Chicago 41, Illinois 
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appreciated by managements.” Also, 
depreciation allowance liberalization in 
the new tax bill will act as a stimulus. 

The large volume of recent con- 
struction awards, he said, insures 4 
high level of construction for the next 
few months, while the demand for 
larger and more modern commercial 
facilities will continue for some years. 

The demand for housing can be ex- 
pected to hold steady or to rise unless 
building costs increase too much. 
This, he said, is stimulated by liberal- 
ized financial arrangements under 
which home owners can buy house 
equities for little above the monthly 
cost of rentals; the desire to live out- 
side congested areas; and changes in 
consumers’ tastes such as the present 
popularity of one-story houses. “The 
movement to the suburbs has now 
become so large that it is self-sustain 
ing.” 


Services’ Demand to Continue 


The small drop in personal incomes 
in 1949, Professor Slichter points out, 
did not prevent a rise in outlays for 
services that vear, and the same paral 
lel can be drawn for 1951. “The de- 
mand for services has a strong upward 
trend—a trend that shows no signs of 
changing.” 


Unemployment Troublesome 


“Although an early upturn in pro 
duction is in prospect, unemployment 
may be a troublesome problem for 
some months to come,” said Professor 
Slichter. He predicted that 3 million 
would remain jobless at the end of the 
vear unless special measures were 
taken, largely because many plants can 
increase production merely by length 
ening the work week of their present 
force and many others can increas« 
output merely by improvements in 
efficiency. 

Terming this amount of unemplov 
ment “unnecessarily large,” exceeding 
bv about 1 million the amount mad 
inevitable by the shifts and frictions 
of a free economy, he called for 
“stronger efforts by the Government 
to stimulate business.” Most manu 
facturers’ and retailers’ excise taxes. 
which he called “indefensible,” should 
be repealed at once. he said, raising 
purchasing power by $1.5. billion 
“The repeal would increase the deficit 
in the budget but the increase would 
be less than the average amount bi 
which the crowth of the econom 
raises the vield of taxes each vear.” 


End of Cyclical Violence? 
Professor Slichter called the steadi 
ness of spending on plant and equip 
ment the most significant trend in th 
present recession. In the past, bus 





ness cycles have been characterized by 
violent ups and downs in all forms of 
capital outlays, he pointed out, and 
these fluctuations have been regarded 
as the principal immediate expansion 
of the business cycle. “The recent 
steadiness of plant and equipment ex 
penditures suggests that changes in 
the economy are permanently reducing = 
the tendency of such outlays to fluctu Every Customer You Have 
ite cv lic lly.” - 
Four reasons for the steadiness of 
this spending, he said, are the liquidity 


o 
of business concerns, with a tendency 
of management to feel less need t /, 
cut expenses when sales drop; the —. 


growth of industrial research, supply 
ing new products and cost-cutting 
equipment; the growth of long-term 
planning by many companies; and in 
creasing awareness of businessmen of 
the many new conditions and policies 
that tend to limit any drop 
ness 

Now it is steadily becoming | 
that the American economy is ] 
ing more stable, not less stabl 


More Leadership 
From Engineers Urged 


Ihe nation’s engineers do wel Show IT and 


enough with slide rules. but have 


failed so far to take their rightful ie IT will show you 


place in leadership and management 
the head of the American Institute of 
Electrical Engineers said recenth . SALE AFTER SALE! 
\. C. Monteith, vice-president 
Westinghouse Electric Corp Show how the IDEAL Electric Marker saves 
newly clected Institute _presider your customers money and you'll make a sale 
‘ tor Pans ee ettor on almost every call! An efficiency tool that 
to acquaint business and government : art: ; i 
with the capabilities and achievement @ “Writes” on cuts to a fraction the Game ane a — 
f engineers We do a wonderful Practically Any of numbering, identifying and coding jobs, 
ob of remains the cide cule” bes Material it’s a perfect door opener to new accounts. It 
but onlv a + ir job of interp prevents mistakes, loss of tools and parts, Cuts 
what we are doing to the man © tehes Counties a clear mark into iron, steel, aluminum, wood, 
benefits from our labor. We tak Marking Jobs glass, plastics — and dozens of other materials. 
much for granted.” Easier and Eliminates many needs for special name plates. 
Although there are twice as man Cheaper Ruggedly built to industrial standards, with 
engineers as attorneys in the countn hardened alloy or diamond point. Order now 
28 of the 48 state governors are a for prompt delivery —and order enough! 


tomevs and gineers. he ; 
rm nc none are cnginecrs, ne Most of your customers will need several! 


pointed out. There are 53 lawver 
mlv two engineers among 
United States Senators 





Electric Etchers 


NAVY REDECORATION Burn a permanent mark into iron, steel or their 
PLAN alloys. . . Easy as writing with a pencil. 


: No matter how hard the metal, an IDEAL Electric 
The Nevy is thinking of switching Etcher will mark it easily and quickly. Completely 
from dark blue to gray paint on its safe; easily portable. “Universal’ Model has 4 etch- 
combat aircraft, reports Aviation ing heat, 120 to 700 watts. Other models for all 
Week, McGraw-Hill publication. Al! sizes and types of work. 
combat planes would be painted gray 
while flying boats and patrol planes SOLD THROUGH LEADING DISTRIBUTORS 
would remain blue. Trainers, trans 


ports and utility aircraft would b IDEAL) IDEAL INDUSTRIES, Inc. 


marked according to their mission 
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WHICH V-BELT 
Should You. 





% In this way V-Belts can be made up 
in any length to ft any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don't dis- 
appoint customers—help them avoid 
costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just ome strong joint .. . stretch and 
follow-up maintenance are reduced to 
4 minimum. 


ALLIGATOR INTRODUCTORY V-BELT 
™rrysC«éWRIVE UNITS 

lcontain V-Belt- 

ing, Fasteners and 

Tools — every- 

| thing you need in 

one compact 

package to make 

up V-Belts quick- 

ly. Available in 

sizes A, B, C & D. 


Ask for Bulletins V-215 and V-216 


PLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicage 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 


~~ a 


NEUTRAL GROUND-—the locker 
room—R. C. Lenburg, Factory Supplies 
and R. A. Dunberg, Mid-States Indus 
trial Corp., both of Rockford, IIL, 
Frank G. Minehart, head of Rock 
River Valley 


purchasing agents 





Tax Benefits Urged 
For Non-Target Plants 


l'ax benefits to help companies re 
move their plants from H-Bomb tar 
get areas were proposed recently by 
Arthur Flemming, Director of the 
Office of Defense Mobilization. 

He told a Chamber of Commerce 
conference that for owners of defense- 
products plants in target areas who 
want to move them clsewhere, “we 
will be glad to talk with them about 
the possibility of tax amortization 
certificates.”” So far tax amortization 
benefits have been granted for the 
construction of new plants which com 
ply with dispersal standards, but none 
has been offered companies wanting to 
transfer to safer locations. 

Mr. Flemming was chief speaker at 
the Chamber’s Conference of Indus 
trial Defense in the Atomic Age. 


Current Production not Enough 


aoe, age 

He told the assembled business lead- 
crs that a mobilization base must be 
maintained to insure instant action, 
since the nation could not rely on 
current production alone in an emer 
gencv. He cited the decrease of de 
fense output since the Korean war. 

Machine tools must be stored and 
a “hard core” of technical and man- 
agement personnel preserved to keep 
them up to date and in plentiful 
supply, he said 


Short War Can Be Lost 


Val Peterson, Federal Civil De- 
fense Administrator, also spoke. He 
said American industry has shown it 
self to be a dominant factor in win 
ning a long war, but “it would not be 
too difficult to lose a short war” in 
the atomic age. 

“To lose a 
cnough productive people and plants 


short war, vou lose 
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WANTED — 
DISTRIBUTORS 


for 


Crobalt 
Cast Alloy Cutting Tools 


Crobalt tools bridge the gap between HSS 
and carbide applications. Solid in volume 
in the Detroit area for 23 years; now 
going into national distribution 


Crobalite 
Hard-Facing Alloys 


Give superior resistance to abrasion, corro- 
sion and impact at both normal and high 
temperatures. Easy to apply by arc or 
torch. Three grades meet every require 
ment in production and maintenance fields 


ASK for descriptive literature, and for de- 
tails on the profit possibilities. You'll 
be interested! 


Crobalt, Inc. 


2800 S. State St., Ann Arbor, Mich. 











SOCKET SCREW 
PRODUCTS 


Make ECONOMY 
YOUR SUPPLY SOURCE 
Get immediate delivery 


Sell top quality 
Increase sales 





This organization as your head- 
quarters for Socket Screw Products 
gives you every sales advantage. 
Regardless of the size of the order, 
you get our full cooperation so that 
you can serve your customers with 
prompt delivery. It will pay you to 
keep a good supply of Economy 
Socket Screw Products on hand. 


® Hollow Set Screws 
® Headless Set Screws 
®@ Socket Head Cap Screws 
@ Wrenches 





ECONOMY MACHINE PRODUCTS CO. 


5214 W. Lawrence Ave., Chicago 30, III. 











quickly enough—to demoralize the rest 
of the nation’s defense production and 
destroy the nation’s will to resist.” 
Machinery can be repaired and plants 
rebuilt in a comparatively short time, 
he said, but it may take ten years to 
train a skilled industrial worker 

Companies must do more than 
make an employees factory job secure, 
he said. “You've got to help him 
protect his wife, and his children, and 
all the other things he works for 
He’s got to have evidence he can 
come back fighting, with you, and 
win, in the face of any attack.” 

Donald A. Quarles, Assistant Secre 
tary of Defense, urged every important 
defense firm to prepare, on a volun 
tary basis, an over-all company plan 
for the protection of its facilities and 
the continuity of its management and 
operations. “Such a document would 
be reassuring to the employees, the 
stockholders, the customers and the 
Government.” 


Keep Ten-Mile Distance 

General W. S. Paul, of the Office 
of Defense Mobilization, called for 
dispersal as the best defense against 
nuclear attack. “We must place ou 
new industries, our new urban growth 
outside of the present congested 
areas,” he said. “By this we do not 
mean we should uproot our established 
factories and move them out in the 
desert. We do recommend that new 
industries locate at least ten miles 
from the boundary of a target zone, to 
obtain relative safety and still meet 
economic requirements.” 


Defense is Industry Problem 


“Industrial defense is primarily in 
dustry’s responsibility,” Clem D 
Johnston, National Chamber presi 
dent, reminded the gathering. He 
said it was the Chamber’s obligation to 
see that businessmen understand prob 
iems of industrial defense and get the 
best available advice. 

“Yet here are men who are responsi 
ble for the spending of billions of dol 
lars for national defense and for 
improvement of our standard of liv- 
ing,” he said. “These men deal daily 
with the fruits of engineering accom 
plishments.” 





BUTTERED-UP DIET 


Noting that the addition of animal 
fats to feed for cattle, lambs, and 
hogs, fattens the animals faster, Food 
Engineering, McGraw-Hill publication, 
suggests that animal feed might 
serve as an outlet for surplus butter 











the “CHICAGO” line 
of threaded products 
is a good line to follow 
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* Less sales resistance becauvse— 
“Chicago” Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 
Threaded Products assemble faster with less “on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 


It’s just plain good judgement to recognize that “‘Chicago’’ Threaded 
Products offer you a better line to follow “all down the line’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples 
and full details today. 


story of the “Chicago” complete line of , 
threaded products. Ask for your copy 
today. 





{ This new 36 page catalog tells the whole 


All “Chicago” Screw Products come 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 
greater savings of time in your stock- 
rooms. 


HIGHLIGHTS OF THE ‘CHICAGO LINE: 


* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

* Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

* Anti-corrosive ‘“‘Chicago”’ stainless steel and brass fasteners 

in a large range of sizes and styles # 
available for immediate shipment. [| 


Tze CHICAGO _ ae 


SCREW COMPANY 2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


"SAFETY PLUS” Socket Set Screws, alloy and stainless « Socket Head Cap Screws, alloy and stainless, Fiat Head, alloy 
* Socket Head Stripper Bolts « Socket Pipe Plugs «. Square Head Dog Point Set Screws « Socket Keys and Key Kits « 
“CHICAGO” Hexagon Head Cap Screws, bright, heat treated, stainless and brass « Square Head and Headless Set Screws « 
Fillister and Flat Head Cap Screws « Milled Stee! Studs » Hexagon Nuts, steel and brass « Castle Nuts « Taper Pins 
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LET'S FACE IT . . . the threat of war and 
the atom bomb has become a real part 
of our life—and will be with us for 
years. Fires, tornadoes and other dis- 
asters, too, may strike without warning. 


The very lives of your employees 
are at stake. Yours is a grave responsi- 
bility. Consider what may happen. 


When the emergency comes, every- 
body’s going to need help at the same 
time. It may be hours before outside 
aid reaches you. The best chance of 
survival for your workers—and the 
fastest way to get back into production 
—is to know what to do and be ready 
to do it. To be unprepared is to gamble 
with human lives. Disaster may hap- 
pen TOMORROW. Insist that these 
simple precautions are taken TODAY: 
[-} Call your local Civil Defense Direc- 
tor. He’ll help you set up a plan for 
your offices and plant—a plan that’s 
safer, because it’s entirely integrated 


with community Civil Defense action. 


|] Check contents and locations of 
first-aid kits. Be sure they’re ade- 
quate and up to date. Here again, your 
CD Director can help—with advice on 
supplies needed for injuries due to 
blast, radiation, etc. 


[|] Encourage personnel to attend Red 
Cross First Aid Training Courses. 


[| Encourage your staff and your com- 
munity to have their homes prepared. 
Run ads in your plant paper, in local 
newspapers, over TV and radio, on 
bulletin boards. Your CD Director can 
show you ads that you can sponsor 
locally. Set the standard of prepared- 
ness in your plant city. There’s no 
better way of building prestige and 
good employee relations—and no 
greater way of helping America. 


Act now ... check off these four simple 
points ... before it’s too late. 
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Great Lakes Supply 
Holds Sales Meeting 


Great Lakes Supply Corp., Chicago, 
held a dinner meeting recently with 
representatives of Republic Rubber 
Division, Lee Rubber & Tire Corp., to 
plan a special promotion campaign for 
Republic Rubber lines 

J. M. Hughes, Republic Rubber’s 
manager of distributor sales, headed a 
delegation including J. A. Maclntire, 
Jr., the company’s new Chicago dis 
trict manager, and I. G. Wollter 
Chicago representative. Great Lakes 
Supply has designated September as 


“Republic Rubber Month.” 


Cleveland District Head 
Named by Roebling 


John A. Roebling’s Sons Corp. has 
named Edwin F. Whitehill as Cleve 
land district manager for its Wire & 
Cold Rolled Products Division 

Mr. Whitehill has covered impor 
tant Roebling accounts in Michigan 
and Indiana since 1950. Before that, 
he was Wire & Cold Rolled specialty 
salesman in Chicago. He has also 
worked as a Woven Wire Fabrics sales 
representative and for 12 years had 
served in various production posts in 
the firm’s Wire Mills at Roebling, 
N. J 


Charters New Chapter 


Ihe American Society of Tool En 
gineers has chartered a new chapter, 
the Santa Ana Valley Chapter, draw 
ing membership from Santa Ana, 
Fullerton, Downey and surrounding 
southern California communities. ‘Th« 
Societv now has 119 chapters through 
out the country, with a combined 
membership of approximatel 000. 





WHOLE WHEAT WALLS? 


Whole wheat kernels “puffed” to 20 
times their original size are the basic 
ingredient of a new type of building 
board, Engineering News-Record, Mc- 
Graw-Hill publication, reports. Resins 
are used as a binder and other chemi- 
cals are added for resistance to 
weather, insects and fungi When 
these are combined with the “puffed” 
wheat under heat and pressure, the 
result is a building product said to be 
suitable for wallboard, door panels, 
etc. The material is claimed to have 
greater strength and lower cost than 
any competitive product, the magazine 
reports. Still in the research stage, 
the product was developed to pro- 
vide an outlet for farm surplus 











RRO EP areoy- 


FOR SOLVING YOUR DRILLING 
& ANCHORING PROBLEMS 
NOW AND FOR THE FUTURE 


Muay Srey ARF) 


TWO WING 

, SPRING-TYPE 

PST TT) TOGGLE BOLT 
eT kell | ’ 
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A-C-E EXPANSION SHIELD 
gw SPRING HEAD 


Reet aula) STEEL TOGGLE BOLT 


DOUBLE EXPANSION SHIELD 


RIVETED HEAD 
TOGGLE BOLT 


‘ LITTLE MAJOR TURNBUCKLE 
ma > =) 


MACHINE SCREW ANCHOR FOUR-POINT HAND STAR DRILL 


THREE-POINT ORILL POINT 
STUD BOLT ANCHOR 


FOUR-POINT DRILL POINT 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 


MAL-LEAD BOLT ANCHOR CORE TONS NOLES 


= See your industrial, hardware or electrical supplier 


, ARRO EXPANSION BOLT COMPANY 


fi 1230 Boone Ave., Marion, Ohio 
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National has a complete line of portable 
sanders . . . air or electric driven with 
_ either straight-line or orbital action. Thou- 
~ sands of these machines are now being used 
im manufacturing and maintenance work. 
hey have a proven record of reliable and 
cient service, long life, ease of operation, 
d for giving the best sanded surface in 
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NATIONAL AIR SANDER, INC., ROCKFORD, ILL. | 
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Consumers Confident, 
Survey Reveals 


Consumers feel confident about the 
future and are in a mood to increase 
their buying of automobiles and other 
durable goods, according to a recent 
issue of Business Week, McGraw-Hill 
publication. 

This powerful prop to the growing 
optimism of the past few months, the 
magazine says, is found in the latest 
survey of consumer behavior, atti- 
tudes, and intentions by the Survey 
Research Center at the University of 
Michigan. The privately financed sur- 
vey, directed by George Katona, was 
made during June and early July. 
©1952 Peak—Earlicr surveys had 
shown that the consumer’s optimism 
reached a post-war peak during the 
latter part of 1952 as a result of the 
Korean War boom. It’s not that high 
now. What is important, however, 
about the latest sounding is that the 
downward trend of six and nine 
months ago has halted. 

And on the record, the thing that 
counts is the direction of change. It 
is difficult to measure the exact mag 
nitude of the changes in people’s feel 
ings to project that in terms of so 
many cars and appliances sold at retail 
But the trend of consumer opinion 
has shown thus far the way retail sales 
of durable goods will go—up or down. 

This time, the consumer has re 
gained some of his waning confidence. 
At this moment, he is in an open-to 
buy position, as the department store 
people would call it. 

@End of a Downtrend—The Michi 
gan experts summarize the report thus 

“Consumer sentiment has improved 
Current indications on consumers’ ap 
praisals of their own financial situation 
and their prospects, the present econ- 
omic situation of the country, and the 
general economic outlook, as well as 
measurements of consumers’ inclina 
tion to buy automobiles and durable 
goods are at a somewhat higher level 
than six or nine months ago. Most 
of these indicators are still much lower 
than toward the end of 1952. But it is 
significant that the downward trend of 
1953 has not continued.” 

This report is bold in its conclu 
sions. Though the researchers say 
their methods are “still experimental 
ind must be viewed with caution,” 
they are willing to say flatly that “‘busi- 
nessmen have every reason to believe 
that their sales efforts will meet with 
favorable reactions on the part of the 
consumers.” 

@On the Nose—SRC has had three 
vears of experience with this series of 
studies. The group has to its credit 
the last report published by Business 


| 
Week which showed—despite the 





threat of a serious recession—that the GS Hi h f 
consumer s inclination was to buy e INg your Ss are O 
The strength of consumer demand ce 
during the past half year showed how 
accurate the survey was t 

At this point, the Michigan group governmen 
has selected four major factors as the 
yardstick of consumer behavior. Thes« d 9 
factors might change in, say, an era of Or ers ° Lele 4 THESE 
severe deflation, but for the present 


they serve as the most accurate check 
the researchers say 


e@ Crosschecks—W hat peopl tell you 
about their own intentions cannot by 
itself be used as an accurate measure pce) ce) 8) 3 pele) 
Their statements on this score must 
be read in the light of their answers t The assembly and main- 
other questions. tenance of military 
The key question—Do you think equipment requires pre- 
this is a good time to buy?—must | gjsjog tightness in hun- 
therefore be read in the context of | dreds of jobs. With Apco 
three other questions aimed at reveal Mossberg, you supply the 
ing the consumer’s feelings about his only complete line of 
own financial condition and _his torque ecole made. Al- 
guesses about the economic trend, ways in demand, Apco 
short and long range Mossberg Tools are 
Three of the four measures are on lighter, stronger, and 
the rise since last fall; it is this con precision mode fee an 
sistency that impresses the researchers the-job accuracy. 


I. A Well-Off Feeling 


People feel well-off financially. More APCO MOSSBERG 
people say that their financial condi Hose Clamp Torque Wrench 
tion has improved ove! the past year Model T-40 illustrated, combines 3 
than said so last fall. However, it is pee-set torque loads in one wrench. 
important to note that this improve Set dial to one of either 15, 25, or 40 
ment is confined to the group with inch pounds. Wrench can be heard, 
higher incomes, the $5,000—year-and seen, and felt when desired torque is 
5 familie reached. 
ee Models PT15 and PT25 also avail- 
The significance to the economy able with one torque load of 15 or 
lies in the fact that it is this group that 25 inch pounds pre-set at factory. 
provides the big buying power of th« Wrench will not torque beyond pre- 
country, that buys the bulk of the determined load. 


houses, cars, major appliances, hom« 





furnishings 

Why does this group feel bette: 
off? 

People are not reporting that their 
cash incomes are actually any better APCO MOSSBERG Torque Wrenches 
than a year ago. In fact, the propor 2-in-1 Torque Driver Provide precise measurement of 
tion of families reporting that they Change from bit to socket adapter, tension, from 280 grams to 2000 
have a higher income than 1 year ago and tool is transformed from torque foot pounds, on nuts, bolts, 
screw driver into a precision wrench screws, studs. Dial readings in- 
for tightening any nut up to 100 stantaneous and unerringly ac- 
inch pounds. curate. No springs or intricate 
: ‘ parts to replace. Built in shock 
Gets into tight or awkward quarters absorber prolongs life. All Apco 
from a vertical stand-off position. Mossberg Tools triple-checked 
Available in 13 size ranges for accuracy at factory. 

a pet pre ae ce — in inch grams; inch 
lOUSENOIG ZOOS and CloOtmnMing ¢ ounces; and inch pounds. 
next few months 





has remained unchanged, while the 
proportion reporting they make les 
has even gone up. 

Another finding sheds some light 
on this question. It shows what peo 
ple feel about the trend in pric 


There’s a wide variety of 3 
inal equipment tools for aircraft, 
automotive, and industrial sales. 


Il. Steady Prices ' Complete-line information is 
. ; yours for the asking — 
Just as last fall, more than half of write today to Apco Mossberg 
those with definite opinions believ: Company, Attleboro, Mass. 
that prices will remain unchanged 


Only about one in every three—a APCO MOSSBERG 


somewhat higher percentage than in 


the past few years—expects a slight de COMPANY 
cline in the price level. Say the ex 
ATTLEBORO, MASSACHUSETTS 


perts 
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ANINATINIZINIZA 


ANNOUNCING} 


DESMOND’S NEW CATALOG 
of grinding wheel dressers & cutters 


— * 


24 pages of information on dressing and truing your grinding wheels 

with a complete listing of all of Desmond's many types and sizes of 
dressers and cutters. A worthwhile reference catalog for all users of 
grinding wheels. Ask your Industrial Distributor for a copy of 
Desmond's catalog No. 75 or write to THE DESMOND STEPHAN MFG 
CO., Urbana, Ohio 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. ©., URBANA, OHIO 


Another sales-building advertisement from” 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
135,000. For steady repeat business— 
promote Desmond. 


- . 


I aoe dll ts heen is tea 


ie ible tis oid 
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“At the end of 1952 many people 
were concerned with rising or high 
prices and said that times were not 
opportune for buying, even though 
they were generally optimistic. In the 
fall of 1953 there was somewhat more 
pessimism. Yet satisfaction with price 
stability and even with price reduc 
tions due to discounts and high trade- 
ins prompted somewhat more people 
to say than in 1952, “This is a good 
time to buy.’ 

“In June of 1954, the proportion 
who made favorable evaluations of 
buying conditions had increased fur- 
ther, especially among upper-income 
people. Most people believe now that 
prices are satisfactory and some even 
that there is an oversupply of goods 
that favors the buyer.” 

This feeling has done a great deal 
to wash out the disappointment con- 
sumers felt in not getting any increase 
in their take-home pay. 
® Real Improvement—Last year and 
the year before, Mr. Katona’s field 
people listened to a lot of complaints 
about the rising cost of living and 
about high taxes. But this time most 
people felt that the cost of living has 
stabilized and that any income in- 
creases now mean a real improvement 
in their financial position. 

The researchers make still another 
point: 

“Because of tax reductions or in- 
creased savings even many of those 
whose income remained unchanged 
feel that they are better off than last 
year.” 

Chis survey of SRC did not analvze 
the changes in resources of consumers 
But from other studies it is aware 
“that disposable incomes and liquid 
reserves have recently been maintained 
very well while consumer indebtedness 
has declined somewhat.” 

People feel pretty confident that 
they are going to hold the position 
they have attained this vear. To the 
question, “Now looking ahead—do you 
think that a year from now you peo 
ple will be better off financially, or 
worse off, or just about the same?” 
The researchers got these replies from 
all families in the sample: 

June ’54 Oct. 753 
Better off 31% 31° 
Same 47 40 
Worse off 9 10 
Uncertain 13 19 
100% 100% 

[his focuses on another major rea 
son why so many people feel that this 
is a good time to buy. 


Ill. Faith in the Future 

Consumers feel confident about the 
future. The researchers make this com- 
ment: 





“During 1953 people’s opinions 
about the general outlook became 
considerably more pessimistic. During 
the last few months this trend has 
been arrested. The picture is even 
more optimistic regarding people's 
long-term expectations. Last fall there 
were many more pessimists than at the 
earlier survey dates; now the propor 
tion of pessimists has declined some 
what.” 

Once again, the wupper-income 
group is the more optimistic. It is also, 
the researchers point out, the best-in 
formed segment of the population 
@ Well Informed—At this juncture 
the group pauses to drive home a 
point about the general state of eco 
nomic information available to the 
American people. Decisions are not 
made in a vacuum. The consumer is 
actually well-informed about economic 
developments, according to the re 
port 

“A small minority of the American 
people does not seem to know am 
thing about a recession, or increased 
unemployment, or worsening of busi 
ness conditions in the course of the 
last 12 months. Many more people 
spoke, however, of unfavorable events 
that had occurred, or of unemplo 
ment in the country, or in their com 
munity, or among friends and neigh 
bors. In addition, there is a minority 
which has known about the recession 
but more recently has seen signs of 
improvement. 

“When people were asked whether 
in their opinion business conditions a 
vear from now will be better or wors« 
than they are at present, somewhat 
more thought that they would be bet 
ter than thought they would be worse 
But both groups were less numerous 
than those who replied that condi 
tions will remain about the same—that 
is, fairly favorable.” 

e Unquiet World—W hat people know 
ibout prices, or what they understand 
about general economic developments, 
contributes to making them optimis 
tic. On the other ! 
ibout international affairs add to thei 
uneasiness W hen people were asked 
ibout the way that events in the 
world today—the cold war, Commun 
ism, Indo-China—may affect business 
conditions at home, twice as many 
said that international develo, ments 
affect American business unfavorably 
than said they affect them favorably 

On balance, however, the research 
ers found that domestic conditions at 
the moment are the deciding factor in 
bringing about a decision among co1 
sumers whether or not to buy 
competitive situation nere 1s of utmost 
importance: 

“We find that some favorable in 
clinations to buy, and some expressed 


their feelings 
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Time 
Saving 


Tools 


HARGRAVE 
Quick Clamps 


Pressure tip 
slides to work 
being held 


For many industrial applications, 
these clamps will take the place 
of conventional ““C” clamps 


Faster —can be applied Quickly, 


released quickly 
Rigid—no side twisting 


Positive —clutches insure posi- 
tive locking 
Hargrave Clamps, Punches, Chisels, Masonry 


Drills are stocked and distributed by your 
Local Industrial Supply Distributor 


The Cincinnati Tool Co. 


4032 Montgomery Rd., Cincinnati 12, 0. 


Ask your supplier for a copy of the complete 
Hargrave Catalog on Tested Tools. 
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Another 
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pistrinutons WANTED 


for the Hossfeld 
UNIVERSAL IRON BENDER 
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SELL the best maint der in the Somples of Bar Bending 

field. Sell the Hossield No. 2 Universal 

Wrenchless Type Iron Bender to replace special, expensive shop 
equipment. The market is as big as maintenance itself: manufacturing 
plants, mines. quarries, oil fields, railroads, utilities, service industries 
and institutions. It bends rounds, pipe, flats. conduit. squares, tubing. 
and angle iron flange in or out. A Hydraulic Power Unit is available 
(optional) for those tough, hard-to-pull bends on heavy material. It 
speeds operation, makes smoother bends, fits any Hossfeld No. 2 
Bender. e 


EXCLUSIVE DISTRIBUTORSHIPS ARE AVAILABLE—WRITE FOR INFORMATION 


440 WEST THIRD ST. WINONA, MINNESOTA 
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and similar ads 
are appearing in 


29 


LEADING ’ 
PUBLICATIONS : 20,000 VIKING PUMPS 


to help you sell IN THE LAST 25 YEARS 
ttleford B Equipment 


a 


Fottow the example of Littleford Bros., Inc., Cincinnati. 
They know what Viking pumps can really do after incor- 
porating over 20.000 of them on their road construction 
and maintenance equipment. Service includes handling hot 
or cold road oils, tars, asphalt, cutbacks and emulsions. 


if you are looking for dependable pumps as original equip- 
ment. or for individual performance, 

follow Littleford’s example and learn 

more about Vikings. Write for bulletin 

548MM. 

Get complete facts from your 
nearest Viking distributer or 
send for bulletin 545MM to- 


Pume Company 


Cedar Falls, lowa 











VIKING PUMP COMPANY 
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intentions to buy automobiles and 
large household goods, depend, ac- 
cording to prospective buyers, on 
favorable price developments. We 
conclude therefore that in view of cur- 
rent consumer attitudes there is a dis- 
tinct possibility of an upturn in the 
sales of automobiles and other dur 
ables. Yet consumers still are hesitant. 
The upturn will come only if sellers 
do what consumers expect them to 

namely, if business firms proceed with 
energetic marketing, favorable dis 
counts, and trade-ins and the like.”’ 


Big Upturn Possible 
With Creative Selling 


A high level of prosperity is in 
sight if American industry meets the 
challenge of aggressive selling, accord- 
ing to the vice-president and director 
of research of J. Walter Thompson 
Co. 

Amo H. Johnson, speaking recently 
before the National Industrial Ad 
vertisers Association, discounted the 
effect of present defense cuts. It is 
not generally realized, he said, that 
it would take an increase of only 14% 
in the consumer standard of living to 
offset the expected defense decline 
in 1954. 

Federal cash outlays fo rthe calendar 
year 1953 were $76.5 billion, he 
pointed out, and for 1954 are expected 
to be about $73 billion, a drop of 
$3.5 billion. Consumer purchases, 
then, would need to increase only 
14% to offset this much of a drop. 
Just a 5% increase in living standards 
could offset more than a $10 billion 
cut in defense expenditures, a far 
deeper cut than is now contemplated 


Big Increases Possible 


This means, he said, that there is 
opportunity for a far greater increase 
in the standard of living than needed 
to offset defense cuts. He said sales 
of consumer goods and services could 
easily increase 10% in the two years, 
1954-1955, and that the opportunity 
would then present itself for a one- 
third higher standard of living by 
1960. 

This 10% increase could have “a 
truly magical effect” on government 
finances and lowered tax rates, on de 
fense capabilities and on industrial 
markets through stimulation of need 
for improving productive facilities. 

He predicted that tax bases could 
be so broadened that the Federal 
budget could be balanced, excess 
profits taxes eliminated and corporate 
tax rates reduced from 52% to 47% 
Also, personal income taxes could be 
reduced by 10% and some $50 bil 





lion coukd be provided for national 
defense 

The one-third increase 
of living by 1960 appears quite possi 
ble, he said, when viewed in the light 
of past accomplishments. Increased 
productivity has already made possibk 
an advance of 62% since 1940 in the 
nation’s total real standard of living, 
even after adjustment for inflation, 
higher taxes and heavy defense needs 
as well as many restrictions on produ 
tion and incentive. 


in standard 


Growth, not Stability, Needed 
We have talked to 


stabilizing’ our economy * return 
ing to ‘normal’,” he said. “What we 
eally want is not stabilization or stag 
nation, not regression to previous not 
mals of heavy unemployment, shar 
the wealth panacea or mature econ 
omy—but instead a healthy, dynami 
growth in both production and con 
sumption in with ipidly 
growing ability.” 

Recession, he said, is not impossible, 
but neither is it inevitable. “We 
ould talk ourselves into depression 
Our standard of living is so far above 
the bare subsistance level that a large 
proportion of current purchases could 
xe deferred for some time at the will 
of the consumer without real hard 
hip. This could happen in spite of 
high purchasing power and many 
strong pressures for an expanding in- 
stead of contracting standard of liv 
ing 


nuch rf 


line our 


Distribution Holds the Key 


For this reason, he said, distribu 
tion, with aggressive selling and ad- 
vertising, will play a critically import 
int part in the changeover from 
expanding to declining Government 
spending. “This is a challenge to mar 
keting because the change from a pro 
duction economy, heavily financed by 
the Government, to a consumption 
economy of individual enterprise 
places the burden on selling, on find 
ing needs and creating desires and on 
improving products or developing new 
products to meet these needs and di 
sires.” 

Reasons for Optimism 


Mr. Johnson listed several 
pointing, he said, to increased 
opportunities this vear and next yeat 

1. Present trends in productivity 
point to a 1954-1955 level of 
billion of total production, or 
rease of 5% over the level of $3¢ 
billion reached in 1953—a growth of 
ibout $10 billion a vear 
Average employment in 1953 was 
in alltime high. Employment thi 
February, while than 
ruary 1953, was higher than in Janu 


February or March 1952 
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“George defies anyone to steal our car. He 


chains ut to a lamp post with Campbell Chain!” 


Campbell makes safe, dependable chain to meet 
every requirement. Practically every business 
uses chain . . . for maintenance... on the pro- 
duction line . . . or on original equipment. You 
can increase your profit-per-call by selling 
CAMPBELL—the chain that’s inspected link-by- 
link to assure long life. Write for your copy of 


our complete catalog. 


CAMPBELL CHAIN Company 


meee 9% mee 


CAMPBELL 
CHAIN 


————eE = 
| i oe oo fo oon ie | 
ee ee ee —— a 


Main Office, York, Pa. + West Burlington, lowa 
Portland, Oregon + Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Silver Steel Segmental Saw?! 


You benefit by these design features: 


Ss 
ATKINS 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION «= Indianapolis 9, Indiana 


342 


Shockproof Segments are Multi-Riveted! 


@ stay tight longer 

@ minimize shifting under heavy feed pressure 
@ save wear and tear on plates 

@ prevent distortion of rivet holes 

@ give longer sow life 


Segments Fit Over The Plate! 


@ permits positive inspection 
@ insures perfect segment assembly 
@ reduces chance of tooth breakage 


@ gives true, clean cuts—always 


Get an Atkins Silver Steel Segmental Saw today. 
Call your Atkins distributor. Prompt service on all 


shipments and repairs. 


Now Available—Atkins Silver Steel precision 
ground flat stock in all standard sizes! 
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business was considered to be at a 
very high level of defense expenditure 
stimulation. 

3. As of January 1954, total real 
purchasing power, after adjustment 
tor present taxes and prices, was at 
the highest level in history and was 
77% greater than in prewar 1939. 

4. Consumer credit could expand 
by 50% without being overextended 
in relation to discretionary income 

5. Total consumer debt is low in 
relation to disposable income and ac- 
cumulated savings. 

6. Liquid assets of consumers at 
over $200 billion, not including stocks 
and bonds, now total four times the 
level of 1940 with double the real 
purchasing power. 

7. Liquid assets of business arc also 
four times the 1940 level with doub! 
the purchasing power. 


Hidden Pressures Will Help 


Mr. Johnson also cited “hidden 
pressures” for expansion which are 
building up in the economy. One, he 
said, is the change in discretionary 
spending power of the mass of the 
population, now more than 5 times 
as great as in 1940. Another is the 
change in the make-up of the popula 
tion, with more than 65% more chil 
dren under 5 than in 1940. Still 
others, he said, are: the change in the 
education level, increasing obsolesenc« 
of homes needing to be replaced, in 
crease in the number of automobiles, 
and population shifts, notably thos« 
from cities to suburbs. 


Finances New Plant 


The Black & Decker Mfg. Co. has 
arranged to borrow $1,500,000 through 
1 banking firm to finance a major addi 
tion to its new plant in Hamstead, 


Md. 


Named by Republic Rubber 


Republic Rubber Division, Le« 
Rubber & Tire Corp., has appoint 
W. H. Summers Co., Cleveland, t 
handle the division’s lines in Cleveland 
ind northern Ohio 





KEEPING A HEAD 


Beer drinkers may now sit and stare 
into their beer without fear of losing 
the foam. Chemical Week, McGraw 
Hill publication, reports that a tech 
nique has been patented which pre 
serves the head on beer for half an 
hour. Salt of alginic acid does the 
trick 














EACH INDUSTRIAL DISTRIBUTOR’S 
CATALOG consipereD 


FROM ALL ANGLES --- 


CUSTOM BUILDING feather 
old work for Charles McLaughli 
Nott-Atwater Co., Spokane, Wash 





Executive Vice-President 
Named by Joy Mfg. Co. 
Jov Mfg. Co. has elected John | 


rence as executive vice presidet nt 
With the company since 1951, he 
has been vice-president of manufac 
turing and engineering since last veat 
He was a vice-president of SKF In 
dustries for seven years previously, and 
before that spent ten vears with } 
& Lamson Machine Co 


DESIGN * LAYOUT* COMPOSITION 
Electro Dynamic Names PRINTING AND BINDING 


Western Regional Head 


Robert Hoffman has been ap 
pointed Western regional manage 
for the Electro Dynamic Motor-Gen when a catalog is given to Cuneo for production. 
erator Division, General Dynam 
Corp 

\ graduate of Stevens Institut by specialists. These standards are tops in the 


he has had seven years’ experience 


* There is nothing left to chance, no guessing 
Every step of the way is based on standards set 


catalog world. Each Department of the Cuneo 
salesman and district sal 


for electric motors. Catalog Division is equipped in personnel and facili- 


ties to produce the very finest in results. For proof 


Handle Allis-Chalmers Lines of this see any Cuneo built catalog. You can make 


Allis-Chalmers Mfg. Ce 
inted N. B. Nichols C t workmanship, quality, and appearance simply 


your catalog appropriation get the most for you in 


Rocl rl oO 1] I oto | . 
R * Ark., to hand ¢ motors, con by making it a Cuneo built catalog 
ind transformers in the easte t of 


Arkansas and G. A. Fleet ( Whit 
lains to sel] LUI ind pun 
vias, | rs ot Write « Wire © Phone 


everal New Woke - Mee I 
Connecticut countis BROADWAY 6-5340 
Catalog Diutsion 
Names Manufacturing Head 
The Carborundum (¢ has YESS MMe. 
pointed I. Wendell Hamm, f 
hief industrial engineer ft ‘Du I 


Division, as director of 999 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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DARNEL 


CASTERS & WHEELS 
a 








Darnell Casters and Wheels 
start to cut costs for your 
customers from the very 
first day of installation. 
Easy rolling and swivelling 
increase employee effi- 
ciency, save floors and help 
add to production. 


With over 4000 types of 
casters and wheels to select 
from, you can specify 
the exact model to meet 
your customer's individual 
requirements. 

DARNELL CASTERS 

& €-Z ROLL WHEELS 


Always 
SSWiv Et. 
and ROLEX 
Gree Darnell Manual 


DARNELL CORPORATION 


aN 
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To Sell for Chain 


More Northwest Power 
Urged by Kaiser 


New projects to develop the vast 
hydro-electric resources of the North- 
west should be rushed to completion 
to ward off a “critical power shortage,” 
wccording to Henry ]. Kaiser, presi 
dent of Kaiser Aluminum & Chemical 
Corp. 

Mr. Kaiser told a recent civic meet 
ing in Spokane that after 1960 the 
region will face an acute power short 
ige. He said the Northwest’s demands 
for electrical energy were increasing 
faster than the supply and urged the 
building of new dam projects and the 
completion of those already planned, 
with Government and private utilities 
in ‘“‘partnership.” 

The new power, he said, is needed 
for national defense, as was proven by 
the contribution of the Northwest's 
power projects toward winning World 
War Il. Some 37 percent of the Na 
tion’s potential hydro-electric resources 
ire concentrated in the region, he 
pointed out 

Citing the development of light 
metals, chemicals and atomic products 
industries in the Northwest, he 
said “The Northwest is at the 
crossroads of converting its traditional 
raw materials economy into a balanced 
ind diversified economy of its own.” 
He added that developments similar 
to the upsurges in California, the Gulf 
Coast and Texas “will not just drop 


in our laps.” 


Belt 


Chain Belt Co. has appointed Ste 
venson Machine Co. to handle the 
firm’s products in and around Lock 


land and Cincinnati, Ohio 





STARLINGS SCARE 
STARLINGS 


Broadcasting a starling’s 
call successfully frightened away a 
super-abundance of starlings in a 
Pennsylvania city, Electronics, Mc- 
Graw-Hill publication, reports A 
captured bird was held near a micro- 
phone and its startled chirp, identi- 
fied as a distress call, was recorded 
A continuous, hour-long tape was fab 
ricated from the recording, and was 
played for an hour and a half for 
three nights from a sound truck that 
toured the city; it frightened away 
all but about 200 of the birds. The 
loudspeakers, which were aimed up- 
wards into the trees, had no effect 
upon common grackles or American 
robins, the magazine says. 


distress 
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picking | 
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TELL YOUR CUSTOMERS about this ideal 


filing system for their drills! No more rum- 


| maging around in dark drawers and boxes. 


Indexes are made in 17 sizes to hold one- 
of-a-size of fractional, number, letter, met- 
ric, stub or taper shank drills. (Drills not 
furnished). Made of 
steel, hammerlin en- 
ameled. The conven- 
ience and _ attractive 
prices make them sell 

on sight. Remember- 
“Huot rhymes with Do-it”. 


Write for catalog pages 


551 No. Wheeler St 
ls s St. Paul 4, Minn. 


ATLAS 


for quality 
and strength 





SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. 10 
NEW YORK 13, N. Y. 
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Analyzing Your Firm 


Booklet 


Both management 
small business firms may 
ber of recent Small Business 
tration publications useful 
that have 


Described in 


find 


soTHnC 


tributors, cither directly, or indir 


through their customers 

How to Analyze Your 
ness—No. 46 in S.B.A 
Aids for Small Business, 
designed to show how a busine 


wv 


only a few top executive in 
organizational stru 
the fact that the 
sonnel fulfill several functi 
the leaflet: “If the busin« 
man show where the head 
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a sound 
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ment programs may fail, dt 
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fail because one p 
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daily routine.” 
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Weak,’ 
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clear picture of where imp 
ire most needed 

of authority should 
defined, the leaflet savs 
dividual in the 
know to whom he reports and 
ports to him. 
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ind 
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Sales Training for the Smalle1 


ufacturer—Says this booklet 
as most perceptive managt 
ting set fol 
selling becomes 
tant [he 
pany has on the 


increasing! 
fewer salesmen 
road, the 


sponsibility each man has to 


Much time and careful thoug! 
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Ihe booklet ha 
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It is available for 20 cent 
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WHEN YOU SELL 


rae-y-) J) 4: Va a- 


YOU'RE SELLING 


advortvod 


PRODUCT 


T. BUILD a better mouse trap is one 
thing—to let people know about it is 
another. Not only is the Cooper Alloy line 
the quality leader, but more people talk 
about, read about and hear about Cooper 
Alloy stainless steel valves, fittings and 


accessories every day than an army of 
salesmen could cover in a year. Through 
magazines, direct mail folders, records, 
house organs, technical literature, catalogs, 
lecture platforms, and a myriad of sales 
promotion methods, the Cooper Alloy story 
is being told over and over again to make 
your selling job faster and easier. A well 
advertised product carefully engineered 
and produced to highest standards of 
quality is your key to a sales curve that 
keeps going up! 


COOPER ALLOY 


THE COOPER ALLOY FOUNDRY CO. « HILLSIDE, N. J. 
Los Angeles. San Fraecisce Oakland Houston Chvcage, Detrort, Pavledelphes, Hartiord 
Leading producers of STAINLESS STEEL volves, fittings and castings 
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WE VP ETED offers you 
4 Keys to More Flexible 


Metal Hose Sales 


When you sell Atlantic flex- 

ible metal hose, you know you can 
deliver—on time! Because Atlantic is 
geared for fast production and service to the 
Distribuior. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
.-- for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—ewiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—\”-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


304 DYCKMAN ST., NEW YORK 34, N.Y. 
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growing business,” the booklet says, 
“it is necessary that the chief operating 
executive fortify himself to eftectivel 
handle the different phases of the top 
executive’s responsibilities- thus help- 
ing relieve the chief executive of rou- 
tine decision making. The chief execu 
tive’s job is to evaluate, plan and 
combine.” 

“The number and type of assistants 
needed to contribute to the overall 
profit of a small business depends on 
the conditions and size of the busi 
ness. In general, it may be said that 
so long as the owner is so busy that he 
has no time to enjoy his business, he 
needs staff assistants to relieve him of 
the pressure of routine work.” No. 13 
in the Management Series, this book 
let is available for 20 cents. 

Economic Chip Breakers for Ma 
chining of Steel—A chip breaker is a 
device developed for use with new tool 
materials which permit the cutting 
speeds of steel 3 to 10 times highe 
than were formerly possible. This leaf 
let, No. 36 in the Technical Aids fo 
Small Business series, describes chip 
breaker application, including factors 
which determine chip breaker design, 
the effect of cutting conditions on chip 
breaking, dimensions of chip breakers 
and use of factory-ground and clamped 
chip breakers. It includes illustrations 
ind charts. With the use of new tool 
materials, the leaflet points out, the 
amount of chips is larger, the chips 
move faster and their temperature is 
much higher than with materials for 
merly used. Unless broken up they 
mav cause serious accidents. Other 
problems are that the chips, which do 
not curl, are a menace to the tool 
itself, and that the cutting oil is onh 
partly recovered in the chip extractor 
lhe remedy for these troubles, says 
the leaflet, is to curl the chip, which 
will have the effect of getting the chip 
flow under control and make it pos 
sible to break up the curled chips in 
fairly regular pieces of any desired 
length 

Handling, Storing and Dispensing 
Lubricants—No. 34 in S.B.A.’s Tech 
nical Aid series, this leaflet describes 
the indoor and outdoor storage of 
lubricants, design and location of the 
oil room, and dispensing equipment 
for oil and grease. Says the leaflet 
“The key objective of any system of 
handling lubricants, whether for 
single machine, a small plant, or 
large one, is to make sure that each 
piece of equipment gets the right 
lubricant, free from contamination, at 
the right intervals.” Injury to equip 
ment and products, particularly f 
contamination of lubricants, is a real 
danger in any plant and can be ex 
tremely costly, the authors point out 

Care of Hydraulic Svstems—This 





Technical Aid (S.B.A. No. 35 
cusses selection of hydraulic oils, s 
ge and handling, service precautio 
continuous reconditioning, di 
schedules, and cleaning and flushing 
oth new and old systems. It compk 
ments Technical Aid No. 32, “Essen 
tials of Good Plant Lubrication.” T! 
amphlet emphasizes cleanline 

to achieve it. “Cleanliness i 

key to smooth-trouble-free operat 


tf any 


I 
} 


how 
hydraulic system. Cleanlines 
with the selection of the 
suitable fluid, and its installat 
lean equipment, and continues 
naintaining both the oil and the 
tem in a clean condition during 
tion. Any effort expended in 
preventive will be 
fold by 


begins 


measures 
man reduced maintenance 
sts and decreased down tim«¢ 
How to Reduce Your Operating 
Costs—No. 51 in the S.B.A. Manag: 
ment Aids series, this short leaflet 
llection of important though fairh 
suggestions on how to handle 
of all business« It 
we 


knotty problem 
ills for a definite program 
enditures, with emphasis ot 
ing the sometimes hidden re 
high sts. “Operating 
vmptom and not the underlying 
of the current health of a 
savs the author. Furthermore 


may never realize th 


managers 
inordinately high until the 
ed looking for a way to 
[he problems can't 
ed as important today 
there is time to think about them, and 
unimportant tomorrow becat 
pressures »f other work have 1} 
says the author. He suggests 
ing one person to direct the 
gram, publicizing or selling 
tively, and development of 
yf maintaining interest in the | 
An “Analytical Approach” of 


suggested for checking x 
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Judging Your Purchasing Effici 
This four-page leaflet, Mai 
1 No. 45, has good sak 
nen who want to show 
1 save money by b 
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TRIPLE SALES! 


with Fairbanks’ 3 lines! 


Capitalize on the triple-your-sales combination of Fairbanks Valves, Fairbanks 
Casters and Rubber Tired Wheels and Fairbanks Trucks. By selling all three 
Fairbanks lines of products on every call to every customer, you make three calls 
in one, triple your sales, triple your profits. 

When you sell Fairbanks Bronze and Iron Body Valves you turn the same call into 
a double sale by selling Fairbanks Casters and Wheels, and into a triple sale by 
tying-in Fairbanks Two-Wheel and Platform Trucks. 





Fairbanks VALVES 


Complete line of Bronze and Iron Body 
Valves. Engineered, designed, and manu- 
factured to the highest standard of the 
industry. Insure trouble-free control of 
water, steam, gas, or oil. 

















EELS 


Swivel and rigid casters. “ ‘Lockweld’ 
Steel Swivel Casters Without a King-pin”, 
with exclusive leg design. Rubber tired 
wheels for casters and trucks. 

















Fairbanks [RUCKS 


Two Wheel and Platform Hand Trucks of 
rugged construction, smoother operation. 
Fairbanks complete line includes lift jack 
platform trucks, all steel hand trucks, all 
wood trucks, and box or case dollies. 

















YES! Triple sales, triple profits with Fairbanks’ 3 lines 
PLUS extra sales, extra profits with Dart Unions. 








Dart, the best known quality union avail- 
able, sells quickly, easily with its excel- 
lent consumer acceptance, Gives you a 
fourth sale, fourth profit, as companion- 
ate item to Fairbanks lines. Features 
ground ball joint, two bronze seats, is 
leakproof and practically unbreakable 











THE atellaelelil 4 COMPANY 


BRANCHES: NEW YORK 3 


PITTSBURGH 22 * BOSTON 10 °* ROME, GA. 
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NEW... no. 5 KELLER 


POWER 


MODEL ADDED 
TO POPULAR 


KELLER 
LINE 


New No. 5 has 9” x 
9” capacity. Has 
variable 0-200 Ib. 
power pressure reg- 
ulator for blade. Cuts 
thin wall tubing or 
solid bars fast. Also 
many other fea- 
tures you want 

in a saw. 


@ More Features 

@ Easy to Sell 

®@ Rapid Turnover 

@ Satisfied 
Customers 

@ 10 Models to 
Choose From 


Sell the Keller 
Power Hack Saw 
line. Efficient—low 
cost—speedy. Each 
Keller Saw sale 
means genuine cus- 
tomer satisfaction 
plus good profits. 


CHOOSE FROM THE 


Complete 


LINE OF KELLER 
POWER HACK SAWS 


New catalog illus- 
trates and gives all 
specifications of 10 
models. Write for 
catalog today! 


Sales Service Machine Tool Co. 
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Purchasing Questions” to help rate 
the effectiveness of purchasing are 
listed, along with an efficiency rating 
table for “Tangible Purchasing Fac- 
tors.” 

Appraise Your Competitive Position 
to Improve Company Planning—No. 
43 in the S.B.A. Management Aids 
series, this leaflet stresses long-range 
planning and a realistic view of a com 
pany’s achievements and potential. It 
suggests using all possible sources to 
check general business conditions that 
may affect volume, then investigating 
systematically the competitive situa 
tion in relation to products, service, 
tvpe of customers and price. A com 
pany s management should beware of 
using sales volume alone as a yardstick 
It gives little guidance to the causes 
of success or failure, the leaflet says, 
and it indicates nothing about the fu 
ture. Percentage return on investment 
is suggested as the best measurement 


New Factories in Town 
Mean More Than Payroll 


What's the effect on a 
community when a new factory moves 


ecconomic 


in employing 100 workers? 

Ihe National Chamber of Com 
merce recently published a study show 
ing that on the average, this develop 
ment provides 296 more _ people, 
$590,000 more personal income, 174 
more workers employed in all, and 
$360,000 more retail sales. Also, there 
are 112 more households, $270,000 
more in bank deposits, and increases 
of 25% employment in the construc 
tion trade and 5% employment in the 
wholesale trade 

Che study is summarized in a book 
let, “What New Industrial Jobs Mean 
to a Community,” available from the 
Chamber of Commerce, Washington 
D.C, 

(he average figures were a com 
taken as 
samples for meeting the following 
criteria 1) manufacturing employ 
ment in 1950 at least doubled that of 
1940 with a numerical increase of at 
least 1,000 manufacturing employees 
2) manufacturing employment in 
1950 was at least 20% of total em 
ployment; (3) the major employment 
change between 1940 and 1950 was 
mm increase in manufacturing employ 
ment, and (4) the county is not a part 
of and does not adjoin a metropolitan 


posite of nine counftics, 


area 

Fight of the nine sample counties 
ire in the Southeast. The nine are 
Colbert, Ala.; Hot Spring, Ark.; Haber 
Calcasieu, La.; Lee, N. C.: 
Oconee, S. C.; Ham 
md Giles, Va 


sham, Ga.: 
Jefferson Pa.: 
blen, Tenn 











MACHINE TOOL 


ACCESSORIES 


ARE NOW 
PACKAGED 
FOR YOUR 
CONVENIENCE 


‘Immediate delivery from stock, any quantities” 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 





1’ 
FLEXIBLE 
BELT 
GRINDER 


Of AMAL AMAICO 


10" 
THROAT 
DEPTH 


BENCH MODEL F-! 


POLISHING GRINDING DEBURRING 
Here is the answer to costly hand fil- 
ing and costly grinding, polishing and 
deburring. It is amazing the uses 


found for this machine 
DISTRIBUTOR INQUIRIES ANSWERED PROMPTLY 


1617 Dougles Avenue @ Kalamazoo, Mich. 
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~NEW! 


10 key features in a brilliant new design 


the Ahlberg ‘‘SP”’ 


PILLOW BLOCK 


Good news for bearing users! The new SP 
6.) combines all modern pillow block features to give 
you finer performance . . . longer life 
... greater economy! 


. Grease fitting for 6. Eccentric type shaft lock 


lubricati 
wie 7. Maximum size balls 
. Pre-lubricated bearings for greater capacity 


. Generous lubricant . Equal load distribution 
reservoir for longer life 


4. Fully self-aligning . Strong, rigid housing 


. Dirt-proof, leak-proof . Elongated bolt holes 
flinger type seal for interchangeability 


Write 
for catalog 
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How to keep informed on the 


part of your business 


AT YOUR FINGER TIPS, issue after issue, is one of your richest veins 

of job information — advertising. You might call it 

the “with what” type — which dovetails the “how” of the editorial pages. 
Easy to read, talking your language, geared specifically to the betterment 
of your business, this is the kind of practical data which may 

well help you do a job quicker, better — save your company money. 


Each advertiser is obviously doing his level best to give you 

helpful information. By showing, through the advertising pages, how his 
product or service can benefit you and your company, he is taking 

his most efficient way toward a sale. 


Add up all the advertisers and you’ve got a gold mine of current, 
on-the-job information. Yours for the reading are a wealth of data and 
facts on the very latest in products, services, tools... 

product developments, materials, processes, methods. 


You, too, have a big stake in the advertising pages. Read them regularly, 
carefully to keep job-informed on the “with what” part of your business. 


McGRAW-HILL PUBLICATIONS 
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ALL THE EXPERTS AGREE 


Starrett advertising does an outstanding job of 
boosting sales and profits for distributors 


An expert, they say, is an ordinary guy 
more than fifty miles away from hone. 
But when the experts include some of the 
nation’s top buyers of industrial prod- 
ucts — men who rely on advertising to 
help them make buying decisions . . . and 
when they also include many of the most 
successful Industrial Distributors — men 
who know the value of effective advertis- 
ing and promotion in selling today’s 
complex markets, you must believe them. 

That's what’s so significant about these 
advertising awards — three of the most 
coveted citations for excellence in ad- 
vertising and sales promotion. All three 


confirm what you already know — that 
Starrett advertising ranks well up at the 
top along with the quality of Starrett 
products and the quality of Starrett sales 
and service cooperation. 

lop citation in our book is the award 
for advertising excellence presented 
jointly by the National Industrial Dis- 
tributor’s Association and the Southern 
Industrial Distributor’s Association. 
[his award is for the Starrett Distribu- 
tor Direct Mail Program which stresses 
the benefit of buying through Industrial 
Distributors. 

The second citation is another award 


of achievement presented by the Direct 
Mail Advertising Association recogniz- 
ing the outstanding excellence of the 
Starrett Distributor Direct Mail Program, 
the promotion plan available to you at 
low cost to help you do local advertising. 

The third award was presented by the 
Associated Business Publications for ef- 
fective use of advertising in industrial 
publications. It rates as among the best 
of the year the current Starrett campaign 
which stresses the precision, quality and 
dependability of the complete Starrett 
line and the benefits of buying through 
Industrial Distributors. 

These three award-winning campaigns 
are only a part of the complete Starrett 
program of advertising aids and sales 
tools available to help you increase your 
sales and boost your profits. 
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“What ACCO Registered Means to YOU 


® Backed by this certificate, ACCO Registered 
means that these wire rope slings were designed 
specifically by trained engineers who spend all 
their time designing slings. It means that only 
the best materials were used. It means that each 
sling with all its fittings was proof-tested at twice 
its rated capacity. It means that every design 
was field tested. It means that American Chain 
& Cable stands back of every ACCO Registered 
Wire Rope Sling you sell. It means satisfied cus- 
tomers—and repeat orders. 

ACCO Registered Wire Rope Slings are lifting 
tools for modern materials handling. They are 
the connecting link between hoist or crane and 
the material or machine to be moved. They are 
used everywhere. While much of the wire rope 
bought by your customers is made into home- 
made slings, you can prove that ACCO Registered 
Wire Rope Slings actually cost less to use —to say 


nothing of their greater safety and wider adapt- 
ability. Your stock of popular sizes (and ACCO 
Registered links, safety shackles, and hooks) en- 
ables you to give prompt delivery. Once you 
start a customer on ACCO Registered Wire Rope 
Slings, his repeat orders will insure fast turn-over 
of your inventory. 

If you are an ACCO Registered Wire Rope Sling 
distributor, you are stocking the best slings made. 
You are offering your customers a valuable —and 
profitable —service. The sales possibilities in your 
territory are in direct relation to the effort you 
put forth. Make a check to see if you are getting 
all the wire rope sling business in your territory. 
Ask the next three customers you call on if they 
use wire rope slings. *Trade Mark Registered 


Write our Wilkes-Barre, Pa., office 
for further information 


Wire Rope Sling Department 
AMERICAN CHAI N & CABLE 


Atlanta 





Chicago, Denver, Houston 
Odessa, Tex., Philadelphia 
San Francisco, Bridgeport 
Chain Co Ltd 


Wilkes-Barre, Pa 
Los Angeles, New York 
Pittsburgh, Portiand, Ore 
Conn ° n Canada 
Niagara Falls 


Dominion 


Ont 





